ww 


Srey eee eR Wein Ey 





Skilled craftsmen respect and select Vaughan 
tools. For 80 years, Vaughan has produced 
only the finest in hammers, hatchets and axes. 
The name Vaughan signifies unmistakable quality 


and perfect performance. 


Sales Office: 135 S. LaSalle St. 
CHICAGO 3, ILLINOIS 
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Length* Thickness 
- 34%” %” VY, doi 
wr 34” 34” Vey VY, dor 
2 NV-2 NYLON ne 
S : Packing 
per Box 
Vy i 1 = doz 
1 doz 
1 doz 
en 
= 
A Packing 
Width Length* Thickness per Box 
2° 314” ts” 1 doz 
214” 314” Ve” 14 dow 
3 ” 334” }A ” \y doz! 
Z NB-158 NYLON FLAT SASH 
Packing 
Width Length* Thickness per Box 
114" 24” Y,” 1 doz 
-~ 294” 1” 1 dow 
5 NA-164 DOUBLE ANGULAR SASH 
Packing 
Width Length* Thickness per Box 
11” 24” yY," 1 doz 
2 ” 2% ” 3% ” 1 doz. 
6 ND-123 NYLON DUSTER 
Measurement Packing 
of Ferrule Length * per Box 
35%" x 78” 34%” V2 doz 












* “Length” given means approximate length of filament cid 
of ferrule. 





HE various lines of Wooster Foss-Set Nylon Brushes are br 
enough to be an important factor in your brush sales. Capitali 
on the brush-buyer’s habit of purchasing by brand name. W 
Foss-Set Nylons—a brush for every purpose — made right- 


priced right! 
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WOOSTER BRUSHES ; 


Foss: SEy THE WOOSTER BRUSH COMPANY - WOOSTER - OHIO a 
erin | BRUSH MANUFACTURERS SINCE 1851 Weosscser 










Order from your Wooster Distributor — today. 
IF IT’S WORTH PAINTING IT’S WORTH A WOOSTER BRUSH 
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YALE STANDARD MODEL DOOR 
CLOSER. Easily installed on doors of 
either hand without change. Separate 
adjustment of general 
and latching speeds. 













Yd 
Vs doll 22m. YALE COMPACT DOOR 
— ge? CLOSER. More beauty, 
smaller size (36% less 
—Fackgy bulky), smoother action, continu- 
—_—Per Bor ous checking over full 180° arc. 
~ NATION DOOR CLOSER. 


—z=| Door Closers that 4 
Quick, quiet, complete clos- 
ing. Easy to install and adjust—no 
reversing —screw holes spotted by 


full-size marker. 

























4 570 SCREEN AND COMBI- 








Packing 9 








Packing ‘ 506 AIRLINER. Pneumatic type for screen 
Vy ‘den oa The Yale line doors and combination doors. Adjust- 
of door closers is able spring is completely covered against 


of filament cla 
complete — whatever dirt and moisture. Attractive finish. 





es are br oy your customer wants, 
s. Capitali you can give it to him 
ne. Woos aN with YALE quality and 
de right- ga dependability. 


ay. 


§ ~YALE~ 


YALE Hardware— Sign of a Well-Built House 








THE YALE & TOWNE MANUFACTURING CO. - Stamford, Conn., U.S.A. 
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ATKINS “SILVER STEEL” 
CROSSCUTS 

are available in every 

standard pattern and 

length, as well as region- 

ally popular patterns. 

Shown is the No.9 “Forester” 
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COMPLETE LINE 
OF SAW TOOLS 
AND HANDLES 


The Atkins line includes a complete selec 
tion of saw handles for use with every 
type of crosscut saw — each correct in 
design, balance, material and workman- 
ship. Shown is the No. 28. 





Atkins Saw Tools include saw sets, raker 
gauges, combination tools for every sow 
maintenance job. 
Write for further information 
or see your Atkins Jobber. 





E. C. ATKINS AND COMPAN 


Factory: 402 South Iilinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon @ Brahch Offices: Atlanta> 
Chicago « Los Angeles » New Orleans * New York « San Francisco 


Y © Home Office and 


THE DEALER’S PARTNER FOR 92 YEARS e 
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Here is a 


Garden Hose Merchandiser 


Ther Kreatly Works / 








Yours With’an Assortment*® from the 


(of your own choice 


WORLD’S MOST COMPLETE LINE of Garden Hose 


A hose to match every customer's purse—from purely “price” 
buyers to those who want the very best—and all “in-betweens.” 














i 
rora PRICE LEADER \ 


To meet chain-store competition—RIPPLE 
—a black hose with full ¥ inch couplings. Built 
to a price—but built right. 

Carries standard manufacturer's warranty. 


You can Profitably RETAIL a 50 ft. Length 
= “a” 

or Even 

Lower! 


Gates TRUCORD 
In Red, Green and Black. 














Braid of Rayon cord withstands many times ordi- 
nary water pressures. Heavy rib cover. Color will not 
wear off. Unconditionally guaranteed for 10 years! 

Meets Low Price Competition. 


Gates VULCO 


A farm and home favorite for 20 years. Double 
layer of RAYON cords. Stands 15 times normal water 
pressures. Genuine red rubber cover. 

15 Year Guarantee. Popular price! 


Gates Famous GARDENETTE 


Built with NYLON cords, achieving FULL SIZE 
with '/2 the weight of ordinary hosg—yet 15% stronger. 
Has the appearance value and the attractive packag- 
ing of a fine plastic—with the strength and flexibility of 
rubber. Guaranteed 15 years. Green. The only FULL 
SIZE, light weight hose at its very appealing price. 


Gates GREENLAWN 


A professional type hose. Green Neoprene cover. 


Double braid of TRUCK TIRE Rayon cords. Unmatch- 


able quality. Unconditional—no-time-limit—Guarantee. 


Flac, 700, // ————. 


Made by GATES—a garden hose 
manufacturer of 25 years standing! 
MODERNETTE — in standard “plastic 
hose” diameter, fully meeting compe- 
tition of similar types. 


FULL FLO Modernette is full 9/16- 
inch diameter giving more water ca- 
pacity. Both are beautifully packaged 
for display. Either red or green. 10- 
year guarantee, 
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GREENLAWN 
GARDENETTE 


VULCO 


TRUCORD 


RIPPLE 


This Merchandiser 


Does for Garden Hose Sales 
what the famous Gates Belt Merchandiser 
has done for V-Belt Sales 





Like the famous Gates BELT MERCHANDISER that has 
put thousands of Hardware Dealers really into the Belt Business 
—this HOSE Merchandiser is expertly designed to make Garden 
Hose Sales and also to keep hose stocks convenient to get at 


and up off the floor. 


Displays eight 50 foot coils of hose in a 21 inch square 
of floor space. Invites self service, positively increases sales in 
any store. 

Rolls on wheels. Brings Hose display to the front of your 
store or to sidewalk during best selling season. Reminds traffic 
of hose they intended to buy. Gets you the business! 

All tubular-steel welded frame; handsome, rigid, non- 
tipping. Lustrous all-weather enamel. Good for 15 - 20 years 
service. Costs you only a few pennies a year with a “Tailor- 
Made for Your Trade” selection of Gates Hose from the world’s 
Most Complete Line of Garden Hose! 


how you can get this merchandiser at y 
FRACTION of its cost. 












N 
76 CAML Co RRR a en emma 


WOOD SCRAPERS 


AND BLADES MADE By 


f Cc T3777 
REPLACEABLE BLADES" = 


SCRAPE IN CORNE RS 












































BE SURE TO SPECIFY 


FLETCHER 


WHEN ORDERING 


© GLASS CUTTERS 
© WOOD SCRAPERS 
© PUTTY SOFTENERS 
© OTHER GLAZIERS TOOLS 


There is no substitute for experience. Step by step 
for nearly 50 years, we have pioneered in the development 
of these tools. We offer you the best and cover our sales 
with an iron-clad guarantee. 





@ There is a FLETCHER Glass Cutter for every type 
of glass @ five styles and three sizes of wood scrapers 
@ two sizes of electrically operated putty softeners, and 
@ specialized tools for the glazing trade. 


Visit us at Booth No. 8 National Hardware Show 


THE FLETCHER-TERRY Co. 


393 SOUTH STREET FORESTVILLE, CONN. 
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PLOM® TOOLS 
















































































YW A DIFFERENT NAME 
FOR YOUR OLD FRIENDS! 
In PROTO tools--formerly Plomb tools-- 
your customers get just what the name means, 
PROfessional TOols. They have the designs, special 
steels, scientific heat treating and over-all quality 
that have made them professionals’ ad 
favorites for 42 years. Sell theo 
best! Stock PROTO today! 





Write for catalog to 


PLOMB TOOL COMPANY — 


2227P Santa Fe Avenue « Los Angeles 54, Calif. 


EL \S a 4 
CHES CHIS 
WRENCHES ° ~ PLIERS ° & WANDLES > 


Rs + SO iar TOOLS 
CREWOR “eo S° SPEC REG US MADE 
ALERS “100k BOP mio, tos aMce.es musa 
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Slaymaker advertises in the most power- 


ful merchandising force in America. 







Advertising in the SATURDAY EVENING 
POST is one more compelling reason 
why Slaymaker’s new line of four solid 
cast brass padlocks —all in the fast- 
moving 35¢-to-79¢ price range—is worth 
a front-row seat in your store. Be sure 
you have an adequate stock and a good 
display of these brass beauties! 





. - THE SATURDAY EVENING POST 


The Slaymaker Sales- 
maker package in- 
cludes 40 well-assorted 
solid cast brass pad- 
B iocks, in 4 sizes, plus 


the Slaymaker minia- 
ture showcase and other display material. Cost to you is $13.85; 
you sell for $20.76. Order from your jobber, or write us and 
we'll arrange to have a local jobber supply you immediately. 


HARDWARE AGE, SEPTEMBER 8, 1949 


ir 
\ 













HARDW 









‘Times have changed... 
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YEARS AGO, the HARDWARE SHOW visited every hamlet —a small affair—a drummer and a 
few lines of hardware. Buyers were lucky to be able to see a few locks, a hammer, a saw, maybe 
a brace and bit, and a hinge or two. 


TODAY, smart buyers don’t take chances on buying only what is brought ‘to them—for at the 
NATIONAL HARDWARE SHOW they have over 2700 lines of hardware to examine and compare. 
It is here that thousands of new items are shown to the trade for the first time—plus a complete 
showing of fishing and hunting equipment in the FISHING AND HUNTING DIVISION. 


Tory Clip out and mail the registration coupon and your admission ticket, which will admit you without 

FIT further registration, will be mailed to you. 

NATIONAL HARDWARE SHOW, GRAND CENTRAL PALACE, NEW YORK CITY 
OCTOBER 12th, 13th, 14th, 15th, 1949 


r------- Registration Coupon -~----- 

| Save time by registering NOW. Fill in and mail this registra- 
SS | tion coupon and your admission badge will be mailed to you. 

Ne 4 a (PLEASE PRINT) 30 

== HARDWARE \s - 

, 


/ 
1, 


if y ‘ 
a | Type of Business 


| (Please check below the classification of your busioess) 


331 MADISON AVE. NEW YORK, N. Y. SRS O) Retaiter Dept. Store Buyer 
CO Chain Store D0 Migr’s. Agent © Importer-Exporter () Other 


RPebhbeeehe SOON ae nmnawe 
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® This new “silent salesman” has been de- 
signed with one idea in mind: To help you 
sell more drills. Now for the first time you 
can display a complete range of drill sizes 
in minimum space, with maximum conven- 
ience to your customers and yourself. xo 

Measuring 12 by 15 inches, it takes up 
slightly more than one square foot of counter 
area... yet it holds 29 sizes of drills, from 46 
to }4 inch by 64ths. It is durably constructed 
of heavy sheet steel, with attractive gray 
finish. Clear plastic lid gives perfect visibility. 
Stocked with fast-selling C@veland Drills— 
the brand that outsells all others in Amer- 
ica’s big factories—you have a combination 
that can’t be beat! For price and full in- 
formation, ask your jobber or write to our 
nearest Stockroom. 


LIST NO. 015 





THE CLEVELAND TWIST DRILL CO. e¢ 1242 East. 49th Street e Cleveland 14, Ohio 


Steckreoms: New York 7 «+ Detroit 2 + Chicage 6 °* Dallas! «+ San Francisco S ¢ tes Angeles 11 °¢ £. P. Barrus, Ltd., London W. 3, England 


AMARA RL 
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eocland Jobbers everywk 


are ready to serve you! 
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ITER by 
ERONA 


ASIER by 
ARE DEALER 


® Yes an old name —WOODINGS-VERONA — takes on the new 
look, and, unwieldy large sledges now become easier to handle... 
easier to stack .. . easier to sell in the new packaging by Woodings- 
Verona. Our No. 15 Veronalloy Sledges (blacksmith, double- faced) as 
pictured, are now available in packaged lots of 6, neatly boxed and 
sturdily protected. All sizes: 4, 6, 8, 10, 12, or 16 lbs. Order from your 
hardware wholesaler who has recommended Woodings- “Verona any 


hardware tools as a quality line — since 1873. 


All Tools made in either VERONALLOY or Carbon Steel 


Since 1873 












Jobbers throughout the United States 








Send for Illustrated Hardware Tools Catalog 
on These Newly-Packaged Items: 

® ADZES e@ CHISELS @ WRENCHES 

© HAMMERS (all types) © PICKS (all types) 

@ MATTOCKS, Cutter and Pick e SLEDGES 

Other items not listed packaged to your requirements 






WOODINGS VERONA works 


VERONA, PENNSYLVANIA (Pittsburgh District) 
CHICAGO, ILLINOIS 
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RADIAL SAWS © BAND SAWS © DRILL PRESSES « 
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TILTING ARBOR SAWS © JIG SAWS © TABLE SAWS © JOINTERS © LATHES © BELT AND DISC SURFACERS 
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NEW CATALOG 
The first of several new catalogs in 
process is now ready for distribution, 
write now for your free copy . . . All the 
latest models are fully described, the 
complete Walker-Turner line is illus- 
trated. A post card will bring your copy 
by return mail, or ask your dealer for a 
copy. Walker-Turner Machine Tools are 
sold only through Authorized Dealers. 
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Special non-glare satin finish 
on heavy chrome plating that 
adds to toughness of the line. 
Durable jet-black markings 
stand out sharply against this 





Rust and Corrosion 
Resistant 


Wear Protected 
Against Dragging 


ae 





in tropical damp... 


oe OF chemical fumes 








: j Markings are bonded to the steel 
eel base, and are sunk below the 





ieee ew 


A rust-resistant coating plus chrome surface to protect against 








light-absorbing surface. Will not 
crack, chip or peel. 





DIAGRAMMATIC CROSS-SECTION VIEW 


1. Hardened Steel Tape. 2. Rust-Resistant Coat- 
ing. 3. Multiple Coats of Electroplating. 4. Hard, 
Smooth, Non-Glare Chrome-Plating. 5. Black 
Markings Bonded to Steel, Sunk below Surface. 








14 


multiple coats of electroplating 
give remarkable protection 
against rust and corrosion under 
conditions no other tapes can 


wear. No metal is etched away. 
Hardened steel tape—tough— 
flexible—kink-resistant—protects 
against line breakage. 





Sl: steel tapes with easy-to-read markings that are durable 


withstand. 
The instant you pick up a Lufkin Chrome Clad Steel Tape, your hands and 


_ eyes will approve it. You will like the satin-smooth flexible “‘feel’’—the pre- 


cision-made appearance—the easy-on-the-eyes finish and markings. 

But only usage—the rougher the better—will prove how and why Chrome 
Clad Steel Tapes actually do what no other tapes can do. 

Use them in extremes of noon-day sun or tunnel shade and you'll be sur- 
prised how plainly the markings stand out—with less stooping, squinting 
and eye strain. 

On gruelling construction work, you'll find kinking and line breakage rare 
indeed and the markings still sharp after years of usage. 

Or test them in mines, oil fields, chemical plants or sea water and their 
amazing rust and corrosion resistance will delight you. 

Sell Lufkin Chrome Clad Steel Tapes to your customers and you'll assure 
complete customer satisfaction. 


2 5% 


She LT KIN 


PRECISION TOOLS + TAPES + RULES 


THE LUFKIN RUSE gw. 


Windsor Canada 


Saginaw. Michigan w k City 
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EW! BILLINGS 
LIFE-TIME® WRENCHES 


66 of them, in three popular | styles. Established 

quality at a rlew low price. You can buy them right 

and sell them right, and Mister, you'll really sell 
' them, because they’re Billings Wrenches. 


Amazing MAGIC-CLERK "Dispenser 


The first New idea in counter merchandising in years. Not a 
rehash of an old display method, but another New Billings pre- 
tested first. You have to see it to believe it, and you get it free. 
Wrenches (and customers) are held magnetically. Set it up and 


watch those pocketbooks open! 
*Pat. App. for 


SNAPPY SALES-AIDS 


This package is chock full of dealer helps. Envelope stuffers, 
counter folders, electro sheet (mats are yours for the asking) 
and an eye-catching window streamer that fairly screams. Every- 
thing is carefully designed to whip up customer interest. We've 
put in everything but the cash register. 


more 


and don’t forget what else is in that package . . . customer 
satisfaction, the real satisfaction that comes with Billings . . . 
Tools with Tradition Since 1869. 


“BiLuncs 


TOOLS WITH TRADITION SINCE 1869 


National Hardware Show, N. Y. City, OCT 12-15, Booth Nos. 26-27 
THE BILLINGS & SPENCER CO. HARTFORD 1, CONN. 
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| Jamesway Displays Can’t 
aa@ Be Beat for Boosting Sales 


Says Vern Steckley, Steckley’s Mill & Hatchery, Kendallville, Ind. 


Mr. Steckley carries and displays a complete line of Jamesway barn and poultry equipment. This is part of bis barn equipment display. 


“There's no question about Jamesway being good busi- 
ness for us! 


“We've been in business since 1902. We have handled 
both poultry and barn equipment for the past 14 years. 
It has always been our policy to carry only top quality 
lines of merchandise. Jamesway is a leader in its field. 


“It’s a pleasure to know that when an order of James- 
way equipment is sold to one of our customers, he is as- 
sured of complete satisfaction. 


“As a center of customer attraction, our window and 
display space of Jamesway items can’t be beat. That’s why 
we are proud of our efforts to show our customers how they 
can save time and money by buying Jamesway all the way’’. 


Put a Jamesway Department in YOUR Business 


16 


YOU TOO can make extra sales and extra profits if 
you sell Jamesway Barn Equipment and the new la- 
bor-saving Barn Cleaner! Jamesway is the big line 
— the complete line — that has been a favorite of 
farmers for more than 40 years. It fits in naturally 
with hardware or implement business—brings in ex- 
tra customers. Take advantage of Jamesway’s famous 
“sell-on-sight” quality and powerful advertising. For 
complete information write today to Dept. HA 949. 





James Mfg. Co. 


Fort Atkinson, Wis. Elmira, N. Y. 
Los Angeles 33, Calif. 


SRE 





DEALER 
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CAMPBELL CHAIN Gompany 
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FOR EVERY NEED 


Campbell offers you a complete line to supply 
your customers’ every need. Campbell 
manufactures chain for practically every purpose. 
Each type of chain is engineered and designed 


for maximum efficiency and life on the job. 


Campbell Chain is nationally advertised — 
nationally recognized for its superior quality. 
Campbell gives you complete merchandising 


to help you get more chain business, 


There te no weak link in the Campbell line 


(International Chain & Mfg. Co.) 


York, Penna. 
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ANNOUNCING 


Swan is the Hardware Merchant's favorite line of garden hose! 
Why? Because Swan pioneers with worth-while product improve- 
ments, better packaging, full-coverage national advertising, smart 
merchandising, proven retail sales helps. Swan is the right line 
... right sizes, styles, colors, and prices. It’s tailor made for the 
hardware trade . . . sells faster . . . yields greater profits. 


And now Swan pioneers with SWANITE, the new plastic-covered, 
rayon-reinforced garden hose. SWANITE has the following 
unique advantages: 


LIGHT WEIGHT. A 25-ft. coil of 4%” dia. SWANITE weighs 
only 4 Ibs.! 


HA 
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SMARTLY 






















A strong display board 
printed in bright yellow, 
red and black holds each 
coil of SWANITE securely 
. - - Commands instant atten- 
tion . . . packs a powerful 
sales punch! Back of display 
is printed in two colors, 
giving additional product 
information, and written 
guarantee. Display board 
makes SWANITE easy to dis- 
play, easy to sell, and easy 
for customer to carry home. 


000 


Witte oe THE REINFORCED PLASTIC GARDEN HOS: 


PACKAGED 

















Sw 





BEAUTY. SWANITE’S all-plastic cover in beautiful shades 
red or green has a high gloss mirror-like finish. It won't fadd 
crack, rot, or sun-check. Cleans easily with a damp cloth. 


FLEXIBILITY. When uncoiled, SWANITE lies perfectly fla] 
“like a rag” ... stays where you put it! Does not spring baci 
or retain a spiral shape EVEN IN COLD WEATHER! Resisy 
kinking remarkably. 


DURABILITY. swANITE is not affected by hot water, high 
or low temperature! It’s guaranteed in writing for 5 years, and 
will withstand all city water pressures. Its nickel plated MAXI. 
VOLUME coupling is permanently locked to its rayon-reinforced 
carcass . . . won't leak, creep, or tear loose under pressure! 


Swarde No. 867 GREE 


This full 54g inch inside diameter hose has a smoot 
seamless inner tube, reinforced with genuine DuPo 
“Cordura” rayon cords, knit by a special Sw 
method which makes them conform perfectly to ¢ 
tube, thus assuring maximum flexibility, resistant 
kinking, and great strength! 





gloss, mirror-like finish that sets a new standard i 
hose cover beauty and durability. Equipped wi 
Swan nickel plated MAXIVOLUME coupling 
50% faster water flow! 


Swarddé No. 857 GREE 


Has the same construction features and type cover 

above hose. Comes in full 4” inside diameter. Eqpaip 

ped with nickel-plated MAXIVOLUME coupling 
A 


&E No. 868 RED 


SWANITE full % inch inside diameter red garde 
hose is identical in construction to SWANITE 
inch green, except that it has a beautiful red cov 
of just the right shade to contrast with green lawns 
Equipped with Swan nickel-plated MAXIVOLUME 
coupling. 


Swardde No. 858 RED 


This full 14” inside diameter hose has the same co 
struction features and type cover as the above hosé 
The only difference is in the size .. . full 12” insid 
diameter. Equipped with Swan nickel-plated MAXI 
VOLUME coupling. 


Py - 
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This sturdy display 
easel in bright colors 
holds coil of SWAN- 
ITE at correct angle, 
for quick, easy display 
in windows, on count- 
ers, or floor. 





SWAN RUBBER COMPANY * Bucvrus. Ohio 


Its beautiful green corrugated covering has a hight 
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WUGIPE NEOPRENE-COVERED GARDEN HOSE... 


The Kime that made triatory wa F9/ 


IN HOSE 




















utiful shades , 
. It won't fadd 


mp cloth. Hardware Merchants know from actual experience that Swan's tried-and-true favorite. plus the new line of SWANITE gives 
> perfectly fla famous line of Neoprene-Covered garden hose with its guarantee Hardware Merchants a hose for every type customer ... a 
10t spring bady 9 writing up to 15 years was America’s choice in 1949! This complete line that lets them make a sale every time! 





THER! Resist 











ot water, high 
or 5 years, and 
plated MAXI, 
1yon-rein forced 
nder pressure! 


A/c DOUBLE BRAID GREEN 
Guaranteed in Writing for 15 Years! 
This full 54” LD. hose has a smooth, seamless rubber 
inner tube, and two heavy braids of DuPont Cordura 
rayon cords, and a beautiful green cover of wear-re- 
sisting Neoprene. Will withstand 800 Ibs. water pres- 
sure. Equipped with nickel plated MAXIVOLUME 
' GR EE coupling for 50% faster water flow. Talking sales 

tag in full colors tied to each coil promotes sales, 
e has a smoot and is customer’s written guarantee. 
enuine DuPe 


Tae tart SINGLE BRAID RED 

ity, peer Baca Guaranteed in Writing for 10 Years! 
Full % inch hose with a single braid of heavy rayon 

cords, attractive red cover of genuine Neoprene, and 

MAXIVOLUME coupling. Will withstand 600 Ibs. 

water pressure. Talking sales tags tied to each coil. 


tat SINGLE BRAID BLACK 


Guaranteed in Writing for 5 Years! 

A full 5% inch hose with a single braid of light rayon 
cords, and a good looking black cover of Neoprene. 
Equipped with MAXIVOLUME coupling. Will with- 
stand 400 Ibs. water pressure! Talking sales tag tied 
to each coil. 


ng has a hig 
~w standard j 
Equipped wi 

coupling f 
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| type cover 
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RED 
Mire wate No. 703 BLACK 
Sal red wl A special leader hose built for price purposes. Has 







green laws a smooth seamless inner tube reinforced with a 
LXIVOLUM! strong body of hose yarns to which is vulcanized a 
wear resisting natural rubber cover. Coupled with 
brass couplings. 


Ware HEAVY DUTY INDUSTRIAL 


















he same com 

> above hose. HOSE a special purpose, extra heavy, full 3% 
ill 14” inside inch I.D. industrial type hose for estates, golf courses, 
lated MAXI@ green houses, etc. Has two braids of heavy rayon 







cords, Neoprene cover in choice of black or green, 
and MAXIVOLUME coupling. 


lly Udeeiived to cereale Swan PHygeurnce/ 


e Hardware Merchants know that Swan full color national 
advertisements in Better Homes and Gardens and the ‘Post 
have sold the American public on Swan quality and value. 
Swan will continue to create consumer preference for its 
product with powerful national advertising. 


Swan will also continue to furnish Hardware Retailers with 
newspaper mats, direct mail, over-the-counter sales cards, 
and many other retail selling aids. 


ASK YOUR SWAN JOBBER FOR 
COMPLETE DETAILS /oday/ 






































WORLD'S LARGEST MANUFACTURER OF GARDEN HOSE 











* 


Straight threads permit proper spout direc- 
tion ... eliminate forcing or jamming... 
mesh with flange threads for a perfect fit. 


* 


Hycar rubber flange gasket — recommended 
for fuels and lubricants — assures a snug, 
leak-proof connection. 


* 


Cast in red brass — %” I.P. only — com- 
plete with steel, easy-to-operate lock lever. 
A spring tension faucet. 


Plumbing Brass Goods Since 1890... 


2g igi ya) Se i A PO Gd sal Ee a Oe ear 
BE a * ¢ EEE ss Pe sk A Fee, oe es 
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PROPER DIRECTION WITH A LEAK-PROOF FIT 
No Jamming ...No Thread Disruption 


At first glance the No. 253 Barrel Faucet appears ordinary. 
But look at the shank...the threads are straight — not 
tapered. This new feature offers these distinct advantages: 
(1) The straight-threaded shank matches the drum flange to 
permit proper direction of the spout without forcing the 
faucet. (2) Straight threads enable you to screw the faucet 
in place with ease...no danger of jamming or causing 
destructive thread disruption. (3) A// shank threads mesh 
with flange threads for a perfect fit... usually only the two 
outside threads engage with tapered shank faucets. 

Note, too, the Hycar rubber flange gasket. It is recom- 
mended for fuels and lubricants... is included to assure a 
snug, leak-proof connection. Your jobber has the No. 253 
Barrel Faucet in stock ... order your needs from him today! 
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PURE MANILA ROPE 


3 | Rarely, if ever, do you have to say “no” to a cus- 






— for home and farm 
— construction and industry 


“= marine and fishing 


| More customers look for the Red, White and Blue 
i | Markers - It's their assurance that Columbian guarantees 
| every foot of its Pure Manila Rope for high quality, 
durability, strength and long service. 
And it further assures them that Columbian Pure Manila 
Rope is water-proofed .. . flexible .. . balanced . . . rot-proofed 
non-kinking . . . lubricated. Easier to handle. 


f———)_ Less work for you - It’s no longer necessary for you to 


4 | pull rope up through the floor . . . lay it out in the 
| aisle . . . measure and chop it off with an axe. It’s no 
longer necessary to hide your rope in the basement or 
back room. 

The Columbian Rope Merchandiser puts your rope right 
where customers can see it... and buy more of it. 

It stands 5342” high . . . takes only 22” x 11%” floor 
space. Quickly and easily, it measures the required length of rope 
and cuts it. Saves you time and work. Makes every rope sale a 
pleasure. ’ 


Complete line of rope for every purpose 


tomer. Whatever your customer's needs 
Columbian has the exactly right rope. For the farm, 
rope for hoisting, towing, lashing and binding. Tie, 
guy and hay fork rope. Many more, including binder 
and baler twine. 

For industry and construction, rope for scaffolds, 
staging, painters’ falls, trucks, hoisting, ladders, lash- 
ing, dumbwaiters, etc. 


j 


Rope of every kind for fishing, yachting and marine use. 
Hard and soft twines, put up in small and large quantities. 
Order from your jobber. 


COLUMBIAN ROPE COMPANY 
400-70 Genesee St., Auburn, “The Cordage City,” New York 
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TER HIG & LVIGS 


HOSTESS SETS 
by LIBBEY GLASS 





Inspired by the famous prints... 
with all the sales-appeal needed for fast turnover! 


Homemakers will take one look at Fall promotion of these new CURRIER 
these distinctive, merry-making glasses & Ives Hostess Sets. Note that the 





in the November 14th issue of LIFE 
then rush to order their set from dein 
favorite Libbey outlet! 





Pre-packed for faster, 
easier sales! 


(Suggested resale prices — 


No wonder—CURRIER & IVES sets are 
dahty liter io five times a wonderful buy! (1) unbe- 
South ond West.) lievably low priced! (2) heavy bases on 
STEMWARE, 8 EACH, $5.00 tumblers! (3) permanent colors that 
TUMBLERS, 8 EACH, $3.00 can’t wear or wash off! (4) guaranteed 
JIGGERS, 4 EACH, $1.00 chip-resistant rims: “‘A new glass if the 
‘Safedge’ ever chips!” (5) pre-packed 
in attractive, specially designed car- 
tons for gift-giving! 
Plan now to cash in on Libbey’s big 





F 2 Libbey Glass, Division of Owens-Illinois Gloss Company, Tolede |, Ohio 


Remember—tie Libbey CURRIER & IVES Hostess Sets | 
in with your Christmas and holiday promotions | 
for extra glassware sales and profits! | 


LIBBEY GLASS Vedi Fae 


November 14th ad in LIFE is timed to 
give added impetus to your promotion 
of CURRIER & IVES as Christmas gifts. 
Remember, too—you get a complete 
merchandising packet of newspaper 
mats, display ideas and radio scripts 
designed to help boost your sales of 
this striking new set. 


Don’t delay—contact our near-by 
branch sales office, or Libbey Glass 
headquarters in Toledo, to get a good 
supply of CURRIER & IVES Hostess 
Sets headed your way! 
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TOWEL BAR 
NO. 192 


SPARKLING NEW 





HALL- MACK 





IS DIFFERENT! 


Who says all bathroom accessories look alike? Sparkling 
new Hall-Mack crystaLcroMeE is different! Different 
in design...outstanding in materials...distinctive in its 
dramatic jewel-like appearance. This great new idea in 
accessories—combining lustrous chromed solid forged 
brass with clear, clean, crystal—has people talking... 
_and buying! It’s an unbeatable combination—a bright 
new design backed by a name famous for quality. 
Don't overlook the profit opportunities of this popular 
addition to the complete Hall-Mack line. Write today 
for your CRYSTALCROME Catalog and full details. 


HALL-MACK COMPANY 


1344 w. WASHINGTON BLVD., LOS ANGELES 7, CALIFORNIA 
7455 EXCHANGE AVENUE, CHICAGO 49, ILLINOIS 


These jewel-like accessories are available in walland 
recessed models to satisfy all bathroom accessory needs 






ROBE HOOK 
NO. 181 








SOAP AND GRAB 
NO. 120 NO. 165 


SOAP HOLDER 
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NOW! 


offer extra Russwin quality 
at no extra cost! 


Here’s news that’s worth dollars and cents to you! Now you can offer 


your customers Russwin premium quality at no extra cost. 


Check these Russwin features. Many builders were willing to pay 
extra for these features. Think what a boost your sales will get when you 


offer this hardware at no extra cost. 


1. FAMOUS RUSSWIN ALL-STEEL RACK 
and PINION construction assures smooth, 
positive, troublefree action. 


2. LOCK HAS AUTOMATIC THROW-OFF 
SAFETY FEATURE in case of accidental 


closing of door. Nel 





3. ENTIRE LOCKING MECHANISM is housed 
within the lock case. 


4. WROUGHT STEEL CASE for maximum 
protection. 


5. FORGED BRASS BOLTS. 


6. DOUBLE COMPRESSION SPRINGS for 
easy latching and quick, firm knob action. 


7. WROUGHT BRASS OR BRONZE TRIM. 





aes, a 






SW 
dealate 


RUSSELL & ERWIN DIVISION ¢ THE AMERICAN HARDWARE CORP. * NEW BRITAIN, CONN. 





ALWAYS HAVE THE EDGE 
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More STRIP-SEAL for LESS 


SEAL OUT COLD 
> any eh ae 


é 


~ “ 
w LARGE B . 
COVERS agourT 20 see 
rHis ECONOMY CAR 
ace BOXES 


4a 














@ ECONOMY CARTON 
{Four 29c¢ Boxes} RETAILS 98¢ 
29¢ Box actually costs dealer 164¢ 


eect" 


agro = _ eS PACKED !2 098- Economy Car- 
: tons per case. { Forty-Eight 29¢ 
Boxes} Case costs dealer $7.83 


25% MORE COVERAGE 
—each 29¢ strip {10 strands per 
strip} now covers approximately 
20 feet. 


EACH 29¢ STRIP, now in- 
dividually boxed. 








STRIP-SEAlL—the Mastic Weather Strip and Crack Filler 


No tools needed—just press into place. Seals 
cracks around windows, bathroom fixtures, 
sink tops, concrete floors, brick, metal, etc. 


SEE YOUR JOBBER for full information 


on new packages, sales help and prices. If your The new 10-strand STRIP-SEAL is also 


~ 
eed 


~ ae 
/ AOE, eae 





jobber cannot supply you, eelee tn. available in the old familiar, long red box; 
five cellophane-wrapped strips per box— 
Prices slightly higher in Far West. now RETAILS $1.25 


U.T. 1161 


Made by the °EREFFICO MANuFActuRING CO., 8701 Kinsman Road, Cleveland, Ohio 
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ELECTRIC CHURN MAKES 
BIG HIT WITH FARMERS 


Surveys By Farm Journal and The Progressive 
Farmer Show That Electrified Farm Subscribers 
Intend To Buy 244,786 Electric Churns This Year 


(Surveys Completed in May, 1949) 


THE PROGRESSIVE FARMER Survey 


Made among The Progressive Farmer sub- 
scribers. Every 700th Name on Mailing List. 
Percent return 10.4% 

Projections 
Percent farms electrified. 82.7% 879,244 
Percent electrified that 


churn butter .......... 93% 817,696 
Percent owning electric 

DE haserienden evens 3344% 272,565 
Fercent not owning....... 66°%4% 545,130 
Percent not using who intend 

to buy this year........ 23.7% 129,195 
Percent expressing brand 

preference ............ 27.5% 224.866 


PERCENT OF BRAND PREF- 
ERENCE NAMING GEM . 
DANDY ELECTRIC CHURN 82.8% 186,189 





THE FARM JOURNAL Survey 


Mailed to 3500 Farm Journal subscribers in 
Proportion to Total Circulation. 
Percent, return 12.7% 


Projections 
Percent, living on farms, 
that churn butter ..... 49.1% 1,111,457 
Percent owning electric 
SE dada cedetaerces 19.3% 214,511 
Percent not owning...... 80.7% 896,945 


Percent not using that in- 

tend to buy this year... 10.4% 115,591 
Percent undecided, may 

DT cnearvciccencesee's 8.2% 91,139 


PERCENT ELECTRIC 
CHURN USERS OWN- 
ING GEM DANDY ELEC- 
TRIC CHURN ........ 35.7% 76,580 


Farm Journal and The Progressive Farmer reach two-thirds of the electrified 
farms in the country. Among the subscribers of these two great farm publications 
alone, 244,786 electrified farms expect to buy an electric churn during the balance 
of this year. (Projected to the total number of electrified farms there is a total 
intend-to-buy market of 326,381 electric churns this year.) Three out of four Progres- 
sive Farmer subscribers (expressing a brand preference) prefer Gem Dandy Electric 
Churn to all other makes combined. Among Farm Journal subscribers more than 

one-third of those owning Electric churns own Gem Dandy Electric 
Churn—three times as many as own the next brand mentioned. 


not know his name, write us. 


ae a” eS $19.95 
Recommended Dealer’s Cost........ $12.49 
STANDARD MIOOGL. .....<cccccccs $16.95 
Recommended Dealer’s Cost........ $11.02 


Gem Dandy Electric Churn is adjustable to fit 
owner's crock or jar, or may be used with Gem 
Dandy Duraglass Churn Jar—sold separately. 
3-gal. list price, $2.75; 5-gal. list price, $3.50. 


Sell the product people want. Sell the brand they prefer! Order 
Gem Dandy Electric Churns from your distributor today. If you do 


ALABAMA MANUFACTURING COMPANY 


Dept. A-128, Birmingham 3, Ala. 
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itadda up! 


PINCOR’S 1950 policy gives you the kind of mar- 





gin you need to meet today’s increased selling costs! EXCLUSIVE PINCOR FEATURES 
PINCOR gives your customers greater value, lower MAKE EVERY OWNER A BOOSTER! 

“ : : ’ : @ Austenized hardened © Welded stee! chassi 
prices— what it takes for today’s selling. Compare woe saotiee aa one pte a . _ assis 
features. Compare prices . . . starting with the PINCOR knife. 


®@ Semi-floating reel as- 

P-118, a full 1% H. P. power mower at only $89.50— ® Sealed long-life trans- | sembly absorbs shocks, 
mission, Model P-22. Model P-22. 

® Self-sh i ithe @Hand-adjusted cutti 

PINCOR leads the industry in dollar-for-dollar value— wt Prien i height, Mode! p22" 


in EVERY price class. 


biggest value in the field today! See proof that 











With the complete new line of PINCOR power 
mowers for 1950, you can compete successfully with 


You Can meet any price any outlets because feature-for-feature, dollar- 


for-dollar, every new PINCOR is designed to give 


competition when you the customer more for his money. You can 


cheerfully invite the customer to “compare.” 


sell PINCOR Comparison will prove, when you buy PINCOR, 


you buy the best! 


PINCOR PRODUCTS 
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STOCK UP NOW! For a great promotion 


0 











NATIONWIDE CAMPAIGN WILL 
PRE-SELL YOUR CUSTOMERS 


Millions of customer impressions will be created by Fred Waring every 
Thursday night on NBC, and by all these 4-color ads in Life, Oct. 17; 
Post, Oct. 8; This Week, Oct. 2; Look, Oct. 25; Parade, Sept. 11, Oct. 30; 
American Weekly, Sept. 18. 














Stock up! Tie in! Cash in! 
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of the greatest lamp-selling theme of all! 


SPECIAL DISPLAYS HELP YOU TIE IN 


FOR SURE PROFITS be sure you’re adequately stocked with popular 
types of G-E lamps in the fast-selling 4-lamp package. Then plan some 
good displays with your special tie-in package from General Electric. 
You'll cash in big on “BULBSNATCHING”—greatest lamp-selling 
theme of all! 


GENERAL @@ ELECTRIC 
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TAN - aU 
FIENDERSON ry 


TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 


‘House cleaning’s a cinch 


since | showed Gladys how 


—~2— Evosithing Hnges. On Hager/” | 








© 1949 AIRCO 


C. HAGER & SONS HINGE MFG. CO. - St. Louis, Mo. 





© FOUNDED 1849 — EVERY HAGER HINGE SWINGS ON 100 YEARS OF EXPERIENCE _ 
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YOU'LL FIND READY ACCEPTANCE for Roebling Bronze Insect Screen 
Cloth . . . Roebling is the oldest, best known name in wire and wire products. 
What's more, Roebling Bronze Screen is a business getter and wins additional 
sales for it’s a real investment in /asting service. 


Your hardware jobber, close at hand and ready to make prompt deliveries, will 
fill your orders for Roebling Bronze Insect Screen Cloth. It is available in both 
Bright and in Antique finish . . . its hard drawn bronze wire exceptionally strong; 
stiff without brittleness; and providing maximum resistance to corrosion. 


Sell Roebling Bronze Insect Screen as the finest screen on the market today. And ask 
your jobber for information about other popular, profitable types of Roebling Insect 
Screen, Wire Lath, Panel Cloth, Standard Hardware Cloth and Heavy Commercial- 
ized Galvanized Steel Cloth. John A. Roebling’s Sons Company, Trenton 2, N. J. 


A CENTURY OF CONFIDENCE (i> 


< 


% WIRE ROPE AND STRAND * FITTINGS * SLINGS 
% SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *& AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE AND CABLE 
* SKI LIFTS * HARD, ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN, HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 
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here’s a CONSUMER PANEL that says: 


“they're tops in value!” 

















Nationally advertised in: 


Good values mean good LADIES’ HOME JOURNAL + GOOD HOUSEKEEPING 
MCCALL'S + WOMAN'S HOME COMPANION 


. , TODAY'S WOMAN + BETTER HOMES & GARDENS 
think good value is the main AMERICAN HOME + HOUSE BEAUTIFUL 





business —in all times. We 











reason for the impressive 
sales record of the 
Autoyre Fairfield line, introduced in "49. Fairfield fixtures 





retail from $1.00 to $1.50; yet their elegant design, substantial 

proportions and jewelry-like finish give them all the 

appeal of fixtures selling for twice as much. 

That’s why we feel the Fairfield line deserves the big-space, big-magazine 
national advertising program it’s getting. Many of our customers 


are following up — advertising Fairfield fixtures, individually and in 





sets, in their local newspapers. They're finding that good values mean 
good business today as always. 
Now, more than ever, Autoyre values mean business for you! 


ALLEY f/irield 
MATCHED ACCESSORIES IN LUSTRE CK OME FOR BATHROOM AND KITCHEN 


THE AUTOYRE COMPANY © OF KVILLE, CONNECTICUT 
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. MOST BEAUTIFUL, 
MOST COMPLETE 


»«+-DESIGNED 
TO SELL PAINT 







ee 
wae 
@ Great Name in PAINTS 
@ ‘it’s the greatest selling tool in the industry !”’ 
DEA LE RS SAY — © "Best I’ve ever seen!”’ 
© “Just what we need!” 
Logically arranged to go right through the 4. How to apply the paint you choose. 
basic steps of a paint sale. 5. Why Lucas Paints are easy to use, last 
1. Loads of full color pages of decorating longer. 
( Ceerens. : ; ; Another example of the outstanding 
2. Chip pages, showing what kind of paint merchandising helps provided for 
to use. Lucas dealers. Write, wire or phone 
3. Tables on how much paint you'll need. for details on a Lucas franchise. 
‘CHEN 
JOHN LUCAS & CO., INC., Administration Offices: Phila., Pa... . Offices, Factories, Warehouses in Principal Cities 
curfT 
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MOUS PAINTING 


This Masterpiece, titled “The Calmady 
Children” painted by Sir Thomas Lawrence has 





had outstanding popular appeal for 

more than a century. Lawrence himself said “‘This 
is my best picture. I have no hestitation in saying 
so — my best picture of the kind, quite — one 

of the few I should wish hereafter to be known 


by.” This is part of the collection of the 


coz ‘ 689 7022 SS, arte rr 
; p , 


Metropolitan Museum of Art. 


The Choice of those who appreciate the Best 


Moe ae 


is FAMOUS for PAINTING =} 


This Masterpiece—is designed to produce extra fine 


@ 
2) 
G3) 
@ 


YO 













finishes—for the painter with a varnishing or 

enameling job to do. The quality materials and out- 
standing craftsmanship of Baker’s | 
brushmakers in creating perfect 

cup-chiseled edges—combines to Dra 
assure finishes that painters are | 
proud of—characteristic of re- Ly | 
sults obtained through the use of. 4 











any fine painter’s tool bearing 


the name Baker. ie 







A 


Hudson Painting Company. Inc.. a fine and long established firm of 








painting contractors says: 


“On our painting jobs, such as patting the Peter Cooper and Stuyvesant 


Housing projects in Vew York City, we used brushes by Baker We have 


i 
found them fo gtve us long durable service and help ws im catnine the ! 


outstanding results through which our reputation as leading paint con- 


tractors has grown. We think brushes by Baker are excellent.” 


FREE—A Full Color Reproduction of the above famous painting can be secured by dealers 
writing the Hardware Age or the Baker Brush Company, 83 Grand Street, New York 13, N. Y. 
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KA Y-TITE in Colors aE 
More Cash for You! 
® 



























FOR BASEMENTS >» 


Women, especially, approve the fact that they 
can get color effects and at the same time 
seal up damp masonry on basement walls with 
Kay-Tite. 











We) < HOUSES WITH —_ 


Can be re-newed—and in color—by applying 
Kay-Tite right over present stucco base. 


AT YOUR JOBBERS 


” KAY- NITE COMPANY 











WEST ORANGE NEW JERSEY 
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A PURITAN’S HIGH QUALITY 
Made to highest standards for over 40 years. 


B PURITAN’S NATIONAL ADVERTISING 


Advertised to your customers in Good House- 
keeping Magazine. 
Cc PURITAN’S QUICK TURNOVER 


and industry. 








Write for additional literature and 
sales helps on the complete Puritan line 


PURITAN CORDAGE MILLS, INC. 
(monufacturers), Louisville 6, Ky. Dept. HA-5 
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Fills countless everyday needs of farm, home 


Stock Puritan — sell Puritan. You'll make staunch friends. 


. The A.B.C.’s of good selling work wonders 
with Puritan Sash Cord—for you as a progres- 
sive Puritan dealer. Cash in on Puritan’s high 
salability. Combine Puritan Sash Cord and 
companion items in attractive floor and counter 
displays. Though tops as a sash cord, Puritan 
does hundreds of other jobs indoors and out 

. in home... in industry ... on the farm. 
And Puritan carries the Good Housekeeping 
Seal of Approval! Display it with confidence... 
and Puritan sales will come easy as A.B.C. 











* 
< ’ Guaranteed by © 
Good Housekeeping 


\) 
Nor AS apvenristo WES 
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Any clerk, regardless of his experience, can sell Nu-WAY Weather Strip 
quickly and intelligently. And, any customer, regardless of his inexperi- 
ence, can install Nu-WAY with perfect results) What could be sweeter? 
We know that’s why you won’t want to miss any sales of this all-time 
favorite. We'll pre-sell it for you in our national advertising. All you have 
to do is to keep well supplied. Be ready for Fall sales, order your stock 
of Nu-WAY Weather Strip now! 





THESE BUSINESS:GETTERS MAKE SV WAY SALES EASIER! 








KEEPS OUT COLD--SAVES FUEL 


Binge tn saled/ 


DISPLAY CARTON 


Attractive display carton 
holds 12 individual 20-ft. 
rolls of Nu-WAY, each 
with sufficient nails and 
instructions for easy 
installing. 


ADVERTISING 


Consistent advertising in 
leading national magazines 
tells your customers to buy 
Nu-WAY from you. Don't 
miss any of these sales—~ 
keep well supplied. 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 


1, 


OKLAHOMA 
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PRISCILLA WARE dens, 
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Look for on Aluminum Ware —a 


Guarantee that means what it says!” 


e Today, thousands of dealers feature PRISCILLA 
WARE, knowing that any utensil in this fine quality, 
medium priced, attractively profitable line will be re- 


PERCOLATORS — 
From 2 to 16 
Cups. Easy pour- 
ing — dripless 
spouts. 





placed without question should a customer ever com- 
plain on any score. 

PRISCILLA WARE dealers value the confidence 
in quality provided by this 100% Guarantee. And cus- 
tomers like to buy at stores offering merchandise with 





COMBINATION 





COOKERS—2-Q1. such positive guality assurance. 
and 3-Qt. Sizes. 
Feature and stock PRISCILLA WARE — “Uncon- 
ditionally Guaranteed” — for turnover that remains 
OVAL ROASTERS | § steady and profitable throughout the year. 
—3 Sizes. Self- 
Basting. Easy to g 


LEYSE ALUMINUM COMPANY 


Kewaunee, Wis. 


cage 2 PRISCILLA WARE 


Loose Bottoms. 


Clean. 





The Aluminum That’s Unconditionally Guaranteed 
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QUALITY” 


_ TESTED 


Beauty You Can SEE... 


Lyon steel kitchen cabinets and sink 
units offer a good profit opportunity. They 
have eye-appeal, exclusive quality features, 
prices that represent big value. 

A few dealerships are now available. 
Get in touch with the Lyon District office 
nearest you or write direct to us at Aurora. 
Learn about the Lyon dealer plan. 


LYON 


METAL PRODUCTS 
INCORPORATED 


General Offices: 
923 Monroe Avenue, Aurora, Ill. 





Branches and Dealers 
in All Principal Cities 
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Features You CAN DEMONSTRATE 


FINISH— Baked-on enamel is further protected by a 
Bonderizing process which helps prevent chips, 
cracks, stains and rust. There is no better finish on 
any kitchen cabinet made. 


STYLE—Smoothly rounded corners enhance the last- 
ing beauty of these carefully planned units. 


INSULATION— All drawer and door fronts are sound- 
insulated to eliminate metallic sound. 


SHELVES—Adjustable on 2” centers. Strong and 
rigid, yet easily removed for thorough cleaning or 
rearrangement. 


DOORS— With tap-o-matic handles, doors are posi- 
tively latched but open at a light touch. 


DRAWERS— Ball bearings insure smootlt operation, 
eliminate friction and wear. Positive stop prevents 
accidental pull-out, but drawers are easily removed 
for cleaning. 


FILLERS— Wall and base cabinets made in sizes in 
3-inch multiples. Scribing fillers are provided to fill 
in spaces less than 3” giving a ‘“‘custom-built”’ ap- 
pearance. 


DETAILS— Platter grooves, drawer partitions, cutlery 
trays, cup hooks, many such details add to the con- 
venience—and sales appeal—of Lyon Kitchen Cabi- 
nets. 















































SELL 


the line that was THE HIT of the HOUSEWARES SHOW! 


New striking blue and silver package design... New 
fast-moving Budget Models... New “Stainless” Can 
Opener with lifetime guarantee... New complete mer- 
chandising programs... New classic Cabinet Model 
Can Opener...New national advertising support... 
New surgically clean “Sanitary-Sealed” packages... 
New mat service... New wide selection of displays 
(your choice of merchandise) ...New Ice Crusher... 
New Sales Aid Book... 


All from the largest manufacturers of wall-type can 
openers in the world...from the plant working over- 
time... with lots of new extra help...to fully stock 
(but not overload) you pramptly with your 6-months- 
price-guaranteed order for — 


SPACE 103, 104 
National Hardware Show 
New York City 








.. HERE'S THE WAY to...\2 
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MODEL 507 


See the new 
BUDGET MODEL at 994? 


Sell the compact short line °, 


SMALL INVESTMENT 
e ltl te @matl t fed's3: 


















S ITEMS... 
Can Opener, Jar Opener, Knife Sharpener, Ice Crusher, Utility Rack. 


4 FINISHES... 

Satin Cadmium, All-Chromium, Chromium with red trim, Chromium with 
white trim. 

POPULAR PRICES... 


From a low of $1.49 for a genuine wall-type Swing-A-Way Can Opener 
or Knife Sharpener... to “highs” of $6.95 for a ‘Stainless’’ Can Opener 
and $7.95 for the cabinet model. 












-..in the new gleaming white, 
precision moulded cabinet for the 
modern streamlined kitchen. $7.95 


...and with the magnetic lid-lifter. 
No diving for can lids...... $3.49 






...and with the 
jar opener. Combi- 
nation opens cans, 
jars, bottles and 
glasses ....$3.98 





NEW BLUE and SILVER PACKAGING INVITES SALES...GET YOUR SHARE! 













Jar Opener and Sealer with patent- 
ed floating-locking jaws. 
$1.98 and $2.98 





Knife Sharpener recommended by 
makers of finest cuflery. Positive 
blade-guide holds knife in correct 
a cehie a ala $2.98 and $3.98 
See the new Budget Model at $1.49 





New heavily chrome-plated 
Utility Rack with “Magic Mount” 
wall plate for walls that won’t 
take screws. Red translucent 
ee ee $1.98 





CANADIAN REPRESENTATIVE-FOX AGENCIES, LTD., PORT CREDIT, ONT. 
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1950 Model Ice Crusher. All rust- 
proof metal. Continuous feed. 
Multi-cube capacity. Crushes ice 
coarse, medium, fine...... $7.95 


SWING-A-WAY MFG. CO. << ol BECK AVE., ST. LOUIS 16, MO. 















Watch out for tight inventories... they chate ! 


Last spring a lot of buyers tightened their inventories, 
shined up their low-end items, and sat down to wait 
for the worst. 


The worst didn’t happen and we don’t think it’s 


going to unless all of us go against our best interests 
and help it happen. 


Look at the facts. Low-end items have found their 
level. Customers aren’t hesitating to pay more for 
quality products, providing the value is there. 

Look at our Bissell picture (and a mighty pretty 
picture it is, too): 


At the show last January, you buyers grabbed with 
both hands for our budget-priced ‘‘Reliance’’ Sweeper. 
It would have been easy for us to have said, ‘“‘Shucks, 
you can’t sell anything but low-end items. Let’s forget 
our plans to restore the complete Bissell line.’’ We 
didn’t see things that way. 


Instead, at the Atlantic City Show, we presented 


42 





the “Flight”, America’s most beautiful carpet sweeper. 
Its curved one-piece case encloses our finest mecha- 
nism, including ‘‘Bisco-matic’’* Brush Action. A sweep- 
er that’s tops in performance and in value. 


The way the smart boys grabbed the “‘Flight’’—and 
the flow of orders that has kept coming in since— 
have convinced us that the worry warts chafing in 
their tight inventories are wrong. Increased calls for 
our other quality Bissells® with ‘‘Bisco-matic”’ Brush 
Action are keeping us convinced. 


Better loosen up your inventory. You can’t sell the 
better Bissells unless you have them in stock. 


SWEEPERS 


Bissell Carpet Sweeper Co., 
Grand Rapids 2, Mich. 


** Bisco-matic™ Brush Action— Reg. U. 8. Pat. Off. 
e 
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Complete! In less than Zz square fect | 


A SELF-SERVICE DEPARTMENT THAT BUILDS 


dou le-pre it Bruce Floor oducts sales! 








ae , 2. , Consistent, Colorful Bruce Advertising 
| Keeps Your “Salesmaker” Always Busy! 


By putting a “Salesmaker”’ to work in your store right now 
you'll cash in on the big Fall housecleaning sales volume 
being created by powerful Bruce Floor Products advertising 
in Life, Ladies’ Home Journal and Better Homes and Gardens. 
Every month, full-color pages and half-pages are selling 
“the easiest floor care ever” to more than fifty million 
readers. And that means thousands of doxble-profit Bruce 
Floor Cleaner and Bruce Doozit sales right{in your neigh- 
borhood. Don’t miss your share. Order your “Sales- 
maker” and a stock of Bruce Floor Products right now. 


gp BRUCE foe ornict 


Liquid, Paste, Self-Polishing Waxes, Floor Finish, Asphalt Tile Cleaner 
E. L. BRUCE CO. + MEMPHIS 1, TENNESSEE 













BNE FLOOR Ee 


SU CLEANER BW 


iy \: 
wN 


HARDWARE AGE, SEPTEMBER 8, 1949 








HYPO YOUR PROFITS 
WITH HY-LO 


THE FAMOUS 
VACUUM BOTTLE 








Backed by the Biggest 
Advertising Campaign 
in all Vacuum Bottle History 
that will bring people into 








DISPLAY HY-LO’s IN YOUR WINDOWS 





where people can be reminded of the GREEN 
BOTTLE with the RED TOP they saw in LIFE, HERE ARE ‘'NATURAL”’ 


, : 1 ” 7 . 
POST, LADIES’ HOME JOURNAL in 12-page HY-LO tie-in sales 
color ads month after month. 
WORKMEN 
LUNCH KITS + ALARM CLOCKS 
TOOLS + PAINTS AND VARNISHES 
DISPLAY HY-LO’s ON YOUR COUNTER STEEL TAPES AND RULES 
SPORTSMEN 
: ALA-DINER OUTING KITS + CUTLERY 
where customers can reach for the vacuum bottle that is ince Tataea . meme Saale 
setting modern merchandising records. FLASHLIGHTS AND LANTERNS 
. : a HOUSEWIVES 
Write—TODAY—For the full story of the biggest advertising LUNCH KITS + OUTING KITS 
program in Vacuum Bottle History—schedules of ads—circula- HOUSEWARES + CUTLERY 
Siig , COOKING UTENSILS 
tion in your community—suggested ways for you to make more . 
money by taking advantage of Aladdin’s campaign to tell your Hype your sales—with HY-LO 
customers about HY-LO. THE GREEN BOTTLE with the RED TOP 


a INDUSTRIES, INC., Nashville, Tennessee 
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. CHICAGO: ROLLER SKATES in LIFE 
fo Increase YOUR SALES & PROFITS 


We are launching one of the most interesting and forceful Advertising 
and Merchandising Campaigns in over 40 years of roller skate manufactur- 
ing. One of our LIFE ADS is reproduced at the left. 

LIFE Magazine reaches over 26,000,000 readers—all influential families, 
while SEVENTEEN reaches over 5,000,000 teen-agers—all excellent 
prospects for roller skates. We are Jive Talking in their own slanguage— 
attracting attention, arousing their curiosity—creating a desire to BUY 
“CHICAGOS”. Why not investigate ““CHICAGOS”—write us for full 
details on Shoe Skate Outfits—see your Jobber on Sidewalk Skates. 


FAMOUS CHICAGo SHOE and SIDEWALK SKATES 
illustrated with THESE WELL-KNOWN CHARACTERS 


The “CHICAGO” Dance Skate No. 287 is a 
very popular and attractive rink model for 
Ladies and Men, and will be spotlighted with the 
popular dance couple. The “CHICAGO” Flying 
Scout sidewalk skate with Triple Tread Steel 
Wheels will be spotlighted with the nationally- 
known boy characters. Both these well-known 
characters are reproduced on beautiful displays 
for local store tie-ins. 






No. 101 
TRIPLE. TREAD : 
a ny ¢ 
No. 287 DANCE 


steel Wheels “CHICAGG $9 SKATE on Ladies’ 


No. 224HW Shoe 


SHOE SKATE OUTFITS 
POWERFUL STORE TIE-INS 


At the left is the Beautiful 
“CHICAGO” Flying Scout Display 
Box furnished with each dozen-pair 
carton. When opened the Boys and 
Skate as advertised, POPS- UP—iden- 
tifying your Store as ‘““CHICAGO” 
headquarters. The “CHICAGO” 
: Shoe Skate Counter Display 
comes in 6 beautiful colors, 
reproducing our 1949 Dance 
Couple. Display has shelf 
for holding one Shoe Skate. ‘ 
re ——- ——— 
easel bac isplay 
Sept., Oct., Nov., Dec., 1949 cards with reprint of ads, newspaper ad mats, electros, booklets and skate pins are available 
Jan., Feb., erate i to all dealers. Write for details, order FREE HELPS today.-GET HEP! Sell “CHICAGOS.” 
Reprints avai le but 


MOUNTED. CHICAGO ROLLER SKATE CO. 


WRITE NOW! Send for your FREE LIFE Display Cards— Mfrs. of Rink & Sidewalk Roller Skates, 


tie-in your store for product identification. If mats or electros Industrial Fuses—Screw Machine Products 





LIFE ADS WILL APPEAR 
Sept. 26, Dec. 5, Feb. 13, Apr. 3. 
Reproductions NOW AVAIL- 
ABLE mounted on LIFE EASEL 
DISPLAY CARDS. 


SEVENTEEN ADS APPEAR 
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Bigger Value for Every Job 


CHEVROLET ADVANCE-DESIGN TRUCKS 


It takes a truck operator to 

—_— ay) cally evaluate a truck. Yes, 
the man behind the wheel is the one who 
can best appreciate the worth of powerful 
yet economical performance. . . extraordi- 
nary load capacity .. . lasting quality, 
ruggedness and handling ease. He’s the one 
who recognizes the advantages of new, 
improved features—of greater comfort and 
convenience for the driver. And these men 
in the drivers’ seats—these experienced 
truck operators across America—know that 
Chevrolet trucks deliver more of the value 
factors they want. They know that Chev- 
rolet trucks cost less to operate, less to 
maintain, and have the lowest list prices 
in the entire truck field. That’s why they 
use more Chevrolet trucks than any other 
make! Your Chevrolet dealer will give you 
the facts in detail! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, 
DETROIT 2, MICHIGAN 

















TOP-VOLUME PRODUCTION BRINGS YOU 
TOP-VALUE FEATURES! 


Chevrolet's new 4-SPEED SYNCHRO-MESH TRANSMISSION offers 
quicker, quieter and easier operation. Double clutching is eliminated 
because the gears are always in mesh. Faster shifting maintains speed 
and momentum on grades. Available in series 3800 and heavier duty 
models, 

Chevrolet's power-packed VALVE-IN-HEAD ENGINES provide improved 
durability and efficiency as well as the world’s greatest economy for 
their size! 

Chevrolet trucks have the famous CAB THAT "BREATHES”*! Outside 
air is drawn in and used air forced out! Heated in cold weather. 
Chevrolet Advance-Design brings you the FLEXI-MOUNTED CAB, 
cushioned on rubber against road shocks, torsion and vibration. 
Chevrolet's exclusive SPLINED REAR AXLE HUB CONNECTION adds 
greater strength and durability to heavy-duty models. 

Uniweld, All-Steel Cab Construction e Large, Durable, Fully-Adjustable 
Seat e All-Round Visibility with Rear-Corner Windows* e Heavier 
Springs ¢ Super-Strength Frames e Full-Floating Hypoid Rear Axles 
in the 3600 Series and Heavier Duty Models e Double-Articulated 
Brake Shoe Linkage e Hydrovac Power Brakes in Series 5000 and 
6000 Models ¢ Multiple Color Options. 


*Heating and ventilating system and rear-corner windows with de luxe equipment 
optional at extra cost. 








CHOOSE CHEVROLET TRUCKS FOR TRANSPORTATION UNLIMITED! 
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Ray-0-Vac flashlights are precision instruments 


7 















show how careful construction combines 
with special features designed for 
long life and reliability . . . to make 
Ray-O-Vac flashlights truly precision 
instruments. 

And of course when used with 
Ray-O-Vac Leak Proof batteries, 
they're guaranteed against corrosion 
damage. No wonder Ray-O-Vac 
flashlights are in such great demand! 


Your jobber has available many 
attractive carded displays of 
Ray-O-Vac flashlight cases for every 
purpose and pocketbook. Have him 
help you complete your Ray-O-Vac 
department now! 


Each Ray-O-Vac Leak Proof 
starts with a powerful, well- 
made battery. Then... 


1. A steel top is added. 
2. And a steel bottom. 


3. Next — Multi-ply insulation. 
Many layers of protection 
against corrosion. 


4. Last—a steel jacket. This 
completes an air-tight seal, 
fo stop corrosion and keep 


the battery fresh and power- 
ful. Only Ray-O-Vac builds 
batteries with all four of 
these safeguards. 


Order Ray-O-Vac 2LP 









GUARANTEE on every Ray-O-Vac Leak Proof: “If your 


flashlight is damaged by corrosion, leakage or swelling of this 
battery, send it to us with the batteries and we will give you 
FREE a new, comparable flashlight with batteries.” 
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2 Reflector channelinsu- 
lation to prevent shorting 


3 Scientifically designed 
parabolic reflector coated 
with pure silver on nickel- 
plated brass. Projects 
1500 candlepower beam 


4 Reftector retainer ring 


5 Westinghouse pre- 
focused bulb 


6 Double spring shock 
absorber for bulb protec- 
tion 


7 Battery contact finder 
for easy loading 





3 Solid brass contact 
strip 


9 Phosphor-bronze con- 
tact member assures posi- 
tive contact 


10 Three position switch 
with flasher button 


i] Insulating tube for 
added protection against 
corrosion damage from 
ordinary batteries 


12 Heavily chrome 
plated corrugated barrel 
for added strength, beauty 
and durability 


13 Equipped with Ray- 
O-Vac LEAK PROOF flash- 
light batteries for guaran- 
teed flashlight protection 











— 14 Special steel contact 
spring 


—————-15 Streamlined for 
added beauty 





TIMARU MCA uae YO VAC COMPANY 
MAKE MORE IMPULSE SALES FOR YOU! 
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SAY ''MAKE-A-WASHER"’ 


812¢ profit on each sale sounds great to the dealers who 
already stock MAK-O-WASHER. To get this profit you need 
only stock this one item. This streamlined product makes 
unnecessary the stocking of countless sizes and shapes of 
old-fashioned washers which it replaces. Cut out your 
washer inventory and put a real money making item on 


your shelves! You'll like it and so will your customers. 
MAK-O-WASHER is simple and easy to use . . . just wind 
it into the fitting . . . tightening compresses it into a solid, 


lead-like, self-lubricating washer; the exact size and shape 
of the inside of the fitting. Easy to follow directions are 
printed on every box. 

Don’t expect MAK-O-WASHER to last long on your shelves. 
This revolutionary product sells on sight. MAK-O-WASHER 
comes in an attractive set-up carton for easy counter dis- 





RUSH ME MY ORDER... 





SHOWER HEAD 
PER BOX AND A FREE WINDOW STREAMER. 


MY NAME 
MY ADDRESS 


DIST. NAME 


SLIP JOINT FLEXROCK COMPANY 
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PROFITS ~~ 


e. MAKE WASHER 


FLEXROCK COMPANY 


Filbert & Cuthbert Sts., Phila. 4, Pa. 
NO MORE WASHER INVENTORY FOR ME 


PLEASE HAVE MY DISTRIBUTOR SHIP & BILL ME FOR ONE DISPLAY 
CARTON CONTAINING 36 BOXES OF MAK-O-WASHER AT 162¢ 


ea eI cafes sshdinsss iu cassisadvodvevst tev veetusa den eeivensetpieeenstoceiene on 


A FLEXROCK PRODUCT 
play with a window streamer for point-of-sale merchan- 
dising. Mail the order coupon or we'll send you a sample 
on request. But by all means see MAK-O-WASHER, the 
fastest. selling, profit making item to hit the hardware 
trade in a long time. Remember, it’s new, it’s different, 
and it’s uses are endless. Your customers will buy on 


sight . . . Your profit is waiting for you ... Write today. 
MAK-O-WASHER has successfully replaced all sizes and 
shapes of: 


Garden Hose Washers 

Showerhead Washers 

Spray Hose Washers 

Slip-Joint Washers Gate Valve Packing 

Union Washers Globe Valve Packing, etc. 
WE INVITE DISTRIBUTOR INQUIRIES 


Top Bonnett Washers 
Strainer Washers 
Radiator Valve Packing 









A FAST 

SELLER 

AT... 
YOUR PRICE............ 
YOUR PROFIT............ 


lecsueteeeee ; @ 1949 
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We Cut to Size 


WGLASS 


%Y rom stonm sasn % 





-..Cash in on Extra Autumn Fofits 






















/ merchan- 
— Get a free set of these streamers to put in your win- Of course you'll want a good stocnx of the easier 
, the , . ‘ ‘ ag s . nee : : 
hardwere dow right away. They'll remind people it’s time to cutting L-O-F Window Glass which bears the famous 
gi replace broken lights...help you sell more L-O-F nationally advertised trade-mark. For advice on 
on re ~~ c . . 7 . . 
ite today. Window Glass. what quantities of the fastest selling sizes to stock, 
sizes and Also put in a display of L-O-F Window Glass and call your nearest L-O-F distributor, or write us direct. 
— assorted accessories—glazing points, putty, putty Libbey -Owens:Ford Glass Co., 4699 Nicholas Build- 
knives. Don’t miss a bet on building up sales. ing, Toledo 3, Ohio. 
acking 
ng 
ing, etc. 





LIBBEY* OWENS ° FORD 
ee aiid Nmw GLASS \|---------------- 











LIBBEY-OWENS-FORD GLASS CO., 4699 NICHOLAS BUILDING, TOLEDO 3, OHIO 


Please send me absolutely free, sets of your Window Glass streamers 


Company Name en 
Please print 


Street Address 





a Postal Zone State 





end tor ths <8 
9 1 = of streamers TODAY / 


-K CO, 


Your Glass Distributor 


Ordered by___— stmmaisnan 
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Now... you can give your customers 


lg PHILLIPS WOOD SCREWS 
PHILLIPS HEAL 


WOOD SCREWS 


<“— 





H$ y; 
are the i, Lata 
2 By MansfactUrers © 


' \\\ woop SCREWS (~™ 


Eye-Catching 
Wk TW Phen You weED BY rH conse. y 3-Color Card 
@ rete see eso ns ste mine sang 
@ rset 11s ste ses many 
. 7 SC (aes ane Via cn Seaton sts 94, 4 
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md, 1 4090 Sepp 
an ms ao Red Labels Indicate Round 
a z Head Screws, Nickel Plated 


AMERICAN’S pe . j iti Blue Labels Indicate Oval Head 
P iG ar 2 Screws, Nickel Plated 
New Retail a. aes Oe 
es , a, |: 3h Ree as ei 

Merchandising Display SSE Ge |) See 
Orders are rolling in for this new profit- So 
builder! And you'll understand why... when 
you see your own customers go for these 
handy bags of the famous American Phillips 
Wood Screws...the same crossed-recess 
screws they see on their cars, home appli- 
ances, and wherever they go. 

Brilliant 4-color display is. loaded with 
160 bags of screws in popular sizes for home 
repair and hobby jobs. Same size as its 
companion-piece, the American Slotted Head 
Wood Screw Display 25%” high, 11” wide. 
Comes all ready to set up. So get your order 
in today (and don’t forget to stock up on 
Phillips Screwdrivers, too)! 


Green Labels Indicate Flat Head 
Screws, Bright Steel 


Also Available: Companion Display Featuring American Slotted Wood Screws 


RICAN SCRE 
~. PROVIDENCE 1, R 


Th: $89 &. Ilinols Street Meteo tec 






50 HARDWARE AGE, SEPTEMBER 8, 1949 



























ners 
ws 





1949 











BRONZE 
CONNECTING RODS 


UD 
4 esen 


DROP FORGED 
COUNTERBALANCED 


to * CRANKSHAFT A 


f 
i @ 


FH, 
SPLASH 


TIMKEN LLER 
4 a 
ek -, e S, SHIELDS 























MOUNTED 
ON 
RUBBER 
CUSHIONS 












Fig. 2885 

DUPLEX 

for shallow wells 
capacities: 

500 to 1800 gallons 


per hour 
> 
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OUTSTANDING FEATURES OF THE DEMING 
“DUPLEX” SHALLOW WELL WATER SYSTEM 
TIMKEN ROLLER BEARINGS on both ends of 


crankshaft. 


DROP FORGED COUNTER BALANCED CRANKSHAFT 
with cranks set at 90° to insure steady flow of 
water. 


BRONZE CONNECTING RODS adjustable for wear. 
UNIT TYPE PISTONS are easily removable. 
STAINLESS STEEL PISTON RODS resist scoring 


and corrosion. 


SECTIONAL CONSTRUCTION assures minimum cost 


for repairs after long service. 
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@ Point out Deming FEATURES to your prospects for 
water systems. That's the quickest way to CONVINCE 
them that Deming Water Systems are TOP VALUES. 
For example, note the outstanding features of the 
Deming DUPLEX, pictured above. These features 
assure better performance, more economical 
operation, lower cost maintenance and longer life 
of working parts. 

Sell Deming for VALUES and assure customer 
satisfaction! 


THE DEMING CO., 517 BROADWAY, SALEM, OHIO 


HE COMPLETE Line 













Biggest, Most Daring Ad Push in Electric 


Shaver History Booms Retail Profits 
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Ml 
You NEW SCHICK ELECTRIC SHAVER MUST 
OR OR — MOMEY AK = 
4 SCHICK FoR TEN DAYS @all e © | 
If (T DOESN'T OUTSHAVE YouR BLADE i tae 
RAZOR Bitty ¢ mean, give you a FASTER i eo 
ecmex mecerye ouswen — 
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MAGAZINES! NEWSPAPERS! 
TELEVISION! RADIO! 


. Deluge of Smash Advertising Brings 









“Outshaves Blade Razors” Challenge to Millions! 














Tie your store right in with the biggest and 

hottest Electric Shaver Promotion that’s ever 5 + AT U R t 

been seen. Send to Schick for free newspaper mat 

service, free window-counter display card and free . 

counter folders. Be ready to run your own news- T oa - T @) _ D AY 
paper ads and to set up a special Schick Electric 

Shaver window when the big campaign goes into 

high gear on September 14 with a double-page p A N 
smash in THE SATURDAY EVENING POST T R | A L L 

and follows through with an avalanche of adver- 

tising in LIFE, TIME, ESQUIRE, VARSITY, 

SPORT and SENIOR SCHOLASTIC ...in | N YO U ~ 
NEWSPAPERS FROM COAST TO COAST... 

and over KEY TELEVISION and RADIO 

STATIONS. S T @) pe r 


SCHICK, INCORPORATED, Stamford, Conn. 
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Popper - Chef 


CORN POPPER — UTILITY COOKER 
AND 4 BEAUTIFUL, COLORED 


Plastic Bowls 
FOR THE PRICE OF 
OR PRI $ 93 


THE POPPER-CHEF 


@ ONY Ser 
MR. DEALER! 


Here is a natural to stimulate appliance 
sales! For a limited time only, Dominion 
makes it possible for you to offer this hand- 
some, combination corn popper and utility 
cooker together with four colorful, heat re- 
sistant, plastic serving bowls, (red, blue, 
yellow and green) at this unbelievably low 
retail price. 


Newsmats and four color stuffers will 
boost your sales on one of the most 
popular appliances Dominion ever 
offered. Order now! 


Auailable through reputable distributors across the nation 


DOMINION ELECTRIC CORPORATION: Mansfield, Ohio 
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Of the many millions who will read 


J 
% 





Zippo’s bigger-than-ever national 















advertising campaign this Fall... 















thousands and thousands and thousands will buy 
Zippo Lighters! Get your share of these sales! 





ZIPPO advertising will 
appear in Life, Saturday 
Evening Post, Look, 
Esquire, Holiday, Coronet, 
Farm Journal, Field & 
Stream, Sports Afield. This 
special full-page back- 
to-school ad will appear 
in the October issues 

of Holiday and Esquire. 
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WINDPROOF LIGHTER 


See your distributor, or write direct 


ZIPPO MANUFACTURING COMPANY, BRADFORD, PA. 
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ARISTO-MAT DEALERS 
from coast-to-coast REPORT 


MORE sates MORE, PROFITS 


Pi 


per square foot floor space 


2 
than other household items y/ 


a® 


/ 
FLORAL ) 
QUEEN 





A 






Vigor 


ARISTO-MATS are the finest quality stove and all-purpose 
utility mats in the world. ARISTO-MATS are first choice 
of your customers, because they know how well they protect 
fine surfaces from heat, scratches, spilled foods, knicks, chips 
and stains. Used by millions of housewives on stove tops, 
table tops and under electrical appliances. Available in a 
wide selection of patterns and sizes—a size to fit every range 
—patterns to please every taste—in a price range to fit every 
pocketbook. And remember, only ARISTO-MATS HAVE 
SAFETY RINGED KANT-KUT-KORNERS. 


3 BRAND NEW NUMBERS 


FLORAL QUEEN —A beautiful, colorful 
floral arrangement. Precision built, de- 
signed in everlasting full color QUAD 
pager DURO-PROCESS. Will not chip 
or peel. 





@"Guaranteed by > 
Good Housekeeping 
S 07 .) 









45 aoveaisto WHE 





STAINLESS QUEEN—Ever bright stainless 
steel, with a sparkling mirror-like finish 
that will never wear off. Wipe clean in a 
jiffy with a damp cloth. 


CANDY STRIPE—Rich and colorful pep- 
permint candy stripes, moderately priced 
for volume sales. 









NATIONALLY ADVERTISED 
In House Beautiful, House & Garden, American 
Home, McCalls Magazine, Woman’s Home Com- 
panion, Ladies’ Home Journal, Better Homes & 
Gardens, Good Housekeeping, Parents Magazine, 
Sunset Magazine, Guide For The Bride. 


ARISTO-MATS ARE FAIR-TRADED 
WRITE FOR CATALOG 


PHOENIX TABLE MAT COMPANY 


Str 1q 


1315 West Cc 


gress 
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IN THE PROFIT PARADE! 























THE MAJOR APPLIANCE WITH THE MAJOR EXPANDING MARKET 


Sell Coroaire. A complete merchandising and profit-making plan. No increased overhead. 
Only Coroaire offers: 


* Patented exclusive features 

* Top economy — heats for the cost of a light bill 

* Sold the same as any heavy household major appliance —the year ‘round 

* No repossessions —no trade-ins — unusual consumer acceptance 

* Unlimited market: homes, shops, schools, offices, garages, stores and apartments 
* Retails at less than a family-size refrigerator 

* Postwar design, new—different—revolutionary principle 

* For all types of gases, including L.P. 

* Complete heating appliance in a package 

* Trouble-free service — builds good will 


Tens of thousands of these units have been sold since the war by major household appliance 
dealers and distributors. Get your share of this “ready”? market... 


WRITE NOW! For complete franchise details, to: 
thee fudlidé THE COROAIRE HEATER CORPORATION 


Scatet og, ylllllint 


COROAIRE *” 
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©1949 CAPCo. 


Two pieces with the utility of three* 


1%4-quart Covered Saucepan, 
regularly $3.45 
6%-inch Open Fry Pan, 
regularly $1.95 
plus Club’s 20-page Instruction 
and Recipe Book with each set 


*Saucepan cover fits Fry Pan, converting it 
to covered pan with great variety of uses! 


WME® 
* “o 


(Club) 
Altimiitum 


Gammtncnart Coonwane 
TRADE-MARK REGISTERED 

This trade-mark appears on bottom 

of every Club Aluminum utensil 


Just the ticket for fast-moving sales in your 

cookware section . . . famous Club Aluminum, nationally 
advertised, used by millions of women. Looks like 
silver, cooks like magic, lasts a lifetime. Now in 

this handy, popular combination, specially priced. 

For splendid profits be sure to tie in with this 

feature offer. See your jobber, or write: 


Club Aluminum Products Co., 1250 Fullerton Ave., Chicago 14, Ili. 
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ROYA 


ROSANNE PATTERN: Finest quality, 
Knickerbocker silver plate. Its heavy 

AA plating guarantees each piece—un- 

conditionally. Open stock and sets. 


#64 ROYAL PATTERN: Burnished carbon 
steel base, first liberally plated with 
nickel, then with pure silver. An attrac- 
tive, long-lasting, silverplated line. 








\ 


| 
| 


} 
t : #900 


BEACON #562 


BEACON PATTERN: The finest of stainless 
steel flatware lines. Deluxe modern de- 
sign. Spoons and forks are graded for 
better balance. All surfaces polished to a 
mirror brightness. Open stock or sets 
(see Beacon display below). 


#562 ADMIRAL PATTERN: Allegheny 
nickel chrome stainless steel with a 
brighter, more permanent lustre. Open 
stock or sets (see Pantry-Pal below). 


This beacon display is a colorful 
sea-green and red counter presenta- 
tion. Contains four attractively 
packaged 24 piece sets. Display com- 
bines selling effectiveness with ease 
of handling for jobber and dealer. 


To, 


BE 






LENOX PATTERN 


In Silver Plate 


This handsome addition to the Wallace flatware 
group gives you a well-rounded line to suit 
every taste and every purse. Heavily plated pure 
silver, 18 per cent nickel-silver base. Available 
in open stock and set combinations. 





#900 PATTERN: Carbon steel base, re- 
tinned by the famous Wallace Brothers 
hot-dip process. Fabricated of graded 
blanks for better balance. 


#826 PATTERN: Carbon steel base, re- 
tinned. A low priced yet durable line of 
spoons, forks and knives. A must on 
every Variety store counter. 








PANTRY-PAL is a colorful, Chinese Red 
plastic container, with 24 piece set of 
#562 Admiral pattern. Full profit for 
both jobber and dealer at the low prices. 


WALLACE BROTHERS 


Division of R. Wallace & Sons Mfg; Co. 
WALLINGFORD, CONNECTICUT 
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1 
CHAIN SALES.. 


Dealers who handle the McKay line gain the 
reputation among chain users of being the supply 


source for chain for every purpose. 


And that’s good ... because this reputation means 
you’ve provided your customers with exactly the 
chain they needed . . . and satisfied customers are 
profitable business builders—not only for chain, 


but for the other lines you carry as well! 


So take a tip from the men who are profiting by 
selling the McKay line; stock up now on the McKay 
Chain you need to service your customers in the 
home, shop, farm and factory fields. For full details 
on the many types and sizes of McKay Chain avail- 
able—see your nearest McKay jobber or repre- 


sentative. Write us for his name and address. 


Feature These wexn\ cHains Mow! iin MFKAY o 
- EE 
CHAIN 


For more information — 
SEE YOUR JOBBER OR WRITE DIRECT 























CHAINS ae, 
for Every Use Yom IX) THE a COMPANY 
from ONE Central ame \ | / (i PITTSBURGH 22, PA. 
Source on ya ) 
ZL WELDING ELECTRODES ... COMMERCIAL CHAINS ... TIRE CHAINS 
440 McKAY BUILDING PITTSBURGH 22, PA. 
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Pon REPRESENTATIVES 
* GRAHAM & co = 
=. 







































































































































































ESTAB. 1836 





























Henry CHENEY “corr. ; 


LITTLE FALLS, N. Y., U.S. A. 
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Coburn can supply you with a 
full line of hardware for doors 
which slide, fold or raise over- 
head. Long-lasting, smooth-op- 
erating Coburn Hardware is 
made for straight-sliding, slid- 
ing-folding, around-the-corner 
and roundhouse doors. We 


supply: 
Enclosed track «+ 


hangers + handles + guides 
rolls * guides * stops « binders 


¢ chafe strips. - 


For complete information send 


long life 


brackets « 


hinges » 


today for Catalog #200. Engi- 
neering help withoutobligation. | 


COBURN PRODUCTS DEPARTMENT 


WICKWIRE SPENCER STEEL DIVISION + THE COLORADO FUEL AND IRON CORP. 


SALES OFFICE—500 FIFTH AVENUE, NEW YORK 18, N.Y. ¢ SALES ENGINEERING—56 STERLING STREET, CLINTON, MASS. 
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ST AT 
COBURN 


SLIDING DOOR 
HARDWARE 


for smooth operation, 












COBURN #500 SWING-OVER GARAGE DOOR & 
HARDWARE SETS. High in quality yet low in cost, 
this set is adaptable to practically all types of 
garages; requires little headroom; does not 
interfere with passageway or floor space. For 
new or remodelling jobs. 


oe SLIDING-FOLDING DOOR HARDWARE #412 HARDWARE SETS. 
For two doors closing an opening not over 8 ft. 
wide. #412 sets can be used for doors which 
fold inside the buildings as well as those fold- 
ing outside the building. 
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1950’s Hose Market...Over 220,000,000 feet big! 
How big will your share be? 


In 1949 estimated garden hose sales are expected to reach 220 
million feet. In 1950 lighter, flexible Firestone Velon will push 
this total higher! That’s why smart garden hose dealers are order- 
ing this sure-fire seller early. Plan for your share of profits in 
this biggest hose year yet. Order a good supply of famous-brand 
Firestone Velon now! ’ 

Ask your hardware supplier for Velon garden hose or write 
Firestone, Pottstown, Pa. for full information and resources. 


Suggested retail prices $5.85 and $9.85—25 and 50 ft. lengths 


* lighter! 


on self-displaying, self-servicing fiber board discs. 


« 


in cost 

ypes of YOU CAN’T BEAT FEATURES LIKE THESE: 

es not 

ce. For One third lighter than ordinary hose + Easier handling for the whole 
family « Longer-wearing. Made of weatherproof Firestone Velon + 

ARE SETS. Cleaner to use. Non-porous surface resists dirt +« Attractive Hunter 

er 8 ft. green color « Specially designed brass couplings + Full-flow capacity 


which ¢ Leak-free service. 
e fold- 





Remember when ordering your garden hose, to 
include your order for Firestone Velon screening in 
forest green, bronze brown, and aluminum grey, 
all standard widths. 

*TRADEMARK 


A 
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F tits your customers’ needs 


Every decorator needs this famous REX trio to do 
a better job. Whether it’s taking paper off. . . pre- 
paring the wall...or putting paper on —there’s a 
REX product to do the job quickly, easily and 
economically! 


LQ fits your selling picture 


ORDER FROM YOUR JOBBER 


64 


Years of advertising—plus years of proven perform- 
ance—have established the REX name as the quality 
leader with your customers. Old reliable Rex Paste 
..- dependable Rex Wall Size ...and the work- 
saving Rex Wallpaper Remover are well known to 
your customers. They sell themselves—and customers 
come back again and again! 


NATIONALLY ADVERTISED 
TO YOUR BEST CUSTOMERS! 





PATENT CEREALS COMPANY 


fits like the paper on the wall 






















Geneva, N.Y. 


Makers of Dic-A-Doo Paint Brush Bath 
and Dic-A-Doo Cleaners 
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WITH STERLING SANDER RENTALS” 
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STERLING 


MODEL 1000 PORTABLE ELECTRIC 


SAN DER 





Women, as well as men, can easily operate 
Sterling Sanders with complete safety and 
obtain fine results. A Sterling replaces all 
hand sanding of wood, metal and composition. 


meen nearer aera ee 
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For Every $150 of Sterling 
Rentals, Valley Paint Company 
Sells $100 Worth of Related Items! 


“Our two Sterling Portable Electric 
Sanders quickly paid for themselves 
because of low initial cost, low up- 
keep and fast rental turnover,’ says 
C. L. Hines, manager of Valley Paint 
Company, Elgin, Illinois. 


1. PROFITS ON RENTALS 


“Our Sterling Sanders are rented on 
an average of 15 days a month by 
men and women. 50°% of them are 
repeat rentals and we easily get 75 
cents per hour or $4 per day.” 


2. PROFITS ON ABRASIVES 


‘“‘With a Sterling, the customer usually 
rough sands and finish sands. Thus, 
each rental carries a tidy sale of 
various grades of abrasives.” 


3. PROFITS ON RELATED ITEMS 


“Over $100 worth of abrasives and 
related items such as paints, varnish, 
fillers, shellac, wax, brushes and steel 
wool are sold for every $150 of 
rental charges. In addition, we get 
extra store traffic resulting in profits 
from the sale of other merchandise 
to renters who come into our 

store twice per rental?’ 


Sterling Sanders are easiest to dis- 
play and demonstrate and are bvyilt 
to withstand constant usage. Like 
Valley Paint Company and many 
others, you can profit substantially 
with the “easiest to rent’ Sterling 
Sanders. Send coupon now for com- 
plete details. 





STERLING TOOL PRODUCTS COMPANY 


1338-A Milwaukee Avenue, Chicago 22, lilinois 
Canada: Terminal Warehouse Bidg., Dept. 39, Toronto 1! 








STORE NAME 


ATTENTION 


ADDRESS 





city ‘i 5 ZONE STATE 
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Team up that chimes sale with an 
EDWARDS de Luxe PUSH BUTTON! 


These custom-styled push buttons y yom 
are in the same smart-appearance, ( 
quality class as the CHORDETTE I11! 
Beautifully designed in solid, 

forged brass. Build extra profits with 
this related sale.. 


exclusive 
3-way signal! 


For the front door: a melodious 
chord continuing as long as en- 
trance button is pressed. For the 
rear door: a sequence of two 
symphonic notes. And one extra 
signal—a single note — for the 
side door, or for a “paging” call 
inside the house! 


4” guaranteed QD. 


purity of tone! 


Every CHORDETTE is checked 
for perfect pitch by Edwards’ 
exclusive electronic device — 
the Sonoscope! 

That’s why this chime has no 
equal for tone purity! 





. it’s a natural! 











\ efit of this active sales help! 





“< 





bce bbe 


FP MA LP aa 
















styled by famous designer! 


Lurelle Guild has designed CHOR- 
DETTE III with a classic simplicity that 
blends perfectly with any decorative 
scheme. Available in chrome and white 

or mahogany and brass. 

Size: 1114” high, 5” wide, 3” deep. bh 


_ consistent 
national advertising! 









Edwards pre-sells your best custom- 
ers with consistent, hard-hitting na- 
tional advertising. Display the 
CHORDETTE III...and reap the ben- 
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Kimble Deluxe Glass Bars Crystal glass, 
full %" in diameter—sturdy fittings with heavy 
chrome plate—18" and 24" lengths. 


Kimble Bent-End Glass Bars Crystal or opal 
glass %" in diameter. Strong metal fittings of 
modern design —18" and 24" lengths. 


aks ———— ~ ao 


Kimble Double-Purpose Glass Bars Crystal 
glass bar with adjustable fittings for full-length 
use or projecting ends. 24" long. 


L A, 


Kimble Button-End Glass Bars Crysfal or 
opal glass with sturdy metal fittings. Available 
in 18" length. 




















KIMBLE GLASS TOLEDO 1, OHIO 


, poor ses 
CURTAIN BARS = 






Here, at no added cost to you, is a new sales-getting 
display that puts your Kimble Glass Bars right up 
front and center. Use it on the counter, in the 
window, on island tables. 

Customers see 8 ways to make good use of these bars. 
They see the handsome chrome-plate fittings, the clear 
gracefully curved crystal bars that never lose their new look. 

This display, highlighting the quality of Kimble 
Glass Bars, plus their attractive prices, is sure to 
stimulate sales—increase your profits. 

Order this display now from your wholesaler, 
your distributor, or write direct to us. 


A GLASS BAR FOR EVERY PURPOSE 


Division of Owens-Illinois Glass Company 








WHY IT 
PAYS TO BUY 


‘Riegel 
fel: d Gi cj Rohs a 





QUALITY CONTROL + 


We believe Riegel Work Gloves are the best you can buy... 


STYLING FOR COMFORT comfortable, long wearing and economical...qualities made 
possible by complete control, in a single plant, of every step 
LONGER WEAR from the raw cotton to the finished glove. No other glove is 
made in this manner. 
SEALED CONTAINERS Quality Control is just one of many good reasons why it will 


pay you to buy Riegel Work Gloves. To get the rest of the story, 


PRECISION MADE 


write for our complete free catalog. It shows you how Riegel 


BETTER VALUES i are a Sutin’ photographs and exact speci- 
cations on our entire line. Write to 
UNCONDITIONALLY RIEGEL TEXTILE CORP., 342 MADISON AVE., NEW YORK 17, N.Y. 
GUARANTEED 


fe WORK GLOVES 


68 HARDWARE AGE, SEPTEMBER 8, 1949 


























HARDW 





uy... 
nade 
step 
ye is 


will 
ory, 
egel 
eCI« 


N.Y. 





Sell the saw you yourself would buy! You know 
value. You’re a judge of performance. Man, here’s a 
saw that meets every requirement you can ask of it. 
And your customers will recognize its superiority too. 
A-6 Guild Saw is different and better because it’s. . . 


MORE POWERFUL—Actual! tests show that the 
Guild A-6 has more cutting power under load than any 
other 6" saw. This means faster cutting. 

CUTS ANYTHING—Saws wood, wallboard, plas- 
tics, transite with amazing ease. Scores tile and brick— 
even cuts through metal sheets and light bars—with 
abrasive wheel. Has wider use than any other similar- 
size saw. 

PERFECTLY BALANCED—This balance feature 
is most important. Assures true, straight cutting .. . 

= “easy handling that’s a revelation. 





NO TIP! Hold it this way and it's perfectly 
balanced. Does not nose down. Ready to cut in a 
horizortal position. 


NO TILT! Place the Guild 
Saw on a narrow straightedge. 
It’s perfectly balanced. Does 
not tilt sidewise. 


NO TWIST! suspend Guild Sew by a 
string. It holds steady when starting .. . no 
dangerous “power jerk” or twist. Always cor- 
rectly center-poised. 
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No Other 6” Saw 
Has All These Features! 


It’s cleverly ventilated: Airdraft and baffle keep 
motor clean and cool. © Sawdust blown out at rear open- 
ing. @ Air blown through front opening clears dust off 
cutting line. ¢ Cutting guide always visible. © Calibrated 
knob adjusts depth of cut. @ Extra broad shoe. ® Two- 
way ripping guide extra. © Super-efficient helical gear 
drive. © Die-cast aluminum frame. ©® Highest quality. 


Ideal for carpenters, farmers, hobbyists, floor men, 
builders, home-owners, etc. who want a medium- 
weight, (12 Ib.) saw for all-around general sawing. 








MORE PROFITS with the New Guild Line 


Remember—the new Guild A-6 is the lotest addition 
to the complete link of quality-built, fast-selling Guild 
Tools. 

WRITE today for full information. Porter-Cable backs 
you up with 100% sales protection, hard-hitting na- 


ce advertising, promotion pieces, displays, etc. | 
PORTER-CABLE Machine Co. 


1769 N. Salina St Syracuse N.Y 











Manufacturers of SPEEDMATIC and GUILD Electric Tools 






Handsome die- 
cut display 
box that sells 
right off your 
counter! 


SALES! 
PROFITS! 
TURNOVER! 
with the 


So1L\y/[4\\/ 


WALLPAPER KIT 


5 professional tools and easy to follow 
instruction sheet for the home decorator 











12” smoothing 


seam roller — 
‘scraper 
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Come to Empire 
for a complete 
line of household 


1 
| 
| 
I 
IN MONTREAL, CANADA: ; le aiuasaine 
L 


Empco Brush Works, Ltd. 


brushes! 


| @ Write for catalog on 

















No. 4121, window glass mirror. 
No, 4132, plate glass mirror. 


LOW COST Cabinets 
with TOP QUALITY Features 


by LAWSON 


Quality features found only in more costly 
cabinets are built into these low cost cabinets 
by Lawson: 


@ ONE PIECE DRAWN SEAMLESS STEEL 
BODY. 


Easy-To-Clean rounded inside corners. 
Baked White Enamel Finish. 

Full Length Piano Type Hinge. 

Stainless Steel Adjustable Shelf Supports. 





Stainless Steel Mirror Frame. 


BONDERIZED AFTER FORMING 
for protection against rust and corrosion. 
Gives maximum adhesion of enamel to metal. 


Compare these features with those in other 


? 
Lawsen 


BATHROOM 


cabinets, higher priced. 


LAWSON Bathroom Cabinets 
and chrome accessories... 


THE F. H. LAWSON CO. 


805 EVANS ST. 
CINCINNATI 4, OHIO 


PABINETS 
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SIGGEST RENTAL PROFITS 
NEW RENTAL MARKET! 


sige 4 __.\\ were are facts! 














See the Clarke exhibit at the 
National Hardware Show, New York City, 
Oct. 12 to 15, Booth 325 
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THAT PROVE 7 OUT OF 10 
WOMEN WILL RENT 
RUG SHAMPOO EQUIPMENT! 


You will want these profit-revealing facts 
on the new untapped rug shampoo rental 
market. Based on a nation-wide survey 
this 8-page booklet clearly proves the 
tremendous demand in your community 
for rental rug shampoo equipment. Get 
these facts, get Rent-A-Clarke, get 
brand new profits NOW! 


send for 
your 
copy foday! ~~ 


CLARKE SANDING MACHINE COMPANY 


309 Clay Avenue, Muskegon, Michigan 


0 Please send me my free copy of "A Study of 
the Rental Market for Rug Shampoo Machines.” 








a Please demonstrate Rent-A-Clarke Rug 
Shampoo equipment. 








COMPANY 





NAME 


PIONEER AND LEADER 
IN THE 
FLOOR MACHINE RENTAL FIELD 


Seles and Service Branches in oll Priacipel Cities 





ADDRESS 





city ZONE STATE 


No. 14 1 


) 
Pan 


J-qt. Sauce 


No stab) 


6-qt Dutch Oven 


No. 1440 No, 144142 
1) 2-pint Double Boiler 14-qt- [ouble Boilet 


No. 1446 No. 1445 Ne 
&-in French Che \2-in French Chet Skillet 


6-in. | rench a Skillet 


No. %-48 


Beginner > Set 
' 


i hed 


172) Revere 
\ 


No. 1488 Nio. 1720 Small t tenstl Rack; No 
Utensil Rack; No. 1322 De Luxe tenstl eves 


Breakfast Unit 


Revere 


ENSIL LINE! 
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As illustrated: it’s the perfection of detail 
that makes the perfect form. The same 
applies to key blanks and duplicating 
machines. KEIL key blanks and dupli- 
cating machines are manufactured by 


the artists of the business. 





KEIL is the only manufacturer in the 





entire world producing a full line of 
automatic — semi-automatic 


and hand operated key du- 
plicating machines. f° 
-~ 


( 


ia g 10 ¥2 AC 


WILL CUT CYLINDER KEYS, FLAT KEYS AND PRACTICALLY ALL SOLID 


i cal AND DRILLED BIT KEYS. 
M( (u% ‘. Ask your jobber for your copy of the latest KEIL catalog of 
duplicating machines, locks, latches and the KEIL complete line 
AW 
SN of key blanks. 
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K E Y DUPLICATING MACHINES 


KMEIL LOCK COQO.-CHARLESTOWN,NEW HAMPSHIRE 
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MODEL 222 
CIRCULATOR OIL HEATER 


Underwriter’s Laboratories Inc., Inspected 









M , 
4 rs MODEL b MODEL re ‘ 
100 Ibs. 522 520-B 
Coal Cap 100 Ibs. 100 Ibs. 
Coal Cap Coal Cap. 
MODEL MODEL 
616 524-B 
Same style Same style 
L SOLID MODEL b bs. 200 Ibs. 
818 Coal Cap Coal Cap. 
log of 100 Ibs 
MODEL 
te line Coal Cap. 414 
Same Style 
—40 Ibs. 
Coa! Cap. 
No other heaters in the world like them! Exclusive, patented interior construction 
Now Ready! — provides an abundance of heat at low-cost. Remember! ... WARM MORNING 
New Triple Dut is the leading seller, famous the Nation over... nationally advertised and backed 
- P Y by well-planned, sales-producing merchandising helps. Be well stocked . . . display 
§ WARM MORNING and sell the full line of WARM MORNING Heaters for more profits! 
Package Write, Wire or Phone Today! 








RE | a COAL FURNACE LOCKE STOVE CO., 114 West lith St., KANSAS CITY 6, Mince) 






in U.S. and Con. Pat. Off 


gd you can broaden your saies and profits on 
WARM MORNING Heaters... supply every 
customer’s heating requirement! Whether the fuel 
preference is coal, gas or oil there now is a WARM 
MORNING Heater that will do an outstanding 
heating job. Tothe famous WARM MORNING Coal 


Heaters, new GAS and OIL Circulator Models of 


advanced design have been added. 

These new additions to the WARM MORNING 
line ...the Mcdel 222 Oil Circulator Heater and the 
Model 322 Gas Circulator Heater... are way ahead 
in design and efficiency. Exclusive interior construc- 
tion for exceptional heating performance. Large heat- 


_ing capacity—with that “extra reserve” for coldest 


weather. Beautiful two-tone, walnut-brown cabin 2ts 
—with porcelain enamel lifetime finish. Built for long, 
economical service. Nothing like them on the market! 


Here’s the Famous Line of WARM MORNING Coal Heaters 


Seven Models—40-Ibs. to 200-Ibs. Coal Capacity 





J OIL ... GAS 


HEATERS 


—) Gan dW 












BRHING LINE 


MODEL 322 
CIRCULATOR GAS HEATER 
A. G. A. APPROVED 
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COMBINATION SANDWICH GRILL 
AND WAFFLE IRON 
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Tei fore... nd. ith, Ceourtiful/ 
THE NEW GENERAL ELECTRIC 








And what terrific gift-appeal it has! Toasts 
delicious sandwiches . . . makes wonderful waf- 
fles (when you insert interchangeable aluminum 
. even fries eggs and bacon— 


waffle grids) . . 
all at the table! 


No fussing at the range—no dashing to and 
from the kitchen— with the new General Electric 
Combination Sandwich Grill and Waffle Iron. 
A marvelous way to get real breakfast-time 
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comfort... fix tasty lunches and evening snacks! 

Finished in sparkling, long-lasting chrome 
plate, and equipped with cool, brown-plastic 
handles, it will adorn a table—any table .. . 
easy to clean, too! 


What a Combination Sandwich Grill and 
Waffle Iron! What an easy-seller! Appliance & 
Merchandise Dept., General Electric Company, 
Bridgeport 2, Connecticut. 
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*(Incl. Fed. Exc. Tax.) Price subject to change without notice. 
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You can put your confidence in — 


| GENERAL @@ ELECTRIC 
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KLEINS 


For Your Customers 
Who Know Good Tools 


Among your customers there is a certain group 
who recognize the value of the finest tools made. 
They know that the quality of the work they do 
—the speed with which they do it—depends in 
no small measure on the quality of the tools 
they use. 


Kleins were made for these men. 


Klein Pliers are available in a wide variety of 
sizes and patterns to meet any plier need. Be 
sure you have a stock of the more popular items 
in the Klein line on hand to serve those custom- 
ers who want the best. 


Distributed Through Jobbers 
Foreign Distributor: 
International Standard Electric Corp., New York 





The Klein Pocket Tool Guide, 
showing the Klein line and con- 
taining useful information, will be 
mailed on request. 


WEEE oom MLE INoxo & Sons 
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STAPL-ON 


is the amazing new hammer stapler that 
drives home SIX sturdy staples in the time 
it takes to put in one tack the old way... 














automatically feeding and fastening 20 
staples in 5 seconds! 






TACKS EASIER 


because STAPL-ON’s weighted head is bal- 
anced to make tacking 90° less work. 
Loads easier, too...with 140 50-gauge 
¥%e “and VY‘ shear point staples in 1 O seconds. 


SELLS FASTER 


because on sight your customer will see that 
STAPL-ON is sturdily built of steel to give 
uninterrupted years of service . . . and be- 
cause the ‘‘feel’’ of STAPL-ON in his hand 
is the world’s best convincer that he'll save 
time, work and money with this sensational 
all-purpose tacking tool. 





INDUSTRIAL AND OFFICE STAPLING AND TACKING EQUIPMENT 
NORWALK, CONNECTICUT 
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at These unique tools were 


developed in accordance 
with the advice and sug- 













see that gestions of many expert 
to give gardeners, who required something better 
than the average in garden hoes and 
and be- mattocks. 
is hand They are sufficiently light to prevent fa- ' 
“Il save tigue, while retaining the superior hang, 


balance, rigidity and freedom from torque and bounce, which 
ational only forged tools can provide. 


The attractively finished heads are packed for shipment in strong 
cartons, one dozen to the carton. 


Nos. DB, BP, and GH are furnished with polished 4 ft. and 4-1/2 ft. ash handles. 


Nos. LC and AE are furnished with 36 inch long hickory handles finished in ivory 
enamel. 


WARWOOD TOOL COMPANY 


JIPMENT WHEELING, WEST VIRGINIA 
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Selling Points! 


All the way through 


You get big sales leverage on 
every class of trade, with the full 
line of Gilmer Garden Hose. It 
backs you with a prestige name 
and gives your customers their 
full money’s worth. 


GILMER TUXEDO (Black G-1326 or Green G-1325) 
has added Rayon braid—vulcanized in. Kinks, 
separation and weak spots are out! The cover 
ce When they want “‘something better’’ 
this is it. 










All Gilmer Rubber Hose comes 
25 ft.—50 ft. coupled, and 500 
it. bales cmnugiel. Gilmer full- 
flow couplings work smoothly, 
hold fast and stand up. 











this Zfnet line 


GILMER BADGER (Black G-1308 or Green G-1309) 
is lively seamless rubber with staunch 1-ply 
reinforcement. It stands lots of pressure, weather 
and dragging. Here’s hose to shade competition 
in the volume market. 


GILMER FOUR ACE (Brown G-1324) is the hose 
“built like a tire’’—with the strength of Rayon 
Spiral Cord under the tread-like cover. Sell big 
footage to greenhouses, garages and estates, by 
stocking this ultra-strong hose. 


GILMER PLASTIC HOSE (Red or Green) gives you all 
the right answers on this type of hose. Light but 
strong. Defies weather, mud and mildew. Shoots 
a real stream. You know it’s practical because it’s 
Gilmer Hose. (25 ft. and 50 ft. lengths only.) 


AND WITH GILMER V-BELTS—LOTS OF SALES—IN LITTLE SPACE 


for fast belt measurement goes with it. Also your Gilmer Window 
Card, Inventory Card, and Gilmer V-Belt catalog that helps 
become customers when they see your Gilmer V-Belt Tower dis- you fill any V-Belt request. They know they’re getting the 
play—a profit-maker that fits an 18’ space. Gilmer Handimeter foremost V-Belt when you say Gilmer. 


Ask about the Self-Sell Merchandise Displays of Gilmer Cord Sets, Wire and Tape 
L. H. GILMER COMPANY wssion oF unrrep states russer company Tacony, Philadelphia 35, Pa. 


BUY sil THROUGH sil YOUR sil GILMER sil DISTRIBUTOR hi 


See you at Atlantic City, October 10-11-12 — New York City, October 12-13-14-15 — Booth No. 42 


Repairmen and owners ot oil burners, washers, power mowers, 
power tools and other appliances are your prospects. They 





oyplt A SARE HOR (AChINg 





Replaces 


HAMMER ano TACKS 








A POWERFUL Gun Tacker tHat 


SHOOTS A STAPLE WHEREVER 


A TACK CAN BE DRIVEN 

































































ARROW P-22 HAND STAPLER 
Heavy Duty Industrial Plier Type UPHOLSTERERS 
Reaches Into ““HARD-TO-GET-AT” Places 
TAs: . 
CARPENTERS 
Locks To Fit ” a 
. In Pocket snl XY) | 
INSULATORS 
Same machine uses two size staples, 4,” and 5/16” f \ 
$6.00 (Slightly higher in the west and Canada) S 
Profitable Dealer Items for Staple Repeat Business 3/16" 4/16" 5/16" a 


Attractive window displays and other promotional mate- 


rial are waiting for you. Write for our new catalog SOMO machine takes 3 size staples 


California Distributor; ONE LOADING EQUAL TO 150 TACKS 


sheets and brochure. Dept- HA 
Canadian Distributor: 


Lightstone Sales, Montreal B. Sternberg, Los Angeles 





ey [°i-t 2a Ae ee ee 


7 18 MAUJER STREET +. 








EVergreen 17-5144 . 






ComMPAnNyY., INC. 


BROOKLYN 6,N. Y 


WINDOW DISPLAY MEN 
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VENETIAN BLIND MAKERS 
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"Yes, Sir} This Home-Utility ‘Merchandiser’ is the finest selling display I've 
seen in my years in the business! It not only attracts my customers .. . it 














encourages them to try out the tools for themselves. And once a man has 
handled and operated a Home-Utility Tool, he's a lot easier to sell!’’ 


A. J. HELMS, Helms Hardware and Paint Store, 
6014 Harford Ave., Baltimore, Md. 


New HOME-UTILITY ‘MERCHANDISER’? 
Displays - Demonstrates « Sells 


HIS colorful, dramatic, operating display isa sign. It’s a real sales help! CALL YOUR HOME- 
sure-fire sales builder! We’re offering itunder UTILITY DISTRIBUTOR for complete details 
a special deal which allows the “Merchandiser” or WRITE US for informative booklet! Address: 
to pay for itself and give you a profit within a The Black & Decker Mfg. Co., Dept. H653, 
short time. It will help you sell more Home- Towson 4, Maryland. 
Utility Tools all year ’round. And it makes you, 
an AUTHORIZED HOME-UTILITY DEALER, SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


eligible to receive red-hot sales leads produced Py ELECTRIC © 


ing tools. Convenient fixtures for displaying Products of The BLACK & DECKER Mfg. Co. 
fast-selling accessories. Eye-catching illuminated DRILLS + ELECTRIC SAWS + SANDER-POLISHERS - DRILL KITS 


by our big national advertising program! 


No floor space needed. Minimum counter 
space. Designed for maximum through-store 





visibility. Five handy electric sockets for operat- 
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BACK TO SCHOOL... 


means Padlock Profits for You 


EAGLE’S dramatic Padlock Panel 


will help you cash in on extra padlock sales 


Alert retailers everywhere are preparing for the back-to-school 
business by prominently featuring the Eagle Padlock Panel. 
This sturdy sales builder displays a complete selec- 


tion of fast-selling numbers that kids will 











really go for... to take care of their 
locker, lunch box, bicycle and other school-day needs. It’s 
just smart ’rithmetic to complement your padlock profit 
picture with these money makers. Backed up by window 
and counter displays plus the new colorful padlock dis- 
play packages, you’re bound to boost your padlock sales. 
Order today from your jobber. 


The Eagle Padlock Panel is yours at no cost with initial pur- 

chase of padlock assortment No. 24538. It gives you these 

features: 

@ All metal panel finished in green, red and yellow. 

@ Unique padlock and key holder arrangement insures 
samples against loss. 

@ Retail sales messages on back of panel to aid your 
salesmen. 

@ Sales tested assortment of padlocks to insure quicker 
sales for you. 


The EAGLE LOCK Company wy 


Terryville, Connecticut 





Gcrivas Foust Lochnahers-Since (833 
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Easier to sell because it’s easier to use 


r 








LJ 
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CYCLONE’S 
EXCLUSIVE 
WELDED 
SELVAGE 





® Next time you have a potential hardware cloth sale, unroll 
a section of Cyclone Hardware Cloth and point out these ad- 
vantages that make Cyclone easier to use: 
HARDWA 
® Show your customer the flat, even edge that welded selvage : Pr» cLoT™ 
makes possible. It’s easier to tack under molding . . . easier to ’ : ' 
weld to steel. And there’s no danger of cuts or scratches in hand- a USE CrLONE A 
ling it. + HARDWAR® © 


Lay a rule along the wires to demonstrate how straight they « GRAVEL SIZING 


« SCREEN GUARDS 
« RAT-PROOFING 
« WINDOW GUARDS 


are. This feature makes the cloth better-looking and easier to 
cut. Uniformity of mesh is especially important when the cloth 
is used for rat-proofing or gravel screening. 


* Point out that the bright, heavy galvanizing of Cyclone is 
applied after weaving, and explain to your customer how this pre- 
vents cracking of the galvanized coating at the seams. 


Finally, show him the familiar Cyclone name and the U-S-S Every farmer, every builder, and every home owner 
label; he'll recognize it as an assurance of quality in hardware is a potential customer for hardware cloth. But 
products for more than half a century. most of them need reminding. A roll of Cyclone 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES around. But there’s an especially big demand for it 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK at this time of the year for building and repairs. Ii 


your supply is low, check with your jobber today 


CYCLONE feo 7og HARDWARE PRODUCTS 


HARDWARE CLOTH - INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 


Hardware Cloth, topped by a card listing its princi- 
pal uses, makes a good floor display. 
Cyclone Hardware Cloth is in season the year 
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More Profits 
with ARVIN 


YFO% OF F 


on all ARVIN Electric Appliances 
in Master Carton Quantities... 












MODEL 2300—ARVIN DUAL-CONTROL IRON 





Here’s the best news appliance dealers have 
had since the war! To help offset the constantly 
increasing costs of doing business, to provide 
more liberal profit margins, Arvin now offers 
40% discount off retail list prices on all Arvin 
appliances in master carton quantities. Yes sir, 





Effective 
September 1, 1949 





pre-war profits are back for Arvin appliance 
dealers! Coupled with new reduced retail list 
prices this announcement means more sales, 
greater profits on the fast-selling Arvin line, 
just in time for your biggest selling season! 
Come on in, dealers, business is wonderful! 


NEW LOW LIST PRICES 


MODEL 3000—4-SQUARE WAFFLER 
The same famous Arvin 4-Square Automatic 
Waffier we've nationally advertised at $22.95— 
now priced at $20.95 for greater value. Bakes four 
full size waffles at a time, as light 
or as dark as desired. Automatic 
heat control. Signal light tells 
when to pour, tells when waffles 


are ready. Under- $9095 ' 


writers’ listed. 


Still the No. 1 


Was $12.95—now $11.95! Magic Watchman 
ends risk of scorching with a too-hot iron, ends 
effort wasted with a too-cool iron. Extra long 
8-foot cord, reversible for right or left hand 
ironing. Double thumb rest. Under- $1195 


writers’ listed. 
Model 2200 — Arvin Automatic Iron 


Weighs 3 Ibs. Automatic heat control. A truly 
modern iron at a low price. Under- $ 95 
writers’ listed, of course. 7 


cooking convenience, 
but $2 lower in price! 
Cooking area equals 3 

ten-inch skillets. Holds KR e 
16 hamburgers, ; 
cakes, or 4 toasted sand- 
wiches at a time. Automatic heat con- 
trol, signal light, insulated base and 
handle, and beautiful chrome finish all 
make strong selling points for gift shop- 
pers. Dealers report that Arvin Lectric 
Cook is the fastest selling gift item in 
the appliarice field! Underwriters’ listed. 


Add Arvin Waffle Grids to every Lectric 
Cook sale for easy extra profit! Sell two 
appliances in one—because these grids 
make the Lectric Cook into a fully auto- . 
matic waffle baker. Pre-seasoned — no (Gee 
greasing required. Quickly attached. $400 SS 
Now only...... 


MODEL 3400—ARVIN LECTRIC COOK 


value in 











8 pan- 


FOR EXTRA SALES — ARVIN 34GR GRIDS 


FOR FULL DETAILS — WRITE, WIRE OR PHONE YOUR DISTRIBUTOR NOW! 
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NOBLITT-SPARKS 


Columbus, Indiana 


INDUSTRIES, 


INC. 
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More Great News from ARVIN 


ARVIN ANNOUNCES the new 











M MODEL 3000 — 4-SQUARE WAFFLER 


The same famous Arvin 4-Square 
Automatic Waffler we’ve nationally 
advertised at $22.95—now priced at 
: $20.95 for greater val- 
ue. Bakes four full 
sized waffles. Automat- 
ic heat control, signal 
light, Under- 

writers’ listed. $2095 


Cooking area 
equals 3 ten-inch 
skillets. Holds 16 
hamburgers, 8 
pancakes or 4 
toasted sandwiches at a 
time. Automatic heat con- 
trol, signal light, insulated 
base and handle. Under- 
writers’ listed. 


FOR EXTRA SALES! ARVIN 34GR GRIDS 


These grids make the Lectric Cook into a gee. 
fully automatic waffle baker. Now only... $400 aa 





ORDER NOW for the big 
NOBLITT-SPARKS INDUSTRIES, 
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The Toaster with the exclusive 


ARVIN STA-WARM SHELF 
that keeps toast warm until ready to serve. 
Giver at no extra cost! Helps build Sales! 


THE NEWEST AND BEST POP-UP TOASTER 
with all these fast-selling features: 


e Every slice uniformly light or dark as wanted 
¢ Fully automatic; cushioned pop-up 


¢ Turn of knob releases toast for inspection without 
disturbing timing cycle 


¢ Hinged crumb tray for easy cleaning 
© Cool, smooth plastic handles and base 
¢ Underwriters’ listed 


NATIONALLY ADVERTISED TO MORE THAN 38 
MILLION ABLE-TO-BUY READERS OF 


The Saturday Evening Post * Ladies’ Home Journal « Better Homes & 
Gardens* Country Gentlemen * Successful Farming * Progressive Farmer 


appliance season ahead! 


INC., COLUMBUS, INDIANA 



































YOUR FASTEST $1 SELLER FOR FALL! 
Nationally Advertised 
TURNS ANY OVER 7 MILLION HAVE BEEN SOLD 
SCREEN DOOR 
ana PRO-TEX-MOR 
pcateatinteteas SCREEN DOOR COVER 
One size fits any screen door. Heavy, spe- 
Saves Fuel cially treated, golden colored, kraft paper 
with eye- level transparent plastic window. 
Goes on in a few minutes. Complete with 
“WIND-PROOF = ee 
¢ COLD-PROOF 
¢ STORM-PROOF \ 
wan pgp Recah ces ang Shipping carton 
holds 25 covers. 
‘i Quickly sets up as 
OVER HALF OF YOUR CUSTOMERS* ARE | an attractive 
PROSPECTS FOR THIS POPULAR ITEM [P_ %°F “Ploy. 
Write for full information *National average 
CENTRAL STATES PAPER AND BAG CO. 
5221 NATURAL BRIDGE ST. LOUIS 15, MO. : 
New York Chicago Detroit Philadelphia Cleveland Cincinnati Eastern Plant: Irvington, N. Y. 
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DEALERS! YOU CAN GET YOUR SHARE OF THE 52,000,000 SEWERS’ MARKET 


WITH THIS 


LAR ASORIMENT 


Se aking i Shoas 


This beautiful FREE CASE 
Sets you up in business. 


JOY, finest quality shear and scissor, nationally 


advertised, fair traded, guaranteed profits. 


HARDWARE STORE ASSORTMENT NO.C-S 


Household 


Ne 


Dressmaker 
187 Scissors al 
188 ‘ai 8” 


94 a 
95 5 
96 ” 6” 
194 Sewing 4” 
195 é 

196 6” 


NOPNNNNN OW & 


RETAI 


93'2Embroidery 31/2” Full Nickel 2 4.50 


L 


177 Scissors 7” Sapanned $2.50 $7.50 
178 = 8” Handles A 5.80 


7.50 
8.70 


3.30 


P-75 Pinking Shears 9” Jap. Handles 


$75.00 


Cost to Dealer $46.64 
Your Profit $28.36 


SHOW and STOCK 
CABINET 


FREE 


WITH 
ASSORTMENT 


Sturdily constructed 
Oe a 
easily accessible 
merchandise panel 
Blends in with any 
fixture combination. 
Can be used either as 
wall or counter case 














Size 20%” wide, 28” high, 3%” thick. j wy 


Order from your wholesaler now Wey 
i> thts Saco) ite) 7 -vile),| x 


IRVINGTON 11, N. J 
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“LITTLE HOMEMAKER” GARDEN FURNI- 
TURE with record: ihelded by Columbic 

Co., #, N. J. Dis- 
tributed by Plastic an Toy Corporation ion of 
America, 1 Maple St., East Rutherford, N. J. 





HURDY GURDY: Colorful musical toy in 
red ond ivory combination. Molded by 
Cosmo Plastics Compeny, 3239 W. 14th 
$t., Cleveland, Ohio. Distributed by Nusco 
Manufacturing Co., 1760 E. Market St., 
Akron, Ohio. 








"DONALD DUCK THE SAILOR”: Waddles 
and gestures when wound up. Red, blue, 
yellow, and white 
and distributed by es Inc., 14 E, 
38th St., New York 16, N. Y. 





Get in the swing to the new year round line of 
STYRON toys—build your Christmas pro- 
motions around these color- -bright toys that 
are practical, durable and low in cost. Im- 
pressive four-color advertisements in The 
Saturday Evening Post, Ladies’ Home 
Journal, Better Homes & Gardens, Good 
Housekeeping, and Parent’s Magazine are 


Plastics Division TP-17—THE DOW CHEMICAL COMPANY ¢ 
Cleveland - Detroit - Chicago - St. Lewis - Houston - San Francisco - Les Angeles - Seattle - 


New York - Beston - Philadelphia - Washingion - 


Powerful national advertising 
helps you sell plastics toys! 


making your customers look and ask for Toys 
‘made of styron” (Dow polystyrene). 


For increased turnover and high volume 
sales, specify toys bearing the “made of 
STYRON ” label. It’s your guide in selectin 

better plastic products that you can buy on 
sell with confidence. 


MIDLAND, MICHIGAN 
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NURSERY PIN-UP BANK: A practical and 
pretty baby gift. Molded by Tri State 
Plastic Molding Co., Henderson, Ky. Dis- 











y 
ing Co., 1133 Broadway, New York 10, 
N. Y. 











TOY SUGAR AND CREAMER: In pink, 
blue, red, yellow or green. Molded by 
Dapol Plastics, Inc., 90 Grove St, Wor- 
cester 5, Mass. Distributed by W: 
Toy Co., Inc., Worcester, Mass. 

















FIRE CHIEF CAR: Key-less mechanism 
drives siren that screams as cor travels. 
Molded and distributed by Saunders 
Tool & Die Company, 500 Rathbone Ave., 
Aurora, Wl. 











Mf you have not received your copy of the 
Fall Toy Check List and promotion manual, 
send for it today. It's your buying guide to 
better toys made of America's No. 1 
plastic—STYRON. 
















Dew Chemical of Canada, Limited, Terente, Canada 
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ere you in on the 


LOO! 


Electric Water Heaters |th 





For the past two years, the sales volume of Storage Type 
Electric Water Heaters has been over 1,000,000 units a year. 
This represents more than $126,000,000 annual sales volume, 
and that’s not peanuts in anybody’s language. 


If you didn’t promote and sell Electric Water Heaters, how 
much of that volume did you miss? 


Proof that Electric Water Heaters are what people want 


Not only actual sales volume but surveys—by such maga- 
zines as McCall’s and Successful Farming, and by NEMA 
—show the rapidly increasing demand for modern Auto- ¢ 
matic Electric Water Heaters. 


Here’s WHY people want Electric Water Heaters 


This trend is growing daily as — see for themselves the 
many advantages of the modern Automatic Electric Water 
Heater: 


Free (as electric light); (4) Economicat (fully insulated 
storage, short hot water lines); (5) SAFE (all electric, depend- 
able temperature control); (6) FLEXtBLE (can be installed 
anywhere, even in living quarters; no flue or vent). 


Here’s why dealers like to sell Electric Water Heaters 


Not only do pou want to buy Electric Water Heaters, but 
dealers like to sell them because of: 
© Larger Individual Sales. One Electric Water Heater 


represents as much dollar volume as two or three smaller ap- 
pliances. Each sale also represents . . . 


© More Profits for You. Dealers make attractive pote 
on the sale of Electric Water Heaters. And there is also the 
added advantage of... 


e Pleased Customers who come back to you for other 
electrical appliances and services. 


That’s why you're missing plenty of sales and plenty of 


(1) Automatic (continuous hot water, no attention); (2) ae unless you stock and sell modern Automatic Electric 1935 
CLEAN (smokeless, sootless); (3) DEPENDABLE AND TROUBLE- ater Heaters! Se 
ELECTRIC WATER HEATER SECTION, Nationc 

155 East 44th Street, New Y« 

ALLCRAFT * BAUER *© BRADFORD ¢ FAIRBANKS-MORSE * FOWLER * FRIGIDAIRE * GE 

LAWSON © MERTLAND *© MONARCH *© NORGE ¢ PEWCO ¢ REX © RHEEM °* SELECTRIC * SEPCO « SMI 

HAR 
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During the six years preceding war-time manufacturing restrictions, ] 800,000 


700,000 


sales of Automatic Electric Water Heaters almost tripled. Since the 





war, sales have really soared. The years 1947 and 1948 showed a 
gain of more than 500% over the best pre-war year. This points to 600,000 
a high volume for years to come. The Electric Water Heater is 
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1935 1936 1937 1938 1939 1940 1941 1942 1945 1946 1947 1948 
Source : January, 1949 Statistical Issue, Electrical Merchandising Industry Figures developed from Statistics compiled by NEMA. 


National Electrical Manufacturers Association 

New York 17, N. Y. 

* GENERAL ELECTRIC * HOTPOINT *© HOTSTREAM * JOHN WOOD ¢ KELVINATOR 
* SMITHWAY * THERMOGRAY * TOASTMASTER * UNIVERSAL * WESIX * WESTINGHOUSE 
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| BUG -FULL LINES 
BIG-FUllL PROFIT MARGINS © 
BIG-FULL SUPPORT 


igeli Mele CMeolileMmiul-iacilelilel tial: D- 


Look at SKIL Home Tools. The on/y com- 
plete line for home and farm shops. They’re the 
tools your customers want, 4% and 2 inch drills, 
2\% inch belt sanders, 6 inch saws, sander-polish- 
ers, bench stands. They're all famous SKIL quality, 
attractively priced, aggressively merchandised and 
advertised. 
Stock SKIL Home Shop Tools! Display them! 6 in. 
Demonstrate them! These are the steps to’ BIG SKIL Home Shop Saw 


sales ina BIG market... with BIG profits for you! 6 inch blade. Only low-priced saw 
ita ” hol | idl that adjusts for bevel and depth of 
€ or write your wholesaler today. P cut. Rips and cross cuts up to 2 in. 
dressed lumber Fast, sturdy, de- 

pendable. Cuts metals, compositions, 

scores stone with SKIL accessories. 


MODEL 520—retail $§9°° 


Tools 


SKILSAW, INC. 
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Gin. SKIL Home Shop 2 


Sander - Polisher 


Sands—cleans— polishes—drills. An out- 
standing all-around tool for hundreds of 
jobs in the shop and around the home. 
Sold with rubber disc pad, Allen Disc pad 
wrench, 3 assorted sanding discs, lambs- 
wool polishing bonnet. 


MODEL 517 —retail *34°° 
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SALES-PRODUCING 


Home Shop Bench Stands 


Sturdily made tubular stands that quickly 
convert SKIL Home Shop Drills into drill 
presses. Provide great accuracy, plenty 
of leverage. 


Stand for \, in. drili—retail aa | 3° 
$s 
Stand for ', in. drili—retail ag 


PLAN FOR 
BIG XMAS SALES 


ATTRACTIVE 
PRICE CaRDs: 


2va in. SKIL Home Shop 
Belt Sander 


Full-powered, industrial type belt sander 
of ideal weight and size for small work- 
shop use. Superior construction and 
power. For standard or odd voltages 
without extra cost. 


$ 
MODEL 525 —retail 645° 
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ADAPTED REPRINTS OF THIS AD 
AVAILABLE (SEE DETAILS BELOW) 


















































Pa : __- 
‘APPROXIMATE SIZES OF HANDSAW_FILES. ust 
\ ”2" 7” Regular Toper 
Taper /or\ 
7” or 8” Slim Taper 
Slim ¥,” y,” Ae" * F 
Taper SN 
A| AIA fy sinibisiie 
owe Ye" Ye” ho” |x "| & .%2” 6” Stim Taper, or 7” 
j Extra Slim Taper, 
Taper A or 8” Double Exira 
Slim T. 
— | te Ye,” Ye" Kao” pe Taper 
Slim 7” Double 
Taper A A A A w xtre Slim Taper 
Double Ye" 5” or 6” Extra 
Ender A Slim Taper 



































hors of fixin’ to be done this fall—around the 
house and on the farm. Lots of saws that need 
sharpening. Trot out your Nicholson or Black Dia- 
mond Saw Files, so your customers can see them 
and take the hint . . . Slim Tapers for handsaws, 
Mills for wood-lot circulars, and the Special Cross- 
cut for crosscuts. Also tie files in with your saw- 
selling displays or drives. 

eMOle 


 ><_° 
2a s.a.* 


NICHOLSON FILE CO. © 25 ACORN STREET © PROVIDENCE 1, RHODE ISLAND 


(in Canada, Port Hope, Ont.) 


These sizes also made in BLUNT shape (parallel in width instead of tapered). Frequently preferred by carpenters and others expert on handsow filing. 


Your wholesaler and the chart’ above can help 
you make up a well-balanced stock assortment of 
Tapers. Reprints of this ad—with suitable copy 
changes for store and window-sticker use—are yours 
for the asking. Simply write and tell us how many 
you can use, “File Filosophy,” Nicholson’s famous 
book, is also helpful in serving customers with The 


right file for the job. FREE. Have you a copy? 


+ 0; 
c' "a 
®' 
S 3 O,, 
», 
‘2, a* 
“og” ah 


NICHOLSON FILES sor every eunross 
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DOG RUNNER CHAIN 





make good chain customers 


Dog chains are “in season” the year‘round. Every owner of a dog is responsive to 
your suggestion that he buy a chain for it. @ Your AMERICAN CHAIN distributor offers 
you just about every kind of dog chain there is, made of good strong Tenso or Elwel 
twist link welded chain. ® A good assortment of dog chains, well displayed in your store, 
can be a good source of year-round profit. Ask your AMERICAN CHAIN distributor. 


- AMERICAN E 


AMERICAN CHAIN DIVISION makes all types of electric welded 
and fire welded chain; all types of weldless chain made of 
formed wire or stampings; a complete line of chain fittings, 
attachments and assemblies, repair links, cotter pins, hooks. 





GEORGE SCHMIDT 
Senior Plant Manager 
at York, has been 

an American Chain 
man since 1920 





: ¢o York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
é Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 


z e AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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| Informal Editorial Comments 





E Dean of the hardware in- 
dustry is gone. 

Shortly after his 85th birthday 
(Aug. 12, 1949) Saunders Nor- 
vell passed on. He had been ail- 
ing for some time and had been 
hospitalized for many months. The 
last time I saw him, about four 
months ago, I had the feeling I 
probably wouldn’t see him again. 
But, up until about one year ago 
he maintained an_ unbelievably 
large correspondence and contact 
with manufacturers, wholesalers 
and retailers who looked at him 
not only as the Dean of the indus- 
try but actually, in most cases, as 
also the oracle. I know I shall miss 
him and many thousands more 
will feel the same way. 

He lived a most complete and 
full life in the full and truest sense 
of such an expression. He traveled 
widely, was an avid reader and a 
student of business, particularly 
the selling and merchandising end 
of business. 

Mr. Norvell was a most interest- 
ing writer and, up until the time 
that his voice weakened with age, 
he was easily one of the most in- 


By Charles J. Heale 


Saunders Norvell 


teresting speakers and was wel- 
come not only at hardware meet- 
ings but at various other gather- 
ings. 

He was a protegé of the late E. 
C. Simmons and an admirer of 
Mr. Simmons whom he often 
quoted in his articles in this pub- 
lication and elsewhere. Mr. Nor- 
vell was a pioneer salesman before 
most of our readers were born. He 
traveled out in pioneer country on 
horseback, carrying samples, price 
sheets and his clothes in saddle- 
bags. He was a master salesman 
and an equally good sales mana- 
ger and later the head of an im- 
portant wholesale organization. 
He had been a publisher, headed 
a large drug business and later an 
arms and ammunition business. He 
had been in the real estate busi- 
ness, served as a consultant for va- 
rious industries and had about as 
varied and successful a career in 
many fields as any man who ever 
lived. He had a keen sense of hu- 
mor and a penetrating and per- 
sistent interest in people and the 
panorama of economic, social and 
political developments. In the many 
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activities he pursued during his 
lifetime he was a keen competitor 
and seldom, if ever, came off sec- 
ond best. 

For many years he was a dis- 
tinguished participant in all kinds 
of hardware industry gatherings. 
He was a leader in many a bitter 
controversial discussion and what- 
ever he did or wherever he went, 
people knew what he did and 
where he was and that he had been 
there. He was that kind of man. 

For more than 30 years I had 
intimate and frequent contact with 
Saunders Norvell and always mar- 
veled at his alert mentality and his 
broad understanding of people 
and problems. He was a wise and 
good counselor, an accurate ana- 
lyst and had the most tremendous 
selling sense I have even encoun- 
tered. 

If there is one personality in the 
history of the hardware industry 
whose impact might be called “in- 
delible” I would think that it 


would be Mr. Norvell’s. 
He will long be remembered. 


—C. J. H. 


“The Price of Socialism’ 


NDER the above title, the New 
York World-Telegram recent- 

ly published an editorial which 
simply yet pungently tells its story. 
It should be given most thought- 


HARDWARE AGE, SEPTEMBER 8, 


ful reading and called to the at- 
tention of all serious minded citi- 
zens as a warning. By special per- 
mission, | am quoting in full, as 
follows: 


1949 


“British production is the 
highest in history, and exports 
are ‘as high as they have ever 
been, and half again as high as 
in mid 1947.’ 





“This was the most signffi- 
cant statement made by Sir Staf- 
ford Cripps in presenting Brit- 
ain’s financial case to the House 
of Commons, and to the world. 
Because—despite record produc- 
tion and record exports, and 
$4,750,000,000 in American aid 
and loans—Britain is insolvent. 

“The British are broke be- 
cause Socialism is spending 
more than industry and labor 
can earn. The obvious answer to 


this, which Sir Stafford, the So- 


cialist zealot, will not admit, is 
that the British welfare state 
must cut its costs to meet its 
income. 

“Instead of doing that, the So- 
cialist government is reducing 
its imports, which means that 
Britain will eat less. Socialism 
will carry on, even if Britons 
must go hungry. 

“The British are reported to 
be reacting coldly to this pro- 
gram. No wonder. They are be- 
ing hit where it hurts most. 


oo. oO 


When a government facing re- 
election next year rides on such 
an issue, its courage must com- 
mand respect if its judgment 
does not.” 

Too few Americans, of all ages, 
give sufficient heed to the spread 
of socialistic thinking and trends 
—much of it inspired primarily by 
tax-supported colleges and univer- 
sities where too much radical phi- 
losophy is being recklessly broad- 
cast. 


National Hardware Show Outlook 
Suggests That “Business Is Good” 


VERY important added and 
current indication that busi- 
ness is pretty good, despite scat- 
tered dark clouds, is some advance 
data I have just received on the 
National Hardware Show to be 
held at the Grand Central Palace. 
October 12 to 15, 1949. 
For example—there are more 
than 500 individual manufacturers 
exhibiting more than 2700 lines 


of goods sold through hardware 
wholesalers and retailers, and they 
have requested more than 1,000.- 
000 invitation admission cards for 
their customers and prospects. 

Advance buyer registration is 
now 40 per cent above the record 
of last year (at press time) with 
more than 1000 buyers registered 
from 19 foreign countries. 

The Show has leased every avail- 
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able square foot of display space 
and is 97 per cent sold out. 

Again an entire floor has been 
set aside for the Fishing and Hunt- 
ing Division which will be three 
times the size of the 1948 exhibit 
beth in number of exhibits and the 
space occupied. 

Such things just “don’t happen” 
and so I say again I still think— 

“BUSINESS IS GOOD”! 


What Is a Billion Dollars— Do You Know? 


HAT is a billion dollars? 

Have you any idea? Have 
you any gage that makes a billion 
dollars a precise, appreciable or 
understandable amount of money? 
The late Maurice Sherman, then 
editor, The Hartford Courant 


(Conn.), told a hardware conven- 


LSEWHERE in this issue is a 
brief news story about the 
passing of Chauncey F. English, a 
pioneer salesman in the business 
paper field. Ill health necessitated 
his retirement six years ago after 
he had served HARDWARE AGE as 
New England manager for a little 
over 49 years. 
Chauncey was 74 years old when 
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tion that if you were to spend one 
dollar per minute it would take 
1900 years to spend a billion dol- 
lars, or that if you started in the 
year 700 B.C. with a billion dol- 
lars and were to spend a thousand 
dollars per day, you would have 
left on Jan. 1, 2039 (90 years from 
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Chauncey F. English 


he died on August 27th following 
a long siege of illness. He might 
truly be called “a gentleman of the 
old school” and enjoyed that repu- 
tation among his associates, cus- 
tomers and prospects in this indus- 
try. .: 
Throughout his territory, for 
nearly half a century, he was al- 
ways a welcome visitor, both in 


now) more than one million dol- 
lars. Multiply this by 28 or 29 
and you get a picture of current 
“money in circulation.” Or multi- 
ply this by 265 or 266 and you 
have a picture of our current na- 
tional debt. 


the offices and homes of many lead- 
ing hardware executives. He was a 
genial host, a man of outstanding 
character and always very con- 
genial company. 

We of the Harpware AGE or- 
ganization are sorry to see him go 
and feel sure that many hardware 
folks join with us in this thought. 

—C. J. H. 
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UuCO 264GY Streamliatch 
with Hold-o-matic. Soft 
gray finish with solid brass 
pin tumbler cylinder. Also 
with die cast cylinder, 
No. 263GY. 


NOW... 
all 3 ILCO Streamlatches 
have HOLD-0-MATIC’*... 
the foolproof feature for 
one-hand operation 


*Hold-o-matic — a full turn of the key automatically 
holds the bolt retracted. Removal of key releases 
bolt. (Slide on case holds bolt retracted at all times.) 


























1LCO 2641V Stream- 
latch with Hold-o- 
matic. In rich ivory 
finish with chrome trim. 
Solid brass pin-tumbler 
cylinder. Also with die- 
cast cylinder, No. 263IV. 





One look at ILCO Hold-o-matic Streamlatches tells you 


——— nm ai things about them that put them far and away out front in 
pebble-tone finish on rug- the night latch field. 


ged case. Solid brass pin- 
tumbler cylinder and 
knob. 


First, and most obvious, is design. Where else can you 
get an auxiliary lock to sell that’s so smooth looking, that’s 
so sleek and trim? What other lock has such trim lines, 


such a satiny finish? Or such subtle tones of soft, neutral 





colors to catch any customer's eye? 

Second, but no less sales-worthy, is the foolproof Hold-o- 
matic feature. ILCO Streamlatches can’t be mistakenly left 
in the unlocked position because automatic hold-back of the 
bolt is by key only. This avoids accidentally leaving a door 
unlocked, as can occur when the hold-back operates by the 


inside knob. 
ILcCO These two plus features in ILCO Hold-o-matic Stream- 
HOLD-O-MATIC* latches — smart, appealing design and foolproof operation — 
OPERATION are worth talking up to your customers. And when you add 
in the fact that all three models now have sure-working 
Hold-o-matic, you have a complete range of smart looking 
Pa a night latches to sell fast at a price for every purse . . . a style 
OUTSIDE Cn M1) insipog ~—Ss« FOF every taste. . 
Tum of key retracts . Turning streamlatch 
bolt and holds it re- U knob retracts bolt but 
tracted, until key is does not hold it re- 
returned to vertical tracted. 
position. gt Aches ‘ny 


This new ILCO HOLD-O-MATIC operation per- 

mits entrance with use of one heal euie — but 

safeguards against accidental leaving of latch in a) S 
unlocked position after exit. Give your customers ‘NCIPAL ct 
the benefit of this ILCO extra value. 


INDEPENDENT LOCK COMPANY ° FITCHBURG, MASSACHUSETTS 
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Partial view of 
the store front. 
Pastel and deep- 
tone color con- 
trasts play a big 
part in attracting 
women. To right 
of the doors are 
small saw - tooth 
panels for small 
appliances and 
gifts. Panels are 
white and wall 
bright red. Wall 
of the model kit- 
chen is apple 
green. The store 
ceiling is blue- 
violet. 


go 6 








View of rear-of-store appliance section. An egg-shell soffit is used to bring down 
the ceiling level and also mask the old ceiling which was of metal and repainted. 
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General layout sketch of H. P. Brown store 

showing location of various departments. 

The modernized store combines three store 

rooms into one selling area, 57 ft. wide by 
100 ft. at its maximum depth. 


_—— famed 
home of the Dodgers and some 
2,881,000 other people, is now 
also the home of a hardware store 
that has departed from the cus- 
tomary concepts of what a hard- 
ware store should look like. And, 
like the Dodgers of baseball, this 
new store has got its entire neigh- 
borhood rooting. 

H. P. Brown, Inc., is the hard- 
ware business which in a little 
more ‘than 30 years has become 
Brooklyn’s new “Super Hardware” 


























BROW 


With Color 


by virtue of its recently finished 
modernization and expansion pro- 
gram, embodying bold use of 
deep-tone and pastel color con- 
trasts and display effects that 
surprise and please. 

Dan Brown, who runs the busi- 
ness which his father founded in 
1917, is no stranger to moderniza- 
tion, the store having gone through 
several periods of expansion. How- 
ever, with the acquisition, a few 
years ago, of the building which 
the firm occupies at 1867-86th St., 
Brooklyn, N. Y., a new opportu- 
nity came for creating one expan- 
sive and integrated selling and 
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Svecial tables were designed for 
housewares and small items. Risers 
are blue while shelving is gray. 
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Daring color and display accents 


in this modernized and expanded 
store heighten buy appeal through 


eye appeal. Sales in the first two 


weeks following modernization were 


double previous month's business 


display unit, custom tailored hard- 
ware stores as for a department- 
alized type of operation. 
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But there were obstacles. Three 
store rooms (two of them in use 
by the store) had to be turned 
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Circle shows detail of outside showcase built on two 


sides (off center) of supporting pillar. This case uses 
to best advantage what would otherwise be lost space. 


into one room and had to be 
rebuilt in conformity with build- 
ing code regulations. A central 
stairway leading to an upstairs 
apartment had to be treated so as 
not to obstruct the function of a 
full-view store front. And a store 
front would have to’ be designed 
that would stand out in a drab 
but important neighborhood busi- 
ness street. In itself that would 
not have been too difficult to 
achieve but Brown’s fronts on a 
street over which an elevated rail- 
way lumbers on to Coney Island 
and its overhead structure presents 
an eyesore that none but a bold 
store front design can overshadow 
in its bid for attention. 


Completed in Six Weeks 


Dan Brown called in Ken White 
& Associates, New York City, to 
design a hardware and appliance 
store in which those major mer- 
chandise lines would be set up so 
as to create additional traffic for 
each other. The job was com- 
pleted in just six weeks (after 
months of planning) with the loss 
of only one business day. 

A bold use of color was the 
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approach used not only to over- 
come some of the construction 
problems but also to point up the 
eye-appeal inherent in much of 
the merchandise. Soffits and saw- 
tooth display backgrounds and 
panels were specially created by 
the designer to create points of 
interest about the store and to 
influence the flow of traffic. 


Color Survey 


The color used — deep tones 
and pastels—was selected on the 
basis of a survey among women. 
A warm beige was found to be a 
most pleasing contrast for the 
white enamel of the appliances 
and hence was used in decorating 
the rear of the store, part of which 
contains a mass display of major 
appliances. Other warm pastels 
were-used in other parts of the 
store to play up the color values 
of the merchandise itself. Stone 
pillars were painted a cinnamon 
brown. 

‘Ceiling color throughout the 
store and along the left wall of 
the store is an innovation in hard- 
ware store color schemes. It’s 
dark, a blue-violet. It was selected 


At left is shown 
the full 57 - ft. 
front. Letters of 
name sign are 3 
ft. in height and 
are red-brown be- 
fore a background 
of green-gray. 





to hide old portions of the ceiling 
that were not redone and to mask 
the exposed pipes. It also flattens 
out the broken wall area on the 
left of the store. Walls of the 
model kitchen display in the win- 
dow are apple green and the back- 
ground for the refrigerator dis- 
play located directly behind the 
model kitchen consists of alternate 
panels in canary yellow and dove 
gray in a saw-tooth arrangement. 

A smaller series of display 
panels just inside the store en- 
trance was created to provide a 
series of eye-level spot displays 
for small appliances and gift 
wares. Here the panels, again 
in saw-tooth arrangement, are 
stark white and are set out from 
a fire-engine red wall, these panels 
supported by their vertical black 
risers. Bullet “spots” light each 
of the panels, which were simple 
and inexpensive to construct and 
are easy to maintain. 


Stair-Well Eye-Catcher 


Another interesting eye-catcher 
was designed as an appearance 
and sales pick-up for what might 
otherwise have been wasted wall 
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area enclosing the stair-well (in- 
side the store) which leads from 
the street to the upstairs apart- 
ment. This wall area was decor- 
ated in broad horizontal stripes of 
canary yellow and dove gray to 
serve as the background for a 
display of vividly colored plastic 
and glass housewares. The items 
are arranged on adjustable glass 
are attractively arranged on ad- 
justable glass shelving. 


Unusual Treatment 


The treatment of the street en- 
trance to the apartment is also 
unusual and is designed to blend 
into the store front. The apartment 
entrance, door and all, were treat- 
ed as one unit in an overall design. 
Hence the door, itself, is to all 
appearances a concealed unit, fit- 
ting perfectly into the store front 
plan. The entrance design is a 
series of large maroon discs fast- 
ened in relief against a gray-green 
background. 

Part of the store front has been 
recessed, forming a 4-ft. deep can- 
opy over the store entrance. Run- 
ning the entire width across and 
above the front is the name sign 
in bold block letters. At night 
these are backlighted by fluor- 
escents. The letters are 3-ft. high, 
a red-brown in color, set off from 
the background which is a gray- 
green. The recess makes possible 
the use of additional light source 
—recessed “spots” in the canopy. 





i er ee 


Display background for the kitchen section (directly behind the model 
kitchen window) consists of alternate panels of dove-gray and canary 





Wall enclosing front center stairwell has been painted in broad horizontal 
stripes of canary and dove-gray to provide a soft tone background for 
plastics and glassware. Shelving is glass and adjustable. 


An interesting spot interest cen- 
ter was created for the recess in 
the design of a small out-door 
showcase unit. This was built 
about 4 ft. high on two sides (off- 
center) of an outside pillar. Thus 
an area is used, which otherwise 
would have been wasted, for dis- 
plays of small merchandise units. 

Only two large lights of win- 
dow glass are even with the build- 
ing line and these provide a full 
view into the model kitchen de- 
partment and back into one of the 
two interior major appliance dis- 


in a saw-tooth arrangement. Lighting comes from swivel bullet spots. 
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plays. All appliances in the model 
kitchen are hooked into power 
lines so that demonstrations can 
be made in the window. An un- 
usual display feature of the model 
kitchen display is the use of a 
sofit which cuts down the ceil- 
ing height, conceals piping and 
also provides illumination. 

The soffit is made of expanded 
metal, irregularly patterned to 
overlap over one side, and covering 
a stark white wooden frame. A 
lighting trough for fluorescents 
runs down its center, illuminating 
the model kitchen. On the oppo- 
site wall of the kitchen are four 
bullet “spots.” At this point color 
contrasts are gained from the ap- 
ple green walls and the white sof- 
fit which is suspended from the 
blue-violet ceiling. 


Power Tool Display 


Double glass doors lead into the 
store from the set-back and next to 
these is another large light of 
glass. Then comes the entrance to 
the apartments; then two more 
lights of glass. Another large dis- 
play window makes up the right 
wall of the recess. Here building 
regulations required another door 
into the store. However, since that 
door is also of glass and is not 
used, it does not interfere too 
greatly with the display function 
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A three-day opening featured a "Brown Derby" and attracted 7,000 people 

te the store during that time. Each visitor received a strip of eight coupons 

for eight races in the "Derby" and the winner of each race received an 
award. Standing fourth from the left is Dan Brown, store owner. 


and that window space is devoted 
to power tools, hooked into power 
lines for demonstration. 


Store Dimensions 


The store dimensions are 57 ft. 
wide by 100 ft. at the maximum 
depth, providing more than 5000 
sq. ft. of selling space. There is a 
basement of equal size and an out- 
door lot behind the store giving 
about 1000 sq. ft. for storage of 
wire fencing. Future plans call 
for converting part of the up- 
stairs quarters, which are 20 by 
50 ft., into additional display 
space for seasonal merchandise 
such as garden furniture and re- 
lated lines. 

Of the total floor space about 
one-third is devoted to major ap- 
pliances and the rest to the cus- 
tomary lines of hardware, tools, 
paints and housewares. Mr. Brown 
estimates that he derives about 
one-third of his volume from each 
of the three main merchandise 
groupings — hardware, appliances 
and housewares. 

Before the modernization when 
the business occupied two stores 
with a archway between them, 
one of the stores was devoted en- 
tirely to hardware and the other 
to appliances with the result that 
traffic in the hardware section too 
easily by-passed the appliances, 
and vice-versa. 

Now with all the units occupy- 


102 


ing one open area and with wide 
aisles between displays, traffic is 
attracted from one display group- 
ing to another. Special floor dis- 
plays were developed by Merrill 
Industries in cooperation with Ken 
White Associates. These fixtures 
are light in appearance and con- 
sist of broad adjustable shelving. 
in tiers, supported on thin metal 
risers. The color scheme is gray 
for the shelves and dark blue for 
the risers. They are off-the-floor 
units so that the matter of mainte- 
nance is reduced. 


Arrangement 


Physically the merchandise is 
arranged so that a major portion 
of the appliances are on the left 
as one enters—the model kitchen 
in the window. Next are various 
major appliance units set against 
the saw-tooth panels ranging down 
the side. These are lighted by a 
series of bullet “spots.” The cen- 
ter of floor area is devoted to sev- 
eral housewares display tables. 


Another appliance section, in a 
large alcove, is located in the rear 
of the store and features rows of 
refrigerators, ranges, sinks and 
kitchen cabinets. Here again an- 
other soffit of egg-crate design has 
been used to bring down the ceil- 
ing level as well as to mask the 
old ceiling which was metal and 
merely had been repainted. Bullet 


spots also heighten the standard 
fluorescent illumination. 

The hardware departments are 
at the right of the store, with 
power tools in front, and hand 
tools and shelf hardware in wall 
displays. A large paint department 
is in a recess in the rear of the 
hardware department and over it 
is an enclosed mezzanine office. 
The wall along which the tool dis- 
plays range has been painted a 
canary yellow. 

Mr. Brown estimates that the 
modernization which turned three 
stores into one cost him approxi- 
mately $25,000. While he is not 
yet prepared to estimate the re- 
sultant increase in business, sales 
the first two weeks in June (fol- 
lowing the modernization) were 
double those of May and there 
has been a general increase in 
traffic, both buying and shopping. 
During the first three days after 


(Continued on page 134) 




















1867-86th STREET © B'KLYN 14 
mnenea om teat — 











Advertisement heralding Brown's 

grand opening—greatly reduced in 

size. The store uses about 1,000 

lines monthly in the Sunday edition 

of the Brooklyn Section of The New 

York Daily News. A store catalog 
is also distributeed. 
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Major appliances are featured up front on the main floor where customers can't miss them. 


Sells 200 Major Appliances 
Annually in Town of 1,600 


Althoff Hardware also sells 100 drums of bottled 
gas a week. Intensive job of contacting, selling 
and servicing adds new and holds old customers 


W. H. ALTHOFF, 


of McHenry, IIl., has always be- 
lieved that if a hardware dealer 
does a good job in contacting, sell- 
ing and servicing a home owner 
when he first goes into business, 
that the home owner will become 
a gold mine of sales over the-years. 

Especially, he says, is this true, 
in the smaller towns and cities 
where a large percentage of the 


population is anchored to the com- 
munity by choice and interests. 
The Althoff Hardware is an ex- 
cellent example of how to obtain 
the business of a local trading 
area, service it, and expand sales 
to it over a period of years. To- 
day, employing from 10 to 12 per- 
sons, the firm does a business of 


HARDWARE AGE, SEPTEMBER 8, 1949 


approximately $175,000 annually 
in a town of 1600 population with 
a considerably lower overhead 
than many large city stores. 

Mr. Althoff owns the building 
in which his store is located. It 
measures 24 by 104 ft., has two 
apartments upstairs. One apart- 
ment is occupied by Mr. and Mrs. 
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Althoff; the other by their married 
daughter, Mrs. Ethel Conway and 
husband. Mrs. Conway is the 
bookkeeper for the firm. A son, 
James L., is associated with his 
father in the business. 


In good times or bad, this firm’s 
lifeblood has been sales and ser- 
vice, especially on appliances. 
More than 200 major appliance 
units are sold by the store each 
year, and about 100 bottled gas 
drums—65 lbs. each—are de- 
livered to customers every week. 
The firm hauls its own bottled gas 
from Clearing, IIl., a distance of 
65 miles with its own special 
truck which can haul 104 drums 
at one time. 


Helps Maintain Contacts 


Through its large sales of bottled 
gas, the firm maintains regular 
contacts with numerous town and 
rural families. This alone provides 
Althoff Hardware with live ap- 
pliance leads which are often con- 
verted quickly into profitable sales. 
A hookup such as this, with ser- 
vice men alert to sales possibilities, 
makes it possible for the firm to 
operate on a live lead instead of 
a cold canvass basis insofar as fur- 
nace and appliance sales are con- 
cerned. 

The store emphasizes appli- 
ances. The main display windows 
always have some showing of a 
major appliance item. The win- 
dows are very good, are kept clean 
at all times and are seen by many 
farmers and townspeople as well 
as tourists in the area. 
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Major appliances 
are always shown 
in one of the win- 
dows and they in- 
variably attract 
attention. 


= a 


During the winter of 1949, Mr. 
Althoff opened an appliance show- 
room in the basement which af- 
fords the firm additional display 
space for items such as stoves, 
space heaters, water heaters and 
farm freezers. The new basement 
showroom is equipped with fluor- 
escent lighting. 

Another large display of appli- 
ances, including model kitchen 
units, occupies most of the front 
part of the store. Model kitchen 
units, especially the cabinets, have 
sold well during the past year, 
says Mr. Althoff. The firm meas- 
ures kitchens, draws plans for cus- 
tomers, sells the units and installs 
them. A local carpenter aids with 
any remodeling work necessary. 

“Many of the people to whom 


we sell kitchen units are customers 
to whom we have sold stoves and 
other appliances in the past,” says 
Mr. Althoff. “They know what we 
can do, know that we try to buy 
the best merchandise possible and 
they have confidence in us. This 
means a great deal in selling to 
the same people year after year.” 

Mr. Althoff advertises some of 
the lines he carries by means of 
large, red cutout letters above the 
front door. When persons leave the 
store they can’t help seeing these 
nationally advertised lines and 
recognizing them. 


An Important Phase 


The sale and installation of fur- 
naces is also an important phase 
of this well balanced hardware 
business. A great deal of furnace 
work is done for other local resi- 
dents and for farmers in the near- 
by area. In fact, there is hardly a 
home within a radius of 25 miles 
which has not had some service 
over the years from the Althoff 
Hardware. Naturally through 
serving so many people so well, 
for so many years, Althoff Hard- 
ware gets first chance at most fur- 
nace and appliance business in the 
area. 

Mr. Althoff appreciates loyal, 
faithful employees and so he and 
Mrs. Althoff set up a bonus plan 
some years ago. The employees 
share in a certain percentage of 


(Continued on page 178) 





During the past winter the firm opened up another major 
appliance section located in the basement cf the store. 
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Store Meetings Pay Dividends 
For Drumheller's 








Five sales ladies, attending one of the regular departmental meetings at the store, get the 
story on how to use and merchandise a food mixer. The scene is in the employees’ lounge room. 


B. able to demonstrate 
every item of merchandise in your 
department. That is a “must” 
rule at Drumheller’s, 1 W. Alder 
St., Walla Walla, Wash., 

The store has a 15 by 20-ft. 
employee’s lounge on the mezza- 
nine floor. The room is attractively 
done in knotty pine, with electric 
refrigerator, table, davenport, and 
overstuffed chairs. The refriger- 
ator contains soft drinks, candy 
bars and wrapped sandwiches, and 
on top is a coin box where em- 
ployees leave the change for their 
purchases. 

But this room has an important 
sales angle as well. Each depart- 
ment at Drumheller’s uses the 
room once a week for sales meet- 
ings, or classes. In the accompany- 
ing illustration the five sales girls 
from the housewares and small 
electrical appliance department 
are putting a mixer through its 
paces. Each girl is required to 
know how to operate the mixer 


for each household job and must 
be able to explain and demonstrate 
each section of the book of in- 
structions which comes with it. 


52 Meetings a Year 


Heavy hardware, general appli- 
ances, housewares, gifts—all of 
these departments hold 52 meet- 
ings a year in the lounge. And, 
according to Miss Ruth Thomas, 
display and advertising director 
for the store, “there are never 
enough meetings to cover the 
things which should be covered.” 

Tied in with these weekly dem- 
onstration meetings is a monthly 
store dinner. These dinners are 


held on the last Thursday of each 
month and all employees attend. 
The menu is standard consisting 
of broiled steak with all the trim- 
mings and the meal costs the store 
an average of $2.65 per plate or 
$79.50 for jts 30 employees. 
Miss Thomas arranges the pro- 
gram for these monthly  get- 
togethers as carefully as she does 
the script for her radio programs. 
After the meal there ‘is a short 
business meeting at which min- 
utes of the last meeting are read 
and accepted. Then one member 
of each department gives a short 
paper on some highlight of that 
department. The sales angle is 
(Continued on page 160) 


Employees’ lounge is scene of departmental and 


staff meetings designed to instruct the sales 


force on ways of selling new lines and better 


methods to use in merchandising older ones 
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Modernized Store Wins 


oo 


Here is the front of 
the store as it now 
appears. Though nar- 
row, it catches the 
eye. Overhead spot- 
lights attract the at- 
tention of passers-by 
while interior illum- 
ination makes them 
stop and inspect the 
interior. 


Gd oO 


* Charles Rosen- 
field of the 30-year old Rosenfield 
Hardware store at 125 Washing- 
ton St., South Norwalk, Conn., 
“We modernized because this in- 
dustrial town is old. As property 
owners we like to see our property 
in good condition and of as high 
value as possible. It was our feel- 
ing that the people of the town are 
entitled to a store in which they 
can get value and self service, with- 
out having to run to larger cities. 
Our modernization is paying divi- 
dends all along the line.” 


More Space Needed 


The interior of the store, prior 
to its modernization late last year, 
was neat and orderly but there was 
the desire to provide more display 
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space for seasonal items. The mod- 
ern front, with its recessed visual 
front and end entrance permits a 
full vision of the interior of the 
store from the street—not possible 
with the old style double window 
arrangement. As the store has 
long made a practice of having 
outdoor displays the recess permits 
such showings without having a 
cluttered sidewalk appearance. 
When the hardware store was mod- 
ernized, the front of the adjoining 
property, occupied by a men’s 
shop, was also modernized to con- 
form with the design of the Rosen- 
field front, both store quarters 
being owned by the hardware con- 
cern. 

Full-page ads, for the two-day 
grand opening, last November. 
showed illustrations of the old and 
the new fronts and offered sou- 





venirs to all of those visiting the 
store on the two days. 


1000 Visitors a Day 


Fully a thousand people visited 
the store on each of the two open- 
ing days and business has been 
better than it was before the mod- 
ernization project. Among the 
business builder ideas used by the 
store is the showing of seasonal 
items, up front and in the recess 
which was not possible in the old 
layout. “With the new layout,” says 
Mr. Rosenfield, “we show only 
kindred lines, together, and change 
our up front display more fre- 
quently. For Friday and Satur- 
day, of most weeks, the store has 
week-end specials, usually though 
not always an off season item. 
While not all buyers of these ‘spe- 
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New Customers—Holds Old 


The entire project resulted in the Rosenfield Hardware 


receiving a certificate of honor from the South Norwalk, 


Conn., Chamber of Commerce for an outstanding improvement 





This is the store front as it looked with its two small display w-ndows 
prior to the modernization. It's a decided contrast with the new front. 


cials’ will buy other items for 
which they did not come, they fre- 
quently note other merchandise 
and return the following week to 
make such purchases, explaining 
that they noted them during the 
previous week.” Corn brooms, gal- 
vanized ash cans and garbage cans 
have been among the specials 
offered by the store during the 
week-end periods. 


The Store Front 


The metal and glass front ‘s 
embellished with a galvanized steel 
sign, painted maroon enamel show- 
ing the word “Hardware” in bold 
relief. Planned by the New Eng- 


land Hardware Association, which 55 ft. long. additional interior dis- 
also provided the fixtures, the dis- 


play room is about 18 ft. wide by 


play space having been obtained 
by installation of the visual front. 








Although the building houses two entirely different types of business, 
the uniformity of fronts enhances the appearance of both of the stores. 
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More merchandise is displayed in the new layout with the central wrapping table and 
the signs identifying each section. Although ledges are used for display purposes, 
only bulky merchandise is shown on them and the neat arrangement lends emphasis. 





The former arrangement was not unattractive but the new layout 
certainly provides a clearer view of all portions of the store. 


For storage space the store utilizes 
the basement of its own showroom 
and that of the adjoining men’s 
shop. The interior walls are fin- 
ished in light green and the floor 
covering is of asphalt tile. 


“Certificate of Honor" 


Recently the firm received a 
“Certificate of Honor” for making 
an outstanding improvement in the 
commercial area for 1948. Al- 
though the store has been in the 
same family for 40 years, Charles 
Rosenfield first worked there, on a 
part-time basis, in 1935, and be- 
came active in it from 1940 until 
1942, when he began a four-year 
period in the Armed Forces. 


Report Urges Need for Formal Employee Training 


NNUAL savings of $27,000 in a 
single department, reduction 
in turnover from 15 to 1 per cent, 
and a 50 per cent decrease in errors 
by new employees are among the 
spectacular results reported by busi- 
essmen from formal programs of 
clerical training, according to a re- 
search study, “Training Clerical 
Employees,” released June 10. 
The report, issued by The Dart- 
nell Corp., Chicago, IIl., is based on 
more than a year of research and 
field interviewing of more than 150 
companies. 
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Based on the experience of a 
range of employees from the size of 
General Foods Sales Co. and the 
United States Navy down to com- 
panies with only 35 workers, the 
report turned up a number of un- 
usual facts. 

Frequently the office workers them- 
selves have felt their training to be 
inadequate, even in organizations 
whose management thought they 
were doing a thorough job. 

Few companies are satisfied with 
the training given in commercial 
subjects by the nation’s schools. 


This dissatisfaction is not only with 
the kind of job training given, but 
even with the caliber of instruction 
in various mechanical skills such as 
typing. 

By and large, organizations with 
training programs have been handi- 
capped by lack of knowledge of 
where to get training materials. 

The report is in two sections, de- 
voted to purposes and methods of 
training. It is available now at 
$7.50 a copy from The Dartnell 
Corp., of 4660 Ravenswood Ave., 
Chicago 40, Ill. 
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An extensive display of power tools is located in the basement. Steel 
goods are also there and both lines serve to attract local farmers. 


It's a Paradise 


For Mechanic, 
Hobbyist and 
Farmer 


The Grand Island Hardware Co. concentrates on 
hand and power tools and features both lines 
on its main floor and in the store's basement 


, = the man who 


likes tools strolls into the store of 


the Grand Island Hardware Co., 


Grand Island, Neb., he usually 

makes a prolonged stay inside. 
The reason for this is that this 

store has an extensive stock of 
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hand and power tools on the first 
floor, with still another tool de- 
partment in the basement. This 
latter department has the heavier 
power tool items, small hoists and 
related articles on display. 


A Tool Headquarters 


George Jelinek, owner, decided 
some years ago that he would make 
his store a tool headquarters where 
interested customers could find 
tools which ordinarily they could 
not get elsewhere. The result is 
that the store has tool customers 
not only from Grand Island, a city 
of 19,150 population, but also 
from surrounding areas. 

“Our tool volume is a mighty 
important part of our business,” 
says Mr. Jelinek. “We work hard 
to keep stocked with the items our 
customers need and to display 
them well.” 

One wall section in the store 
contains an excellent showing of 
wrenches, abrasives and similar 
items. In addition there is another 
area devoted to saws, hammers 
and other tools. One large center 

(Continued on page 136) 
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Printing executive and finance official purchased 
old Carlisle & Bristol firm. Modernization and a 
comprehensive advertising program get the business 





The basement appliance department is spacious and features an 
extremely wide range of merchandise to interest the visitors. 
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View of the store looking from the center to the front. Note visual front and 








Hardware Success Follows 


Was a successful 


printing business executive joins 
hands with an equally successful 
finance official to open and oper- 
ate a hardware store, customers 
have the benefit of considerable 
and diversified business experi- 
ence. 

This is exactly what happened 
at Fargo, N. D., five years ago 
when Harlan H. Nelson, a printing 
executive, and H. F. Hoese, a 
finance official, forsook other affili- 
ations to buy and operate the old 
hardware firm of Carlisle & Bris- 
tol. They had observed this hard- 
ware business for many years, 
learned to like it and were re- 
solved to make a greater success 
of the store. 

When these well-trained men 
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Looking from the front to the rear. Stairway to basement and appliances is at the right. 


Success in Other Lines 


joined forces, things began to hap- 
pen at this store. An extensive in- 
terior and exterior remodeling job 
was inaugurated and completed at 
the end of the first year of opera- 
tion. This remodeling job also in- 
cluded new display fixtures for the 
28 by 150-ft. store, an asphalt tile 
floor and fluorescent lighting. 


Anniversary Ads 


The newly remodeled store was 
announced in the firm’s second 
anniversary ad, and each year 
since that time, the firm has used 
its anniversaries to promote a spe- 
cial sale or celebration, usually 
employing a full-page newspaper 
ad to announce the fact. One of 
these anniversary ads two years 
ago stressed the nationally adver- 


tised products which the firm 
stocks and sells. Trade names of 
the products were listed conspicu- 
ously and were accompanied by a 
large picture of the store interior 
as well as photos of the owners. 

Fargo, with a population of 33,- 
021, is the largest city in North 
Dakota, and is engaged in a large 
building program. It is also an im- 
portant wholesale, tourist and agri- 
cultural center. The present em- 
phasis on building in the Fargo 
area ties in splendidly with Car- 
lisle & Bristol’s well planned, ex- 
cellently displayed builders’ hard- 
ware sertion. This line is shown 
on a rear balcony adjacent to the 
office area. 

Builders’ hardware items are 
shown in a large, separate room 
with recessed wall areas and with 
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indirect fluorescent lighting. There 
are desks and chairs in this room. 
Here salesmen, contractors, home 
owners, etc., can sit in privacy and 
discuss builders’ hardware needs. 
The store does an excellent busi- 
ness on these lines, with store 
owners and sales clerks contact- 
ing most of the building prospects 
in the area in person at the store, 
or by telephone or through per- 
sonal visits. 


Additional Sales 


Along with the sale of builders’ 
hardware, especially to home own- 
ers, goes the purchase in numerous 
instances of hand and power tools, 
paints and similar items. Messrs. 
Nelson and Hoese, are alert to 
these sales opportunities and make 
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This radio broadcast from a local station, held in the store, aroused plenty of interest. 


certain that their employees are 
likewise informed. 

Sporting goods is an important 
line at this store for there is ex- 
cellent hunting and fishing in many 
parts of North Dakota. Large dis- 
play boards for fishing bait are 
used on a display table at the rear 
of the store. The boards are de- 
mountable and can also be used 
for a showing of hunting and other 
supplies. The store sells resident 
and non-resident hunting and fish- 
ing licenses, a much appreciated 
service. 

The firm’s appliance program is 
running along in high gear at the 
present time. Most of the appli- 
ances are displayed in an attractive 


25 by 36-ft. basement area. The 


curved stairway to the basement 
section is located at a sidewall, 
thus permitting full display of all 
first floor space. The entrance is 
marked by a neon arrow sign so 
that customers can easily find the 
stairway. 


Rooms for Customers 


The floor of the basement is cov- 
ered with asphalt tile in varying 
designs, equipped with soundproof 
ceiling and fluorescent lighting. 
The basement also has rest rooms 
for customers, as well as a private 
conference room used for the clos- 
ing of appliance transactions. 

The firm also has a complete 
radio service for the trade, in con- 


nection with the appliance di- 
vision. This section is in charge 
of a competent service man. This 
department alone brings in numer- 
ous homeowners, many of whom 
also purchase other appliances. 
The store also offers washing ma- 
chine and other repair service. 

Considerable newspaper adver- 
tising space is used regularly. In 
addition, radio broadcasts from a 
local station are made right from 
the store, especially when appli- 
ance demonstrations by factory 
representatives are going on. 
Sometimes on anniversary celebra- 
tions, broadcasts are made direct 
from the store. 

All leads on appliances are fol- 

(Continued on page 135) 





This attractive builders’ hardware department is located on the office balcony. 
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NOR- 
VELL, contributing editor of 
HarpwaRE AGE, passed away 
August 25th in a Mount Vernon, 
N. Y., hospital. On August 12th, 
he had observed his. 85th _birth- 
day. 

An outstanding personality in 
the hardware trade for more than 
half a century, Mr. Norvell 
achieved his first prominence in 
St. Louis wholesale hardware cir- 
cles in which he spent the first 30 
years of his business career. A 
protegé of E. C. Simmons, founder 
of the Simmons Hardware Co., he 
grew up in an atmosphere of hard- 
ware, rising from stock boy to a 
Simmons vice-president. He was 
also president of the Norvell-Shap- 
leigh Hardware Co., of the Rem- 
ington Arms Co., chairman of the 
board of the drug firm of McKes- 
son & Robbins, and publisher of a 
St. Louis hardware trade journal. 

Though retired from active busi- 
ness life for several years, he held 
the affections and regard of his 
contemporaries and “newcomers” 
through his column regularly pub- 
lished in HaRDWaRE ACE as “The 
Dean’s Page.” A voluminous cor- 
respondent, he never lost touch 
with old friends or with the hard- 
ware industry and in later years 
became widely celebrated as the 
“Dean” of hardware men. 

Born in St. Catharines, Canada, 
August 12, 1864, Mr. Norvell grew 
up in St. Louis, Mo., where he 


Saunders Norvell 
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SAUNDERS NORVELL 


carved out a career in the whole- 
sale hardware business. He was 
hired, when just a lad in his teens, 
by E. C. Simmons, as a stock boy 
for the Simmons Hardware Co. 
and remained with that firm from 
1881 until his resignation in 1901. 
In that time he became, succes- 
sively a traveling salesman, sales 
manager, and in 1898 was elected 
a vice-president and director of 
the company. 

In 1901 Mr. Norvell with Harry 
B. Gordon, Taylor D. Kelly, W. G. 
Yantis, and Leonard Matthews, the 
latter his father-in-law, purchased 
an interest in the A. F. Shapleigh 
Hardware Co. The firm name was 
changed to the Norvell-Shapleigh 
Hardware Co. with Mr. Norvell as 
president. Other officers were: 
Richard W. Shapleigh, first vice- 
president; William G. Yantis, sec- 
ond vice-president; Taylor D. 
Kelly, third vice-president; Alfred 
L. Shapleigh, treasurer; Harry B. 
Gordon, secretary, and A. Shap- 
leigh Boyd, assistant secretary. 

Mr. Norvell remained at the 






head of the company’s affairs un- 
til his resignation from active par- 
ticipation in its management in 
1911 but he continued two years 
longer as a director. It was dur- 
ing this period that the “The Gim- 
let” made its appearance. This 
magazine was edited for six years 
by Mr. Norveli under the pen name 
of “Mike Kinney, Teamster,” and 
during that time became so popu- 
lar it went out to many foreign 
countries as well as all over the 
United States. 

Meanwhile Mr. Norvell had 
been offered an option to purchase 
an interest in a St. Louis hardware 
trade journal, The Stove and 
Hardware Reporter, which, after 
he acquired it, became The Hard- 
ware Reporter. In subsequent 
years, that magazine was acquired 
by Harpware Ace. It was also in 
the early 1900’s that he had begun 
writing for The Iron Age, and 
later The Iron Age-Hardware, 
with which HARDWARE AGE was 
then combined. He subsequently 
became its St. Louis correspon- 
dent and with the appearance of 
HarpwarRE AGE as an independent 
publication, Mr. Norvell continued 
his work for this paper, an asso- 
ciation that lasted until his death. 

During Mr. Norvell’s later years 
in St. Louis, he had been elected 
to the St. Louis City Council and 
was also chairman of its Public 
Improvement Committee. After his 
term in the Council, his name was 


(Continued on page 179) 
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Fair Trade Withstands 


Ever since the first Fair Trade law was enacted in 1931, 
by the state of California, there have been attempts by 
certain elements of business, consumer groups, the press 
and by Federal agencies to scuttle these laws. Opponents 
of Fair Trade made such attempts in eight states this 
year, and also urged Congress to repeal the Miller- 
Tydings Amendment to the Sherman Anti-trust Law. 


B. virtue of the Fair 
Trade laws which are in effect in 
45 states—(all except Missouri, 
Texas, Vermont, and also the Dis- 
trict of Columbia), manufac- 
turers are permitted to establish 
the minimum retail prices at which 
they want their trade marked and 
branded products to be sold in any 
of those certain states. 

Manufacturers, by entering into 
contract with one or more dealers 
in any one of the 45 Fair Trade 
states, are protected by law against 
price-cutting on the part of any 
other dealers in those states, re- 
gardless of whether the _price- 
cutters themselves were parties to 
the price agreements. 

A manufacturer designates a 
price on a product below which it 
may not be sold. The maker can 
set a retail price alone, or a whole- 
sale price alone, or prices at any or 
al] of the levels of distribution at 
which his product is sold. 

To be Fair Traded, a product 
must be branded, trade-marked, or 
otherwise identified as to its source, 
and it must be in free and open 
competition with other products of 
the same general class. 

A product may not be Fair 
Traded if resellers and consumers 
do not have a choice of competi- 
tive products. 

Manufacturers of Fair Traded 
goods may not conspire in the 
fixing of competitive prices. 
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By J. R. KEAGY 
Associate Editor 
of Hardware Age 


The manufacturer may institute 
and operate a Fair Trade program 
on his products without reference 
to any executive or administrative 
agency of government. 

Fair Trade laws have been under 
attack ever since they were first 
enacted, by certain elements which 
include some manufacturers, deal- 
ers, wholesalers, consumers, econo- 
mists, and branches of the Federal 
government. The controversy 
about its merits and faults is be- 
ing carried on constantly. 

Almost every year the opponents 
of Fair Trade wage a campaign in 
Washington for the repeal of the 
Miller-Tydings Act, the Federal 
enabling act. Each time these 
opponents of Fair Trade have 
failed to muster enough strength 
to have their repealer enacted into 
law, and it generally dies a natural 
death and is buried in a Con- 
gressional committee. 


Miller-Tydings Under Fire 


Looking at the Federal picture 
on Fair Trade, there is pending 
in Congress a bill (HR 4003) 
that would repeal the Miller- 
Tydings Act—the only Federal 
law that permits Fair Trade in 


interstate commerce in those 
states having Fair Trade laws. In 
other words, a New York manu- 
facturer may merchandise under 
the Fair Trade laws of Pennsyl- 
vania or Virginia, or vice versa. 


This bill was introduced by 
Representative O'Toole, of New 
York, and has been referred to 
the House Judiciary Committee. 
The Committee is headed by Rep- 
resentative Emanuel Celler, Brook- 
lyn, N. Y., regarded as an op- 
ponent of resale price maintenance 
under Fair Trade. According to 
Printers’ Ink, Mr. Celler “doesn’t 
pretend to be objective about Fair 
Trade. He’s agin it on general 
principles.” 

The O'Toole bill has not been 
reported out of committee but a 
subcommittee of the Judiciary 
body is presently conducting hear- 
ings under the general heading of 
“Study of Monopoly Power” and, 
in these hearings, Fair Trade is 
coming in for some tough sled- 
ding. 

Commenting on the Federal sit- 
uation, the American Fair Trade 
Council in its monthly newsletter 
to members, which is prepared by 
Shannon Mims, the Council’s man- 
ager in New York, said: 

“Miller-Tydings repeal, besides 
having strong backing outside of 
Government circles, has strong 
support within the Government. 
The Government support for re- 
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The Fair Trade stockade has been under heavy assault this year. 


peal is, in effect, a three-pronged 
attack against Fair Trade, which 
boils down to this: 


Three-Pronged Attack 
“1. The Federal Trade Commis- 


sion has long been anti-Fair 
Trade. 

“2. The President’s Council of 
Economic Advisers has failed to 
understand Fair Trade and op- 
poses it. 

“3. The Antitrust Division of 
the Justice Department is opposed. 
Assistant Attorney General Her- 
bert A. Bergson, in charge of that 
division, speaking before the New 
York City Bar Association in Feb- 
ruary, specifically recommended 
repeal of Miller-Tydings. He said 
that there has been ‘a tendency to 
whittle away the antitrust laws by 
statutes granting immunity to 
particular segments of the econ- 


Repeated Attacks 


Can They Hold the Fort? 








omy,’ and that withdrawal of some 
of these exemptions would be 
‘most beneficial. . . . Foremost 
among these I would favor repeal 
of the Miller-Tydings Amendment 
to the Sherman Act... .’ Bergson 
spends a great deal of his time 
traveling and speaking against 
Fair Trade and other typical 
American obstructions to the 
growth of monopoly.” 

The Council could hardly have 
been more correct in the above 
summation, which was published 
in June. Since then, the hearings 
Judiciary Committee has heard 
Miller-Tydings and Fair Trade 
condemned by Mr. Bergson, Dr. 
John D. Clark, member of the 
President’s Council of Economic 
Advisers; Ellis Arnall, former 
Governor of Georgia and presi- 
dent of the Society of Independent 
Motion Picture Producers, and 
H. A. Toulmin, Jr., an attorney 
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Right now the Miller-Tydings Act 
stands in jeopardy in a Congressional hearing. Opponents of Fair Trade made cttacks on the laws of 
eight states during the past year and succeeded in killing the Florida Law. However, a stronger 
law was enacted soon thereafter. 


from Dayton, Ohio. Morris L. 
Ernst, distinguished New York at- 
torney, testified in support of Fair 
Trade. ° 

With the exception of Mr. Ernst, 
the proponents of Fair Trade are 
saving their ammunition until the 
opposition has had-its full say. 
It is understood that the pro- 
ponents are arming themselves 
with statistical data to support the 
contention that Fair Trade is good 
for the economy and in the public 
interest. 


One State Law Killed 


This year the attack on Fair 
Trade at the state level was especi- 
ally great, and in one state, Flor- 
ida, the opponents were sucessful 
in having the state law declared 
unconstitutional after a test in the 
state’s highest court. 

Six of the seven members of the 
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Florida Supreme Court concurred 
in the decision to invalidate the 
law which had been on the statute 
books since 1939. 

Florida, however, again has a 
Fair Trade law, for on June 1, 
Gov. Fuller Warren signed a new 
act which was passed by almost 
unanimous vote in both houses of 
the state legislature. The new law 
repeals the old one that was held 
defective by the court. 


Florida Has Strongest Law 


The new Florida statute is cer- 
tainly the strongest of all the 
state Fair Trade laws and the 
wording of it leaves no doubt as 
to its intent. 

The first section of the law 
states clearly that “It is hereby 
found, determined and declared 
that the public interests and gen- 
eral welfare of the State of Florida 
will best be served by permitting 
the maintenance of minimum re- 
sale prices of trademarked, 
branded or named commodities 
which are in free and open com- 
petition with commodities of a 
like kind and quality. 

“It is found, determined and 
declared that without minimum re- 
sale price maintenance of trade- 
marked, branded and named com- 
modities which are in free and 
open competition with commodi- 
ties of the same general class, 
small retail merchants with lim- 
ited purchasing power cannot sur- 
vive the price wars or price- 
cutting operations of large retail 
stores which, after forcing the 
small retailers out of business by 
such operations, gain a_ virtual 
monopoly on the retail channels 
of commerce, contrary to the gen- 
eral welfare and public interest.” 


Trouble in Eight States 


Florida was only one of eight 
states in which attacks were 
mounted against the state laws, 
within a period of four months. 
The other states were Connecticut, 
California, Colorado, Idaho, New 
Mexico, Rhode Island and Wash- 
ington. 

A California legislative com- 


mittee held hearings early in June 
on a bill which would have 
amended the Fair Trade law of that 
state. It finally killed the bill at 
the conclusion of the testimony. 

If the opponents of Fair Trade 
had been successful in Florida and 
California, especially, the effects 
undoubtedly would have been mo- 
mentous in many other states. Cali- 
fornia, in 1931, was the first of 
the states to enact a Fair Trade law. 

In cases identical to the one in 
Florida in which the Florida 
Supreme Court held the state law 
to be unconstitutional, the U. S. 
Supreme Court had previously up- 
held the Fair Trade laws of Cali- 
fornia and Illinois. 

A Mississippi lower court re- 
fused to grant an_ injunction 
against a retailer who was under- 
cutting the price on fair traded 
fountain pens. There is a_possi- 
bility that the decision could be 
overruled by a higher court. 

No court test has yet been made 
of the laws in 29 other Fair Trade 
states. 


A.F.T.C. Leads Support 


In the forefront in the defense 
of Fair Trade and trying to encour- 
age manufacturers to protect 
their branded products against 
price cutting, has been the Ameri- 
can Fair Trade Council. 

The National Federation of In- 
dependent Business, a non-profit 
organization of business and pro- 
fessional people, announced that 
seven of every 10 of its members 
had called on their Congressmen, 
in May, to vote against the O’Toole 
bill (H. R. 4003), the intent of 
which was the repeal of the Miller- 
Tydings Act. The Federation re- 
ported that its members returned 
ballots which indicated that 25 per 
cent of its members voted for 
(O’Toole H. R. 4003), 70 per cent 
voted against it, and 5 per cent 
failed to vote. 

There seems to have been in- 
creased clamor for the repeal of 
Fair Trade this year, not only by 
a fringe of the retail trade, but 
also by consumer groups and by 
the press. 





Within recent weeks Herbert A. 
Bergson, Assistant United States 
Attorney-General in charge of the 
Anti-trust Division, charged fair 
trading with resulting in higher 
prices and asserted that “price 
fixing is one of the illegal res- 
traints of trade which can and at 
times does lead to monopoly.” 

Those who oppose the principle 
of Fair Trade contend that studies 
have shown that prices in the Fair 
Trade states are materially higher 
than they are in Missouri, Texas 
and Vermont, and in the nation’e 
capitol. 


Denied By Supporters 


Supporters of Fair Trade, on the 
other hand, have contended that 
price maintenance has not raised 
prices. However, it is claimed that 
their comparisons have been based 
on “suggested” prices before pas- 
sage of the Miller-Tydings amend- 
ment to the Sherman Act, and the 
fixed, fair trade prices thereafter. 
It has been pointed out that “sug- 
gested” prices were not generally 
adhered to very closely and there- 
fore do not afford a reliable basis 
for comparison. 

Fortune magazine has attacked 
the Fair Trade principle in two ar- 
ticles this year. In the first which 
appeared in January under the 
title, “The Not - So - Fair - Trade 
Laws,” this publication — said, 
“Oddly enough, Washington, D. C., 
which does not enjoy any wide 
esteem among hard-shell free 
enterprisers, is one of the few 
places in the U. S. where fully com- 
petitive retail trade is still tolerated 
by law. The other islands are Ver- 
mont, Texas and Missouri. . 
In the other 45 states, a resale- 
price contract between the manu- 
facturer of any  trade-marked 
product imposes the same mini- 
mum price on all the retailers who 
handle it. There is nothing else in 
American legislation quite like this 
device, but the most ingenious part 
of the whole arrangement is its 
name. Who is against ‘Fair 
Trade’ ?” 

Continuing, the article reads, 
“On second glance, of course, the 
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Fair-Trade laws look like a gigan- 
tic swindle of the U. S. consumer. 
They have been denounced as an 
internal protective tariff, coddling 
the inefficient retailer by pre- 
venting the efficient from passing 
along his economies in the form of 
price cuts. ... .” 

The Fortune article pointed out 
that “Congressmen and lesser resi- 
dents” of the District of Columbia 
can lather up with a big tube of 
Barbasol bought for 29 cents, while 
in Fair-trade Maryland, the same 
tube would cost 39 cents. Lilly’s 
Lextron Pulves (84’s) could be 
bought in Washington for $2.29, 
instead of the fair trade price of 
$3.15. It also pointed out that the 
Congressmen could slake their 
thirst with $5.45 Old Granddad, 
while those over the D. C. line 
would have to pay $6.65 (plus 
state tax) for the same bottle. 

About 35 of 117 branded drug 
items cost about a third less in 
Washington than in Maryland; 38 
about a quarter less and 29 about 
a seventh less, according to a 
study reported in the Fortune 
article. 

The St. Louis Star-Times re- 
ported that 54 fair trade drug items 
cost an average of 16.2 per cent 
more on the east bank of the Mis- 
sissippi than on the St. Louis side. 

Proponents of Fair Trade have 
raised the question, and possibly 
rightly so, as to whether druggists 
in non-Fair Trade states were not 
engaging in “loss leader” selling 
of well-known branded merchan- 
dise and making up the difference 
in their prescription departments. 
In fact, this very question was 
raised by proponents in a letter to 
the editor of Time magazine last 
spring, when that publication 
spear-headed a drive in the Time- 
Life-Fortune organization to up- 
set the Fair Trade laws. 


Druggists All for It 


No other branch of trade is as 
much concerned with Fair Trade 
as is the drug trade. The National 
Association of Retail Druggists, in 
1936 urged that the Illinois Fair 
Trade Law be used as a model one 
for the other states, after its con- 


stitutionality had been upheld by 
the U. S. Supreme Court. 

The Miller-Tydings Act was in- 
troduced in Congress as an amend- 
ment to the Sherman Act, so that 
fair trade contracts could not be 
held to be in violation of the anti- 
trust law. It merely makes law- 
ful the employment of the Fair 
Trade Act of one state by the citi- 
zens of another state. 


Reduces "Bait" Advertising 


John W. Anderson, president of 
the American Fair Trade Council, 
in a statement he made concerning 
the enactment of the new Florida 
Fair Trade law stated: “. . . Re- 
tailers relying primarily upon un- 
economic pricing of popular trade- 
marked products as_store-traflic 
lures thus again received notice 
legislators, with all the evidence 
before them, cannot be deceived 
into making the state a party to the 
use of such lures in building ex- 
tortionate retail monopolies. Such 
lures have been used by the spider 
of monopoly—both local and inter- 
state—to set webs that have snared 
housewives into paying uncons- 
cionable profits on merchandise 
having no well-known retail prices. 
For such blind-priced merchandise 
perhaps 95 per cent of the house- 
wife’s spendable dollar is paid. 
Products representing only about 
5 per cent of the housewife’s needs 
of course can be given away by 
the retailer without reducing his 
over-all profits. The retailer 
would need only to increase 
quietly, by as little as one-nine- 
teenth, the marked-up prices on the 
other 95 per cent—to keep his 
profits whole. 

Summarizing its case against 
Fair Trade, Fortune stated: 

“Fair-trade laws have been in- 
full force only during a period of 
steadily rising wages. And having 
been marked up to yield very com- 
fortable margins during the war, 
fair-traded products have shown 
relatively restrained price increases 
since the war. A_ recession, of 
course, could confront the fair 
traders with a much less placid 
public opinion. Perhaps the pres- 





ent apathy of the consumer is in 
itself a good reason for the whole 
business community to take its 
first hard look at the fair-trade 
laws. They were eased into the 
U. S. economy. Does business 
really want them their?” 


oe Oo © 


To get the answer to this ques- 
tion, HARDWARE AGE has tried 
to learn what the hardware busi- 
ness in particular thinks about Fair 
Trade, and to do so made a survey 
of nearly 2,000 manufacturers who 
sell their products through hard- 
ware stores. Their views, both for 
and against the fair trade princi- 
ple, are presented at great length in 
this issue. (See pages 128 and 164.) 

[In later issues the opinions of 
the wholesale and retail branches 
of the trade will also be presented. 
Letters of comment on the subject 
are invited from readers. | 


LJ 


The leading spokesman for the 
Fair Trade forces, John W. An- 
derson, president of the Anderson 
Co., Gary, Ind., and president of 
the American Fair Trade Coun- 
cil, in a letter to the members of 
that organization, wrote: “Added 
to the successful defeat of recent 
attempts in seven states to repeal 
their Fair Trade Acts, the Flor- 
ida victory seems definitely to 
have slowed down, at least tem- 
porarily, the ideological ‘Round 
Table’ attack on voluntary Fair 
Trade. 

“However, the O’Toole repealer 
of the Miller-Tydings Act, pend- 
ing in Congress, has been made 
the occasion for a raucous anti- 
Fair Trade chorus led by Asst. 
Attorney General Bergson. 


Will Miller-Tydings Stand? 


“We have not yet felt the full 
strength of subversive anti-Fair 
Trade forces. We have won im- 
portant skirmishes, the loss of 
which could have widened the 
fervently hoped for breach in the 
dyke created by the Florida epi- 
sode. But the real battle, it now 
seems, will center around the 
Miller-Tydings Act—-the loss of 
which would mean the death of 
Fair Trade.” 
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Fair Trade Manufacturers 


Ninety-five per cent of the 131 firms which sell Fair Traded goods 
through hardware stores report their enforcement efforts are either 
"excellent" or "good". Most firms, however, have never prosecuted 
violators. Seventeen per cent of the manufacturers of hardware 
store goods have some or all of their products under Fair Trade. 


TOTAL of 131 companies, 

(which represents 17 per 
cent of the total number of manu- 
facturers that participated in this 
HARDWARE AGE study,) have some, 
or all of their products under Fair 
Trade contracts. 

Ninety-five per cent of the manu- 
facturers who sell at least some of 
their products under Fair Trade 
contracts, through hardware 
stores, indicate that they have had 
“excellent” or “good” results in 
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the enforcement of their contracts. 

The sales managers of 72 com- 
panies state that their firm’s en- 
forcement efforts have been “ex- 
cellent” and 38 others say they 
have been “good.” Four report 
that their enforcement efforts have 
only met with “fair” success. Two 
other sales managers said their 
company’s efforts have been 
“poor”. Another said the results 
were “good” outside New York 
and “poor” within. 


A considerable number of the 
sales managers have expressed a 
belief in the principle of Fair 
Trade but state that because of 
the nature of their products they 
can’t practicably be sold with firm 
minimum prices. 

Enforcement seems to be the 
crux of the Fair Trade problem. 
Those companies which have taken 
a firm stand from the time they 
first placed their products under 
the protection of Fair Trade con- 
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Say Contracts 





Aren't Too Hard to Enforce 


tracts, seem to have fared best in 
the maintenance of their estab- 
lished prices. 

An even 100 companies report 
that they have never made any 
prosecutions against violators of 
their contracts. Fifteen other firms 
stated that they had taken actions 
against price-cutters. 

One of these 15 companies re- 
ports that it has entered into liti- 
gation 80 times against violators. 
Another of the 15 companies that 
has at times sought redress through 
court action, has had suits against 


24 violators. Two other firms have 


each had 15 court cases against 
price-cutters. 


Another company 
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has had six cases; four have had 
three cases each; one had two and 
five others have each haled single 
violators into court. 

Probably the greatest deterrent 
to Fair Trade for many companies, 
which would otherwise be favor- 


oO 


oO 


ably inclined towards it, is the 
matter of the time and expense in- 
volved in tracking down violators, 
trying to get their compliance and 
engaging in litigation. 

A total of 103 companies that 
cooperated in this survey report 


is) 


A total of 131 manufacturers who sell their products through hard- 
ware stores, report that they have at least some of their products 
covered by Fair Trade contracts in some, or all of the 45 states in which 


such contracts are legal. 


(See Page 121 fora list of manufacturers and their fair trade products.) 
While this list probably isn't nearly complete, it certainly is the long- 
est ever compiled in this trade, and was made possible by the coopera- 
tion of 715 manufacturers selling through hardware channels, who re- 
sponded to questionnaires mailed to them by this publication. 
Additions and corrections to this list are invited. 








that they have fair traded at least 
some of their products in all of the 
45 states in which such contracts 
are legal, i.e., all except Texas, 
Vermont, Missouri and the Dis- 
trict of Columbia. 

Sixteen other companies report 
that they have all of their products 
under Fair Trade contracts. 

Of 131 companies that report 
that they have Fair Traded some of 
their products there are only five 
that have had such contracts since 
the first of the state laws was put 
into effect, in California, in 1931. 

Fair Trade gained impetus with 
the ending of World War II. 
Sixty-seven manufacturers have 
made such minimum price agree- 
ments since the war’s end. Com- 
panies that have made such 
contracts within the past year num- 
ber 22. Nine companies have had 
such contracts for just two 
years; 22 of them have had 
them for three years, and 14 more 
have had products under fair trade 
for four years. 

The greatest reason advanced 
by manufacturers as to why they 
approve of the fair trade principle 
is that it prevents price cutting and 
price wars. Another reason 
which was advanced by almost as 
many others was that fair trading 
helps in the maintenance of reason- 
able margins of profits. 

The next biggest reason for it is 
that it protects small dealers. 
Others stated that wholesalers and 
dealers favor it. 

Other reasons manufacturers 
gave in favor of fair trade were: 

Safeguards consumers’ interests; 

It contributes to wage stabili- 
zation; 

It works well on higher-priced 
articles; 

It establishes definite values on 
merchandise; 

Dealers can advertise and pro- 
mote without fear of _price- 
cutting; 

Prevents. advertised brands be- 
ing used as “loss leaders;” 

Jobbers follow fair trade price 
schedules; 

Protects the good name and good 
will of makers of nationally ad- 
vertised, trade marked products; 
Enforcement is no problem; 
Makes for clean competition; 

It is necessary in certain states; 
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Prevents monopolistic control of 
distribution; 

Makes manufacturers price 
goods competitively ; 

Substitutes store salesmanship 
for discount selling; 

Manufacturers give lowest pos- 
sible wholesale prices and provide 
minimum spread for wholesalers; 

Customers do not have to shop 
around for better prices; 

Fair trade is especially good for 
hardware stores; 

Reduces dealer’s fear of price 
fluctuations, and 

Safeguards manufacturer’s dis- 
tribution. 


oo Ga 


Does This Trade 
Like Fair Trade? 


To get the answer to this, from 
the manufacturer's point of view, 
HARDWARE AGE wrote to nearly 
2,000 companies that distribute 
through hardware stores. A total 
of 131 of them reported products 
covered by Fair Trade contracts. 


a 


These and many other reasons 
why some manufacturers believe 
in fair trade are given in greater 
length elsewhere in this issue. 
While all the reasons for and 
against this pricing device cannot 
be used in this issue because of 
space limitations, they will all be 
used in subsequent issues. 

As might be expected, because 
there are less manufacturers who 
fair trade than those who don’t, 
there are even more reasons of- 
fered against the fair trade princi- 
ple. ' 

The one mentioned most often 
by manufacturers is the difficulty 
of setting up and then enforcing 
minimum price contracts. 

The other reasons advanced in 
opposition include the following: 

Frequent changes in products 
and price schedules make fair trade 
impracticable; 

Jobbers don’t want it or are 
lukewarm to it; 

Manufacturers are liable to have 
slow moving or unsaleable mer- 
chandise dumped back at them if 
dealers aren’t allowed to cut the 
fair trade prices in order to reduce 
inventory ; 

Too much red tape; 

Not practicable for certain lines 
of merchandise; 


Contracts are too inflexible; 
Non-fair traded, off-branded 
merchandise is more attractively) 
priced; 

Fair trade is unfair to con- 
sumer; 

Subsidizes inefficiency and in- 
competency on the part of manu- 
facturers; 

Induces complacency and inef- 
ficiency in dealers; 

Makes it hard for dealer to move 
slow-moving goods; 

Competing manufacturers don’t 
fair trade; 

Un-American or _ un-Constitu- 
tional in principle; 

Contrary to free enterprise sys- 
tem; 

Not good in highly competitive 
field; 

Not good for small manufac- 
turers; 

Stifles competition; 

Too controversial; 

Eliminates shopping around; 

Encourages bootlegging of fair 
traded goods; 

Encourages combination sales, 
trade-in allowances, and other sub- 
terfuges; 

Useless in time of scarcities; 

Encourages monopolies; 

Hard to enforce on low unit 
price items; 

No good for seasonal lines; 

Prevents legitimate liquidation 
of overstock; 

Designed only to protect profits; 

Inequality of prices in various 
parts of the country; 

Prices hard to maintain in 
buyer’s market; 

Not good in distant sections be- 
cause of freight differentials; 

Fair trade limits sales volume; 

Public is not familiar with it or 
doesn’t fully accept it; 

Manufacturer cannot sell his 
fair traded goods in the premium 
field; 

Prevents manufacturer’s cooper- 
ation with dealer on special pro- 
motions; 

Appliance manufacturers can 
put dealers in the hole by bringing 
out new models or cutting prices; 

Not in effect in all states; 

Manufacturers use fair trade in 
prosperous times to enjoy its ad- 
vantages but wink at exceptions 
when they have overloaded re- 
tailers’ inventories. 
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Fair Traded 
Merchandise Sold 


By Hardware Stores 


This is not intended as a complete list, but is as 

full and accurate as possible. Manufacturers are 

urged to inform Hardware Age of any of their 
products which should be added. 


ALL POWER MEG. CO., Montebello, 
Cal, 
Dripless sink strainer. (Cal.) 


ALUMINUM COOKING UTENSIL 
CO., New Kensington, Pa. 
“Wear-Ever” 4-qt. and 7-qt. pressure 
cooker. (All) 
“Wear-Ever” cooking utensils. (7) 


ALUMINUM GOODS MFG. CO., 
Manitowoc, Wis. 
“Mirro” aluminum cooking uten- 
sils. (All) 


AMERICAN RUBBER PRODUCTS 
CORP., 151 E. 50th St., New 
York 22, N. Y. 

“Coprtop” plumbing 
(All) 


ANIMAL TRAP CO. OF AMERICA, 
Lititz, Pa. 
“Victor,” “Oneida” and 
house” animal traps. (All) 


BALCRANK, INC., Disney St., Cin- 
cinnati, Ohio 
Balcrank lubrication equipment. 


(All) 


BARBER MFG. CO., INC., 5710 

Nicollet Ave., Minneapolis, Minn. 

“Stor-A-Way” brackets for windows 
and screens. (1) 


BISSELL CARPET SWEEPER CO., 
Grand Rapids, Mich. 
“Bissell’s” carpet sweepers, various 
models. (All) 


BOSTWICK LABORATORIES, INC., 
706 Bostwick Ave., Bridgeport, 
Conn. 

“Hep” insect killer. (All) 

“Hero” fire extinguisher. (All) 

Bostwick ‘“Safe-le” insect killer. 
(All) 

Bostwick Air Conditioner, house- 
hold deodorant. (All) 


tank balls. 


“New- 


Oo 
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Bostwick Plastic Spray. (All) 

Bostwick “Super Aerosol,” 
killer. (All) 

Bostwick Moth Proofer. (All) 


BREARLEY CO., 2107 Kishwaukee 
St., Rockford, Ul. 
“Counselor” scales. (All) 


BURROUGHS, W. C., CO., INC., 
Wilton, Conn. 
“Thread A Matic” automatic needle 
threader 


CAMFIELD MEG. CO., Grand Haven, 
Mich. 
Camfield automatic toaster. (All) 
“Toastess” toaster serving set. (All) 
“Toastette” toaster serving set. 
(All) 


CARBIDE & CARBON CHEMICALS 
CORP., 30 E. 42nd St., New York 
City 
“6-12” insect repellent and suntan 
lotion. (All) 


CENTURY PRODUCT WORKS, 
INC., 503 W. 56th St., New York 
City 

“Glide-O-Matic” electric iron. (All) 
“De Luxe” electric iron. (All) 
“Century De Luxe” broiler. (All) 


CHAMBERLAIN-HABER CHEMICAL 
CO., 1103 W. 11th St., Cleve- 
land, Ohio 

“Nip-on” Roach Powder. (All) 
“Presto” pipe opener, bowl cleaner, 
tile and porcelain cleaner. (All) 

“Puritox” moth crystals. (All) 


CHICAGO ELECTRIC MFG. CO., 
6333 W. 65th St., Chicago, Ill. 
“Handyhot” electrical appliances. 29 
products. (All) 


CINCY PRODUCTS CO., 2817 High- 
land Ave., Cincinnati, Ohio 
Cincy Wallpaper Cleaner. (All) 


insect 


0 


The numerals or words within parentheses indicate the states in which Fair 

Trade contracts are in effect. The word (Al/) after the product denotes 

that the item is Fair Traded in all states where such contracts are legal, 
i.e., all except Texas, Vermont, Missouri and the District of Columbia. 
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CLEVELAND CLEANER & PASTE 
CO., 7275 Neville Ave. S.W., 
Cleveland, Ohio 

“Walvet” Wallpaper Cleaner. (13) 

COLEMAN CO., INC., Wichita, Kan. 

“Coleman” lamps and lanterns. 
(All) 

“Coleman” irons. (All) 

“Coleman” camp stoves. (All) 

“Coleman” mantles, generators and 
other pressure appliances, acces- 
sories, etc. 


CONVERSE RUBBER CO., Malden, 
Mass. 
“All Star” basketball shoe. (All) 
CORNING GLASS WORKS, Corn- 
ing, N. Y. 
“Pyrex” ovenware and flameware 
CORY CORP., 221 N. LaSalle St., 
Chicago, Ill. 
Cory glass coffee brewers. (All) 
Cory electric knife sharpeners. (AII) 


Glass coffee brewing equipment. 
(All) 

G. N. COUGHLAN CO., West 
Orange, N. J. 


“Liquid Chimney Sweep” chemical 
soot destroyer. (All) 

“Powder Chimney Sweep.” (44) 
“De-Moist” de-humidifier. (44) 
DAZEY CORP., 4315 Warne Ave., 

St. Louis, Mo. 
“Dazey” kitchen helps. 11 products. 
(All) 
DETECTO SCALES, INC., 540 Park 
Ave., Brooklyn, N. Y. 
“Detecto” bathroom scale. (All) 
DETROIT VAPOR STOVE DIV., 
Borg-Warner Corp., 670 E. Wood- 
bridge St., Detroit 26, Mich. 
“White Star” gas ranges. (N. Y., 
Iowa) 
DOEPKE, CHARLES WM., MFG. 
CO., Rossmoyne, Ohio 
Five model toys. (23) 
DOMINION ELECTRIC CORP., 
Mansfield, Ohio 
“Pop-O-Matic” toaster. (All) 
No. 1009 automatic flat iron. (All) 
No. 1417, 1418, 1419, 1420 and 1421 
table stoves. (All) 
“Grid-O-Matic” table cooker. (All) 


DOW CHEMICAL CO., Midland, 
Mich. 

Lawn barrow. (2) : 

“Sunday Night Chef” magnesium 
griddle. (3) 

DU PONT DE NEMOURS, E. IL. & 
CO., Wilmington, Del. 

Du Pont No. 7 automotive and 
household chemical specialties. 
(AID 

Du Pont seed disinfectants and turf 
fungicides. 11 products. (All) 

Du Pont home and garden products. 
9 products. (AIL) 


“Zerone” Anti-Rust Anti-Freeze. 
(All) : ; 
“Zerex” Non-evaporating Anti- 


Freeze. (All) 

DUPLI-COLOR PRODUCTS CO., 
INC., 2440 S. Michigan Ave., Chi- 
cago, Iil. 

“Dupli-color’ automotive touch-up. 
(All) 

“Dupli-color” household touch-up. 
(All) 

“Dupli-color” pigmented car polish. 
(All) 

Spray guns. (All) 

(Continued on page 122) 
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DURALUX CO., Wooster, Ohio 
“Duralox” vacuum coffee makers. 
(All) 


DURST MEG. CO., 409 Lafayette St., 
New York City 
“Aerator” water strainer. (All) 
“Herculean Seat’’ toilet seat. (All) 


EDMONT MFG. CO., Coshocton, 
Ohio 
“Swagerettes” ladies house and gar- 
den gloves. (All) 
“Redmont” industrial safety gloves. 
(All) 


EMBREE MFG. CO., 10 W. Mravlag 
Pl., Elizabeth 4, N. J. 
“Wipe-on” plastic base finish. (All) 
“Zoff” surface preparative. (All) 


ar CO., 8 East St., Frederick, 


Everedy “Tater Baker” top-of-stove 
oven. (N. Y.) 

Everedy ‘“Ovenola”’ 
oven. (N. Y.) 


FEDERAL SEAT CORP., 36-20 38th 

St., Long Island City, N. Y. 

Federal ‘“Pearlustre”’ toilet 
(All) 


FIRESTONE INDUSTRIAL PROD- 
UCTS CO., 1200 Firestone Park- 
way, Akron, Ohio 

“Velva-Flo” faucet aerator. (All) 


FORSBERG MFG. CO., Bridgeport, 
Conn. 
Forsberg Power Tool. (18) 


GENERAL CHEMICAL DIVISION, 
Allied Chemical & Dye Co., 40 
Rector St., New York City 

“Airex” moth killer. (20) 
“Airex” insect killer (20) 


GENERAL ELECTRIC CO., Appli- 
ance Dept., 1285 Boston Ave., 
Bridgeport, Conn. 

Clocks. (AII) 

Fans. (All) 

Heating devices. (All) 

Automatic blankets. (All) 

Heating pads. (AIlI) 

Heat lamps. (All) 

Portable heaters. (All) 

Vacuum cleaners. (Metropolitan 
New York and Newark, N. J.) 


GENERAL MILLS, INC., Home Ap- 

pliance Dept., 1620 Central Ave., 
N. E., Minneapolis, Minn. 

General Mills ‘‘Tru-Heat” 
iron. (All) 

General Mills steam ironing attach- 
ment. (All) 

General Mills ‘PressureQuick” 
saucepan, 4-qt. (All) 


GEUDER, PAESCHKE & FREY CO., 
324 N. 15th St., Milwaukee, Wis. 
“Met-L-Top” standard ironing table. 
(All) 
“Met-L-Top” adjustable height iron- 
ing table. (All) 


GLADDING, B. F., & CO., INC., 
South Otselic, N. Y. 
Fishing lines. (N. Y. State) 


GLIDDEN CO., Madison Ave. and 
Berea Rd., Cleveland, Ohio 
“Spred Flat” resin emulsion. (5) 
“Spred Lustre” resin emulsion. (5) 


top-of-stove 


seat. 


electric 
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GOLD SEAL CO., Bismarck, N. D. 
“Gold Seal” floor waxes and floor 
polishes. (8) 
“Glass Wax” cleaner for glass and 
metals. (All) 


GOODRICH, B. F., CO., Akron, Ohio 
“Koroseal” play pond. (All) 
“Koroseal” garden hose. (All) 


GRIFFON CUTLERY WORKS, INC., 

151 W. 19th St., New York City 

Griffon “Tru-Pink” pinking shears. 
(All) 


GUARANTEED PRODUCTS, Well- 
ington, Ohio 
“Shox-Stock” 
(All) 


HAMILTON BEACH CO., Div. of 
Scovill Mfg. Co., Racine, Wis. 
“Hamilton Beach” food mixer. (7) 


HAMILTON MFG. CORP., Colum- 
bus, Ind. 
“Cosco” metal stools. (All) 
“Cosco” metal utility tables. (All) 


HARKER POTTERY CO., East Liver- 
pool, Ohio 
“Cameo” semi-porcelain dinnerware 
and ovenware. (8) 
“Chesterton” dinnerware. (7) 


HAWKINS CO., South Britain, Conn. 


“Blake & Lamb” steel animal traps. 
(All) 


HELLER BROTHERS CO., 865 Mt. 
Prospect Ave., Newark, N. J. 
“Nucut” files — American pattern. 


fence controllers. 


(3) 
“Heller” horse rasps. (3) 


HODGMAN RUBBER CO., Framing- 

ham, Mass. 
“Coolapak” 

bags. (All) 


HOLLINGSHEAD, R. M., CORP., 840 
Cooper St., Camden, N. J. 
“Whiz” automotive chemical prod- 
ucts. Approximately 45 fair 
traded. (All) 


HOOVER CO., North Canton, Ohio 
Hoover electric cleaner. (All) 


E. INGRAHAM CO., Bristol, Conn. 
“Click” pocket watch. (All) 
“Autocrat” pocket watch. (All) 
“Cameo” wrist watches. (All) 
“Diamond” wrist watches. (All) 


portable refrigerator 


“Princess” alarm clocks. (All) 
“Liberator” 8-day alarm clocks. 
(All) 


“Prince” alarm clocks. (AII) 


INTERNATIONAL APPLIANCE 
CORP., 2 E. 23rd St., New York 
City 

“Broilking” portable electric broiler. 
(All) 

“Silv-A-King” food slicers for home 
use. (All) 


JACKSON OF LONDON PROD- 
UCTS, 5 W. 52nd St., New York 
City 

“Reviva” spot 
polish. (All) 
“Patina” English Type Wax. (All) 


JOHNSON MOTORS, Waukegan, 
Ill. 


remover furniture 


“Johnson Sea Horse” outboard mo- 
tors. (All) 











KAY-TITE CO., 10 White St., West 

Orange, 

“Kay-Tite” waterproofing compound, 
(All) 

“Primer,” primer coat. (All) 

“Asbestos-Lite” coating for asbestos 
shingles. (All) 

“Hydroxin” dust proofing for floors 
and cement hardener. (All) 


KELLOGG BRUSH MEG. CO., West- 
field, Mass. 
“Kellogg Quality” household 
brushes. (All) 


KEMODE MFG. CO., INC., 161 W. 
18th St., New York City 
“Quik-Shot” soldering irons. (AII) 


LAKESIDE ALUMINUM CO., Eau 
Claire, Wis. 
“Steamliner’ pressure saucepans and 
cooker-canners. (All) 


LANDERS, FRARY & CLARK, New 
Britain, Conn. 
“Universal” washers and ironers, 
vacuum cleaners, traffic appliances 
and household specialties. (AIl) 


LANGLEY CORP., 660 Second Ave., 
San Diego, Cal. 
Casting reels—8 models. (All) 
Fly reels—4 models. (All) 
“Fisherman’s De-Liars.” (AI) 


O. E. LINCK CO., INC., Route 6 & 

Valley Rd., Clifton, N. J. 

“Tat” ant traps. (All) 

“Tat” ant bait. (All) 

“Tat No-Fogg” anti-dim 
(Most F. T. states) 

“Hot Spray” windshield de-icer. 
(Most F. T. states) 


LINCOLN ENGINEERING CO., 5700 
Natural Bridge Ave., St. Louis, 


cloth. 


Mo. 
“Lincoln” lubricating devices. (All) 


LINCOLN METAL PRODUCTS 
CORP., 136 Clifton Place, Brook- 


lyn, N. Y 
“Beautycan” step-on disposal can 
(All) 
LIONEL CORP., 15 E. 26th St., New 
York City 


“Lionel” electric trains and acces- 
sories. (All) 

“Trainmaster” transformer. (All) 

“Lionel” construction sets. (All) 


LOCKE STOVE CO., 114 W. 11th 
St., Kansas City, Mo. 
“Warm Morning” coal-burning 
space heater. (All) 


MAGIC MIRROR ASSOCIATES, 
INC., 687 Third Ave., New York 
City 

“Magic Mirror Door 
door hardware. (All) 


MAGNA ENGINEERING’ CORP., 
417 Montgomery St., San Fran- 
cisco, Cal. 

“Shopsmith” multi-purpose wood- 
working power tool. (All) 


MASTER RULE MFG. CO., INC., 201 
Main St., White Plains, N. Y. 
“Lady’s Man” white tape rule. 
(All) 


(Continued on page 124) 
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HERE’S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 





They resist 
OXIDATION by cir, oxygen, ozone— 
have outstanding resistance to aging. 


<j 





mney resist 
HEAT—are exceptionally stable ot 
temperatures up to 250° F. 





they resist 
SUNLIGHT AND WEATHERING—in a 
class by themselves in resistance to 
tubber's worst enemies. 





They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions. 





FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new,unusual applica- 
tions of neoprene, Write E. |. du Pont de 
Nemours & Co. (inc.), Rubber Chemicals 
Division X-9, Wilmingt 98, Del 
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Tough, durable neoprene washers | 
on roofing nails assure permanent seal 
. + give your customers top performance 


Small in size, but mighty important, 
these neoprene nail washers provide a 
tight, permanent seal at the nail holes 
on metal roofing and siding. They 
keep out moisture and weather . . . 
assure the excellent service your cus- 
tomers demand and you can sell best. 


Because neoprene withstands sun- 
light, moisture, heat and cold —itdoesn’t 
age and deteriorate through constant 
exposure to these natural enemies of 
rubber. The washers retain their resil- 
iency and life . . . don’t crack or become 
brittle with age. 


These superior qualities of neoprene 
offer product features that make your 
sales job easier . . . and make the neo- 
prene product your best salesman when 
a customer uses it. They’re the reason, 
too, why so many leading manufac- 
turers use neoprene in rubber articles 
you sell. So make sure the rubber prod- 
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ucts you steck are made with Du Pont 
neoprene. Ask your supplier, or write 
us and we'll gladly put you in touch 
with a source of supply. 


E. I. du Pont de Nemours & Co. (Inc.) 
Rubber Chemicals Division X-9 
Wilmington 98, Delaware 
Tune in to Du Pont ““CAVALCADE OF AMERICA,” 
Tuesday nights—NBC coast to coast 





Fair Traded Merchandise Sold By Hardware Stores 





MINNESOTA MINING & MEG. 
CO., 900 Fauquier Ave., St. Paul, 
Minn. 

Masking tape. (9) 
Coated abrasives. (9) 


MIRACLE ADHESIVES CORP., 214 
E. 53rd St., New York City — 
Miracle “Black Magic” Adhesive, 
general purpose structural ce- 
ment. (11 Western states.) 


MODGLIN CO., INC., 3235 San Fer- 
nando Rd., Los Angeles, Cal. 
“Whisk-off” plastic whisk brooms. 
(Alt) 
“Perma-Broom” plastic house 
broom. (All) 


MONARK SILVER KING, INC., 6501 
W. Grand Ave., Chicago, Ill. 
“Monark” 2-wheel steel bicycle. 
(All) 
“Silver King” 2-wheel aluminum bi- 
cycle. (All) 


MOORE PUSH PIN CO., 113 Ber- 
keley St., Philadelphia 44, Pa. 
“Moore” picture hangers, push pins, 
map tacks, screen tacks and thumb 
tacks. (Cal.) 


MOSSBERG, O. F., & SONS, INC., 
New Haven, Conn. 
“Mossberg” .22 cal. rifles. (AII) 
“Mossberg” 410 and 20 gauge shot- 
guns. (All) 
“Mossberg” telescope sights. (All) 





MYSTIC FOAM CO., 2003 St. Clair 
Ave., Cleveland, Obio 
“Mystic Foam” rug and upholstery 
cleaner. (All) 


NATIONAL PRESSURE COOKER 
CO., Eau Claire, Wis. 
— cookers and cooker-canners. 


NATIONAL SILVER CO., 295 Fifth 
Ave., New York City 
“King Edward” silverplated flat- 
ware. (All) 
“Guildcraft” silverplated flatware. 
(All) 
“National Sterling” silver flatware. 


NICRO STEEL PRODUCTS, INC., 
a N. Spaulding Ave., Chicago, 
rl. 


“Nicro” No. 2508 automatic cof- 
fee maker. (All) 

“Nicro” No. 472 vacuum coffee 
maker. (All) 

“Nicro” No. 572 electric vacuum 
coffee maker. (All) 

“Nicro” No. 1512, 12-cup vacuum 
coffee makers. (All) 

“Nicro” non-electric percolator. 


“Nicro” electric percolator (All) 
“Nicro” electric egg cooker (All) 
“Nicro” mixing bowls (All) 

“Nicro” drip coffee makers (All) 
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“Don't you think if you brought the wife in, sir. 
your mind would be made up without hesitation!" 
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NORRIS STAMPING & MEG. CO., 
5215 S. Boyle, Los Angeles, Cal. 
“Thermic Ray” cookware. (All) 


OCEAN CITY MFG. CO., A and 
Somerset Sts., Philadelphia, Pa. 
No. 2000 level wind bait casting 
reel, 
No. 1999 “Zephaloy” bait casting 
reel, 100 yd. 
No. 993 wide spool surf reel 
No. 112 “Bay City,” 250 yd. 
No. 113 “Bay City,” 300 yd. 
No. 165 “Bay City,” 400 yd. 
No. 167, “Bay City,” 600 yd. 
No. 76 “Plymouth,” 60 yd. 
No. 77 “Plymouth,” 100 yd. 
No. 78 “Plymouth,” Plymouth Sal- 
mon reel, 150 yd. 
No. 110 “Seattle,” 250 yd. narrow 


spool. 
No. 920 “Imperial,’’ level wind 


reel. 150 yd. 

No. 910 “Imperial,” 150 yd., no 
star Z 

No. 921 “Imperial,” 150 yd., light 
spool reel 


No. 250 Inductor, magnetically con- 
trolled surf reel, 200 yd. 


O-CEL-O, INC., 1200 Niagara St., 
Buffalo, N. Y. 
“O-Cel-O” cellulose sponges. (All) 


ORCHARD INDUSTRIES, INC., 
18404 Morang Rd., Detroit 5, 
Mich. 

“Actionrod” steel casting rod. (All) 
“Actionglas” glass fishing rod. (All) 
“Actionbait” artificial lures. (All) 


PAL BLADE CO., 45 W. 57th St., 
New York City 
“Pal” Safety Razor Blades. (All) 


PATENT CEREALS CO., Geneva, 
m. ¥. 
“Dic A Doo” paint cleaner. (All) 


PERSONNA BLADE CO., INC., 45 
W. 57th St., New York City 
“Personna” safety razor blades. 
(All) 


“Personna DeLuxe” carving sets. 


PHOENIX TABLE MAT CO., 1315 
W. Congress St., Chicago, Ill. 
Three stove and utility mats. (All) 


PINCOR PRODUCTS, 5841 Dickens 
Ave., Chicago Ill. 
“Pincor” power lawn mower, elec- 
tric hedge trimmers and hand 
mowers. (All) 


PIONEER RUBBER CO., Tiffin Rd., 
Willard, Ohio 

“Ebonettes” neoprene household 
gloves. (All) 


PLASTIC TOYS, INC., Byesville, 
Obio 
15 plastic toys 
PLOUGH SALES CORP., 121 S. 2nd 


St., Memphis, Tenn. 
“Major’s” Cement. (All) 


RANGER, INC., Rockford, Mich. 
“Prizewinner” fishing reels. 11 
models. (1) 
(Continued on page 126) 












OV 

























































7G. CO, 
les, Cal, 
(All) 
A and 
a, Pa. 
casting 
casting 
el] 
d. 
1. 
1. 
d. 
1. 
th Sal- 
narrow 
| wind 
yd., no 
.. light 
lly con- 
ra St., 
(All) 
Bas 
roit 5, 
(All) 
(ALL) , _— 
(All) Jobbers, dealers, users are universally enthusiastic 
— over Cleveland’s new attractive plywood “Keg-ettes.” 
. Here’s why: . 
All = 
) ] Jobbers can stock chain in smaller space . . . then 
eneva, reship to dealers without repacking. 
All) Easy-to-read stenciled labels help you handle stock 
y Py 
= faster .. . eliminate mistakes. 
aiica 3 “Keg-ettes” are ideal for retail store display. They 
put popular sizes of heavier chain out where cus- CLEVELAND PROOF COIL OR BBB COIL 
~— tomers can see—and buy! Individual "Keg-ettes” contain one of the following 
1315 4 Uniformly high quality of Cleveland Chain guaran- quantities of chain (self-colored or hot galvanized). 
{Alt) tees customer safety and satisfaction with every link. es x tee ws 6 Che se 
‘ "*Keg-ettes” are available for immediate shipment. Order since ial Md Ee in ”” 
— yours now from your Cleveland Chain jobber. A-2378 VOOM, 2 2 2 eee eee eee ee He 
an ee ee eee %” 
hand _ —_ 
Rd., Since DR 1869 
hold The Cleveland Reel Salesman turns the Nee 
sales spotlight on chain. It holds 4 reels 
ville, (or their equivalent in Y% or Ys reels) [MZALIZS £4 
of popular small sizes of welded and See ee en Set Pe een 
weldiess chains. “ ' 
2nd The Cleveland Chain & Mf Co. 
Cleveland 5, Ohio 
Associate Companies: David Round & Son, 
. Cleveland 5, Ohio © The Bridgeport Chain & Mfg. 
11 Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. 
Co., Seattle 8, Wash. ¢ Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J, 
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Fair Traded Merchandise Sold By Hardware Stores 





REARDON, THE, CO., 2208 N. 2nd 
St., St. Louis, Mo. 
“Bondex” cement paint. (All) 
“Bondex” primer. (All) 
“Bondex” hydraulic. (AIL) 
“Firex” fire retardant paint. (All) 
“Dramex” one coat interior finish. 


(All) 


REMINGTON ARMS CO., INC., 939 

Barnum Ave., Bridgeport, Conn. 

Remington shotguns, center fire and 
rim fire rifles. (All) 


REMINGTON RAND, INC., Electric 
Shaver Div., Bridgeport, Conn. 
“Remington” electric shavers. (All) 


RENUZIT HOME PRODUCTS CO., 
1724 Chestnut St., Philadelphia, 

Pa, 
“Renuzit” home dry cleaner. (45) 
“Renuzit” self polishing wax. (18) 
“Renuzit” spot and stain remover. 


(45) 


REVERE COPPER & BRASS, INC., 
Rome Mfg. Co. Div., Rome, N. Y. 
“Revere Ware” copper-clad stainless 
steel kitchen utensils and chro- 
mium plated copper tea kettles. 

18 products. (All) 


RITTENHOUSE, THE, CO., INC., 
Honeoye Falls, N. Y. 
“Rittenhouse” electric door chimes. 


All) 


ROBESON CUTLERY CO., INC., 
Perry, N. Y. 

83 products including household 
cutlery, carving sets, steak sets, 
self-sharpening knife cases, gift- 
packaged cutlery sets 


SANDEE MANUFACTURING CO., 
5050 Foster Ave., Chicago, Ill. 
“Sandee Feather-Lite” 1/-in. plas- 
tic garden hose. (All) 


SCHICK INC., 45 Garden St., Stam- 
ford, Conn. 
“Schick” electric shavers. (All) 
“Schick Shaverest” automatic wall 
holder for shaver. (All) 
“Schick” travel kit. (AIl) 


SHAKESPEARE CO., Kalamazoo, 
Mich, 
“Shakespeare” fishing reels, rods, 
lines, baits. All principal prod- 
ucts fair traded. (44) 


SHERWIN-WILLIAMS CO., 101 
Prospect Ave., N. W., Cleveland, 
Ohio 

“Kem-Tone” oil emulsion paint. 
(All) 

“Kem-Glo” enamel. (All) 

“Lin-X” wax, polish and varnish. 
(All) 

“Pestroy” insecticide. (All) 

Agricultural ‘‘Weed-No-More” (14 
products). Herbicide. (All) 

“Bug Blaster” insecticide and fun- 


gicide. (All) 


SILEX CO., 80 Pliny St., Hartford, 
Conn. 
Steam iron (All) 
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Household electric and complete 
kitchen glass coffee makers. (All) 

Coffee warmer (All) 

Replacement parts and accessories. 


SIMONIZ CO., 2100 Indiana Ave., 

Chicago, Ill. 

“Simoniz” automobile finisher. (All) 

“Simoniz Cleaner’ automobile fin- 
isher. (All) 

“Self Polishing Simoniz for Floors.” 
(All) 

“Paste Simoniz for Floors.” (All) 

“Household Simoniz.” (All) 

“Window Glaze.” (AIL) 

“Ez-2” chrome and metal cleaner. 
(All) 

“Whiteside” for cleaning white wall 
tires. (All) 


SOLVENTOL CHEMICAL PROD- 
UCTS, INC., 15841 Second Blvd., 
Detroit, Mich. 

“Solventol” household cleaner. (30) 


SPRAIN, 6560 W. Diversey Ave., Chi- 
cago, Ill. 
“SpRAin” flowers and lawn sprin- 
kler. (All) 


STEELCOTE MEG. CO., 3418 Gratiot 

St., St. Louis, Mo. 

“Damp-Tex” wet surface enamel. 
(All) 

“Damp-Tex No. 2” industrial 
enamel, (All) 

“Lay Tite rubber base floor coating. 
(All) 

Rubber enamel. (All) 


STEWART-WARNER CORP., 1826 
Diversey. Parkway, Chicago, Ill. 
“Alemite” lubricating equipment. 
(All) 
“South Wind” automobile heaters. 
(All) 
“Golden Meteor” bicycle  speed- 
ometers (All) 


SWARTZBAUGH MFG. CO., 1336 
W. Bancroft St., Toledo, Ohio 
“Everhot” roasters, broilers, ‘“Roast- 
erettes,” heaters, blankets, timer 
clocks. (Cal., Wash., Ore.) 
“Everhot Rangette.” (N. Y.) 


TELECHRON, INC., Ashland, Mass. 
Telechron clocks (household). (AIL) 


TEXTILE MILLS CO., 2762 Clybourn 
Ave., Chicago, Ill. 
“Tex-Knit” ironing cover and pad 
set. (All) 


THOMPSON, THE HENRY G., & 
SON CO., 277 Chapel St., New 
Haven, Conn. 

“Milford” hack saw blades and as- 
sortments (30) 


TOASTMASTER PRODUCTS DIV., 
McGraw Electric Co., Elgin, Ill. 
“Toastmaster” automatic toaster. 


(All) 


TOBACCO BY-PRODUCTS & 
CHEMICAL CORP., Richmond, 
Va. 

“Black Leaf 40” agricultural insec- 
ticide. (All) 





“Black Leaf Garden Dust” insecti- 
cide. (All) 

“Black Leaf Mosquito-fumer” out- 
door mosquito control. (All) 


UNITED STATES PLYWOOD 
CORP., 55 W. 44th St., New 
York City 

“Weldwood” Glue, woodworking 
adhesive. (All) 


UNITED STATES TIME CORP., 
Waterbury, Conn. 
“Ingersoll” watches and _ clocks. 
(All) 
“Kelton” watches and clocks. (All) 
“Timex” watches. (All) 
“Saga” watches. (All) 


WALTCO PRODUCTS, 2300 W. 49th 
St., Chicago, Ill. 
“Stubcaster” fishing rod. (42) 
“Longcaster” fishing rod. (42) 
“Saf T Sheath” knife. (37) 


WARING PRODUCTS CORP., 545 
Fifth Ave., New York City 
“Waring Blendor” food and drink 
mixer. (All) 
“Waring” steam iron. (All) 


WEBB PRODUCTS CO., 216 S. G St., 
San Bernadino, Cal. 
“Arrowhead” cement, waterproof 
fabric, glue, porcelain glaze. (All) 
“Duratite” Wood Dough, surfacing 
putty, painters’ spachtling putty, 
elastic seam compound. (AI) 
Metal Surfacer. (AIIl) 


WEST BEND ALUMINUM CO., 
West Bend, Wis. 
“Trig” whistling tea kettle. (44) 
"West Bend” bottle sterilizer. (44) 


WESTINGHOUSE ELECTRIC CORP., 

Mansfield, Ohio 

Roaster oven, RO-81. (AIL) 

Broiler grid, RG-81 

Cabinet-roaster, RC-61 

Timer clock, TC-81 

Irons, 3 1000-watt models 

Sandwich grill, STC-54 

Waffle grids, STW-2 

Waffle baker, WSA-24 

Coffee maker, CM-81 

Hot plate, PH-204 

“Cozy Glow,” ZR-44A 

Warming pads; wetproof and mois- 
ture-resistant models 

Toasters, pop-up, and turn-over 
models 

Food mixer, FM-81 

Juicer, FJ-81 

Comforter, EC-61 

Sheet, ES-71 


WINCHESTER REPEATING ARMS 
CO., Division of Olin Industries, 
Inc., 275 Winchester Ave., New 
Haven, Conn. 

“Winchester” rifles and shotguns. 
(All) 


ZIPPO MFG. CO., Bradford, Pa. 
“Zippo” lighters, flints and fluid. 
(All) 


ZONITE PRODUCTS CORP., 370 

Lexington Ave., New York Cit) 
“Larvex” mothproofer. (AIL) 
(Continued on page 128) 
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Do you know the sales points for your 


DISSTON Hand Saws? 


DISSTON ACCEPTANCE ', 


THE SAW 
MOST CARPENTERS _L. 

USE a 

A big ‘PUNCH LINE” in your sales story 





/) 














oe Be Recsutyy tar and itty, 
his lew cannot be bvceded 


Hear Biss 


You give people your most convincing quick 
description of a Disston Hand Saw when 
you tell them it’s the saw most carpenters use. 





That’s the long-standing truth. You know 
it. You can say it with the deep belief that 
impresses your trade. They must agree as 
you point out that the carpenter’s choice 
is the expert’s choice—a sure guide for 


Overy saw Use. saw—with perfect teeth, exactly set—with 


@ Everybody asks you for a saw that stays sharp... uniform gauge all along the tooth edge—can 
Convincing answer: A carpenter does loads of be trusted for accurate work. 
work, day after day, without needless waste of 


; thie te @ Everybody considers whether a saw works fas 
costly time to re-sharpen his Disston Hand Saw. Ray: CHES OLE & ey NE Eee 


and easily... 


@ Everybody wants to know, “How good is the Convincing answer: The carpenter saves costly 
steel?’’... time—and his muscle—with his Disston saw. 
Convincing answer: Extra-durable steel is a Its perfect true taper ground blade clears the 
must in a carpenter’s saw. To save replace- cut—saves strain. The gleaming smooth finish, 
ment—to guard his profit—he prefers the saw fine balance and scientifically designed handle 
made of Disston Steel. of every Disston Hand Saw make good work 


: : all the easier. 
@ Everybody wonders, ‘Will this saw help me do ° ——— 


good work ?”’... You can realize you’re making up any man’s mind 
Convincing answer: A carpenter’s reputation is to buy, when you tell why Disston is the saw most 
at stake when he saws. He knows his Disston carpenters use. 


When you sell a DISSTON product you 


Henry Disston & Sons, Inc. 


954 Tacony, Philadelphia 35, Pa., U. S. A. 


Canadian Factory: Toronto 3, Ont. 
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These Manufacturers Tell Why 


They Approve of Fair Trade 


Reasons are advanced by the sales managers of manufacturing 


concerns which have placed at least some of their products 


under established minimum retail price contracts. 


(The writers of these statements were 
promised anonymity so that their com- 
panies would not be embarrased in any 
way by the opinions they expressed.) 


o 8 © 


Paint cleaner: 
“Good protection to the small 
dealer.” 





Upholstery cleaner: 
“Good — especially for 
stores.” 


hardware 





Pressure lamps, lanterns, stoves, etc.: 
“Provides fair competition among all 
retailers.” 


Enamels: ° 

“Adds stability to company’s prod- 
uct and makes it more acceptable and 
profitable to the trade.” 





Household brushes: 

“We are wholeheartedly in favor of 
| ag 

Furniture polish and wax: 

“We consider it a safeguard for the 
small dealer and consumer.” 





Minor electric appliances: 

“We believe that the Fair Trade law 
is the only adequate tool for elimi- 
nating price-cutting tactics.” 

Bicycles: 

“Protects the consumer and dealer 
to insure quality product at a fair 
price.” 





Rifles, shotguns and telescope sights: 
“Provides fair margin of profit to all. 
Eliminates cut throat competition.” 





Coffee makers: 

“Prevents devaluation of established 
brand name for manufacturer. Assures 
retailer of protected margin and con- 
tinued profit on the item.” 





Minor appliances: 

“We believe it is advantageous in 
selling as the price is uniform, there- 
fore the consumer does not have to 
shop around for better prices.” 





Seed disinfectant, turf fungicides, 
and home and garden products: 

“Customers enjoy an assured definite 
working income on products they sell.” 





Small appliances: 
“Fair Trade allows each retailer an 
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equal opportunity, regardless of style 
of business, in today’s competitive mar- 
ket.” 





Dinner—and ovenware: 
“Necessary, particularly in a few 
states and New York City.” 





Soldering irons: 
“Works effectively for us since we 
have a non-competitive item.” 





Small appliance and pressure cook- 
ers: 

“Definitely a good thing for any 
manufacturer who advertises his prod- 
duct nationally.” 

Fishing rods: 

“Fair Trade performs a stabilizing 
service for manufacturer, jobber and 
retailer. Without Fair Trade one mer- 
chant, short of cash, or looking for a 
‘leader’ can reduce the value of other 
merchants’ inventory of a_ branded 
item.” 

Moth proofer: 

“We feel it very important that the 
retailer be assured of a fair profit. We 
have always worked for Fair Trade and 
shall continue to do so.” 





Toys: 

“It prevents price wars. It prevents 
large department stores who have a 
policy of selling for less from making 
it impossible for small dealers to make 
a living. It substitutes store salesman- 
ship for sheer discount selling.” 





Small appliance manufacturer: 

“A good protection for small dealers 

through whom we do a large percent- 
age of our business—against larger 
dealers using our merchandise for ‘loss 
leaders,’ etc.” 





Chemical products: 

“Very good. Great majority of whole- 
salers and retailers virtually demand 
Fair Trade coverage.” 





Space heaters, sprinklers, sprayers, 
etc.: 

“We think there are definite advan- 
tages for specialty products in a price 
range above $25 to be fair traded.” 





Rope and twine: 

“We have often wished that we had 
a product that could be fair traded but 
we never saw how it could be applied 
to rope and twine.” 


Scissors and shears: (Not Fair 
Traded). 

“Prevents or protects against vicious 
price cutting on advertised products. 
Assists in maintaining justifiable mar- 
gins and contribute to wage stabiliza- 
tion. We are in favor of Fair Trade 
and are considering Fair Trading our 
products.” 





Waxes, polishes and cleaners: 

“People want to like Fair Trade but 
Fair Trade Council management has 
feared to be honest with people, conse- 
quently (Fair Trade) has much feeling 
against it in many places.” 





Lawn mowers and hedge trimmers: 

“We believe a Fair Traded item has 
distinct advantages for the dealer and 
manufacturer in a direct-to-dealer sales 
policy program.” 





Minor appliances: 

“We believe in Fair Trade, however, 
realize that the manufacturer must be 
willing to assume the responsibility of 
enforcing price maintenance and must 
also be willing to cooperate with dealer 
in the event of overstock.” 





Cooking utensils: 

“We are testing Fair Trade in New 
York state on two special items to pre- 
vent ‘footballing.’ It is working out 
all right. There are so many angles we 
have not yet formed an opinion whether 
it is practical on all products.” 





Weather strip, caulks, asphalt coat- 
ings: (Not Fair Traded). 

“We believe that Fair Trade is ex- 
tremely valuable with certain types of 
nationally advertised merchandise on 
which one may expect to experience 
price cutting. The nature of our prod- 
ucts is such that price cutting is of 
little or no value to the retail dealer. 
We have been fortunate in being able 
to maintain our prices through close 
control of our distribution channels.” 





Automotive accessories, household 
items: (Fair traded until this year). 

“Good—if you are set up to take 
immediate action against violators. 
Otherwise it is meaningless, in fact 
harmful.” 





Saws, all types: 

“We were awating just such a sur- 
vey. We feel Fair Trade has a lot of 
merit but as yet we have not really 
needed it, as we, in a fair way, have 
been able to police our prices... .” 





Lawn mowers: 

“We feel that Fair Trading has its 
advantages and we are studying the 
Fair Trade laws at the present time 
with the thought of Fair Trading our 
products for the coming season’s busi- 
ness.” 

Glass cookingware: 

“From our own experience there 

(Continued on page 130) 
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NEW I[RU-FIT PLIERS 

















Here’s the best plier buy on the market—the new Tru-Fit Combination 
Plier line. Our 32 years of experience in tool manufacturing enables 
us to produce the finest tools at competitive prices, and Tru-Fit pliers 
give you a Wiper Prorir Marcin. Our lower prices mean addi- 
tional profits for you. 







Yet you get the Hicurest Qua.ity tools, expertly drop forged in 
our own modern hammer shop, finished in lasting double 
plated chrome. Sharp, deep milled teeth are hardened for 
extra long service. The hardened bolt is located to give addi- 
tional leverage for easier cutting and stronger gripping. 








Tru-Fit pliers offer you the added sales power of ATTRAC- 
TIVE PACKAGING in distinctive new two color Tru-Fit 
display cartons which protect the fine finish of the 

tools, stimulate repeat sales, and simplify your storege 
problems with their plainly marked ends. 









Tru-Fit pliers are Fast Movinc—thanks to their 

superior workmanship, their sturdy construction 

and the sales appeal of their gleaming polished 

chrome finish. Available in all the most popular 

sizes—5”, 6”, 8”, and 10”. Contact your jobber, 

or mail the coupon below Topay for additicnal 
information. 


















No. 206 (Polished Face) 
6'' Combination Plier 
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Please send me complete descriptions and prices 
on the new Tru-Fit Combination Pliers. 
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LECTROLITE CORPORATION 
DEPT. 819 * DEFIANCE, OHIO * U.S.A. 


BOX WRENCHES * OPEN END WRENCHES * COMBINATION WRENCHES © PLIERS * TIRE TOOLS * 4 WAY RIM WRENCHES © SPECIAL AUTOMOTIVE TOOLS 











These Manufacturers Tell Why They Approve of Fair Trade 





seem to be three very definite advan- 
tages to selling under such a policy: 

“First—It has permitted us to estab- 
lish a definite value for our products 
in the mind of the consumer through 
national advertising and promotion. For 
example, no housewife has any sus- 
picion or hesitation in buying a 9-in. 
pie plate. She knows, because it is na- 
tionally advertised, that it is a qual- 
ity product, and she recognizes it as 
a 25-cent value—not as worth 25 cents 
one day, 19 cents the next and 23 cents 
the day after. 

“Second—Price maintenance has as- 
sured a fair profit to everyone handling 
our line. Both the retailer and the 
wholesaler know the profit they will 
make on their purchases of our line, 
and can plan their operations accord- 
ingly. If a retailer has no assurance 
of the price that his competitor will 
charge for a nationally advertised prod- 
uct, he will naturally be hesitant about 
advertising and promoting the line for 
fear he will be undersold. 

“Finally—It has prevented chaotic 
market conditions and price wars which 
result in retailers withdrawing all pro- 
motional support; first, hiding the line 
under the counter, and eventually re- 
fusing to carry it at all.” 


Athletic shoes: 

“While we have just put our Fair 
Trade agreements into effect, the vast 
majority of our dealers are strongly in 
favor of this step. In fact, our accounts 
urged us to adopt the fair trade policy.” 

Carpet sweeper manufacturer: 

“ |. . We fully believe in its advan- 
tages or we would not continue under 
Fair Trade. It requires a firm and 
sincere purpose and exercise of due 
diligence in enforcement. As against 
an occasional loss of a little business 
to a price cutter, you have the respect 
and active cooperation of 99 44/100th 
per cent of the trade. Like in every- 
thing else, you cannot have the cake 
and eat it, too. It would be difficult 
for a manufacturer to maintain the in- 
tegrity of his good will and his trade- 
mark which symbolizes that good will 
without Fair Trade.” 

Lubrication equipment: 

“We think if properly administered 
it is a splendid thing for all channels 
of distribution, from the source to the 
consumer.” 

Animal traps: 

“Our Fair Trade applies only to deal- 
ers’ prices. We have found it very ad- 
vantageous to us as prior to Fair Trad- 
ing our animal traps were occasionally 
used as “lost leaders.” (sic) Since 
Fair Trading our line, jobbers have 
always followed our Fair Trade sched- 


ule and it has been very beneficial to 
us. The only weaknesses which we 
have noted js that the line must be 
policed fully to enjoy the benefits; 
otherwise it is worthless. Some flexi- 
bility is lost in special promotions be- 
cause of preparing the necessary forms 
and contracts when a special sale is 
being conducted.” 

Cooking utensils: 

“Fair Trade is the only way we know 
of, of supporting reasonable resale 
prices on nationally advertised, trade 
marked products and thus protecting 
our stake in them. Recently, it appears 
to be under heavy fire and looks as if 
it will have to weather some pretty 
severe storms if it is to remain in ef- 
fect. In our own case there has been 
very little change or increase in our 
suggested retail prices since long be- 
fore the war. In fact, some of our post- 
war prices have even been reduced.” 


Cooking utensils: 

“We have always maintained the price 
of our merchandise, and we are 100% 
in favor of the Fair Trade program, 
except at times it is a little difficult 
to meet competitors’ prices. The ad- 
vantages of Fair Trading greatly out- 
weigh the disadvantages.” 

Sink Strainer: 

“In our own city, where we have 
many merchants selling at cut-rate 
prices, we were of the opinion, when 
we first introduced our sink strainer 
that it should be fair traded. We can 
now definitely state that had we not 
done so, there would now be no definite 
price on our product. It is our inten- 
tion to Fair Trade our product in all 
of the states having cities with a pop- 
ulation of 1,000,000 or more.” 


Electric broilers and food slicers: 

“_.. Once we gbt started, and proved 
conclusively to our customers that we 
were in earnest by policing the trade, 
their cooperation was won, and the rest 
was comparatively easy. Trouble with 
price-cutting or violation of fair trade 
agreements is usually confined to large 
metropolitan areas, but much of the 
trouble can be avoided at the start if a 
sound policy of distribution is in 
effect.” 

Clocks and watches: 

“Fair Trade, in our opinion, is the 
best method yet devised to adequately 
protect the good name and good will 
of a manufacturer and/or his product. 
We have been in business for 118 
years, Prior to World War II our name 
became a vicious price football. Since 
the development of a nationally adver- 
tised Fair Traded line we have now, for 
the first time, adequate protection to 


a valuable good will built up over the 
years and further enhanced by national 
advertising.” 

Automotive maintenance products: 

“Dealers appreciate the fair trade 
protection given our products in the 
areas wherein they trade. Legitimate 
dealers very much resent cut rate tac- 
tics of a handful of outlets in their 
communities. So far in the five years 
we have fair traded items we have 
never found it necessary to prosecute 
anyone for violations. Usually a letter 
from either our lawyers or from the ad- 
vertising and merchandising depart: 
inent is sufficient to serve notice on the 
dealer of such violations. Since most 
dealers are not aware of the penalties 
Fair Trade provides, they are very re- 
luctant to continue with such violations 
and usually will agree in writing almost 
immediately to cease and desist from 
such practices. Therefore, our legal 
costs for Fair Trade violations are ex- 
tremely low and in very few cases have 
we even had to resort to the use of law- 
vers to correct such conditions. 

“The weakness in the Fair Trade 
laws is the lack of protection it gives 
the manufacturer and its dealers when 
a distributor decides to dispose of his 
stock. In several cases we have en- 
countered distributors who are going 
out of business and who, under the 
Fair Trade Laws, are entitled to dis- 
pose of their stock below cost if they so 
desire. Since they are disposing of 
our line they are not obligated to in- 
form dealers that the line they are sell- 
ing is a Fair Traded one and the 
dealer, in turn, will ofttimes retail our 
products at less than the approved Fair 
Trade price. 

“In taking this up with the dealer 
directly and advising that he is vio- 
lating our Fair Trade prices, we often 
encounter considerable opposition in 
attempting to get them into line be- 
cause they feel that they are entitled 
to such privileges on close out sales 
and if they ignore our contentions there 
is nothing that we legally can do about 
it. This sometimes results in some dis- 
agreeable situations with our legitimate 
dealers and distributors who adhere to 
established Fair Trade prices. 

“Should conditions ever be such as 
in depression years when small busi- 
nesses failed consistently, then such 
close out sales would constitute a very 
serious menace to established Fair 
Trade laws. It is the opinion of the 
writer that this could be strengthened 
in some manner.” 


Animal traps: 

“Our traps are Fair Traded only at 
dealer level. Impossible at consumer 
level because of policing difficulties.” 

(Continued on page 161) 





HARDWARE AGE, SEPTEMBER 8, 1949 

















































—— 
————= 


over the 
national 


ducts: 
ir trade 
; in the 
gitimate 
rate tac- 
in their 
ve years 
ve have 
rosecute 
a letter 
the ad- 
depart: 
on the 
6 most 
enalties 
ery re- 
dations 
almost 
t from 
legal 
are ex- 
*s have 
of law- 


Trade 
> gives 
when 
of his 
ve en- 
going 
r the 
0 dis- 
hey so 
ng of 
to in- 
e sell- 
1 the 
il our 
| Fair 


lealer 
; vio- 
often 
n in 
>» be- 
itled 
sales 
there 
bout 
dis- 
mate 
‘e to 


1 as 
yusi- 
uch 
very 
Fair 
the 
ned 


at 
ner 


3. 

















WILL WITHSTAND 
1200 of HEAT 


Here is the one aluminum painf—tailor made for 
those special jobs where ordinary and extreme 
heat is a necessity! One coat of Red Hot Alumi- 
num Paint and you have a brilliant aluminum 
finish that remains attractive for a long, long 
time. Now... you don't have to apologize for 
shabby appearances around boilers, stoves, 
radiators and heating pipes. 
























Red Hot Aluminum Paint is made by an ex- 
clusive formula ... that offers the answer toa 
paint protection problem that plant engineers 
and home owners have been looking for. 






























rk THE ONE ALUMINUM 


PAINT THAT DOES THE ENTIRE JOB 
Now... the new and improved SUPER-KROME, even better than ever 
before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
needs no oil added... even for priming! More than ever before... it 
is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth... NEW Super-Krome is ready mixed...and 
— fills the bill every time. A great value... the fastest selling aluminum 
Fy vvaraboed by paint in hardware and paint stores everywhere. 

For further details... descriptive folders and advertising sales helps... 


Good Housekeeping 
Y 
or eS write today to... — 


Shefticld Arorze PAINT CORPORATION , 


CLEVELAND 19, OHIO 
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ONE OF THE WORLD'S LARGEST 
MANUFACTURERS OF ALUMINUM PAINTS 
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400 Per Cent Increase 





GIVE HOUSEWIVES 
100 MUCH FREE TIME 


DURANGE OLD FasmIONED 
MOUSEWIVES LOCAL WO.4 





This novel stunt attracted a lot of attention and brought many people 
into the new store on its opening day. The three “pickets”, in kitchen 
garb were hired by the firm to carry banners proclaiming the store 
to be “unfair to disorganized housewives and old fashioned kitchens." 





A model kitchen is part of the appliance section in the new store. The 
store's office equipment can be seen through the window over the sink. 


D URANGO, Colo., in 


which Jackson Hardware, Inc., 
operates its retail and wholesale 
business, has a population of only 
10,000 but the company’s trading 
area extends about 200 miles in 
any direction. It is that far to the 
next city of the same size. 

From this it can be seen that the 
store has to supply many of the 
needs of its customers that would 
be supplied by stores in other 
lines, in other sections of the 
country that are more thickly 
populated. 

This business, which was estab- 
lished in 1885 and operated in 
conjunction with a_ blacksmith 
shop by the grandfather of H. 
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One section of the new gift and appliance store that was opened recently 
in the store adjoining the older Jackson establishment in Durango, Colo. 


Follows Opening 





Of New Appliance Store 


Jackson Clark, president of the 
corporation, expanded this year 
by adding an adjoining store. 
Since opening the new display 
room for the sale of appliances 
and giftwares, on May 10, the 
business has experienced a 400 
per cent increase in the sale of ap- 
pliances, according to Mr. Clark. 
Mr. Clark now realizes that 
demonstration is all-important. 
The new appliance section is now 
equipped so that a salesman can 
use any one of the appliances 
with which a model kitchen is 


New gift and appliance store of Jackson Hardware, 
Inc., pulls traffic from adjoining hardware store and 
vice versa. "Pickets'’ draw attention at opening 


equipped. To heighten the illusion 
of its being a kitchen, the drawers 
and cupboards are filled with the 
things a housewife would ordi- 
narily keep in them. 

Jackson Hardware has _ been 
handling giftwares since the store 
was last remodeled in 1938, and 


Mr. Clark’s mother, Mrs. Mar- 
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guerite J. Clark, vice president, 
handles all the buying for this 
department. 

By making a point of visiting 
the gift shows at New York, Dal- 
las, Los Angeles and Denver, the 
store is able to keep its stocks fill- 
ed with the newest merchandise, 
and Mr. Clark claims it is able 
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ins Popular Specialties: 


PRICED RIGHT 


. FOR QUIGK SALES 
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The New HI-LO 


HOTTEST! 


Model 

HW 1300 
11%”x18” 
Shipping Wt 
10 Ibs. ea, 





{Set set for picnic profits with the new, im-, 
proved Hi-Lo—the only low-priced picnic 
stove that gives 4-way heat—broils, fries, 
grills—without moving food. Burns wood 
or charcoal, Packed in neat carrying case; 
easy to set up and use. Rugged welded 
construction. 


Space Saving 
‘““MULTI-LINE”’ 


@erenetoeeaeveasv eee ed 


Clothes Dryer 







50 Feet of Drying Space! 
Uses Only 2’ x 2’ Floor 
Space! 


No Splinters, Nails or 
Screws! 
Easy to Set Up! 


Model HW 1229 
Shipping Wt. 12 Ibs. ea. 
Packed 3 to a carton 


A low cost dryer that appeals to 
every woman because it’s so com- 
pact and speedy to set up—just un- 
fold and gravity hinge falls into 
locked position. Kromolite finish pro- 
tects sheerest garments. Saves time 
for the housewife—speeds your sales! 


SEND TODAY FOR ILLUSTRATED 
FOLDERS ON THESE TWO FAST- 
MOVING ITEMS. MADE BY THE 
MAKER OF FAMOUS “Zipper-Top’”’ 
and “Fold-Flat’’ Rubbish Burners. 


UNION STEEL 


PRODUCTS COMPANY 
Products Division, Albion 


Michigan 
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to show giftwares that cannot be 
found in stores within a range of 
300 miles. 

Mrs. Clark and the three girls 
who work full-time in the gift de- 
partment feel complimented when 
they are able to show a customer 
the exact item she has seen ad- 
vertised in a national magazine. 

The adjoining storerooms have 
identical fronts of 25 ft. and con- 
nect by a 12-ft. archway which 
was opened 40 ft. back from the 
front. The arch facilitates move- 
ment between the two stores. It 
was placed well to the rear so 
that customers would have to walk 
through the store in order to 
addition. The 
original sidewall gift counter and 
one of the center island counters 
in the older store are still retained 
there as they add to the attractive- 
ness of the store. 


reach the new 


The fixtures for the new store 
were purchased from a gift shop 
in Denver that had gone out of 
business. 

The opening of the new store, 
on May 10, was advertised over 
the radio and in the newspapers 
in a conventional manner. Sales- 
men, customers and suppliers were 
interviewed during a_ half-hour 
broadcast from the store. About 
500 people registered there even 
though it happened to be a very 
rainy day. 

In addition to its store, the firm 
operates a wholesaling branch. 
The business has successively been 
a proprietorship, partnership and 
now a corporation. Officers are: 
H. Jackson Clark, president; Mrs. 
Marguerite J. Clark, vice presi- 
dent; Joe Shober, secretary and 
treasurer, and George Smith and 
Otto Schoser, directors. 





H. P. Brown Sells With Color 


(Continued from page 102) 


the formal opening, customers and 
lookers totaled 7000. 

Formal opening of the new 
H. P. Brown store was a three- 
day event during which a “Home 
Fair” was staged. A feature of 
the Fair was a “Brown Derby” 
which gave visitors chances to win 
Entrants in the 
“Brown Derby” were given a strip 
of eight coupons, one for each of 
eight races. If picked in a draw- 
ing, the holder of the coupon won 
a prize. 

The coupons were numbered 
from one to eight and prizes were: 
first race, a 42-in. sink and cabi- 
net: second race, a 36-in. gas 
range; third race, a set of three 
wall cabinets; fourth race, a vac- 
uum cleaner with attachments: 
fifth race, a set of five pots and 
pans; sixth race, an all-purpose 
power tool; seventh race, five gal- 
lons of paint; and eighth race, a 
carving set and tray. 

All the entrant had to do was 
to write his or her name and ad- 
dress on the reverse side of each 
coupon and deposit the coupon 
in a correspondingly numbered 
box. The deposit boxes 
placed in the store’s various de- 
partments and that served to keep 


free prizes. 


were 
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people moving about the entire 
store. 

Other events during the “Fair” 
included demonstrations of cook- 
ing appliances and power tools by 
factory representatives. The event 
was announced with a huge news- 
paper advertisement. 


Advertises Regularly 


H. P. Brown advertises regu- 
larly in the Brooklyn section of 
the Sunday edition of the New 
York Daily News, using about 
1000 lines of newspaper space 
monthly. In addition, Dan Brown 
gets up his own catalog. The last 
edition was comprised of 35,000 
copies and was distributed from 
door-to-door to private homes and 
two-family dwellings only. The 
cost of the catalogs runs from 
four to seven cents each, depend- 
ing upon the quantity. However. 
Mr. Brown feels that the cost of 
the job is too expensive to dis- 
tribute it freely in looking for new 
business and consequently plans 
to collect and use a live mailing 
list for his catalogs and to con- 
centrate on newspaper space for 
attracting new business. 


Though a city hardware store. 
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Brown’s expectations are that two 
and one-half cars of chain link 
wire fencing will be sold this year. 
A simple method for figuring out 
a complete job, equipment and 
cost-wise has been worked out so 
that the number of line posts, cor- 
ner posts, amount of wire and all 
fittings can be figured readily. 
These are listed in the catalog as 
five complete components, ready 
priced, instead of the 16 items that 
ordinarily need be figured. This 
simplified listing has effected a 
great saving in both the salesman’s 
time and the customer’s time for 
it cuts estimating time down to a 
few minutes. Handling has also 
been reduced because the store 
carries only two sizes of ready-cut 
pipe. While the store will not han- 
dle installation of fence, it will 
arrange for an installation job. 
with the customer paying the 
charges. 


Hardware Success 
Follows Success 
In Other Lines 


(Continued from page 112) 


lowed up with care. While there 
is no direct canvassing from house 
to house, prospects are contacted 
at their homes. Customers who 
have purchased appliances are also 
visited shortly after installation in 
order to make sure that they are 
satisfied. This builds good will, 
makes for better customer satis- 
faction and often results in leads 
on appliance prospects. 

The store features self-service 
for those customers who desire it. 
A large sign is posted at the center 
of the store calling the attention of 
store traffic to the self-service in- 
vitation. 

A very novel and _ attractive 
spring window was used by the 
store recently, showing garden 
tools and seeds. A spade, a rake 
and a hoe, spaced about 3 ft. apart 
were placed upright in the window, 
with handles against the glass. 
Each handle was then attached to 
the next handle by means of wire. 
Packets of seeds were taped along 
the wires. These rows of packets 
of seeds made an attractive frame 
for the window display, calling at- 
tention to spring gardening needs. 
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not the type to throw money around . . . hope 


“There goes Mr. Jones . . . 
he’ll be satisfied with that ‘just-as-good’ Can!” 


Yes, you made the sale—but perhaps lost a valued customer. 


Now is the time to point out WITT Can features. Sell customers the 
quality which makes them return, reflects credit on your store. 


From the top, one-piece with a firmly attached handle, to the bottom, 
raised from the ground, curved for extra strength and sealed with “‘cover- 
all” hand-dipped galvanizing, WITT Cans are a picture of extra value. The 
tough body of heavy gauge steel is strengthened with deep rolling corruga- 
tions and reinforced with structural steel bands. 

These features make possible the famous guarantee . . . “WITT Cans outlast 


ordinary cans, three to five times.” They are also responsible for the WITT 
Can preference expressed by so many quality (and dollar) conscious buyers. 


WITTCANS = 6 
have The nigh angiyr | 





STRAIGHT SIDES Pro- 
vide Rugged Strength... 
Greater Resistance to 
Rough Handling . . . 


Lean: 


THE WITT CORNICE COMPANY 
Cincinnati 14, Ohio 
‘Originators of the Corrugated Can" 
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THE FAMOUS 
SWEDISH KNIFE LINE 
that 


SELLS and 


Gi SELLS 


4 


SWEDISH MORA 


HUNTING 
KNIVES 


- LEATHER 


SHEATHS 


eHland forged Swedish\ 
steel blades 
@ Hand-honed, razor 
sharp cutting edges 
e Curly birch handles with \ 
cross guards i 
® Reinforced bolster handles 
e Sheaths with metal guards 
e Made in Sweden 


“SPORTS-KNVES, 
a oy ae aD 


Po 





FREE DISPLAY SELLS KNIVES 


The beautiful display in four colors holds 


six knives. Free with the purchase of Gensco 
Swedish Mora Knives. 


SEE YOUR JOBBER 
Write today for Catalog 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1812 N. Kostner Avenue © Chicago 39, Illinois 
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It's a Paradise for Mechanic, Hobbyist and Farmer 


(Continued from page 109) 


aisle table is given over to a dis- 
play of pulleys and related mer- 
chandise while a large table at the 
rear shows small power tools. 
Grand Island has a large rail- 
road terminal, with shops employ- 
ing many people. Grand Island 
also produced war materials and 
today has many small industrial 
plants. Naturally with a_back- 
ground like this, together with the 
fact that it is surrounded by one 
of Nebraska’s best agricultural 
areas, the city has considerable 
purchasing power as well as a 
reservoir of trained, skilled labor. 
Most industrial workers like 
tools and just about all of them in 
Grand Island like to come to this 











This small display of power tools is on the first floor and serves to 
interest the customer so that he will visit the large basement display. 


store and browse about. Work- 
ers, contractors, small  indus- 
trialists, farmers—all are buyers 
of hand and power tools at the 
Grand Island Hardware Co., says 
Mr. Jelinek. 

The basement department is 
strictly for men. Here, the heavier 
power tool items are accorded ma- 
jor display, giving prospects a 
wide choice of equipment and 
stimulating their desire to own and 
equip a complete home workshop. 

The farmer most certainly is at 
home in this basement section, for 
here Mr. Jelinek has a large stock 
of steel goods. Farmers buy many 
power tools and the steel goods 
have been found to move very well 





Wrenches and many types of abrasives are shown in this wall section. 
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when they have been placed next 
to them. 

Tools get excellent showing in 
the firm’s windows quite fre- 
quently. This is partly due to the 
fact that the Grand Island Hard- 
ware Co. store is composed of two 
store buildings each 25 ft. wide 
with an inside connecting entrance. 
Men’s merchandise, such as tools, 
seeds and related articles, are in 
one store while appliances and 
housewares are in the other. This 
gives Mr. Jelinek two large display 
windows and offers the oppor- 
tunity to show tools and other 
men’s items quite frequently. 


Annual Play Day 
Boosts Sales of 
Sporting Goods 
A annual Rock County Play 


Day, with entire farm fami- 
lies attending and competing, is 
held at Janesville, Wis., with an 
attendance of from 4,000 to 7,000. 
The affair was started 24 years 
ago and now takes in 18 of the 
county’s 20 townships. 

Competition is on a school dis- 
trict basis, with parents repre- 
senting the children’s schools. 
Township champions come to 
Janesville to vie for the county 
titles. 

The tempo is continued for a 
full day of competition in soft- 
ball, volleyball, horseshoes, run- 
ning and jumping relays, and 
beanbag and baseball throws for 
both children and adults. Farm 
folks bring their own lunch. 

Everybody helps with the pro- 
motion. The county superintendent 
of schools, the county agent, the 
county home agent, supervising 
teachers, YMCA officials, and 
county board members, all lend 
a hand. More than 20 umpires 
are provided for softball and vol- 
leyball games alone. 

Chester C. Welch, Tricounty 
YMCA secretary, who has been 
in charge of the event since 1926, 
said, “They teach townships to 
become better neighbors and to 
enjoy competitive sports. They 
are a real example of cooperation, 
using leadership that is available 
in every community. 

As a result of Play Day, hard- 
ware and other dealers handling 
sporting goods, sell more of this 
type of merchandise to rural 


folks. 
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CHROME 
PROTECTED 


FRESH 
POWER 


DEsignen FROM THE INSIDE guyz 


TO GIVE YOU MORE SALES AND NEW PROFITS! 


Look at These 


Features 


Sealed in Steel and 
Plastic with the tough 
plastic outer casing 
and the steel cap ma- 
chine-sealed directly intothe battery 
top to prevent power loss. 


Modern in Styling with 
functional design that 
results in sleek, attrac- 
tive appearance and 
added protection by 
more effectively insulating the zinc 
can. The engineering skill and 
know-how that has made BURGESS 
first choice of scientists and explor- 
ers for years has now created 
another first for flashlight users 
everywhere. 





Engineered Design of this 
new construction permits 
the use of a maximum 
amount of energy pro- 
ducing raw materials to 


make a big, full-size battery with 
longer life. 


‘Bi 


flashlight 


. SP a, 
[{vorantps 
() ee 


Chrome Protection keeps 
BURGESS fresh and 
ready longer because it 
curbs interior action in 
the battery when the 
is not in use. 


Guaranteed by the maker 
whose reputation for 
quality and dependabil- 
ity has made BURGESS 
the foremost name in 


radio batteries. 


GET STOCK NOW! Big 2-color ads break in Collier’s and other 
leading magazines right at the start of the big fall flashlight bat- 
tery season. Be ready for sales and stock up on this new Burgess 
Flashlight Battery. Order them from your Burgess distributor now. 





BURGESS BATTERIES 





The America of Tomorrow 


In order to prevent this country from drifting into a Social- 
ized State, 100,000,000 "men in the street’ who have been 
indoctrinated with a cradle to the grave protective philos- 
ophy must now be "'sold” the free enterprise system, claims 
industrialist. To do this job he recommends The Committee 
for Constitutional Government, the program of which is now 

supported by 65,000 outstanding citizens. 


By E. B. GALLAHER 


Clover Mfg. Co., 
Norwalk, Conn. 


M, subject, “The 


America of Tomorrow” may lead 
you to believe that I am about to 
make a forecast. Nothing could 
be further from my purpose. 

What will we gain by spending 
countless billions to save the world 
from Communism if we allow 
ourselves to lose our liberties and 
become a socialized state? 

We have existed since 1933 in 
a state of slow but steadily pro- 
gressive revolution—it is nearing 
its climax. The same kind of revo- 
lution which ultimately ended in 
the various dictatorships in Ger- 
many, France, Italy and other 
European states. 

I would like to discuss with you 
what has been taking place in our 
country since 1932, then try to 
draw a picture of what easily may 
take place in the years to come 
unless the present trend can be 
reversed. There is no use pussy- 
footing—the day for that has 
passed. We have arrived at a time 
when we must speak out frankly 
and be ready to stand up and be 
counted. 

Totalitarianism is as old as 
civilization itself. It has cropped 
up all over the world at different 
periods—has flourished for awhile 
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—has always ended by wrecking 
the afflicted nation. 

The great underlying question 
is: Shall a dictator rule and the 
people of his country become his 
slaves, or shall the people rule and 
the Government become their ser- 
vant? 

It was in answer to this ques- 
tion that our American colonies 
were founded, that they might 
have a land where the individual 
would become supreme and could 
develop his life as he saw fit with- 
out government dictation. 

According to Goverment figures, 
our population may be divided as 
follows: There are 70 per cent 
who, when they reach maturity, 
have the intelligence of a 14-year- 
old child. About half of this 
group is classed as D-minus, repre- 
senting those of very low intellect. 

This 70 per cent can do little or 
no thinking for themselves. They 
> 


Editor's Note: The following is an ad- 
dress made by E. B. Gallaher before the 
Hartford-Springfield Post of the Amer- 
ican Ordnance Association at its annual 
meeting and banquet, held in Spring- 
field, Mass. Mr. Gallaher was guest of 
honor, and was presented with a beauti- 
ful plaque: "In recognition of his great 
contribution to the National Defense of 
the United States." 





E. B. GALLAHER 


can initiate nothing and must de- 
pend entirely on others for leader- 
ship and for the direction of their 
thinking. » 

There are 16 per cent having 
normal intelligence. They can 
initiate little, but they can be 
taught to do many things and do 
them well. They can acquire great 
knowledge. In this group we find 


small merchants, family doctors, 


office workers, foremen and many 
of our politicians. 

Then we have a group consist- 
ing of 914 per cent, having high 
intelligence. These people are our 
planners, our managers. They in- 
clude most of our top executives. 
Most of this group are highly 
educated. 

The final group, comprising 414 
per cent, have very high intelli- 
gence. They are our scientists, our 
great doctors, engineers, great 
business executives, great finan- 
ciers. Their principal job is doing 
the thinking, planning and the de- 
velopment of ideas for others. 

With this picture in mind, it is 
not hard to find the cause of the 
difficulties the country finds itself 
in today. 

Primarily, the three top groups, 
comprising 30 per cent of our 
population, are to blame. Espe- 
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ANNOUNCING THE NEW 














LAWN HOSE 





FOR I950 


It’s colorful! It’s complete! It’s guaranteed! 


The name and guarantee of U. S. Rubber on Garden 
Hose insures instant, time-saving acceptance. Your 
customers have seen and heard “‘U. S.” advertising 
everywhere, have used many of the thousands of 


A LIGHT, FLEXIBLE RUBBER HOSE! 


U.S.ROYAL 


Featherweight for women and children to use. 
Tough enough for a man’s heavy work. Brown 
neoprene cover. 


A RUGGED RUBBER HOSE! 


U.S.RAINBOW 


The hose for car washing, mixing concrete. 
Tough 2-braid gonstruction. Green neoprene or 
black Tempered Rubber. 


A LOW-COST HOSE! 


A lightweight, flexible bargain-value hose that 
performs beyond expectations. Black rubber. 


NOW, ask your local “U. S.’’ Wholesaler to show you the 
complete ‘‘U. S.” line of rubber and plastic Garden Hose. There’s 
a size, type and construction to meet the needs of every 
kind of buyer. Use the coupon at right to receive a full-color 
brochure illustrating and describing this outstanding line . . . also 
to get the name and address of your nearest ‘‘U. S.”” Wholesaler. 







PRODUCTS OF 


UNITED STATES RUBBER 
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COMPANY 


products it features—products ranging from golf 
balls to tires. They know the “U. S.” reputation 
for outstanding service in industry as well as in 
the home. 


A COLORFUL, LIGHTWEIGHT PLASTIC HOSE! 


U.S.ROYALITE 


A flexible, easy-to-handle family hose. Sparkling 
red or green colors. Neatly coiled in carton 
with display top. 


AN ALL-PURPOSE HOSE! 


U.S. NEPTUNE 


Astrong, flexible hose to be used anywhere around 
the house. Green neoprene or black Tempered 
Rubber. Special spiral cord reinforcement. 


A HEAVY-DUTY HOSE! 


U.S. ROYAL CORD 


For greenhouses, parks, golf courses, large es- 
tates. Great strength and flexibility. Extra-tough 
brown cover. 











r 
I Mechanical Goods Division | 
| United States Rubber Company l 
| 1230 Avenue of the Americas, New York 20, N. ¥ | 
| PLEASE SEND ME | 
| Your full-cowr brochure entitled “U.S. Garden Hose | 
for 1950” 

l The name and address of my nearest U.S. Rubber ! 
| Wholesaler. | 
l Name- | 
| Business Address | 
l Cxty.... State eaten 1 
L 





cially the two top groups, repre- 
senting 14 per cent, may be 
considered as directly responsible, 
for included in this group are the 
leaders of our industries. 

This is a question of American- 
ism vs. Socialism and Commu- 
nism. All real Americans must 
join together to fight for a. free 
country. 

There are three ways to con- 
duct a revolution and establish a 
controlled economy. 


Three Ways 


1. Violent revolution and the 
overthrow of existing government 
by a small militant minority. This 
was the Russian method. 

2. Revolution by consent of 
the people, who had frankly been 
sold the idea that they would be 
better off under State Socialism— 
then went to the polls and elected 
a Socialistic Labor Government. 
This happened in England. 

3. Revolution by deceit and 
fraud, in which a small minority 
become elected to high office, 
through false promises of gifts 


and an easy life for everyone in 
exchange for votes, preaching at 
the same time their love of coua- 
try, free enterprise and the capital- 
istic system. Then, once in power, 
setting out to deliberately destroy 
the free economy by establishing 
controls over everything; taxing 
away wealth; squandering the na- 
tional substance; breaking the 
morale and resistance of the indi- 
vidual; flooding the nation with 
subversive propaganda; debauch- 
ing our labor and our courts; 
ruining the value of our money— 
while all the time telling the peo- 
ple how great is their love for a 
“free economy.” This is the Karl 
Marx method. 

This is the system which has 
been employed here in America 
since 1933, and which is still being 
employed, to create a Socialistic 
State. 

I stated that chambers of com- 
merce and trade associations did 
not reach the-man-on-the-street. 
They never have and never will 
do so. 

The principal reason for this is 


that Socialistic, Communist, Labor 
and Government propaganda for 
the past 16 years has so effectively 
smeared these associations and the 
industrialists who support them 
that the average man will not listen 
to them, believing that they are 
biased and are trying to sell the 
people a “bill of goods.” 

People have become convinced 
that these associations are not 
working for the good of the coun- 
try, but rather for personal gain 
of their members. It would take 
years of time and millions in 
money to combat this well-estab- 
lished prejudice. So what? 


No "Dead-Ends" 


I have always made it a rule 
never to make “dead-end” sug- 
gestions in which I would outline 
something to be attained, then 
leave the other fellow to find a 
way to do the job. I have always 
given my ideas, to form a target 
to shoot at. So here goes: 

If I am correct in my statement 
that chambers of commerce and 

(Continued on page 142) 





New Fixture Design Steps Up Visual Selling 








This fixture, designed as a quick sale unit, is readily adaptable to impulse sales in hardware stores 
for such merchandise as sporting goods, gadgets, hobby crafts, notions, or toys and games. The dis- 
play unit, designed by Donald Deskey Associates, is being used by the Union News Co. in high traffic 
transportation areas reports Victor D. Ziminski, Union News president and former Gimbel Bros. mer- 
chandising manager. The unit illustrated is in the Pennsylvania Terminal, New York City. 
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Talpwood Saw!” 


“Just what the doctors ordered”. . . 
that’s this new Simonds Pulpwood Saw, de- 
signed and produced according to suggestions 
of skilled operators all over the country. It’s 
far and away the No. 1 Saw for one-man cut- 


ting of pulpwood and small logs. 





Blade is made from special Simonds Steel, 


heat-treated for top strength and toughness 


; . .. plus stubborn edge-holding qualities in 
any type of timber. Then it’s tapered for full 
clearance, precision set (very lightly) and 
filed for unvarying uniformity. _ 


This new 100%-Quality-Controlled Simonds 
R E D - E Nw & SAW. ee Saw is ready for you now, in lengths of 30”, 


36” and 42”. So get yourself stocked up on 
Red-End Pulpwood Saws today! 


SIMONDS 


SAW AND STEEL CO. 


ITCHBURG, MASS. 
Other Divisions of SIMONDS SAW AND STEEL CO. 
making Quality Products for Industry 


SIMONDS 


BRANCH OFFICES: 1350 Columbia Road, Boston 27, Mass.; 127 S. area SIMONDS 
Green St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, rete wanes di Camate Law 60.47. 
Calif.; 228 First st. San Francisco 5, Calif.; 311 S. W. First Ave., | wire teem, Grinding Em oer 
Portland 4, Ore.; 31 W. Trent Ave., Spokane 8, Wash. Wheels Simonds Products 


Canadian Factory: $95 St. Remi St., Montreal 30, Que. meso ib Gien for Conede 
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See 
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130A Q-R Spiral 





































A tool that makes time for 
your customers makes sales 
for you. The “Yankee” 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 

home. The quick-return 
(Q-R) spring automati- 
cally returns the handie 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 

screws even in awk- 

ward positions... 
overhead or down be- 
low, in narrow places 
or “blind” applica- 

tions. That’s the 

kind of speed with 

manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 


extra’ drills - sockets bits with counter= 
bits | centering sinks 
/ sleeve 


j 






THE TOOL BOX 


STANLEY OF THE WORLD 
MFG. CO. 


*“*YANKEE’’ TOOLS 
NOW PART OF 


NORTH BROS. 


Philadelphia 33, Pa. 
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manufacturers’ associations have 
lost their value as means of edu- 
cating the masses, then we must 
find some other medium of reach- 
ing the 100 million persons whom 
we term the-man-on-the-street. 

As I see it, there are two ways 
of reaching these people: (1) 
through the slogan type of radio 
program, and (2) through per- 
sonal contact, which is the method 
I will talk about tonight. 

Such an agency must be inde- 
pendent of industry; those in 
charge must know no politics and 
be free of all race or religious 
leanings. Their sole purpose must 
be to convince the ordinary people 
that they and their country will 
prosper under a free American 
system and tell them why; that 
they will go down to ruin if State 
Socialism were to be forced on 
the country. 

To reach 100 million people 
directly would naturally be impos- 
sible. If it were possible, it would 
be ineffective, because a major 
portion of this group depend for 
their information and for leader- 
ship, on a day-to-day basis, on a 
much smaller group of leading 
citizens in their own communities, 
in whom they have confidence. 
This smaller group, of possibly one 
million, we can reach and through 
them we can influence the 100 mil- 
lion we must educate. 


An Intelligent Group 


This smaller group, composed 
of the more intelligent, such as 
doctors, lawyers, dentists, local 
merchants, Kiwanis and Rotary 
members, etc., are leaders of 
thought in their various communi- 
ties. Members of this group al- 
ready realize the danger confront- 
ing the country; they welcome an 
opportunity to serve. All they need 
is to be shown how to serve, and 
be given the tools to work with. 

Our job is to set up such an 
organization to be operated on a 
non-profit basis; then to set up 
headquarters and compile accurate 
lists of key people in every town 
and city in the country and in all 
farm districts. We would then be 
ready to do business in a manner 
that could and would succeed, as 
we would, in this indirect way, be 
reaching the masses. Our job 


would then be to provide this or- 
ganization with all the money 
needed to do this important work 
for us of reversing the present 
Socialistic trend—selling Ameri- 
canism and the free-enterprise sys- 


‘ tem to the millions who are now 


uninformed. Such an organization 
could prevent much proposed So- 
cialistic legislation from getting 
through Congress. The very least 
we can do—provide the money. 

A great idea you may think, but 
how do we get it going—who will 
do the organizing? 

All this work, as outlined, has 
already been done, is working, has 
been working for the past 11 or 12 
years; has actually prevented the 
Supreme Court Packing bill from 
becoming law; also prevented one- 
man rule by defeating Roosevelt’s 
re-organization bill. 


Hard at Work 


The promoters are now hard at 
work selling free enterprise to mil- 
lions of people every day, and 
these people are influencing Con- 
gress. 

There are probably many in this 
audience who are among the 65,- 
000 people who have regularly 
been supporting The Committee 
for Constitutional Government, lo- 
cated in New York, directed by 
Dr. Willford I. King, Professor 
Emeritus of Economics of New 
York University. 

These brilliant men have been 
so busy developing new products 
and new plants in which to pro- 
duce them, and the expansion of 
existing industries, that they have 
isolated themselves from the rest of 
the country and are completely out 
of touch with the 100 million citi- 
zens whom we call “the-man-on- 
the-street.” 

The vast majority of our popu- 
lation are true Americans at heart; 
are willing and anxious to work 
for what they get. Those of sub- 
normal intelligence, termed as D 
and D-minus, however, are usually 
seeking something for nothing. 
They realize their inability to do 
much for themselves; are not im- 
pressed too much by their per- 
sonal freedom or our free enter- 
are glad to take 
orders from anyone who promises 
them security and a living. 


prise system; 
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Thus, this group of 100 million 
people has become the prey of the 
Communists, the Socialists, the un- 
scrupulous politician and the labor 
leader. These sinister groups of 
men have promised these poor 
dupes that they would care for 
them from the cradle to the grave; 
all they asked for in return is their 
votes to keep them in office. 

In 1929 industry received a 
stunning blow which resulted from 
its greed and its excesses during 
the °20’s, a period when it had 
everything in its own hands. 


Leaders Were Warned 


Industrial leaders were, to my 
knowledge, warned time and again 
that they were riding to ruin, but 
they would not listen—they felt 
their oats—they had become too 
powerful for their own good and 
the good of the country. What they 
actually accomplished was to build 
a platform for the New Deal which 
followed in 1932, and sowed the 
seeds for State Socialism and the 
national unionization of our in- 
dustries, which have developed in- 
to full bloom during the past 16 
years. 

Had industry not remained 
stunned during these 16 years; 
had it elected to fight it out in a 
knock-down-drag-out fight with 
these sinister forces as they de- 
veloped, the country would have 
been saved, in great measure, from 
Socialism, while Communism 
could not have flourished. It could 
also have prevented the degrada- 
tion of our youth, which has taken 
place since 1932, through unem- 
ployment compensation, social se- 
curity, the minimum-wage law, the 
40-hour week, Government loans, 
and in a hundred other ways, all 
of them having the purpose of 
rendering people dependent on the 
Government instead of on them- 
selves. 

Millions of young men and wo- 
men, who have never lived in a 
free America, who are really 
Americans at heart, who have am- 
ple intelligence to make a place for 
themselves and become indepen- 
dent, have thus been brought un- 
der the Socialistic spell, and they 
now believe that the country owes 
them a living. 

“The America of Tomorrow” 
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This is a job for 
TEAMWORK — 


If each of us will help the other, we can lick this job. Let’s see how it 
shapes up: 


RETAILER “You can help me by filling my fastener orders promptly.” 


DISTRIBUTOR “I’m in the best position to do that for you, by 


maintaining adequate inventory. But you can help me by order- 
ing standard listed sizes.” 


CORBIN “Right! The four standard fasteners shown on this black- 
board look very simple, don’t they? But your orders can be 


quite complicated. 

“For example, you specify types of screw in Corbin-Phillips or 
Regular Slotted — head styles — wire sizes — lengths — threads 
per inch (in Machine Screws), basic metal and/or finish .. . all 
of which can add up to over 40,000 variations! 


“Short orders with quick delivery can generally be filled from 
stock provided we all stick to standard types and sizes. 


“Let’s raise our sights and cover more ground! Standard fas- 
teners can be put to work much faster when they're on hand 
than when they’re om order!” st.96 


CORBIN 
SCREW 


DIVISION 















THE AMERICAN HARDWARE CORPORATION ¢ NEW BRITAIN, CONN. 


Warehouses: New Britain * New York * Chicago 
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CHAMPION 


SCREEN & STORM 
DOOR LATCHES 


mis 


Tubular Screen and Storm Door Latch. 
No. 4150—Wrought Steel 
No. 4155—Wrought Brass 
Packed 1 in a box, 4 dozen in case. 


When You Sell 
ChampionLatches 








No. 4120—Wrought Steel Rim 
Screen and Storm Door Catch 


L, You Sell Good 


Values... 
You Make a 
Good Profit 











No. 4110—Roller Action 
Rim Screen Latch 


You Have 
Satisfied 
Customers 


The 
CHAMPION HARDWARE (0. 


GENEVA. ONIO 
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will depend upon those of us who 
know what a free America means, 
what the system of free enterprise 
has done and can still do for our 
country; our willingness to engage 
in a cruside to sell America and 
its institutions back to those 
Americans who have been lured 
from their birthright; and to dip 
into our pockets to properly 
finance this great undertaking— 
for a truly great undertaking it is. 
It is a job which must be done 
at once. 

We cannot sit in our offices, 
draw a check to a chamber of 
commerce or to a manufacturers’ 
association, then feel we have done 
our share. Such organizations, 
valuable as they are industry-wise, 
positively do not reach the man- 
on-the-street—the 100 million mid- 
dle-class people who would like to 
share in the products of industry, 
and be able to enjoy some of the 
good things of life. 

We cannot get to first base 
through addressing audiences of 
business men such as this, and tell- 
ing them of our troubles—they 
already know all about them. They 
need not be “sold” on the free 
enterprise system—they are al- 
ready sold. But we must find ways 
and means of reaching a hundred 
million people whom we do not 
now reach, who are under the spell 
of some sinister group which is 
using them for their own selfish 
purposes—and, incidentally, to the 
detriment of the morals and the 
destruction of the country. 


Inform the People 


It is our job to inform them in 
language they understand — we 
must not talk to them from the top 
down, as we have been doing; we 


_ must talk from the level of the 
man-on-the-street. 


If all the legislation proposed by 
the President is enacted into law, 
it will end our free enterprise sys- 
tem—make no mistake about it! 


| Our job is to see that this does not 


happen. 

Unless we want this country to 
be socialized by default, our in- 
dustrial leaders and our industries 
must forget their jealousies and 
stand shoulder to shoulder to de- 
fend the country against a subtle 





and clever enemy, whose purpose 


is to destroy it. Wake up! The 


time is running out! 


This is not a question of our 


politics. There are just as many 
sound Democrats as there are Re- 


publicans. 

Dr. King’s Committee, com- 
posed of outstanding men of high- 
est integrity, has already earned 
the confidence of millions of our 
people; it has spent over five mil- 
lion dollars since 1937 in assem- 
bling and contacting about one 
million key people throughout the 
country, who are local leaders in 
their various communities. 


Regular mailings are now going 
to this group, explaining, in easy 
language, the various pieces of 
harmful legislation as they appear. 

The result has been that Con- 
gress has been deluged with letters 
of protest from “back home.” This 
method of approach has been so 
successful that the group has had 
several clashes with the Govern- 
ment, which tried time and again 
to browbeat its members, but in 
every case they refused to be in- 
timidated and won. 

This group has also financed 
many effective radio programs. It 
gets its support from thousands of 
small subscribers, the average 
yearly subscription being about 
$20 per person. 

The control is in the hands of a 
board of trustees who receive no 
compensation—it is incorporated 
as a non-profit organization. It has 
no connection with industry, and 
must not have; but industry should 
provide it with all the money it 
can use. 

From what I have seen accom- 
plished, it is my opinion that for 
each $100 it spends, the same re- 
sults could not be obtained by any 
trade association spending $1,000. 
By the way, I have just sent them 
my $500 for 1949, 

I have no connection with the 
management—I am only one of 
65,000 who are contributing. But 
I know the very effective work 
which is now being done and has 
been done by them in the past, and 
much of the present resistance in 
Congress to Socialization stems 
from the educational work Dr. 
King’s committee has done over 
the years. 

I have not come here to sell the 


HARDWARE AGE, SEPTEMBER 8, 1949 





© RN biG 


virtues | 
ter how 
I am ti 
sell you 
the peo 
are to | 
the cou 

I tak 
the cou 
free ec 
that ou! 


i. 2 
moneta 
gold. 

: F 
plan fc 
debt. 

3. T 
budget 

4. T 
penses 
unesse 

s. 7 
eral G 
with p 

6.7 
olies, 
busine 
of la 
which 

our n 

‘oe 
sidies 
lic po 

8. | 

tax s 

prote 

9. 
the re 
ment. 

10. 
to th 
acqu. 
guar: 
tion 

11 
vidu: 
work 
or Ct 

12 
of tl 
the | 

Gov 

peor 

If 
mos 
grar 
guas 
fi 


han 


HAF 


p! The 


of our 
3 many 
are Re- 


com- 
f high- 
earned 
of our 
ve mil- 
assem- 
it one 
ut the 
lers in 


going 
1 easy 
es of 
ppear. 
Con- 
letters 
’ This 
en so 
s had 
yvern- 
again 
ut in 
ye in- 


anced 
se tt 
ds of 
erage 
ibout 


of a 
e no 
rated 
t has 

and 
ould 
sy it 


:om- 
for 
> Te. 
any 
000. 


hem 


the 
» of 
But 
rork 
has 
and 
> in 
ems 


ver 


the 





virtues of any one group, no mat- 
ter how worthy may be their work. 
I am trying, on the contrary, to 
sell you an idea—a way to reach 
the people we must reach if we 
are to remain free men and save 
the country from Socialism. 

I take it, the thinking people of 
the country, who wish to retain a 
free economy, are in agreement 
that our aims should be as follows: 


What Is Needed 


1. The restoration of a sound 
monetary system convertible into 
gold. 

2. The adoption of a systematic 
plan for payment of the national 
debt. 

3. The balancing of the national 
budget in times of peace. 

4. The reduction of Federal ex- 
penses and the elimination of all 
unessential Federal employees. 

5. The withdrawal of the Fed- 
eral Government from competition 
with private business. 

6. The restraint of all monop- 
olies, whether of Government, 
business, or labor; the elimination 
of large industry-wide unions, 
which have the power of tying up 
our national economy. 

7. Elimination of Federal sub- 
sidies and establishment of a pub- 
lic policy condemning them. 

8. The establishment of a sound 
tax system that will restore and 
protect the incentive to produce. 

9. A return to States’ rights and 
the restoration of local self-govern- 
ment. 

10. A public policy rededicated 
to the protection of the right to 
acquire and own private property, 
guaranteeing equality of obliga- 
tion in all contractual relations. 

11. The guarantee to the indi- 
vidual of his constitutional right to 
work without fear of domination 
or control from any source. 

12. Restoration of the dignity 
of the individual and a return to 
the fundamental principle that the 
Government is the servant of the 
people. 

If I am right, then let’s find the 
most effective way to get this pro- 
gram over to the masses in lan- 
guage they understand. 

The future of America is in your 
hands. 








FOR DEPENDABLE SERVICE 


&, 


INSECT 
WIRE 
SCREENING 


There is no screening like wire screening for dependable service in window, 
door, and porch screens. Sell Cortland Brand wire screening and you have a 
consumer accepted product based on 75 years of experience under all condi- 
tions. Sell Cortland Brand for a profitable line of steel and bronze insect wire 
screening made to full U. S. Bureau of Standards specifications. 






Cortland Brand brings you a wire screening for every customer — packaged 
right and priced right; in standardized 18 x 14 mesh; 100-foot linear rolls; 
24” to 48” widths— 






CORTLAND GRAY WICK: 

Popular all-purpose wire screening. Doubly protected against corro- 
sion by eléctro-zinc galvanizing and pigmented-varnish enameling. 
or “Glare-proofed” finish. 





CORTLAND ALUMINUM: Made from Alclad aluminum wire 
sons that cannot rust or stain. A strong lightweight wire screening. 











CORTLAND BRONZE: 
A special alloy wire that is rustless and not affected by salt air, acids, 
or gases. Bright or antique (dark) finish. 


Join the dealers who know the advantage of selling proven brand merchandise 


-— time tested since 1873. 


Wire - Poultry Netting - Nails - Hardware Cloth 
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Hardware Age 
Display Ideas 


If You Can't Spread Out—Build Up 


There are frequent occasions when more display space is 
needed but store limitations make it impossible to gain 
space horizontally. Then one must gain space vertically 
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Showing how additional display space may be gained by building up. 


te majority of retail 


stores are under spaced and many 
merchants wish they could rent or 
purchase the store next door to en- 
able them to gain extra selling 
area. 
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A recent survey of many aver- 
age size stores revealed that much 
valuable space is wasted by the 
poor use of fixturing and alloca- 
tion of space for each of the lines 
of merchandise handled. 

A careful study of the drawings 
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on these pages will show that most 
of the tables in your store can be 
equipped with a special type of 
plywood back and adjustable shelf 
units. These will increase your 
display space up to 50 per cent 
above that given by flat top tables. 
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onLY BURGESS orrers you THESE TWO 
PROVEN cast-seLLING ITEMS! 





For Utility Painting and Spraying... 


vibro-rprayer 


Pat. Applied For 





Ready To Use... 
Ne “Extras” to Buy 
Just Plug in 


and Spray 


The Sates Sensation of 1949 / 


You'll hit the jack pot for faster, easier, more profitable Fall, lie r i\ F : j 
Winter and Christmas business with Burgess Vibro-Sprayer. é ay, A i A\ ensationa 
One complete year of soaring, spectacular Vibro-Sprayer TAL EERO REED. | g 95 
sales has proven that the name Burgess on a sprayer is profit Sas 12 


magic to hardware dealers. 

Remember, only with Burgess Vibro-Sprayer do you get l LOW PRICE! 
such steady, quick sales and liberal mark up. Get your order 
in now for these handy, fast-selling electric sprayers. Don't 
miss out on your share of this handsome Fall and year-end- 
gift business. 


FREE COUNTER DISPLAY AND LITERATURE 
WITH EVERY SHIPMENT! 





v75 
MASTER 
CRAFT 





FOR THE HOME WORKSHOP... 


vAl-bm- Ea s-)-] 5 


MASTER CRAFT KIT 


PACKAGED FOR EYE-APPEAL AND SALES! 


You'll be fascinated, along with your customers, by 






the beautiful packaging and low price of this all- 
purpose marking, engraving and leather tooling kit. It 
has everything it takes to build sales: maximum eye 
appeal; 9 useful accessories to enable the hobbyist to 





Complete work with metal, glass, plastics, wood or leather; 

stlso ba ’ abl - sharpening stone; 12-page instruction booklet. And 
r it's backed by the greatest national advertising cam- 

LEATHER CRAFT KIT V225 (including Vibro-Tool $995 paign in Vibro-Tool history! Place your Master Craft Kit 

Sr ENING co's oo 0 oc os uw ccesss order today! 

MARKING KIT V77 (including Vibro-Tool and $750 

hard Tantalum Carbide point) only........+0.. 


Call Your Jobber. ..or Write for FREE Catalog 
and Price Sheet 


BURGESS BATTERY COMPANY tive cure ituimors 
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Detail illustration showing howspace may be increased along 
the store wall by the use of adjustable shelves and risers. 


This article was especially writ- 
ten to show you how to gain this 
valuable extra premium space in 
your store. 

We have shown this table top 
build up in a previous article but 
we consider these facts and fig- 
ures, relative to how to pick up ad- 
ditional selling space so important 
that we had our display man write 
this special article to further ex- 
plain them. 


The Facts and Figures 
Two tables 30-in. wide by 6-ft. 
long set back to back = 30 sq. ft. 
of selling area. 
Two tables 30-in. wide by 6-ft. 
long set back to back “plus” the 
shelves and the feature display 


QO 


oO 


platform (B) = 45 sq. ft. of sell- 
ing area. 

This shows an actual gain of 15 
sq. ft. for each bank of two tables. 
The numerals 1E to 15E show ex- 
actly where these extra 15 sq. ft. 
are picked up. 

Suppose you can equip 20 
tables in your store with these 
table top buildups, then you would 
gain 150 sq. ft. of “active” selling 
area, without increasing the size 
of your building or paying more 
rent. 

The dimensions listed are for 
tables 32-in. high and they can be 
changed to fit any size or height 
tables. The thing to remember is 
NOT to build the %4-in. plywood 
back (C) too high so that the com- 
pleted unit will hide customer 


0 





To help those hardware dealers who do not have a professional 
display man HARDWARE AGE has arranged with a display con- 
sultant, having more than 20 years’ experience in designing and 
building both windows and store interior displays, to write a series 
of articles on these important phases of successful operation. The 
author of this series—which will appear in every other issue of this 
publication—has gained practical experience, in his own business, 
designing and building fixtures and displays for retail stores. 

Your comments and suggestions are invited as to the types and 
kinds of displays YOU would like to see featured, in these pages. 
Should you wish information as to sources of supply for fixture hard- 
ware used in these display fixtures or about any other phase of these 
suggestions, please address your inquiries to: 

Display Editor, ¢/o Hardware Age, 100 East 42nd St., New York 
17, N.Y. 
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vision across the store. A total 
height of 56 in. from the floor to 
the top of the plywood back (C) 
will be found right. 

The plywood backs should be 
equipped with short lengths of 
metal key hole strip so the shelves 
can be set to the proper height for 
ail the various lines of hardware 
which are to be displayed on them 
and the table top. 

The feature display platform 
(B) can also be made of %4-in. 
plywood and this will be found to 
be an ideal spot to feature display 
one or more of the hardware items 
shown on the shelves or table top. 

These “point of sale” feature 
displays, each one complete with a 
talking sign, will increase sales 
throughout your store and the time 
necessary to pick out and display 
the “specials” will pay off with 
more cash in the register. 


The Wall Section 


The sketch of the wall section, 
Drawing No. 2, is shown to illus- 
trate how one or more adjustable 
shelves can be installed over the 
table to enable you to pick up 
many valuable square feet of extra 
selling space. 

The same sketch also shows easy 
to build one and two step risers 
which will enable you to make a 
much better and interesting dis- 
play along any wall section in 
your store. 





Putty for Window Sash 
¥ principal use of glazier’s 
putty is for fastening window 
glass in sash. If it is made prop- 
erly and of suitable ingredients, 
it will give practically a life time 
of service. The ideal glazing put- 
ty is one which does ‘not adhere 
to the hand or putty knife, but 
which does adhere indefinitely to 
glass and wood. It also spreads 
readily, does not sag after it is 
applied, and remains soft enough 
to be easily removed in case the 
glass needs replacement. When in- 
serting glass into new window 
frames, it is important to see that 
new wood is carefully primed be- 
fore the putty is applied and that 
the putty when it has set, is given 
a protective coating. 
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THE PATTERSON SARGENT CO. 


BEST PAINT SOLO 





Hardware Dealer Is Key Figure 
In Annual Farm Festival 


Lyman Jeffords of Fort Atkinson, Wis., was one 
of the moving spirits that launched an event 
that has become an outstanding celebration 
and has helped cement farm-town relations 


= JEFFORDS, 
of the Jeffords Hardware Co., 
Fort Atkinson, Wis., is largely 
responsible for one of the finest 
and most successful farm-town an- 
nual celebrations in the Middle 
West. 

It all happened this way. Mr. 
Jeffords, who was born on a farm, 
knows the farmers’ problems, their 
needs, and can appreciate their 
ways of thinking. Therefore, when 
he opened a hardware store in 
Fort Atkinson more than 20 years 
ago, he began stocking numerous 
farm items and catering to farm 
business in that city of 6000 popu- 
lation. 

When he became president of 
the Fort Atkinson Board of Edu- 
cation 15 years ago. 
jobs was to work with the agri- 


one of his 


cultural teachers to better the lot 
of rural students who sought an 
education and to develop closer 
ties between rural people and the 
high school which their children 
attended. 

Mr. Jeffords has been presi- 
dent of the Fort Atkinson Board 
of Education for 15 years and dur- 
ing that time has been able to do 
many things to give rural students 
a better education. About 12 years 
ago, in conjunction with the high 
school agricultural staff, he helped 
to launch the first annual Fall 
Festival and Plowing Contest. 


Event a Success 


The event was a success the very 
first year and has been growing in 
popularity each year. Today, the 


‘ 


LYMAN JEFFORDS 


festival is in charge of the Fort 
Atkinson High School agricul- 
tural department, and the business 
men and citizens lend enthusiastic 
support and participate in the pro- 
ceedings. Many merchants say 
that one big reason why Fort At- 
kinson stores enjoy such excellent 
rural patronage the year around 
is because of the better town- 
country relationships which have 
been built through the farm pro- 
gram, culminating in the fall festi- 





















































Pee ae , 
12th Annual FALL FESTIVAL and PLOWING CONTEST! 
Aiepiacaiah eR eR AS 1 
Harvest Ball FRIDAY, OCTOBER 1.1948 — [ccvosin2 
MAIN EVENT AT ALLEN HETTS FARM 1 MILE NORTHWEST OF FT. ATKINSON ON HIWAY 12 | 4 
FRIDAY, OCT. 1 FALL FESTIVAL | 
NEW aed OLD TIME 9:30 Jr. Championship Plowmg > 1:45 Horse Race. | fl 
MUSIC By oe. Tt i‘ ; 2.00 Official Placings in Cow | 3 
GUY RAYMOND | 1030 Sr. Championship Plowing } 90 Lunch Served by High a ara e | 4 : po 
Comat Festival Contest. a oegell ie 2:15-4:00 Horse Pulling Contest. Drs i 10 ! 4 ms 
ogre 8 mre man || an 
= | GOV. RENNEBOHM a | | 
{eee oo eae So ee ee ee me narra mere a a om =z 2 == ad 
Center noel of double-page advertising aneet which aneneiel in the Daily Jefferson Ge Valen on 
September 29, 1948, announcing the 12th Annual Fa!l Festival and Plowing Contest. This panel was com- 294 


pletely surrounded by column-wide, 1- and 2-in. high advertisements of Fort Atkinson merchants. 
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This Preway radiant- 
circulating heater is a 
real budget-stretcher — 
low in price but high 
in heat generating Ca- 
pacity. 


This Preway ra- 
diant - circulating 
heater with an 
economy price tag 
is a terrific ‘heat 
producer — gener- 
ating over 50,000 
B.T.U.’s per hour, 
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PRENTISS WABERS 
“AEE SECOND STREET, N.. WISCONSIN RAPIDS, re 4-10) 3) 0, oy BS Co. 














Oil-Burning Circulators 


Never Before So Much to Sell at So Low a Price 


You can improve your fall business prospects, build them way beyond 
your present hopes — with Preway heaters with the new Preway burner. 
If there is a challenge in this statement, please accept it, analyze it, and act on 
it — for Preway heaters give you powerful heating action to demonstrate and 
economy of operation to talk about that’s patented and exclusive. Even more, 
these exciting visual advantages that prospects can see and measure are 
backed by a price ticket that’s rich in appeal to value conscious buyers. 

If this combination of top performance and dollar bargain is what you 
want and need to promote sales and build business, then Preway space heaters 
are for you — just as they are the line for hundreds of other dealers whose 
sales have made Preway the third largest manufacturer of oil-burning circu- 
lators — and the fastest growing company of all. Phone, wire or write 
for complete information, 













Senior district finalists in one of the annual plowing contests. 


val and plowing contest each year. 

For the past few years the fall 
festival has been a two-day affair. 
The 1948 affair, held Oct. 1-2, be- 
gan with a plowing demonstration 
at a farm near Fort Atkinson. At 
this contest junior and senior final- 
ists in regional plowing contests 
fought for honors amid the en- 
thusiastic cheering of farm folks. 
Just as the average citizen becomes 
excited about football and base- 
ball, so does the farmer work up 
his blood pressure at a plowing 
contest. 

After the plowing contests, the 
traditional farmers’-businessmen’s 
luncheon was held at the farm. 
All business places were closed 
for several hours, to allow the 
businessmen to dine with their 
farm friends and renew acquaint- 
ances. 

Following the luncheon, Gover- 
nor Rennebohm talked to the 
crowd, emphasizing the impor- 
tance of rural and urban groups 
and their cooperation for mutual 
prosperity. The rest of the after- 
noon was taken up by cow judg- 
ing events, horse pulling and other 
contests. 

In the evening a harvest ball 
was held, where city and farm 
folks danced. The event was pre- 
sided over by a beautiful, local 
Harvest Ball Queen. 

The second day of the event fea- 
tured a large parade through 
downtown Fort Atkinson, with 10 
divisions of vehicles, etc., and 
with prizes for the best entries. 
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Then in the afternoon, several fire 
departments staged a fire fighting 
demonstration while thousands 
watched. 

During the two-day festival, 
merchants’ stores were gaily dec- 
orated with cornstalks and other 
fall trimmings. Special sales were 
staged in most establishments, and 
farmers thronged from store to 


store busily looking for bargains. 

Mr. Jeffords states that there 
is unanimous support for this an- 
nual event in most quarters, due 
to the fact that it is one affair 
whereby farmers and businessmen 
can mingle to have fun and be- 
come acquainted. Today, with 
every community and city seeking 
for ways to better their rural rela- 
tionships, Fort Atkinson is well 
fortified in the matter of having 
numerous rural patrons with well 
established buying habits, believes 
Mr. Jeffords. 


Insofar as his own store is con- 
cerned, Mr. Jeffords says his busi- 
ness has been helped a great deal 
by this annual festival program. 
His store does a large heating 
business, and many farmers are 
buying and installing excellent 
heating systems, some of which 
cost $1,000 or more. 

Mr. Jeffords states that the aver- 
age farmer in that area is very 
progressive and is definitely inter- 
ested in good heating for his home 
as well as dependable water sys- 
tems and farm and home appli- 
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JENNINGS 


“How many times do I have to tell you to stop gazing at those 
tools. Come over here and look at these beautiful dresses." 
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NO ODOR 


‘hy Actually has no offensive 






\ odor. Welcome in every 


home. 


NO HEATING 
All the qualities of ‘hot glue 


without the disadvantages. 


3 BY < eee 
OTR. 


Ideal for schools. 





| NO MIXING 


Ready to use and no waste makes 
|= it best for small repair shop. 


. 4 
STRONGER THAN THE WOOD ITSELF 


Used by finest furniture manufac- 
turers and woodworking industries, 
the highest recommendation a glue 


can have. 
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Genuine hide glue that makes joints 
stronger than the wood itself has al- 
ways been the fine craftsman’s choice. 
Franklin Liquid Hide Glue tests average 
3000 pounds and more per square inch. 
Always shows wood failure. Such 
quality glue — as easy to use as any 
ordinary glue — has proved a consist- 
ent repeat sales item! 


6 SIZES: 


TUBES, %-PINTS, 

Y.-PINTS, PINTS, 

QUARTS AND 
GALLONS 


extra-large tube 
retails for 


13¢ 


TEST IT FREE: 


Write for sample on business 
letterhead. Test it yourself or 
give to your best home-crafts- 
man customer. 


THE FRANKLIN GLUE COMPANY 
Columbus 15, Ohio 


ORDER FROM YOUR JOBBER 
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Big Havana Hardware Firm 
Grew From a Small Store 


Ferreteria Feito & Cabezon S. A. maintains both 
a retail establishment and an industrial supply 


business and now has a staff of 37 employees 


A, American tourist 


in Cuba will most likely be sur- 
prised if he walks into the new 
and modern hardware establish- 
ment of Ferreteria Feito & Cabe- 
zon S. A., Havana, which was 
opened recently. 


The business had very modest 
This glass and 


beginnings, 30 years ago, as a 
stainless steel = : ei 


Gout Gance 8 ene retail hardware store with less 
of Havana's main than 800 sq. ft. of floor space, for 
avenues. 


which a monthly rental of only 
$40 was paid. Today, the firm 
oa operates, in addition to a large 
retail business, an industrial sup- 
ply business that supplies a great 
many of the industrial concerns of 
Cuba, especially the sugar indus- 
try which is the largest in the 
world. It also deals with textile 
mills. breweries, food and _ bever- 





ia) 


Both neatness and 
orderliness are 
apparent in this 
view of the left 
side of the estab- 
lishment. 


Oo QO 
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age plants, public services, furni- 
ture factories, carpenter shops. 
repair shops as well as several 
departments of the Cuban govern- 
ment. 

The founders and present own- 
ers of the business are Sr. Jose F. 
Feito and Sr. Nicolas Cabezon. 
both born in Spain, who had spent 
a good many years working in 
Havana hardware firms before 
they started their own business 


with only $14,000 of capital. 


Formed Stock Company 


In 1945, because of changing 
social and economic conditions. 
Srs. Feito and Cabezon decided 
to form a stock company, wholly 
owned by themselves and several 
loyal employees of long standing. 
At present the firm employs seven 
office workers; six salesmen, eight 
sales clerks in the store; 10 ware- 
house and. shipping workers and 
six auxiliary employees. 

The new quarters, shown on 
these pages, which were completed 
at the end of last year, represent 
the third move in the constant 
growth of this business. The new 
building consists of a basement 
for storage, and main floor and 
mezzanine for display and selling. 
The firm also has outside facilities 
for the storage of heavy hardware 
and machinery. 

Feito & Cabezon import general 
hardware. hand and power tools. 
metal and woodworking machin- 
ery, paint, etc., and act as dis- 
tributors for several important 
U. S. manufacturers. The com- 
pany also engages in the sale of 
builders’ and cabinet hardware. 
truck and furniture casters and 
wheels, electric and hand hoists. 
materials handling equipment. a 
full line of abrasives, line materi- 
als and communications equip- 
ment, agricultural tools, _ belts. 
pipes. tubes. sheets, bars. wire. 
glues. chains. bolts. screws. fit- 
tings. valves. ete. 


Trained in United States 


Some of the sales personnel 
were factory trained in the United 
States in order to give customers 
information and recommendations 
of a technical nature provided by 
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Industrial sup- 

plies, like those 

featured in this 

display, are sold 

to many of the 

largest companies 
in Cuba. 











manufacturers for the most effh- 
cient use of their products. 

The new building is claimed by 
its owners, to be the finest hard- 
ware establishment in Havana. It 


The staff of Feito & Cabezon. 


is familiar to the public as it is 
located on busy Avenue de Boli- 
var, the main North-South artery 
of the city. which is used by trol- 
leys, buses and automobiles. The 









Avenue is studded with a number 
of modern buildings, as well as 
the Church of the Sacred Heart. 
one of the architectural gems of 
Havana. 


This Hunting Display Had Color and Action 


HE Stubbs Hardware Co., 121 

W. Congress St., Savannah, 
Ga., used this interesting scene for 
the 1948 hunting season. Mounted 
hunting trophies and 16 live quail 
gave it plenty of atmosphere. Kept 
intact for a full month this win- 
dow was such a hit, that in the 
words of Otis Stubbs, Sr., “We 
had the best gun season in 10 


0 


O 


1 wuNTING 


LICENSES we 


ror salt 


years. Many people came each day, 
and sometimes even at night to 
look at this window. Many came 
in to comment upon it and bought 
merchandise which they had not 
previously intended to purchase.” 

In a previous hunting display 
the company even had a live wild- 
cat in the window to attract atten- 
tion. 





Rails, foliage. earth, grass, etc.. 
added to the authenticity of the 
scene. While there was not a large 
quantity of merchandise. as sold 
by the store, shown there. there 
was ammunition, a gun, boots, 
sox, decoys and other items of 
interest to hunters. Notation was 
included that the store had hunt- 
ing licenses for sale. 


This display was so full of hunting atmosphere and attracted 
so many customers that if was continued for an entire month. 
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e Here’s a low-cost staple, designed 
Cn. ae for volume and repeat business— 
a steady profit builder! 





ESTABLISHED 1909 
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V e Calle Vital-Calk spouted cartridges are prac- 
tical! Ready to use—just snap into gun 
and caulk. No messy cleaning. Made by the oldest and largest 


manufacturers of caulking guns and accessories. Filled with 
top grade compound. 


Vital- C. Vy The ‘“‘skeleton’’ gun and spouted 

cartridge, originated by VITAL, is 
the hottest caulking combination on the market. It sells itself— 
get it on display and you'll see more caulk sales than you ever 


dreamed of. Thousands of dealers have proved it. Get your 


supply at once! 


SEE YOUR JOBBER 
OR WRITE US TODAY 


PRODUCTS MANUFACTURING CO. 


7500 QUINCY AVENUE ’ CLEVELAND 4, OHIO 




















How to Advertise a Store-Wide Sale 


Ad-Ventures 


If a store-wide sale is to succeed it must have adequate 
promotion. Newspaper advertising, radio, direct mail, window 
and interior display and publicity must all be considered 


By IRVING SETTEL 
Advertising Manager, 
Concord's, Inc. 
Instructor of Advertising, 
Page College, New York City 


A: some time during 


the year, most hardware merchants 
promote a store-wide sale. The 
success of the sale, of course, de- 


pends upon a number of factors, | 


among the most important of 
which is advertising. A man may 
offer the greatest hardware values 
in town. He may run a sale at 
the most appropriate time. There 
may be a large group of potential 
customers who are looking for 
that type of merchandise. Every- 
thing may be in his favor—but 
if he falls down on the advertising. 
the sale may not attain the success 
for which he hoped. 

Let us assume that you decide 
to run a store-wide sale. With a 
store full of values, you prepare 
to launch a strong promotion to 
attract people into the store. Here 
are some of the steps which should 
be taken to assure some measure 
of success. 


Steps to Take 


1. Plan your advertising far 
enough in advance to give you 
plenty of time for any necessary 
changes. 

2. Decide on the amount of 
money you can afford to spend 
on the campaign. This can usually 
be done by predicting the volume 
of business you expect to do or 
by using the records of previous 
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sales. With these figures, you can 
determine a percentage (some- 
where between 2 and 4 per cent) 
for advertising. 

3. Design a blueprint for your 
advertising campaign. Decide 
which media should be used to 
promote the sale. The more cov- 
erage you get, the better chance 
vou have of success. 

4. Appropriate the amount of 
money to each media in_ the 
amounts needed to do the biggest 
job. For example, newspaper ad- 
vertising (in most store-wide 
sales) usually leads the rest with 
about 50 per cent of the adver- 
tising. Radio follows with about 
20 per cent. The remaining 30 
per cent is divided among circu- 
lars. handbills, direct mail. signs. 
etc. 

5. Determine the theme. a 
“reason-why” for the sale. Make 
the reasons sound convincing to 
the public. For example. you can 
have a “birthday sale,” a “clear- 
ance sale,” a “special buy” sale. 
etc. It is necessary to convince 
the customers that you are run- 
ning the store-wide sale for a very 
good reason. You must show 
them that your low prices are a 
result of some event. 

6. Plan some sort of publicity 
tie-in so that the newspapers and 
radio will carry the news as a reg- 
ular story. 

7. Start the promotion about 
two weeks before the sale begins. 
This will give you time to build 
up enthusiasm among potential 
customers as well as your em- 


ployees. 


When you are all ready to start 
advertising the sale, handle each 
medium in coordination with the 
others. Start working with the 
newspapers and _ then follow 
through with the others. For ex- 
ample, here is a typical hardware 
formula: 


Newspapers 


Start running small ads in “teas- 
er” fashion about two weeks in 
advance. Use as many local papers 
as possible for extensive coverage. 
As the sale approaches, the ads 
should increase in size—and the 
theme of the sale should become 
more apparent to the reader. Large 
bold headlines plus lots of pictures 
will add to the attractiveness of 
the ads. Visit your local news- 
papers for “swipes” and mat serv- 
ices. You'll find that they have 
a tremendous amount of stock 
material which you can use and 
from which you can get ideas. The 
advertising manager of the news- 
paper can give you valuable ad- 
vice for the promotion. Talk it 
over and use all their facilities. 


Radio 


Radio commercials should fol- 
low the general pattern of your 
newspaper advertisements. “Teas- 
er” spots are good to start things 
going and, as the sale approaches. 
the commercials should become 
more comprehensive. If possible. 
increase the number of spots as 
the time for the sale gets closer. 
Inexpensive 22-second spots and 
one-minute spots can do a thor- 
ough job of getting the sale across 
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to the public. On radio, use the 

same theme that you are using in 

the newspaper and try to coor- The Fasteners that add 
dinate the two. You can obtain 


considerable assistance from your 
local radio station. It will advise sales and profit 


you as to the best time available. 


costs and even provide copy for KAGE opportunity 
; . pS 
ere 


the scripts. 
Direct Mail through their 


lf you can afford folders o1 EXTRA wide range of sizes 
dic wig ¢ 
é 





broadsides. then use them by all 
means. If possible, have them 
printed in color and carry the 
same theme as you use in news- 
paper and radio. Make a wide 
distribution to all potential trad- 
ing areas. However, if these are 














o start 
too expensive, use postcards which 
e each : mes | 
' cost little and can do a big job | 
. ie for you. ith the money saved 
on postcards. you can make two | 
follow we 
or three mailings and keep the 
or ex- i 
public informed of the sale. | 
dware 
Window Display 
You can use your windows, too. 
Saeed for “teaser” publicity. For ex- 
— ample, start with a small sign ; 
yapers : Miiiel . 
announcing a “coming, startling ° 
35 ° = 
erage. announcement.” Then, build up Kaufman Cold Forging Processed ' 
e ads gradually to the day before the ; Sancti 
d the a F . ° “ —" | € yw ‘ na 
sale. At this time, really hit away | , 
come ; ; ; j } 
with big colorful signs in the | . . @ , . 9 
> ° ne — ‘ A ey | Pad eh Te > 2 
Large window. You should include, also. Hig Gree r ireare 
‘tures typical examples of the articles on _ «4 
ss of sale priced with colored tags and ip www 
— marked “Sale Price.” The win- 
serv- dows can attract people who may e You can fill more orders with this Cleveland Line 
have have missed your newspaper, radio of extra tough Cap Screws because our range of 
ck: ; pay 
_— and direct mail advertising but sizes is unusually wide. Even in large diameters, you 
anc ones .  aaeial 
7m who happened to be passing by | can get up to 11/, inch, and lengths to 10 inches in 
_ The “5 
a your store. a hurry. And you assure your customers extra values 
s- a * cae 
~~ ‘a 7 . _— ager ta ae | due to Kaufman Process manufacture—extra strength 
; ule ) “ y : : : 
7, ee ee and uniform accuracy without extra cost. It pays 


Ik i . 
Ps. ; agi ca anebae diane oak | you to stock and sell Cleveland High Carbon Heat 
pit” up with laeee * oehahaly pe Treated Cap Screws. The Cleveland Cap Screw 
ning completely across the store. Company, 2917 East 79th Street, Cleveland 4, Ohio; 
Warehouses: Chicago, Philadelphia and New York. 








fol- All items on sale should be clear- 

yout i ly marked with colorful tags. Our monthly stock list may save you time and money. 

‘one. Sales people might be given but- Write for it. , 

ings tons or ribbons to wear to give 

hes. color to the event. a , 

ome ORIGINATORS OF THE 

ble. Publicity KAUFMAN {7.14 PROCESS 

as 9 RUS 

ve Make personal visits to every 

‘ newspaper and radio station in Specialists for more than 30 years in | 

me town. Request some free publicity CAP SCREWS, SET SCREWS, MILLED STUDS 

— related to the store-wide sale. Ask your jobber for Cleveland Fasteners 
There are other media which 

949 ; ; — , = 
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YOU’LL HIT A NEW 





WITH ARCO 
WORKSHOP TOOLS! 


No talk of depression, recession—or whatever 
you might call it—at Arrow Frankly, our 
sales are way up and yours will be too with 
ARCO Too's. Just look at our sales chart! 


Aug. /48—July /49— 2 3 1 % 


FA 





























S 


< ARC 


Aug. /47—July /48—100% 


CHECK AND COMPARE THESE PRICES 
**HOME WORKSHOP" CIRCULAR SAW 
BLADES 




















Made of TOUGH Special Purpose Steel. 
priced 


The lowest 
saw blades on the nrarket. Ideal for Hobbyists! 

Dealer's Net Price 
IND... sfarn sable battaldaiduceciatnd eas $ .25 
6” Combination, Rip or Cross-cut........... 67 
7” Combination, Rip or Cross-cut........... -90 
8” Combination, Rip or Cross-cut........... 





HYCARBON" CIRCULAR SAW BLADES 


MASTER QUALITY, of finest TEMPERED HY- 
CARBON STEEL, HANDFILED, For Carpenters, 


Industry, Builders. 

Dealer's Net Price 
SP CED . cscaseheneetanesseuvevessies $1.07 
6” Combination, Rip or Cross-cut........... 1.33 
7” Combination, Rip or Cross-cut........... 1.67 
8” Combination, Rip or Cross-cut........... 2.00 


ALL BLADES SUPPLIED WITH 1/,”, 54”, 3,” BORE 
(‘‘Hycarbon’’ also for Mall, Skil, Thor Saws 20¢ more) 





EVERY ELECTRIC DRILL A SANDER 
AND POLISHER 


Simonize cars, sand floors, walls, furniture, remove 


paint, finish cabinet work. 

4'" ROTARY SURFACE SANDER—boxed with 
tube of cement and 12 sanding discs, 4” or '/,” 
DD itemiiathowsetacarepeenrebetndasee $2.3 
Features: Sponge Rubber Cushion and Speed Cement 
for immediate replacement of discs. 

5"" POLISHING BONNET 

Made of superior quality High Pile Lambswool.. $ .83 
All ARCO Tools are backed by a national advertising 
campaign in Hobby Magazines. 

See us et the National Hardware 
Central Palace—BOOTH #423. 
DEALERS! Contact your Jobber today for our low, 
low prices or write direct for our new catalog sheets. 


Show—Grand 


ARROW METAL PRODUCTS CO. 


DEPT. C, 140 WEST BROADWAY 
NEW YORK 13, NEW YORK 
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can be used to good advantage. 
However, they 
to mention and the above named. 
are probably the most important. 
A well integrated program, a 
carefully planned campaign will 
make your advertising more pro- 
ductive and your sale the most 
successful you've ever had. 


are too numerous 


Meetings Pay Dividends 
For Drumheller's 


(Continued from page 105) 


not emphasized but the talk must 
bring out some point which can be 
used in merchandising. To close 
the evening, W. L. Drumheller 
gives a talk on some phase of 
selling. 


Producing Results 
“This combination meeting pro- 
gram is producing results,” says 
Miss Thomas. “If volume is to 
hold, we believe it requires an 
extra something on the part of the 


sales force. We are obtaining 
this extra through our weekly 


store department meetings and the 
monthly get-togethers.” 


Community Auction 
Attracts Crowds 


More than 5,000 people gath- 


ered at Mukwonago, Wis.. 
for a community auction put on 
by local merchants and the Ki- 
Club. The affair received 
publicity over three radio 
stations and handbills were circu- 


wanis 
wide 


lated over a 100-mile area. 

The auction was a community 
service, with the Kiwanis receiv- 
ing 6 per cent of the proceeds of 
the sale which went toward a com- 
munity swimming pool. More than 
200 items were consigned to the 
sale, including trucks, 
electric refrigerators, 


tractors, 
stoves, po- 
nies. loads of grain and farm ma- 
chinery. 

Each 


consignee was given a 
number and the items contributed 


by the assignee carried his num- 
ber. All receipts for his’ articles 


went to the consignee except the 
6 per cent. 
made at time of registration for 
all articles up.to $25 in value and 
registration fee of $1.50 
articles over $25. 


A deposit charge was 


for all 





@ FAST-SELLING 
ROYAL 
JOINT FASTENERS 


@ SELF-SELLING 
ROYAL 











TWO 
STEPS TO 
SMOOTHER 
PROFITS! 

















Divergent corrugations, saw style, drive across) 
or with grain. Available in tempered cold rolled 
steel, galvanized and solid brass. 
DEPTH: %4", %”. 2", %”, %”, %”, 1" 
CORRUGATIONS: 2, 3, 4, 5, 6, r fe etc. 
~SPECIAL SIZES TO ORDER 


IN BULK: in kegs of 50 or 100 Ibs., and card 
tons of 500 or 1000. 


Most Popular Wood Joiner 












—For Everyone! 


OW NATIONALLY ADVERTISED! 
See your jobber — or write direct! 
p 








‘a + 
KING OF CORRuGatTE? 
*REG. U. S. PAT. OFF. 











Independent Metal Strap Co., Inc. 
ESTABLISHED 1907 


232 Third St., Brooklyn 15, N.Y. 
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These Manufacturers 
Tell Why They Approve 
Of Fair Trade 


(Continued from page 130) 


Metal stools and tables: 

“We Fair Trade because over 95 per 
cent of our customers prefer it on our 
products. If the time should come that 
the majority of our customers do not 
favor it, we will continue Fair Trade. 
Its advantages are that it enables each 
of our customers to handle our prod- 
ucts under clean competitive conditions 
and prevents ‘footballing’ or price wars 
which might force us to reduce quality 
in order to share reduction of profit 
margins our customers would be bound 
to experience. It prevents our products 
from being used as ‘loss leader’ items. 
The disadvantages of Fair Trading are: 
First, it limits sales possibilities in the 
premium field. Second, in absence of a 
special line for promotions it prevents 
our cooperating with our customers in 
running special promotions. Third, is 
the cost of ‘policing’ prices, though it 
has been relatively small for us so far.” 





Ironing tables: 

“We believe Fair Trade regulations 
permit maintaining system of distrib- 
uting to small retailers, by not subject- 
ing them to cut prices. It is also a safe- 
guard against monopolistic control of 
distribution. We believe that all man- 
ufacturers selling merchandise that is 
Fair Traded recognize the necessity of 
having their products competitively 
priced. We doubt very much that if a 
product had not been heavily adver- 
tised and well known that price cut- 
ters would ever want to use it and sell 
considerably below established list. It 
is only after a manufacturer has gained 
recognition and the price cutter sees 
an opportunity to sell a product that 
is well known to get customers in his 
store that trouble begins. There is the 
consideration for the dealer in connec- 
tion with Fair Traded merchandise but 
we also acknowledge that a manufac- 
turer gets protection for his investments 
in advertising.” 





Anti-freeze compounds: 

“We believe such laws to be very 
beneficial to all concerned and our ex- 
perience with Fair Trade has failed to 
show any material weaknesses.” 





Bathroom scale: 

“ . .. We think its advantages are 
mainly due to its guaranteeing an ade- 
quate mark-up for all those handling 
Fair Traded products, and prevents 
general demoralization in the public 
eye of the value of the product. The 
only. weakness, in our opinion, is the 
expensive cost for prosecution. We be- 
lieve some consolidation should be 
made among manufacturers to appoint 
legal representatives for the housewares 
and hardware division groups.” 
(Continued on page 162) 
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NON-INFLAMMABLE 
HAMMER-PROOF 
SHOCK-PROOF 


FULL-TEMPERED 
BLADES 


TOP QUALITY 


POPULAR 
PRICES 


35) 


Vie 4 3 a 


NO 640 ASSORTMENT 
4 MADE BY 
THE BRIE SEPORT HARDWARE MFG. oe 


BRIDGEPORT, CONNECTICUT, U.S. A. 


Screw Driver Assortment No. 840 


Non-inflammable, hammer-proof, shock-proof drivers 
selling for 10c. to 35c. 

This is a quick sale popular priced item with a free 
display card. : 


List price of the No. 840 three dozen assortment: 


* * * * * * * * * * * « 





LIST PRICE 
12 No. 841—3” x 1/8” Midget with pocket clip.... $1.20 
6 No. 842—4” x 3/16” Round, Electrician’s Type.... 1.20 
12 No. 843—4” x 1/4” Round, Mechanic’s Type.... 3.60 
6 No. 843—6” x 1/4” Round, Mechanic’s Type.... 2.10 
ONE Red and White Display, as Illustrated.............. FREE 
: Price per * $8.10 
Dealer ( ‘ 7 A cc 5.40 

Dealer Prot pe A scortmen $2.70 — 


Bridgeport 
DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. «© BRIDGEPORT, CONN 










Easy-“ho-See 


[ACO SPECIALS 


That BUILD Zeaé PROFITS 





) WATER PAINT 
BRUSHES 


~~ 
a 
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baa 
ee! 
Tiki | 
@A competitively priced dutch 
kalsomine type brush. Bristle of 
top quality ane 288 — 4 
) nine ol 

long, extra full—staple set—can- 
not come out. Block 2” x 6%", 
made of quality hardwood. 
i Handle 614” long, shaped = 
easy grip. Entire brush we 
) balanced—a real sales getter. 


et itl tte alia 


eS 


ROOF BRUSHES 








RS ET Nr RE 





values, popu- 
errules are solid 
seamless steel, cadmium plated. 
Plugs are treated against warp- 
ing and drying out. Bristles are 
of top quality Tampico fibre. 


@ Outstandin 
larly priced. 


) Knots are guaranteed to hold. 
Available in three sizes. Priced 
to give an exceptional profit. 


) 








— 








} — 


BACKED BY 94 YEARS OF BRUSH 
MANUFACTURING KNOW-HOW 


@ Since 1855 Laco have been specialists in 


general utility brushes—You can always 
depend upon Laco for quality. 


Ask Your Jobber or Write 


AITNER 


BRUSH COMPANY 


2000 Brooklyn Ave. © Detroit 26, Mich. 
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Kitchen accessories: 


“Very much in favor of Fair Trade 


policy.” 


Tape rules: 
“Good thing but a little too much 


‘red tape’ involved in getting merchan- 


dise set up on Fair Trade basis.” 


Woodworking power tool: 

“Very advantageous. Enables us to 
control price cutting, and assures dealer 
of franchise protection even though our 
preduct is sold through large chains.” 


Space heaters: 

“We have multiple distribution in 
several states at wholesale levels. Our 
heaters are sold for the most part on 
a delivered basis to the dealer with 
freight allowed. It has had the effect 
of holding down prices during periods 
of shortage and has given a distinct 
protection to the buying public in the 
maintenance of quality merchandise, 
preventing the footballing of our mer- 
chandise by predatory chains, and gen- 
erally worked to the advantage of both 
consumers and retailers. as well as the 
manufacturer, for which the Fair Trade 
pract'ce was established.” 


Lubricating devices: 

“We believe very firmly in fair trad- 
ing. It enables us to put the lowest 
possible wholesale price on our prod- 
ucts and provide a minimum spread 
for our wholesaler since he does not 
have to give part of his margin away 
in price-cutting. Weakness lies mainly 
in difficulty of enforcement, due to 
combination sales, trade-in allowances 
and petty things that require constant 
follow-up, even though most complaints 
of violation prove unfounded. However. 
with a capable enforcement man to 
handle the job it is no great strain on 
the company’s executives. Considering 
the great number of daily transactions, 
actual violations are relatively rare, and 
in any event are, confined mainly to the 
large metropolitan areas. 

“We strongly believe that the ulti- 
mate purchaser receives much greater 
value for his dollar over the long pull 
when the product he purchases is fair 
traded by a reputable manufacturer. 

“We believe that the cost of distri- 
hution is much higher when price cut- 
ting prevails and that it ultimately 
forces the manufacturer to allow larger 
margins and set higher prices on his 
products. Our prices have gone up only 
25 per cent since 1941.” 

Fishing rods, lures: 

“Good to this point; have had no 
bad repercussions as yet. Only _pos- 
sibe weaknesses may be difficulty in en- 
forcing the acts.” 


Sponges: 

“We are convinced that the contin- 
ued acceptance of our product is safe- 
guarded by the Fair Trade Agreements 


in that a fair margin of profit is as. 
sured to our dealers. Some large chains 
have indicated their unwillingness to 
take on our line by reason of the Fair 
Trade feature, but in a general way 
we are obtaining wider and a more 
diversified distribution than would 
otherwise be probable. The few vio- 
lations which have been brought to our 
attention have been quickly corrected, 
and in every case was due to a lack of 
understanding by the dealer involved.” 


Whisk brooms, and house brushes: 

“Fair Trade has been the basis of 
our presentation to the trade, enabling 
us to assure all concerned that our Fair 
Trade merchandise will continue to be 
a profitable item to handle and one that 
will not be ‘foot balled.’ 


Adhesive: 

“Being used merely for protection 
against price cutting in the Western 
states although we have lost some sales 
through the syndicate 5 and 10’s be- 
cause of it.” 





Razor blades and cutlery: 

“Acts as a retarding barrier to price 
cutting. Affords uniformity of price 
cost and selling to all.” 


Shotguns and rifles: 

“Fair trading of firearms has proven 
highly successful. It assures the dealer 
a fair profit and it protects the consumer 
in that minimum retail prices are avail- 
able to him upon request. It helps 
to improve quality as the product must 
be sold on its merits.” 

’ 


Stove and utility mats: 

“We are wholly in accord with the 
statement of the late U. S. Supreme 
Court Justice Brandeis, in that the evil 
results of price cutting are far reach- 
ing. . .. It injures both the manufac- 
turer and the regular dealer, because it 
tends to make the public believe that 
either the manufacturer’s or the deal- 
er’s profits are ordinarily exorbitant. It 
injures the reputation of the article 
and may even destroy the manufac- 
turer’s market. 

“Fair Trade prevents predatory re- 
tailers from stealing the business of the 
regular dealer by means of ‘loss lead- 
ers, causing inventory and operating 
losses. The enforcement of the Fair 
Trade Laws permit him to carry larger 
stocks because the speculation resulting 
from possible price fluctuation is re- 
duced.” 

Cleaners, polishes and waxes: 

“Safeguards interests of consumer as 
well as manufacturer, by eliminating 
price cutting on popular items solely 
for the purpose of creating the mis- 
leading impression that everything the 
dealer has is being sold at an equal 
saving. From the manufacturer’s stand- 
point Fair Trade laws safeguard his 
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distriliution. Price cutting discourages 
many dealers from handling his prod- 
ucts. They are never sure that their 
customers cannot obtain the products 
elsewhere at a lower cost. If other 
dealers are selling the products for 
less the public assumes that every item 
in the dealer’s store is over priced. It 
usually costs the manufacturer millions 
of dollars in advertising and promo- 
tional expense to build up the popular- 
ity of his products to the point where 
dealers can use them to advantage as 
‘loss leaders’ and by so doing ruin the 
business which was so costly to build 


” 


up. 


Coffee makers and minor appliances: 

“As a whole, Fair Trade is good. 
Advantages: confidence in line, stabil- 
ity, etc. Disadvantages: enforcement 
costly and damaging to relations be- 
tween manufacturer and dealer.” 


Electrical appliances: 

“Provides protection to manufacturers 
who are trying to build acceptance for 
their advertised brands, and for those 
dealers who are trying to build a busi- 
ness on those articles, especially smaller 
dealers.” 


Adhesive: 

“We find that the very fact that the 
information is disseminated that we are 
fair traded, at least discourages it if 
it does not entirely prevent price-cut- 
ting. Always there are some in any 
field who, anxious to get as much 
business as possible, will violate good 
custom and ethics and, unable to get 
such additional business on_ service, 
name, reputation, etc., resort to price- 
cutting which we all know is disastrous 
in the end—and particularly on such 
small items such as ours where control 
is more difficult.” 


Minor electric appliance: 

“We are 100 per cent sold on Fair 
Trade. It helps to provide a stabilized 
market. Assures both wholesalers and 
retailers the margins of profit to which 
they are entitled. It helps to protect the 
good name of a product. The principal 
weakness, in our opinion, is that the 
advantages of Fair Trade are not gen- 
erally known or accepted by the con- 
suming public.” 


Electrical appliances: 

“We heartily approve of Fair Trade, 
but recognize the necessity for close 
supervision and strict enforcement, to- 
gether with national advertising incor- 
porating the Fair Traded price. We 
intend to Fair Trade additional areas 
as we can be sure that we can enforce 
the contracts properly.” 


Plumbing tank balls: 

“Advantage: Establishes a fair price 
to the retailer. (We do not fair trade 
at the consumer level.) 

“Weakness: Unknown to us some 
jobbers ‘cheat’ on the fair trade price.” 
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King Cotton Sash Cord 
looks, tests, feels and is a quality 
cord... designed and manufac- 
tured to give longest service life 






@ MADE FOR 
e PRICED FOR 


Value 


® PACKAGED TO 







under severe conditions. It's a 
TOUGH CORD for TOUGH JOBS. 








And it's priced for VALUE... 
your best buy in a quality sash 
cord. To assist you in merchan- 
dising this fine cord we now offer 
Sizes 7 and 8 in an attractive 
floor display self shipper... 
Packaged to Sell! Order from 
your jobber — today. 

























THE King Cotffon LINE 


© Chalk Line 







© Sash Cord 









© Clothesline © Cable Cords 







. © Mason's Line * Venetian Blind Cord 





© Twine 




























006 .u- 5. Pat. OFF, 








GRAHAM & CO. INC. 
NEW YORK 8, N. Y. 


JOHN H. 
105 DUANE STREET ° 
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Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock ¥ 
pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 


Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion ... including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 

Send for Free Catalog, A-35 


CHAMPION DEARMENT TOOL Co 
MEADVILLE + PA, 














Only 


Champion DeArment makes 


These Makers Say Fair Trade 
Is Impracticable for Them 


The sales directors of many companies give scores of 
reasons why they do not believe it good policy to enter 
into price contracts in the 45 states which make them legal. 


(The writers of these statements were 
promised anonymity so that their com- 
panies would not be embarrassed in any 
way by the opinions they expressed.) 
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Varnish: 

“Un-American.” 

Fishing lines: 

“My candid opinion would not look 
good in print!” 





Woodworking power tools: 
“Too much red tape for national 


coverage...” 





Brass products: 
“Discussions with jobbers indicate 
very few want it.” 


Metal boxes, cabinets, bins: 

“Tt is not helpful and usually retards 
business so far as good jobbers are 
concerned.” 

Power mowers: 

“Too many involvements in trying to 
enforce.” 


Metal shelving: 

“May be advantageous for certain 
products, but feel it stifles competition 
generally.” 


Shears and garden tools: 

“Absolutely unworkable for a small 
company in an area of rapidly changing 
costs and markets.” 





Tacks and push pins: 
“To work it would have to be in force 
in all states.” 





Tovs: (Fair Traded). 
a Lae . ' as 
Opinion: Unfortunate requisite. 





“Advantage: Slight control of price 
cutting. 


“Weakness: Inherent social weakness 
of any policed policy.” 





Hair clippers: 

“We do not have too much trouble 
with price cutting. In effect. Fair Trad- 
‘ng merchandise is offering the same on 
a consignment basis.” 





Faucet valves: 

“Tn sellers market! Not needed. 

“In buvers market: Enforcement dif- 
fieult. if not imposs‘ble. 

“Tf manufacturers and iobhers had 
decent. fair-minded sales policies it 
weuld not be needed.” 

Radio and television: 

“In the merchandising of radio and 
television products. the change in both 


product and price structure happens 
with such rapidity that we feel that 
Fair Trading would be disadvantageous 
in our merchandising.” 


Blow torches and fire pots: 
“Acts in reverse.” 


Steel hardware: 

“Protects small retailer. Large re- 
tailer can, by selling loss leaders, not 
protected, at a greater loss, make up 
difference on Fair Trade items. In gen- 
eral the plan is poor.” 

Window screening: 

“T am not in favor of Fair Trade. It is 
my feeling that most who went into it 
were forced to do so.” 


Pulleys, sheaves, V-belts, hand trucks, 
barrel cradles and paint agitators: 

“We feel it is contrary to the prin- 
ciples of a competitive free enterprise 
system.” 


Housewares: 

“Gave up Fair Trade as a bad deal. 
Why try to tell distribution how to run 
its business? Undesirable accounts can 
be eliminated.” 

Staplers, tackers, pliers, etc.: 

“Weakness: Under too great legal 
controversy to be smooth and _ worth- 
while.” 


Lawn equipment: 

“Contrary to free markets; eliminates 
‘shopping around’; not enforceable; 
brings back bootlegging of Fair Trade 
items at lower prices. Theory of Fair 
Trade is correct but human nature 
won't permit it.” 


Fish hooks: 

“In times of falling prices impossible 
and impractical to maintain a_ price. 
Slower moving items must be moved. 
Fair traded items help protect the less 
efficient.” 


Liquid cement: 

“We would like to see Fair Trade 
legislation that wou!'d really work but 
doubt if it is possible to make a perfect 
trade law.” 


Portable electric tools: 

“The problems of policing violations 
and the cost involved do not justify the 
advantages that would be derived from 
these negotiations.” 


HARDWARE AGE, SEPTEMBER 8, 1949 











Hand t 
*Tes.7 


principle 
that it 1s 
is non-Al 
tute for | 


ing. good 
Farm 
ment; sl 
‘We h 
ourselves 
satisfacte 
we mant 


Cutler 

“Fair 
daily. VW 
believe | 
now. Tl 
mine if 
attacks. 


Food 

“It se 
ity bece 
ing up 
facture! 
prices, 
hole. 7 
pliance 
chines 


Hou: 
“Fail 
two @g! 
suppor 
manuf: 
merché 
joy the 
tions ¥ 
invent 
ing F 
charge 
relatio 
‘n thi 
tailer, 
There 
consul 
the re 
head 


aa” 


Wai 

“Th 
disady 
the ne 
minin 
to pl. 
barra: 
back 


reasot 


Bal 

“th 
an a 
impos 
actin: 
manu 
alway 
chan 
manu 



























e Hand tools: 
“The writer doesn’t believe in the 
principle of Fair Trade Law. We feel 
that it is against the public interest and 
yf is non-American, and is a poor substi- 
ir tute for good selling, good merchandis- S a Wa S dese 
4 ing, good customer relationship.” 
Farm and garden tools and equip- e 
ment: sleds and skis: e ee °@ ?a ers ALI 
"We have never been able to convince ; 
ourselves that we could make use of it 
satisfactorily on seasonal lines such as 2 
happens we manufacture.” hi VANE 2 eatures an 
eel that ——o 
pengeous Cutlery: (Fair Traded). e 
“Fair Trade seems to be losing ground dest {fj develo ments 
daily. We have been in favor of it but g . 
believe that the trend is against it right 
now. The next six months will deter- | 
mine if it will hold out against all | 
attacks.” 
rge re- 
wed ese Food mixer: (Fair Traded). 
In gen “It seems to be losing out in popular- 
ity because manufacturers are not back- 
ing up dealers, in that they, the manu- 
facturers, bring out new models and cut 
le. It is prices, thus putting the dealer in the : — 2 
inte it hole. This applies to most major ap- wit at ~~ 
pliances, such as radios, washing ma- 
chines and television.” = 
trucks, 
S: Household gloves: ee 
: prin- “Fair Trade has been weakened by i —, 
rprise two groups who allegedly should be ‘ 
supporting it. The first group are those 
manufacturers who fair trade their 
merchandise in prosperous times to en- 
deal. joy the advantages, but wink at excep- 
o run tions when they have overloaded retailer 
is can inventories. The second group weaken- 
ing Fair Trade are those specifically 
charged with the Fair Trade public 
relations campaign. The appeals used 
legal ‘n this campaign may please the re- 
rorth- in at Shay Soave Be ere md — The experience gained in building more than 4 million air-cooled 
ere are better methods of selling the 2 A rs 7 
comamer Tale Tends tem eotectin | 4-cycle gasoline engines—during 30 years of uninterrupted pro- 
the retailer being bludgeoned over the | duction—plus the knowledge acquired in putting air-cooled 
sis head with a club labeled monopoly, | power to work on all types of equipment, machinery and ap- 
ae. ete. pliances —for civilian and military uses—in industry, construc- 
—s tion, by railroads and on farms—all this broad technical 
Fair Wallpaper cleaner: | background has kept Briggs & Stratton always first in modern 
iture “The advantages are apparent. The | design and advanced features. . 
disadvantages are, primarily, failure of | The best in modern development—best methods of precision con- 
the normal retailer to notice Fair Trade . ; . 
ap ee 8 ; struction—the best procedures in laboratory and field testing— 
minimums, plus the ability of a retailer A realtee 
ible is phone Ga aeiiaeess tn eh o> most complete manufacturing facilities — these are all present 
Sts harrassing position of taking his stock and basic in Briggs & Stratton engine building. For all that is 
ved. hack if he is disgruntled for any best in design, features and performance in air-cooled power, 
less reasons.” manufacturers, dealers, and users look to Briggs & Stratton. 
BRIGGS & STRATTON CORP., Milwaukee 1, Wis., U.S. A. 
Ball bats, metal boats: 
“Only advantage is maintenance of 
“a an advertised price structure. Believe i 
put impossib'e to enforce unless seller is | Le 
fect acting as agent under contract to the Polkd 
manufacturer in which case there is | Gpuae BR S ST ON 
always the possibility of unsold mer- FACTORY 1GG & RATT 
chandise being dumped back on the SUPERVISED 
ons manufacturer.” SERVICE 
the —_—_— 
om Paints and varnishes: 
“It might he O.K. for the paint indus- 
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AN ALUMICAST SUGGESTION 


Salesmanship 





implies the sale of a 
product you know will 
give complete satisfac- 
tion. Quality is thus 
much more important 
than price. Alumicast 
Letter Boxes and Gar- 
den Trowels will give 
such complete satisfac- 
tion. 


ALUMICAST CORP. 


1515 N. KILPATRICK AVE., CHICAGO 51 
Ask your Jobber for all the facts 
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FAMOUS 
Rod Devil 


GLASS CUTTERS , 


Scientifically Designed Vi 
for Perfect Cuts = 
Relaxing 


to Use- 


GLASS CUTTERS 


pisbiiass 


Twelve in a display 


Chapmanized steel 
RED DEVIL wheel = 

Can’t be imitated 
A Product of 


Red Devil Toofs. 


IRVINGTON 11, NEW JERSEY 
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| try but we do not believe 11 would work 
at present.” 


Kitchenwares: 

“Our former Fair Trade contracts 
were allowed to expire. Policing under 
Fair Trade offers no advantage over 
minimum resales prices which we use. 
It is virtually impossible for a manu- 
facturer to prosecute due to adverse 


| 
| 


systems and find little difference, ex- 
cept as noted.” 

Painter's and giazier’s 
floor conditioning machines: 

“The mechanical difficulties of fair 
trading the great multitude of our prod- 
ucts would inevitably be reflected in 
higher costs to our distributors. The 
inflexibility of the set-up as well as the 
apparent inability of other manufac- 
turers to enforce their contracts and 
the anachronistic nature of the laws 
themselves have led is to believe that 
there would be no advantage to our 
dealers under the system.” 


Lawn sprinkler: 

“I believe the idea of Fair Trade 
prices is unsound economically. It plays 
into‘the hands of the chain stores and 
others sellers of off-branded merchan- 
dise who can quote lower prices by 
comparison. In a country made great 
by free enterprise and stiff competi- 
tion, Fair Trade is a step in the wrong 
direction. 

“We do not like to see our sprinkler 
sold below $3.95 and yesterday pur- 
chased over 400 of them from a sur- 
plus store that had bought from a job- 
ber last winter who dumped them at 
below cost, as sprinkler business in this 
area has been poor the last two sea- 
sons. We bought the entire lot because 
the surplus store was advertising in 
newspaper and on radio a_ very 
price. In spite of this, we still feel Fair 
Trade prices are unwise.” 


low 





Putty, 
pounds: 
“T am liable to be very unpopular but 
my personal opinion of the Fair Trade 
laws is that they permit the consumers 
to be rooked; they subsidize inefficiency 
and incompetency on part of manufac- 
turers. Retailers are equally as bad, 
they induce the same sort of com- 
placency that resulted in the cartel sys- 
tem in England; stifle initiative, and is | 
one of the reasons why England has | 
come to her present low condition eco- 
nomically. 

“Under the Fair Trade Laws, there is 
a tendency on the part of retailers and 
manufacturers to rest on their Jaurels 
and substitute legal thinking for the 
constructive type of thinking that made 
this country what it is.” 


caulking and glazing com- 





Mechanical pencils: 
“Fair Trade contracts are O.K. if the 
manufacturer has men in the field to 


publicity. We have operated under both | 





j 


| 


tools, paint | 
conditioning and mixing machinery und | 





police the stores. A small manufacturer 
with national distribution cannot do | 





much about violations.” 
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STOVE BOLT 


SHARON'S NEW 


q ASST. RS-94 
= 


°4" to 6" in length 

°3/16" and 4" diameters 
°94 Round Head Bolts 

° All Electro Galvanized 

° All with nuts attached 
eCOMPLETELY REFILLABLE 























SHARON 
NOW HAS 
57 VARIETIES 
oF 
ASSORTMENTS 


jobber or write us 


Shavoi Bot andl, Scheu Co. 


BOSTON 10, MASS. 












CHAIN TONGS 


“ARMSTRONG BROS.” Chain Tongs come in 
““Standard’’, ‘‘Reversible Jaw’’ and ‘“‘Ideal’’ (V- 
jaw) types — in sizes for 
every need. Their drop- 
forged jaws have milled 
teeth, are hardened, tem- 
pered and tested for 
wearing qualities. They 
have heavy forged-in tugs 
that give extra bearing on 
the handles to which they 
are rigidly held by a large 
hardened steel bolt. The 
handles are forged and 
heat treated to the correct 
balance of stiffness and 
spring. Shackles are drop 
forged and chains proof- 


tested to 2/3 catalog 
strength (3,600 Ibs. te 
40,000 Ibs.) 


Write tor Chain Tongs 
Circular 


Armstrong Bros. Tool Co. 


5214 West Armstrong Avenue 
Chicago 30, Illinois 
U. S. A. 






New York and 
San Francisco 
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Hand tools: 

“While we haven’t made a study of 
each of the state laws individually, we 
find that most of them have some catch 
to them that makes them undesirable 
from our standpoint. Some of the states 
require registration of the company 
within the state to take advantage of 
the laws and as soon as you do this 
you throw yourself liable to taxes as 
a state corporation. Other states that 
don’t have this require certain limita- 
tions. We are in complete sympathy 
with price maintenance but I don’t 
think that state Fair Trade laws are 
the answer.” 


Lanterns, lights, etc.: 

“We don’t believe our products lend 
themselves to Fair Trade principles 
Quantities sold are too variable for 
such regulation. Special finishes and 
ownership markings and requirements 
of clear or colored globes would make 
a Fair Trade contract too complicated 
and, in our opinion, unenforceable.” 


Paper cups: 

“Customer reaction has led us to feel 
that we would not care to fair trade 
our products.” 





Athletic equipment: 

“We have often considered the ad- 
visability of Fair Trading our line but 
the results from surveys among our 
distributors have been so conflicting 
that we have delayed action.” 


Pothooks, brushholders, etc.: 


“Stifles trade and puts good but* 


slower selling merchandise in the class 
of dead merchandise, for the reason 
that no attempt can be made to move 
it faster.” 


Radios and television: 

“Not generally followed by radio in- 
dustry in general.” 

Rubber hose and plumbing special- 
ties: 

“Not good in a highly competitive 
field where retail price regulates sales 
volume. Allows the consumer no pro- 
tection from gouging by cartels.” 


Home canning equipment: 
“A good thing perhaps in a depressed 
market; useless in times of scarcity.” 


Sprayers and dusters: 

“We issue . . . suggested resale prices. 
Those prices are intended as guides 
only, and are not binding upon either 
distributor or dealer. We feel he is 
logically qualified to determine prices 
that should prevail in the trade terri- 
tory he serves, commensurate with the 
service he renders, cost of delivery, 
ete,” 


Bicycles: 
“We doubt the feasibility of any suc- 


cess in Fair Trading our line because 
of the many variations in equipment.” 


Casters, auto hardware: 

“Why stop competition at one level- 
that’s what it does—and nowhere else 
along the line. Might be fine for some 
products.” 


Cutlery: 

“In a small business operation such 
as ours, fair trade becomes too un- 
wieldy to effectively operate and prose- 
cute so we are better off with reason- 
able suggested resale prices which we 
find are followed by a vast majority 
of our trade.” 

Radiator covers, camp grills, humidi 
fiers, ventilators, flower boxes, picni« 
refrigerators, steel tools: 

“We cannot afford to Fair Trade in 
the face of competition who, operating 
in garages, with curtailed overhead, can 
easily undersell us. Further, the writer 
can walk into many stores and pur- 
chase Fair Traded items at 5 per cent 
above cost. Further, several of our large 
accounts would not handle our items if 
they were Fair Traded.” 





Vetal canisters, cans, trays, boxes, 
etc.¢ 

“We are not in favor of Fair Trade. 
It stifles competition and encourages 
monopoly practices.” 


Cabinet hardware: 

“Inasmuch as competitive lines of 
cabinet hardware are not Fair Traded, 
it would not be practical for us to Fair 
Trade our product since this would not 
make it possible for us to meet com- 
petitive situations. It is our understand- 
ing that Fair Trade laws have been 
declared unconstitutional in _ several 
states and we are eagerly awaiting your 
report on this particular subject.” 

Marking devices and colors: 

“The idea is fine but in our case, as 
for many other products with a low 
unit price, the fair trade contract can- 
not be enforced. To enforce a Fair 
Trade contract would require a staff of 
lawyers and legal action far beyond the 
proportions to be gained by prosecuting 
an eventual violator.” 





Marine hardware: 

“We feel that the Fair Trade program 
is sound and should be most advan- 
tageous to all concerned in many in- 
dustries. However, due to the nature 
and complexities of our business we 
have not been able to figure out a way 
of properly fair trading our products, 
taking into consideration the varieties 
of our business and the tremendous 
difference in classification of our ac- 
counts.” 

Fishing tackle: 

“We have not fair traded any of our 
production since: the war, simply be- 
cause the terrific demand for our fish- 
ing tackle was much greater than our 

(Continued on page 168) 
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America Asks 
STAR 
More than Any 


Other Hack 
Naw Blade 


When a leading popular maga- 
zine* recently polled hardware 
dealers from coast-to-coast to 
find out what maker-branded 
hack saw blades are most fre- 
quently asked for by brand 
name at sales counters, the re- 
sponse was overwhelmingly 
“STAR”. 

Of all dealers replying, 50% 
named Star. 

Reflected in this outstanding 
leadership are; Star’s 69-year-old 
reputation for consistent high 
quality workmanship—Star's 
merchandising policy designed 
to help you... year-’round ad- 
vertising to your customers, sales 
aids such as the Star Wall Chart 
and the Star Metal Cutting 
Booklet, ready references on se- 
lection, use and care of hack saw 
blades for workshop and pocket 
or tool kit respectively. 

Be sure of your share of Star 
profits—stock the complete Star 
line. 


*Name upon request. 





























@ 4497 


Aad Ye 


WY 
CLEMSON 


BROS., INC. 
MIDDLETOWN, N. Y. 


Makers of hand and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson Lawn Machine. 
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True lemPeR ts TOPS 
in Weed and Grass Too!s 


EXAMPLE: The True Temper Perfect Weed Cutter. 
Swings easy like a golf club. Its keen edged, serrated blade 
holds and cuts everything from grass to heavy 

woody weeds. Can be used by everyone from the 

city man on a 40 ft. lot to the farmer with rods of fence 
row to trim. Open a big, new and profitable 

market with this tool that’s built to take hard knocks. 
National advertising directs users to see and 

buy in their home town hardware store. 





TRUE TEMPER RODS AND BAITS 
BOOTHS 744 AND 745 

AT THE NATIONAL HARDWARE SHOW 

NEW YORK— OCTOBER 12TH TO 15TH 
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ability to produce so that we could notd 
the price jine without any difficulty. If 
anyone chose to manipulate prices, all 
it took from us was a threat that he 
would be removed from our shipping 
list if it continued and the problem 
was solved.” 

Spirit levels: 

“Where one company is a distinct 
leader in the industry I feel there is 
an advantage in Fair Trading its prod- 
ucts. Our industry is made up of a 
number of companies none of whom 
dominate the field to any great extent.” 
hand 
precision instruments, etc.: 

“Fair Trade Practices Act not 100 
per cent. Seems a big task to line up 
where existent. We therefore have no 
Fair Trade Practices agreements on any 
of our products and we don’t know 
what we ought to think about it.” 


Vechanics’ measuring tools, 





Janitors’ floor cleaning equipment: 

“Our line is too competitive for Fair 
Trading.” 

Electric motors, drills, grinders: 

“No real value. Selective distribution 
through reputable high grade accounts 
accomplishes the same purpose without 
saddling either manufacturer, distrib- 
utor or retailer with inherent limitations 
when legitimate liquidation of over- 
stocking is dictated.” 





Valves and hydrants: 
“... We get along fine without it so 
why take on extra headaches.” 





Decorative metal household acces- 
sories: 

“We have not sensed the advantages 
for our type of product.” 





Chalk line 
scrapers, etc.: 

“We have not listed any of our prod- 
ucts under the Fair Trade laws due 
to the discriminating action that the 
Federal Government could employ 
against jobbers and retailers in certain 
states and not in others. We definitely 
believe that the law is against the con- 
stitutional rights of the American 
people.” 


reels, torches, paint 


Cooking and heating appliances: 

“We simply don’t find it necessary 
or advisable to use fair trade contracts 
in connection with - marketing our 
products.” 


Heating appliances: 
“Disadvantages outweigh the advan- 
tages,” 


Hand tools: 

“Our opinion is that to 
police and supervise the market will 
involve more expense and time than it 
is worth in our particular case. We 
have been able to maintain our prices 
without them being Fair Traded. 


properly 
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Builders’ and cabinet hardware: 

“Cripples competition, Gouges buying 
public. There is nothing in Fair Trade 
which assures buyer of high standards 
and is designed only to protect profits. 
If we must have a regulated economy 
then regulate profits as well as con- 
sumer or selling prices.” 


Space heaters, drums, pails: 

“We considered it seriously but de- 
cided we could not establish a uniform 
price in different parts of the country.” 

Home water systems, water softeners: 

It is easy to understand that 
our products are hardly of a class that 
could be fair traded. There are several 
sizes to select from in each category 
and competition is very keen.” 





Stove top pads and stove pipe: 

“Since we have never fair traded a 
product we have no experience. . . . It 
seems to us that in a highly competitive 
market, price is an important factor 
and under fair trade presents certain 
difficulties. In other words, in a highly 
competitive market, fair trade might 
present more difficulties than it did in 
a seller’s market.” 


Garden tractor: 

“We have considered fair trading our 
products, however, due to freight dif- 
ferential and type of distribution, we 
find that it is impractical. We endeavor 
to maintain prices and _ discounts 
through the good faith of our distrib- 
utors. It seems apparent that fair trade 





laws have weakened in several states 
in the last few months.” 

Soldering equipment: 

“Believe Fair Trade tends to stifle 


competition. Limits sales volume. Disad- 
vantageous to manufacturer and dealer 
in ‘normal’ trading market such as we 
are entering.” 


Paint: 

“On some items it is a very fine thing. 
However, it cannot work on paint due 
to the large namber of paint manufac- 
turers.” 

Gasoline lighting and heating de- 
vices: 

“Fair Trading only 
cutting when the supplier agrees to 
euarantee the sale of the products Fair 


prevents price 


Traded. . 

“In practice it becomes a deterrent of 
aggressive merchandising.” 

Garden tractors and tiller: 

“The law is not practical and ex- 
tremely hard to enforce. We do not like 
it at all.” 


Power tools: 

“May be O.K. but noted some sharp 
shooting at it lately. We were going to 
Fair Trade our line of tools but are 
waiting now.” 
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True IEMPER 
THE y STAR LINE 





1. AXES: 


The True Temper Perfect and the True 
Temper Flint Edge. Expert designs pro- 
duced on modern equipment by modern 
methods from modern ultra steels. User 


preferred the world around. 


HAMMERS: Dynamic design (patented) 
steps up driving power and pulling 


leverage. 


HATCHETS: Patented, power centered 
Dynamic design. Value and utility 


unmatched. 


SHOVELS: Solid Shank and Dynamic 
4 Forged Socket... blade, shank and socket 


forged in one piece. 


~ STEEL GOODS: Value leaders for more 


add extra utility. 


J than 100 years. Fire-hardened handles 


RODS AND BAITS: The Rod of Cham- 


pions ... The Lure of Experts. 


“y HEDGE AND PRUNING SHEARS: De- 
signed and built by experts for vastly im- 


proved efficiency. 


GRASS CUTTING TOOLS: Complete line 
2 of quality tools produced by modern 


methods on modern equipment. 





FORMERLY THE AMERICAN FORK ANO HOE COMPANY 


CLEVELAND 15. OHIO 


IRUE JEMPER Corjroration 


Gols Shafts 





TRUE TEMPER 





PRODUCTS 
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Check Cashing Service Attracts 
150 Customers Each Week 


And many of them remain to buy merchandise at 


the Sibley Hardware Co. because of this service. 


Seven out of 10 purchase after cashing checks 


= pay-day is 


the logical time to buy sporting 
goods, the Sibley Hardware Co.. 
525 Barksdale Rd., Bossier City, 
La.. a community of 4000 clinches 
its excellent sporting goods pro- 
motions with a pay-day service 
that brings in 150 extra customers 
each week. 

Pay-day checks are cashed ai 
Sibley’s. 


Brings ‘Em In 


This simple service brings many 
a customer across the river from 
the neighboring city of Shreve- 
port——customers who are in the 
slightly jovial mood that every 
wage-earner enjoys on pay day. 
With a full pay-day take in hand, 
these happy customers want to buy 
some item from the dealer who 
cashed the pay check without 
charge. And in seven cases out of 
10 they do just that. 

In that mild climate of many 
lakes, streams, and rivers, fishing 
is practically an all-year sport. 
The fishing poles displayed on a 
special rack on the sidewall are 
shown month after month. Few 
customers buy a pole without buy- 
ing hooks, lines. and other sup- 
plies, because those complete sup- 
plies meet the eye the moment the 
customer enters the store. 

A profitable number of custom- 
efS bo in for sportier fishing, and 
spend some of their pay-day 
money for rods, reels, and _arti- 
ficial bait. 


Pay day is usually the time when 


170 


the customer who has been long- 
ing for an outboard motor in- 
dulges in a down-payment on one. 
At least two outboard motors, 


ps) I! 


mounted on stands, are shown at 
the front of the store. 

“When we cash the pay check,” 
says J. A. Sibley, owner. “we near- 


J 


¥ Tua 
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ve mY al 
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Pay-day is the time when more expensive sporting goods items are purchased. 
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Parkersburg, W Va 


“Jempered 
Shovels...Spades...Scoops 


175 Years! 


AMES is the oldest name in shovels, the first AMES shovels having been 
made in 1774... two years before the Declaration of Independence! 
For 175 years AMES, known as “the shovel that built America”, has been 
the criterion of quality. It has withstood the greatest of all tests . . . Time! 
Generation after generation of buyers have looked to AMES for 
top quality and design in shovels. But to meet the growing demand 
for a medium priced shovel, made to the same high standards 
of workmanship for which AMES is famous, a new brand 
carrying the magic name AMES, with a Carbon Steel blade, 
scientifically Tempered, has been created. 
This new Brand... AMES CARBON STEEL... 
embodying 175 years of shovel making experience, 
is available in all types of shovels, spades and 
scoops. It covers Lock Socket (Standard and 
Featherlite), Solid Shank, with Shock Band 
(Standard and Featherweight), Socket Shank 
and Hollow Back. 
So Dealers, ask your Jobber about 
this old and well known brand, desti- 
ned to be the most popular and 
fastest selling on the market. It’s 


AMES CARBON STEEL Ry 
... the brand of the Year! a 


LOCK SOCKET 


Dobber / 


C 


~ AMES 
4 


) 
a 7 
( 1774 ) 
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AMES BALDWIN WYOMING CO. 


AMES PRODUCTS 


SHOVELS ... SPADES 
SCOOPS 
FORKS .. . HOES 
RAKES 
POST HOLE DIGGERS 


AGRICULTURAL 
HANDLES 


North Easton, Mass 





GO =e 


> Ul 


Cl UO ——— 





Paint sales respond readily to the pay-day urge for spending. 


ly always ask the customer if he’s 
going fishing, and then direct his 
attention to our display of arti- 
ficial baits, rods, and other items. 
And there are plenty of items in 
the store the customer can buy for 
fishing. Boat paddles, seines, min- 
now buckets and camping sup- 
plies. 

“If the customer doesn’t spend 
his money on the spot for the fish- 
ing equipment, maybe he won't 
spend. So the time to press home a 
little extra salesmanship is when 
the pay check is cashed.” 


Other Items Promoted 


Although sporting goods receive 
year “round promotion in_ this 
store, other items are promoted on 
pay day. 





An excellent display of house- 
wares is shown, including alumi- 
num, glass oven ware, dishes, and 
glassware. Women like to wander 
around the store, pick what they 
want, and then have the sale rung 
up. Many wives bring their hus- 
band’s pay check to the store to 
be cashed. They, too, often buy 
something on pay day—a house- 
hold gadget or paint. 


Paint Gets a Play 

Paint receives equal promotion 
with sporting goods, and special 
service is given, such as blending 
colors. To help self-service cus- 
tomers, paint color cards are dis- 
tributed plentifully in the paint 
section. and as on practically all 
merchandise in the store, price 


A housewife cashes her husband's check and then takes a look at housewares. 
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marks appears plainly on the con- 
tainers. 

Those clean-cut price marks ap- 
pear on the sporting goods items, 
Considerable amounts of artificial 
bait are sold, says Mr. Sibley, be- 
cause the customer can see at a 
glance that the item costs $1.25 or 
maybe 95 cents. A plain price 
mark always looks like a good 
value, thinks this owner who has 
been doing business for 17 years. 

“Even on pay day,” he points 
out, “people are price conscious. 
I let them see the price at a glance, 
so that they can sell themselves.” 


Most Logical Method 


Cashing pay checks is the easiest 
and most logical way to attract 
people with full wages in hand, he 
says. The same people come in 
regularly, week after week, to cash 
their checks and do their buying. 
Many of them reserve all their 
hardware shopping until pay day. 

Brand ‘names are _ featured 
throughout the store and are em- 
phasized in all advertising. 

Although some credit sales are 
made, the owner prefers the cash 
customer—the one who comes in 
with his pay check intact. The 
chief exception is commercial ac- 
counts. A number of stores and 
other commercial customers _re- 
spond to Mr. Sibley’s personal 
salesmanship, patronizing the store 
regularly for paints, shelf hard- 
ware, and many other items. 

Sporting goods, used as the year 
round traffic builder, help to stim- 
ulate sales on many items. The 
customer often comes in on Fri- 
day or Saturday with his check, 
has it cashed, and then buys what 
he needs for the fishing trip. Every 
week at least 150 checks are 
cashed. 

“If they don’t buy anything 
else,” Mr. Sibley Says, “at least 
they'll buy some fish hooks.” 


Consider the Neighbors 


_ planning a_ color 
scheme for the exterior of a 
house, consider the coloring of 
the adjacent neighbors’ homes. 
Clashing colors in the immediate 
surroundings can detract greatly 
from the attractive effect one de- 
sires to achieve. 
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ies in No. 810 COCKTAIL SHAKER No. 820 ICE CHOPPER No. 830 MIX STIR 
The A popularly priced, more-for-the- Crushes 6 to 8 ice cubes neatly, A fast, efficient mixer-stirrer for salad 

J ac money value that will move right off easily, efficiently without the muss dressings, milk drinks, fruit juices, 

Fy your counter. Effectively labelled. and fuss of flying ice chips and hasty baby foods, etc. Easy to clean. Effec- 

b ant Federal’s exclusive Tulip design towel work! Effectively labelled. tively labelled. Clear-glass Tulip 

Ss re- clear-glass container is generous Has 32-oz. Tulip design clear-glass design container has 32-oz. capa- 

sonal 32-0z. capacity; metal cover has red container, nickel-plated steel blades, city; revolving perforated mixing 
ieee enamel finish; strainer-pourer spout gay red metal cover and red wood disc is aluminum; metal cover and 

h z is snug-fitted with nickel-plated lift- handle. Suggested retail: 49c. wood handle have red enamel fin- 
ard. off cap. Rubber gasket prevents ish; rubber gasket insures tight seal. 


leaking. Suggested retail: 39c. Suggested retail: 49c. 


year No. 631 SUGAR METER 














stim- An easy-to-use dispenser that meters 
The out an accurate half-teaspoon 
‘ measure. Effectively labelled. Two- 
Fri- piece plastic cap pours evenly and 
heck, exactly. Assorted colors. So handy 
h for homes... ideal for restaurants, 
” at etc. Tulip design clear-glass con- 
very tainer is 13-o0z. capacity. Suggested 
are retail: 20c. 

No. 483 CLEANSER COVER 
hing Sturdy, attractive plastic case solves 
least the problem of soggy, soiled paper 

cartons ... caked powder .. . rusty 

ring marks on shelves. Cover has 
ribbed sides for easy handling, sure- 
lock base for secure closing. Sell 
two to a customer: one for kitchen, 
ors one for bathroom. Assorted colors. 

Effectively labelled with cellophane 
olor wrapper. (Fits most standard 
of a cleanser cans.) Suggested retail: 39c. 

A 
) 
a5 For complete details, see our representative ..see your job- 
“un 1 ber... or write for illustrated catalog sheets and price list. 
iate 7 
atly : 
td FEDERAL TOOL CORP., 3600 W. PRATT BLVD., CHICAGO 45, U.S.A. 
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GAS 


“— RANGE 


CONNECTORS 





THE ONLY gas range con- 
nector using malleable iron 
fittings, the standard gas fitting 
material and best for the pur- 
pose ... a heavy flared tube 
fitting combined with special 
alloy aluminum tubing with 
.049” wall thickness. A connec- 
tor built to “take it’’! Approved 
by Underwriters’ Laboratories 
and the American Gas Asso- 
ciation. 


EASY DOES IT. The long 


10° tapered cone of a Superseal 


fitting assures permanently 
| gas-tight seal. There’s no need 


to be ‘‘brutal’”’ when tightening 
the nut, but you need not fear 
shearing the tubing or damag- 
ing the fitting. Tubing can be 
bent sharply close to the fitting 
— ideal for flush;to-wall instal- 
lations. 























COMPETITIVELY PRICED 
even though ‘‘the best’’. Avail- 
able in any combination of 

elbows and straight fittings as 
B vires Write for complete 

description. Over 400 U. S. 
Distributors . . . one near you. 


reyveut Ei, 


DIVISION 


COLUMBIA MALLEABLE 


CASTINGS CORPORATION 


COLUMBIA, PA. 
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Aerial view of the company's principal plant at Plymouth, Mass. 


Plymouth Cordage Tops Century Mark by 25 Years 


N June 12, the Plymouth 

Cordage Co., Plymouth, 
Mass., observed the 125th anni- 
versary of its founding by Bourne 
Spooner when he built his Rope- 
walk in 1824 at Nathan’s Brook. 
That building still stands but the 
seven-horsepower plant has given 
way to some 33 acres of floor 
space. 

Three great modern mills hum 
with power-driven breakers, draw- 
frames, spinners, formers, layers. 
Long concrete warehouses, power 
plant, maintenance shops, office 
building and other structures sup- 
plement these mills. 

The company has also expanded 
its operations to other cities. In 
1909 its products began to be 
manufactured in Canada. In 1948 
the Consumers Cordage Co. was 
purchased. This wholly-owned 
subsidiary dperates a mill at Dart- 
mouth, Nova Scotia. In 1947 the 
Federal Fibre Mill at New Orleans, 
La., became a part of the Plym- 
outh company. 

Still operating under its orig- 


inal charter signed in 1824 by 
Governor Eustis, the original 10 
stockholders have grown to over 





ELLIS W. BREWSTER 
President 
Plymouth Cordage Co. 


2.700. The initial 200 shares rep- 
resenting a starting capital of 
$20,000 have grown to 270,000 
shares outstanding with a par 





The Plymouth Cordage Co. plant about 1850, 26 years after the founding. 
The original plant was the old ropewalk located in the building shown in 
the left hand corner of the illustration. 
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The Famous WYTEFACE steel Tapes 


4 
i dige4 
yrs marie OMe 


plus an eye-catching 





Counter Display Unit mer 


XE 


Drafting, 
Reproduction, 
Surveying Equipment 

and Materials, 
Slide Rules, 
Measuring Tapes. 


WYTEFACE* Steel Tapes are famous among hardware 
dealers for their obvious superiority . . . for the way 
exacting customers demand them. 

WYTEFACE Steel Tapes are easier to read in any light 
with their black markings on white background. The 
white surface will not crack, chip or peel. 

But K&E Does Even More 

To Help Build Your Profits! 

You can sell WYTEFACE with one of the most 
merchandising-minded metal counter displays in the 
business. It dramatically sells WYTEFACE Tapes... 


td 






are creating hardware-profit NEWS! Ate 


saves you inventory space ... makes your counter work 
easier. For instance . . . 


1. Your customers see the actual easy-to-read, black-on-white tapes) 
2. The glass front protects the tapes from handling and loss. 

3. Stock is held in the roomy back compartment. 

4. Sales features printed on the back help clerks. 

Next time you order WY TEFACE Steel Tapes and Tape 
Rules and Refills, ask your jobber for one of the two 
assortments which come packed in this handsome dis-, 


play. You'll sell more much faster. 
*Trade Mark. W yteface Steel Tapes are protected by U.S. Patent 2,089,2094 


KEUFFEL & ESSER CO. 


EST. 1867 


NEW YORK © HOBOKEN,N.§J. © CHICAGO °¢ ST.LOUIS 
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DETROIT °¢ 


SAN FRANCISCO © &LOS ANGELES ©* MONTREAL ; 
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Casement Window 


HARDWARE 





CASEMENT 
WINDOW 
OPERATOR 


This time-proven Ives operator is 
designed for heavy duty, smooth, 
trouble-free operation. Can be used 
for right or left hand windows. Heav- 
ier arm... sturdy flanges ... arm and 
gear forged in one piece, operates in 
brass bushing . . . forged hob-shaped 
gear teeth... deep drawn and hard- 
ened housing. . . self lubricating 
worm, full length bearing surfaces... 
sash track slide assembled with 
phospher bronze, non rusting spring 
to take up wear and eliminate rattle. 





=) 


Angle Drive Operator for Special 
Applications. 

For average size casements with wide 

stools... smooth acting ...non-rattling. 


ge. ie 











AdjusTITE Catches. 


Draws top of casement window tight 
...NO mortising required ... adjustable 
tension . . . template furnished. 


1) i On nt: A) 
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2.000. 


Cordage Machinery 


For the first 14 years, as the 
owners struggled to establish their | 
young company on a sound basis, 
major changes. 
Then the use of cordage machin- 
ery entered the picture. A new and 
different building was needed for 


there were no 


the spinning machinery operated 
by steam powers and it y 
in 1838. The next 
came in 1885. 
four new buildings had been add- 
ed and the directors had been con- 
sidering @ program of moderniza- 
tion and plant expansion, Then 
on a January afternoon in 1885. 
a fire destroyed two of the three 


expansion 


mills and the program was speeded 
up. 

T ie , 
: he remaining mill was torn 
down and a complete rearrange- 


ment of the company’s mills and | 


power plant gotten under 
All that remained was 
Ropewalk. This rebuilding of the 
Plymouth plant came at the begin- 
ning of one of the company’s 
times of heaviest growth. | 


Binder Twine Mill 
A new binder twine mill 
built in 1899. No, 3 Mill 
added in 1907 and was the | 
major expansion in floor space 
Plymouth except for warehous 
and needed utility buildings. 
Bourne Spooner, . 
served the company from 1824 
to 1870 when his place was taken 
by his son, Charles Walter Spoon- 
er, who guided the company for 
only a relatively short period 
from 1870 to 1882. When he 
retired, Gideon F. took 
over the management of the com. 
pany and served until 1911. Then 


Was 
ast 
at 


es 


the founder. 


Holmes 


his son, Francis C. Holmes, be- | 


came president, remaining to 


guide the company until his retire- | 
ment in 1938. Presently Ellis W. | 


Brewster, direct descendant of the 
elder William Brewster, guiding 


spirit of the Mayflower Pilgrims. | 
_is president. 


value of more than $6,700,000. 
The number of employees has 
grown from a dozen to nearly 


vas built 


Up to that time 


Way. | 


the old | 


Was | 


“Seii SIMPLEX: 


sand cash in on every ' 
: customer JACK need! 


| a TNT cee 







Single or Double Acting 
114 to 35 Tons Cap. 
Safe, fast, powerful for all 
types of jacking in every field. 
Lift ful] capacity on cap or toe. 
Rugged construction for heavy 


duty. 
Fie wo HYDRAULIC JACKS EQ 
s 8 Models — 3 to 100 Tons Cap. 
. Safety Tested to 50% Overload. 
. The finest hydraulic jack you 
. can sell! Neoprene packing 
” seals—plhus many other exclusive Simplex 
features for safer, easier-to-use hydraulic 
a jacking power. 
» 
* 


a SCREW JACKS se 


88% Easier Lifting * 4-Way or 
Ratchet Head * Malleable Housings 
31 Models—10 to 24 Tons Cap. 
Asingle chrome-moly ball, nested 
under corrugated cap actually re- 
duces friction 88% — ball won't 
flatten; cap can’t slip. All purpose 
jacks for rugged action. 
SEND TODAY FOR SIMPLEX CATALOG 49— 
Let the complete Simplex line show you the way 
to more profits on every type of jack customer. 


eae a = ae «af 


| TEMPLETON, 
| 1056 S. Central Ave 


KENLY & COMPANY 


Chicago 44, Illinois 





NON-FREEZING 


YARD 
«| HYDRANT 


SHUT-OFF BELOW FROST LINE 


Ourpoor WATER ser- 
vice the year around with- 
out danger of freezing or 
bursting pipes. Shut-off 
valve is below frost line. All 
brass and copper ... lasts a 
lifetime. Anyone can install. 

















NON-FREEZING 


WALL HYDRANT 


SHUT-OFF INSIDE WALL 
ELIMINATES NEED for drain- 
ing pipes. Standard vaive 
washers... easy to replace. 
Write for bulletin 305. 





STRATAFLO PRODUCTS, INC. 


INDIANA 


FORT WAYNE, 
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MEN KNOW sour Power Kinc 


That's why this COMPLETE line of quality home shop 
tools gives you FASTER TURN-OVER and MULTIPLE SALES! 


POWER KING is the outstanding matched line of low cost tools on the market today 
... distinctive in color and finish .. . the last word in modern engineering . . . generous 
capacity for the average home shop .. . built ruggedly the way men want power tools. 
Put on display in your store the response will be quick and enthusiastic! Men know 
Power King quality. They’ve read about it for years in every popular mechanical and 
home shop magazine—and in their favorite general magazines. The completeness of the 
line gives you an opportunity to sell 8 tools to each original buyer. The profits are too 
good to pass up without investigation. Write now for complete details. 


1 7 
BAND 
SAW 







BELT & DISC 
SANDER 


42" JOINTER- 
PLANER 

18" 

JIG SAW 


ATLAS PRESS Company 


956 N. PITCHER ST. © KALAMAZOO, MICH. 
| 










9" WOOD LATHE 


12" WOOD 
LATHE 





MATCHED PRECISioN 
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VULCAN 


900 series 


A NEW 
Electric 
Immersion 
Heater 


THERMOSTATICALLY 
CONTROLLED 


that will bring to hundreds of homes, summer cottages, soda bars, small 
garages, shops and offices the benefits of continuous hot water—the clean, 
economical and efficient electric way. The Vulcan 900 can be attached 
to present tanks without disturbing existing plumbing, quickly, easily 
and at modest cost. Or it can be the basis of an economical new installa- 
tion. Thermostat regulates and controls the heat. Plugs into any con- 
venient outlet. By the makers of the well-known Vulcan Electric Soldering 
Tools, Branding Irons, Solder and Glue Pots. 


VULCAN ELECTRIC COMPANY 
DANVERS 3, MASS. 





Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons and a wide variety of Heating EI s for bly 
into manufacturers’ own products. 








WITH THE RUGGED MAGOR LINE 


Dealers! You'll reap a pile of profits . . . repeat 
sales . . . satisfied customers ... if you meet 
the seasonal coal and grain scoop rush with a 
stock of tough, easy-handling MAGOR 
scoops. @ Send today for a price list on the 
simplified, rapid-turnover line of MAGOR 
shovels, scoops, and spades*, or write 

us for the name of the MAGOR 


jobber nearest you. 


FAMOUS MAGOR BRANDS 







CAR CORPORATION 
Shovel Division 
50 CHURCH ST., NEW YORK 7, N.Y. 


1752 


MASTER * 
BULL'S EYE - 


POWER + DIGWELL 


ARROW - 
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YT SCOP 





GOLD TARGET 





Sells 200 Major 
Appliances in 
A Town of 1,600 


(Continued from page 104) 


the profits of the business, depend- 
ing upon their years of service 
and their position with the com- 
pany. These bonuses range into 
substantial sums. 

The firm owns five trucks, in- 
cluding the large one used for 
hauling bottled gas. With so many 
trucks and a sizable service crew 
the firm is in an excellent position 
to service customers quickly in a 
wide area. 

Mr. Althoff started in the hard- 
ware business in McHenry in 1925 
in another location. His store was 
burned out in 1926. He rented a 
small location in McHenry and 
while his wife watched the store, 
he went out into the country sell- 
ing gas stoves and space heaters. 
He did so well that it wasn’t long 
before he was able to move to a 
larger location and increase his 
stock. “By working 16 hours a 
day, I finally got my head above 
water,” he said, “and was in good 
financial shape before very long.” 


Tours the Territory 


Because he always has liked to 
sell stoves, Mr. Althoff often makes 
trips into the territory to see pros- 
pects about stoves and other ap- 
pliances. He is a good salesman 
as his record shows. Before the 
war, he used a trailer in which he 
carried stoves and appliances and 
traveled through rural areas sell- 
ing them. This was an excellent 
sales promotion idea in his dis- 
trict, because the residents ap- 
preciated the opportunity of look- 
ing at the various appliances right 
on their own premises before buy- 
ing. 

“This type of selling worked out 
very well for us during the 1930's,” 
says Mr. Althoff. “We discon- 
tinued it during the war and have 
not resumed it as yet, because at 
the moment we have enough pros- 
pects for the appliances at hand. 
However, who knows, we may be 
traveling with a trailer like that 
again.” 
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Saunders Norvell 
1864-1949 


(Continued from page 113) 


put forward by friends as a nomi- 
nee at the primaries for mayor of 
the city, but he was defeated. 

In the period from 1911 to 
1914, Mr. Norvell and his family 
spent most of their time traveling 
about Europe and it was while in 
Paris that he met Mr. Robbins of 
McKesson & Robbins, manufactur- 
ing chemists. Mr. Robbins was so 
impressed with his abilities that 
he asked him to direct the activi- 
ties of the firm and Mr. Norvell 
returned to the United States to 
become chairman of the board of 
the chemical firm. He served at 
that post from 1914 until 1926 
when the drug firm was sold to the 
Musica interests. 

But Mr. Norvell in all that time 
maintained cantact with the hard- 
ware industry through his writ- 
ings in HARDWARE AGE and in 
1927 he returned to his first love, 
the hardware business, with his 
election to the presidency of the 
Remington Arms Co. and its sub- 
sidiaries. Thereafter he served 
Remington until its sale to the 
du Pont interests in 1933, however, 
continuing an additional year as 
a director. He then retired. 

Other activities with which Mr. 
Norvell was closely connected 
were: president of the Norvell 
Chemical Corp., Perth Amboy, 
N. J., chairman of the board of 
Ingersol & Norvell, Inc., and the 
Hostetter Corp. In 1904 he acted 
as a member of the Jury of Awards 
at the St. Louis Exposition. In 
1924 Mr. Norvell authored a book 
of reminiscences, published by 
HarpwarRE AGE under the title, 
“Forty Years of Hardware.” This 
book continued in popularity long 
after it was out of print. 

Mr. Norvell leaves a host of 
friends in the hardware industry. 
He is survived by a son, Edward 
Simmons Norvell, eastern mana- 
ger in New York City for E. C. 
Atkins & Co.; and three daughters, 
Mrs. Lucy R. Knapp of Bronxville, 
Mrs. Mary Norvell Jennys of Rye, 
N. Y., and Kent, Conn., with whom 
he made his home, and Virginia 
Isabelle Norvell of New York City. 
His wife, the late Belle Matthews 
Norvell, died in 1946. 
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How to catch a customer's interest — 
and build extra profits — fast! 





R CATCH 
Hew Stanley ROLLE for Interior Doors 


For yearshome ownershave wanted LOOK AT THESE ADVANTAGES 
an item like this. Stock anddisplay @ Rolls smoothly, silently into the strike 
the new Stanley No. 23 Roller pocket 

Catch and watch how fast it sells. @ Holds door securely in closed position 
It’s the ideal catch for any interior @ Eliminates rattling 


house door (closet, wardrobe, com- Cats eee ot ee 


municating) that does not require plunger forward and turn with fingers 
a lock—and a sure-fire profit- @ Made by Stanley —a name your cus- 
builder for you! tomers know and trust 
\ 
ees iS oh 
1 sa ae 
(are es see | 


FREE DISPLAY—It Sells For You—Here’s a free offer with 
a “catch” in it. Yes, the No. 23 Roller Catch is built 
tight into this merchandising display by Stanley to 
help boost sales for you. This display available on 
request with an order for one dézen Roller Catches 
(packed 12 in a box). 






Use the coupon to order, and be sure to include the name of 
the Stanley jobber you want the 
merchandise to be billed through. 
Mail this coupon now—there’s big 


profit in today’s demand for a 
silent catch that rolls and holds. STA N LEY 
Reg. U.S. Pat. Off. 
HARDWARE * HAND TOOLS ° ELECTRIC TOOLS * STEEL STRAPPING. _.____ 


THE STANLEY WORKS, 
Hardware Division, New Britain, Conn. 


Please send me, through my jobber, one dozen No. 23 
SEES ieee . finish) Roller Catches with free merchandising display. 


THE STANLEY WORKS + NEW BRITAIN, CONN. 








My Name 


Street 


| 

| 

| 

| 

| 

| 

Store Name 
l 

City ss iaesiicuiaieinateaae Zone State 
l 

J 


My Stanley jobber is... 


See the Stanley Exhibit at National Hardware Show, Booth 1, New York 








A typical scene at the soda fountain which seats 17 persons. 


Coffee Shop and Soda Fountain 
Build Traffic—at a Profit 


A COFFEE shop and 


soda fountain in a hardware store 
are good traffic builders. 

And it’s being done at Thouin 
Hardware in Hibbing, Minn., and 
at 2-3 p.m. each day during the 
week—generally known as “coffee 
time” a person has a difficult time 
finding a seat at this 25-ft. fountain 
capable of seating 17 people. 

In fact, G. L. Thouin and his 
sales clerks say that sometimes the 
coffee cup customers stand one and 
two rows deep at the counter. 

Aside from the fact that the 
coffee shop and soda fountain is 
profitable on its own account, 
there also must be considered the 
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The Thouin Hardware sometimes serves as many 
as 700 people at the fountain in a single day 
and every one of them is exposed to hardware 








The overhanging sign calls attention to the unusual department 
and also emphasizes the fact that it is in a hardware store. 
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QUIK FLAME SETS 


The same Quik fla 
n continuous 


proved 


me wicking that has 
ailable in 


lengths is now oY 
standard g” range burners. 
wide) wicks- 






popular i 








Packaged in sets of 4 oversize (V’ 














QUIK FLAME 
The most efficient kindler ever developed for 
ene burners. Patented open mesh construction pro- 
vides naael possible results with distillate oils. The prot 
Prose — yorn hoops the kindler upright in the burner 
4 yarn at burning edge facilitates the removal of 


carbon deposits. Packaged 6 ft. to the box, 7%” and 134” 
- Ye 















wide. 








AN R/M WICK FOR EVERY RANGE OR HEATER 


Raybestos-Manhattan manufactures a variety of wicks for every type of oil range or heater 
y typ g 


IV ele(-Mohamelloliiby materials, made by one of America’s leading processors of asbestos, R/ M wicks 


stomers long, efficient service. Ask your jobber for R/M... the pick of the wicks 


SS eS ee ae See ' 


will give your cu 









WOVEN GLASS 


The acme of perfectio 
stove performance. 
in every strand to protect t 

6 ft., and 100 ft. to the box in widths of 7%”, 


n in stove kindlers, assuring long life and maximum 
The only glass wickin 
he burning edge. Packaged 5% ft., 

7, 1a" ond 1%”. 


g woven with a wire core 
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KINDLERITE 


R/Ms standard quality woven asbestos kindler. A sturdy long-lived wicking 
with wire core in both warp and filling yarn. Packaged 5% ft., 6 ft. 
and 100 ft. to the box, in widths of 7%”, 1”, 1%4’’ and 13%” 


OTOL IME GE EE OO OL 


TRI-WYR 

This is an extra-sturdy woven 
in every strand. There are al 
half of this wick. Fits all range burners. 
d 5% ft. to the box, 7s” wide. 


s wick, containing brass wire core 


asbesto 
ires in the lowe 


so three heavy reinforcing W 


















Package 
Also 100-ft. rolls, boxed or unboxed. 
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RAYBES MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 
Factories: Manheim, Pa.; No. Charleston, S.C. 






L 













Gayunerns* 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles «, Packings 
Mechanical Rubber Products « Abrasive and Diamond Wheels ¢ Rubber Covered 
Equipment « Brake Linings © Brake Blocks « Clutch Facings ° Fan Belts 





artment 
p store. Radiator Hose « Powdered Metal Products Bowling Balls 
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ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S.A. 








LAWN SWEEPER 
CLEANS FASTER THAN 6 RAKES 


Wherever there is a lawn, there is a 
need for this HOMKO_ work-saving | 
Lawn Sweeper. Adjustable brush . ¥ 
sweeps lawns, walks, driveways, patios 
easily. Strong welded construction. 
Heavy canvas basket holds 6% bushels 
—dumps in one motion. Rubber grips. | 
Ball bearing reel. Full 24” swath. Folds | 
flat for storage. Shipped, one to a car- 
ton, completely assembled. 

DEALERS—Get your share of this big de- 
mand. Jobber distributed. Write today 

for details. : 
Model | Width | Capacity | Shpg. Wt. 
LS-240 "4" | 64bu. | 65 Ibs. 


WESTERN TOOL & STAMPING CO. | 


2725 Second Ave Des Moines 13, lowa 
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way in which it increases store 
traffic. It is estimated by Mr. 
Thouin and his staff that between 
600 to 700 people are served at 
this fountain on busy days. 


Traffic Up in Summer 


It takes three girls full time to 
handle the fountain work and to 
serve customers. During the sum- 
mer when there is a lot of tourist 
traffic, four girls are employed at 
the fountain. 

The hours at which customers 
can obtain fountain service are 
from 8:30 a.m. until 10 p.m. every 
day, with the exception of Sunday. 
During the evening hours two girls 
are on hand to handle soda cus- 
tomers. Usually one sales clerk is 
on hand during the evening hours 
to take care of coffee shop cus- 
tomers who’ want hardware and 
sporting goods items. 


Opposite Hardware 


The soda fountain is located up- 
front on the left side. Directly op- 


The store is located on a corner and attracts many passers-by. 





posite are regular hardware dis- 
play tables showing a variety of 
items. From such a large coffee 
shop traffic, the hardware store 
obtains many customers it might 
not otherwise get. 

A full line of fountain special- 
ties, including malteds and ice 
cream, sandwiches, pies, pastries 
and coffee are served at this coun- 
ter. The average fountain check is 
between 20 and 30 cents. 


Sign Tells Story 


This store has been operating 
the soda fountain for about two 
years and advertises it by means 
of a large sign outside the store. 

A sign like this suffices insofar 
as attracting strangers is con- 
cerned. However, Hibbing people 
know the existence of the Thouin 
store coffee shop and fountain, and 
the delicious taste of its coffee and 
other specialties. Such people come 
in one or more times per day for 
coffee and other fountain items. 
And they also purchase numer- 
ous hardware items. 





Corporate Net Income for "48 
Was 14 Per Cent Over ‘47 Levels 


HE net income after taxes of 

all U. S. manufacturing corpo- 
rations was estimated at $11.5 bil- 
lion for the year 1948, according 
to the combined quarterly esti- 
mates made public jointly recent- 
lye in the regular fourth quarter 
report of the Securities and Ex- 
change Commission and the Fed- 


eral Trade Commission. This 
represented a 14 per cent increase 
over the $10.1 billion of profits 
after taxes for 1947. The total for 
1948 was about equally dis- 
tributed over the four quarters of 
the year. 

As shown by the report, the 
rate of return on stockholders’ 
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THE HOMEOWNER 
eo”, PAYS ONLY $ 1 650 
qOP THIS AMAZING 

vente DOOR UNIT 





@ Steel weather-strip- 
ping seals out cold and 
elements — locates hard- 
ware for quick, easy in- 
stallation. 





@ Extra-powered springs 
sive “‘self-lifting” action. 


@ Rigid lifting arms made 
of heavy gauge steel give 
sofe, sure support. 


@ Ball-bearing wheels 
provide quiet running, 
effortless operation. 


Here’s building history in the making! $46.50 is the 
retail price of the newest ‘““Over-the-Top” Door Unit by 
Frantz. NOW — you can feature an over-head door that 
is within the reach of every budget minded home owner. 
Frantz is literally bringing thousands of new customers 
to you. 

The low-priced No. 77 Unit is made to fit openings 8’ 
wide by 6’8” high. The 24-plywood-panel door is sub- 
stantially built. Has 11%” stiles and rails... is fully water- 
repellent and toxic treated to resist rot. It’s pre-fitted 
and pre-bored for quick, easy installation. 

The completely new No. 77 embodies many of the estab- 
lished and popular features of Frantz ‘““Over-the-Top” 


Door Equipment. Write today for complete information 


and dealer prices. 


FRANTZ 


GUARANTEED BUILDERS HARDWARE 
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FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 


STEEL OR BRASS © 


WOOD SCREWS 


immediately available from 


SOUTHERN 


SCREW COMPANY 





For a complete line of wood 
screws, steel or solid brass, 
bright or plated finishes, call 
on Southern today. Southern can give you 
immediate delivery on a wide selection of 
standard screws made to Federal specifi- 
cations in lengths ranging from !/4" to 
4" in sizes from 2 to 20, inclusive. Slotted 


and Phillips heads. 


Southern screws are manufactured with 
great care and are precision measured and 
tested to assure you a high degree of per- 


fection and uniformity. 


Get all the facts on this extensive line 
of fine quality wood screws. Write today 
for Southern's net price list with full details 


of the Southern line. 


SOUTHERN 


SCREW COMPANY 
STATESVILLE, NORTH CAROLINA 
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ZONE 













DIAMOND G 


SPRING LOCK 
WASHERS 


Constantly Build 


Sales For You! 


Add these scientifically designed 
spring lock washers to your line 
and you'll add customer satisfac- 
tion . . . and worthwhile sales 
builders. Diamond G Spring Lock 
Washers with the “Blue Guard” 
Finish have been torture-tested 
to provide the maximum Con- 
stant Power Zone—the expan- 
sion factor that assures positive 
holding power—thus assuring 
longer-lasting assemblies. 


SMALL PARTS FOR EVERY SALE 


Whatever your needs in spring 
lock washers, there’s a Diamond 
G to answer it—high carbon 
steel, bronze, aluminum, stainless 
steel and monel metal spring lock 
washers finished or plated with 
cadmium, nickel, brass, copper or 
other finishes. 

Garrett's alsomanufacturesa com- 
plete line of flat washers, springs, 
hose clamps and ball bearing 
wheels. Each and every one has 
been performance-proved and 
quality-tested. Each can help 
build your sales... promote profits 
for you. 
















Write today for 
your free copy of 
“Small Parts"”—the 
booklet that will 
give you the inside 
story on how to buy 
small parts of all 
kinds. 





DIAMOND G PRODUCTS 
Manufactured by 
GEORGE K. GARRETT CO., INC. 
Philadelphia, Pa. 









OF SMALL PARTS 
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equity for all sizes of corporations 
during 1948 was slightly higher 
than in the previous year, 16.0 
per cent compared to 15.6 per 
cent. The increase. however, was 
experienced only by the largest 
size class of corporations, those 
with assets of over $100 million. 
Their rate increased by a sub- 
stantial amount, from 13.3 per 
cent in 1947 to 16.8 per cent in 
1948. In contrast to this trend, 
all other size classes showed de- 
clines in profit rates. The small- 
est size class, corporations with 
less than $250 thousand assets, 
showed the largest drop, from 
14.4 to 9.0 per cent. 

While profits after taxes in 1948 
were 14 per cent higher than 
profits in 1947, there was a con- 
siderable variation in trends for 
the different industrial groups. In 


general, the producers’ goods in. 
dustries showed increases in profits 
while the consumers’ goods in. 
dustries showed the declines. The 
iron and steel companies showed 
an increase of 35 per cent while 
non-ferrous metal industries in- 
creased their profits by about 25 
per cent in 1948. 

For the year 1948 sales of all 
manufacturing corporations aggre- 
gated $165.6 billion, about 10 per 
cent above total sales for the pre- 
ceding year, while costs and ex- 
penses were estimated at $147.3 
billion, approximately the same 
percentage increase. Provision for 
Federal income taxes amounted to 
$6.9 billion. About $4.3 billion 
was paid out in dividends during 
the year, an increase of 17 per 
cent over 1947. 





Olin Announces Line Improvements 
Based on Two-Year Cartridge Study 


RMED with conclusions of a 
two-year study on the im- 
provement of center fire cartridges, 
by the research and development 
division of Olin Industries, Inc.. 
East Alton, Ill., parent organiza- 
tion of the Western Cartridge Co., 
has announced it was possible to 
radically test and double check 
the entire line, resulting in the ap- 
parent possibilities for further im- 
provement of the various hunting 
bullets of Western-Winchester line. 
Using new ballistic equipment 
developed during the war, the Olin 
scientists thoroughly re-analyzed 
the performance of each cartridge 
of the entire Western and Winches- 
ter Silver-Tip and Soft Point line. 
Following rigid specifications, set 
through correspondence received 
from thousands of hunters and 
gun specialists in addition to com- 
pany specifications, the _ballis- 
ticians are said to have conducted 
precision tests on each cartridge. 
The use of electronic and X-Ray 
equipment, millionth of a second 
still photography and utra-high- 
speed motion picture cameras, 
made possible the determination of 
ballistic facts which, it is said, 
were impossible to detect prior to 
the development of new equipment 
and techniques. When the labora- 
tory was satisfied with the im- 
provements, it incorporated them 


in the cartridge; hundreds of the 
improved cartridges were sent into 
the field for testing under actual 
hunting conditions, according to 
the company. 

Col. Walter F. Siegmund, gen- 
eral sales manager, Olin Indus- 
tries, after reviewing the detailed 
results, described the new line of 
center fire cartridges as follows: 
“With these new improvements, 
The Silvertip and Soft Point line 
of cartridges now unquestionably 
represents the greatest advance in 
hunting bullet performance yet 
developed by the sporting ammu- 
nition industry. We are more than 
pleased to not only announce them 
but also announce that they are on 
dealers’ shelves and ready for 
hunters’ use this fall.” 

The research project proved a 
great advantage of the Silvertip 
over the Soft Point in certain cali- 
bers as 30-06, 30-40 Krag; 300 
Magnum and 270 Winchester. It 
was recorded that the sharper pro- 
file of the Silvertip, allowing higher 
remaining velocities, extended the 
killing range by as much as 100 
yds. Col. Siegmund particularly 
emphasized the point that the im- 
proved Silvertip bullets assure 
thoroughly satisfactory mushroom- 
ing at all ranges within the effec- 
tive limits of the combination of a 
given rifle and its cartridge. 
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A complete line 
of mason tools and 
supplies 


The Goldblatt line in- 
cludes everything needed by 
the bricklayer, mason, plaster- 
er, cement finisher, and all 
other trowel trades. Goldblatt 
tools have been the outstand- 
ing choice of these tradesmen 
for 64 years—are an easy 
line for dealers to sell. 


ATTRACTIVE 
DEALER DISCOUNTS 


Goldblatt sells direct 
to dealers —is therefore able 
to offer especially attractive 
dealer discounts. 


Goldblatt Tool Company 


1524 Walnut Street 





Goldblatt TOOLS 


¥ balanced better, + more comfortable, 


¥ lighter in weight ¥ time savers, 
V¥ work savers— 


wre av forged stronger, ¥ shop tested, and guaranteed, 


vy wear longer, 


YOU are assured of... 


FASTER TURNOVER SATISFIED CUSTOMERS 
GREATER PROFITS REPEAT SALES 





Send Today for FREE Catalog 


Write for your copy of Goldblatt’s illustrated cata- 
log describing the largest and most complete line 
of masonry tools and supplies. 












vo 





Kansas City 8, Missouri 






FIRST CHOICE OF THE TRADE FOR 64 YEARS 
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TAKE OFF 
THAT LID! 


. and let RUBBERMAID HOUSEWARE 
build big sales and profits for you this Fall. 


Hardware Store sales are up 131% over last year! 


RUBBERMAID has been cited among the top 
selling houseware lines for the first half of 
1949 .. . and Retailers who stock the complete 
RUBBERMAID line are realizing an ever in- 
creasing demand. 


There’s no “‘secret formula,’’ just ... 


Stock the complete RUBBERMAID line. 
Display RUBBERMAID prominently. 
Feature RUBBERMAID HOUSEWARE 
in newspaper advertising. 


Homemakers want the RUBBERMAID 
HOUSEWARE they see advertised in their 
favorite women’s magazines—they buy where 
the complete line is on display. 











Zallonait Wousewnro ) 


The quality home-engineered brand that assures long life, resistance 
to soap, grease, heat and wear. 


THE WOOSTER RUBBER COMPANY 
Department HA6, Wooster, Ohio 


IN CANADA: RUBBERMAID PRODUCTS, INC., TORONTO 
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CHICAGO 1950 


NATIONAL 
HOUSEWARES 

AND HOME APPLIANCE 
MANUFACTURERS 
EXHIBIT 


ttn Exhibit for the Guy... 
hy the Manufacturer 


January 19-26, 1950 


(Thursday thru Thursday) 


Navy Pier, Chicago 


NATIONAL HOUSEWARES 
MANUFACTURERS ASSOCIATION 


(Incorporated Not-for-Profit) 


Executive Offices 
1140 MERCHANDISE MART, CHICAGO 54, ‘LL. 
Phone: DElaware 7-8585 
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THE NEW MULTI-SERVICE 


€VE€RHOT 


ROASTER ENSEMBLE 


Now you can sell complete, convenient, ultra-modern cook- 
ing equipment in one beautiful, compact package. The 
Everhot Roaster-Ensemble gives you in a single, readily 
portable unit every modern device and equipment required 
for convenient electric cooking. Here is big range perform- 
ance with the most advanced operating controls in a unit that 
can be used anywhere and readily moved to any place— 
range utility at a fraction of range price. 


THE ROASTER-OVEN... The well-known Everhot 


Roaster-Oven improved, refined, modernized is 
the basic factor in the ensemble. The famous 
Everhot Turn-a-knob cover lifter is notably im- 
proved. Other Everhot features combine to create 
a Roaster-Oven that challenges the industry. 


THE CABINET... Entirely new in design and con- 
struction. Heavy gauge steel, rigid, strong, 
durable, beautifully finished in white. Mounted 
on four sturdy swivel casters. 


THE TIMER CLOCK... Simplified one-knob on and 

off setting. Permits instant removal with the 
fingers for many other uses about the house. A 
decorated panel slips into its place in the door. 


THE BROILER—GRIDDLE SET... For quick meals. 


The set consists of rack which carries the heating 
element, handle, clips and hinges; heavy aluminum 
frying griddle and an aluminum reflector which 
also serves as broiler pan and cookie sheet. 


THE PYREX DISHES... The five piece Pyrex dish 
set is cleverly styled for easy handling and com- 
pact storage. Guaranteed against heat breakage 
for 1 year. 


THE ELEVATOR RACK... Provides double deck 


cooking. Top deck can be adjusted to any level. 


The entire rack lifts easily—straight up—and 
automatically remains raised for easy serving. 
2) SELL LIFETIME VALUE... Everhot Ensemble 

Bacon and eggror bot cats = POVides every cooking facility. The only require- 
and sausage at their best. ment is an electric outlet and about 2 square feet 


of space. Here is true thrift and permanent 
Satisfaction in ownership. 








| 
New ease and better resulta 
in baking. 

















A package kitchen 
Jor rumpus room, 
cottage or camp. 


Carry hot foods to 
picnic parties. 


/min 


Everhot Roaster-Ensemble — SPECIFICATIONS 


No. 950 Roaster Oven UT 365 Price $39.95 
No. 951 Cabinet ~ 17.95 
No. 927 Timer Clock ” 10.95* 
No. 946 Broiler-Griddle Set ” 7.95 
Total $76.80* 


*Plus $2.19 Tax 


ediate Delivery / 


Full margins and quick turnover. ORDER PLENTY! 


THE SWARTZBAUGH MFG. CO. 


Advanced Portable Electric Cooking Appliances... Heaters, Blankets 





HARDWARE AGE, SEPTEMBER 8, 1949 


°° TOLEDO, OHIO 





'Walk-N-Reel' 


Kabar Co., Des Plaines, Ill., has re- 
designed its garden hose reel so that 
one can roll the reel over an end of 
the hose, clip the end into the reel 





and thread the hose on with the right 
hand while user walks, then push the 
reel ahead of you with the left hand. 
A leaflet attached to each reel illus- 
trates use by thumb-nail sketches. 
Maker says 100 ft. of hose can be 
reeled in less than three minutes. Reel 
has 150 ft. capacity. Finished in blue 
gray and red. Reels may be supplied 
with a double convenience outlet and 
a length of electric cord for construc- 
tion projects, greenhouses, etc. 


Coated Cotton 
Work Glove 


The Milburn Co., 3246 E. Wood- 
bridge St., Detroit 7, Mich., offers a 
coated cotton work glove known as 
“Plyglov.” Said not to crack or peel, 


188 





will not become slippery when im- 
mersed in oil, water or solvents and is 
water, acid, caustic and petroleum sol- 
vents proof. Large size, first quality, 
cotton gloves which meet Federal 
standard specifications for a 10 oz. work 
glove are used for a base to which is 
added a coating of plastic. 


‘Bacon-Egger' 


The Everedy Co., Frederick, Md., 
is introducing the “Bacon-Egger,” basi- 
cally a top-of-stove fry piece. Bacon 
can be fried flat in half the normal 
time without turning it over. Bacon 
can also be drained and kept warm 
while eggs are fried in the same utensil. 
Bacon is placed on center, cover plate 
is placed on top of the bacon. Fat 
which is rendered goes into the ring- 
drain surrounding the center and the 
cover plate prevents hot grease from 
spattering. There is also a pouring slot. 
When bacon is about done it is slid 
onto the warming and drying apron 
which surrounds the utensil. Center 
surface is dished with a 1/16 in. capac- 
ity. This is sufficient to retain bacon 
drippings to fry one to four eggs, says 





maker.. Utensil is packed in an indi- 
vidual manila carton, printed in three 
colors in such a manner that it can 
serve as a point of sale display. 





Shirley Kitchen Cabinets 


Shirley Corp., 300 St. Joe St., Indian- 
apolis, Ind., has added to its all steel 
kitchen line, linen and broom cabinets 
with double doors that are divided sec- 
tionally for convenience. Units measure 











12 by 21 by 84 in. Linen cabinet has 
shelves in both sections, upper and 
lower. Broom cabinet is fitted with 
shelves above but retains the spacious 
interior of the lower section for storing 
long-handled brooms and mops. 





‘Mirro’ Dutch Oven 


Aluminum Goods Mfg. Co., Mani- 
towoc, Wis., offers the “Mirro” dutch 
oven. Maker says the built-in vapor 
seal retains all the flavor and vitamins 
while the handy pop-valve saves fuel 
by indicating when heat is too high. Of 
4% qt. capacity, unit has a high-dome 
cover. Constructed of 10 gage alumi 
num, extra thick and non-burning plas- 
tic handles, enabling the item to be 
used on the range or in the oven. Sug- 
gested to retail at $4.95. 
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SHE CARRIES HER LUNCH— 
IN THE DISTINCTIVE NEW 


OL cae 





Different! 






WU 


Popular! 


iy 
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®@ The lucky lady avoids crowds— 
saves money, too. She has an Office 
Lunch Case by “Thermos.” 







Who'd ever suspect this charming 
leatherette case is actually a lunch 
kit—with a Thermos brand aluminum 
vacuum bottle and plenty of The new "O. L.” Case promises to be 
sandwiches and fruit. It is superbly one of your best Thermos brand 
styled, comfortable to carry. It is 
ventilated, zippered, reinforced 
to hold its shape. 






products. It opens an untouched 
market—people who never before 
Look for the ‘‘O. L.” Case next time carried lunches will want to do so 
you shop. Choose lovely Desert now. It's been immediately accepted 
brown, or black, to match your wherever it's been displayed. 


ostume colors. ss rae 
. Here it is, as your customers see it, in 


4 ia! : Time and The Saturday Evening Post. 
‘ F \ © LOOK FOR THE ~~ 


TRADE-MARK - 


TRADE-MARK REG. U. S. PAT. OFF. 


Te bat kavown, brand) of Vacuum Wares 


THE AMERICAN THERMOS BOTTLE COMPANY + NORWICH, CONNECTICUT 





Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 
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The Best Are 
BETTER BRAND 


mouse and rat 
TRAPS 





e METAL OR WOOD TRIGGER 
© FOUR-WAY ACTION 
e OIL TEMPERED SPRINGS 


McGILL METAL PRODUCTS CO. 


Marengo, Illinois 











FINEST hand mower 
Blair ever made. 
seventy years of 
experience behind 

every Blair mower 
is reflected in the 
satisfaction they 
guarantee your 
customers. 


BLAIR 


LAWN MOWERS 
BLAIR MANUFACTURING CO. 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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WHAT'S WE 

















Series 4900 Estate 
Gas Ranges 


The Estate Stove Co., Hamilton, 
Ohio, is offering the 4900 series of gas 
ranges featuring again the “B-B-Kewer,” 
a separate meat oven accommodating 














whole hams and roasts, leaving oven 
free. The “Hide-Away Grid-All,” grid- 
dle built into the cooking top, is de- 
signed for everyday grilling of ham- 
burgers, chops, cubed steaks, etc. Cover 
folds down flush-to-top to restore center 
work surface. “Converto-Grate” is an 
addition to the ranges. Replaces the 
“Grid-All” as a giant burner, over one 
foot square, for big pressure pans or 
kettle canning. Estate offers four spe- 
cialized cooking areas—for meat cook- 
ery, baking, grilling, and top-burner 
operations—all which may be used at 
the same time. Other features are: 
“TimeEstate” automatic oven control; 
chrome fluorescent top lamp; oven 
light and window; one-piece mantel 
back, work surface and burner dial 
panel; Fiberglas insulation with “heat- 
seal” doors; pyromatic “triple-click” 
burners. Illustrated is the Antoinette 
Estate, 4949, an automatic CP model. 


Decorated Metal Trays 
National Can Corp., Housewares Di- 
vision, 110 E. 42nd St., New York 
City 17, offers two all metal trays, both 
of which are 12% by 17% in. but dif- 
fer in decoration. Illustrated is the 


strawberry cluster tray showing groups 








of berries set against an edge of deep 
red. Landscape tray portrays a rural 
scene framed by a blond-wood rim de. 
sign. Both are lithographed in full 
color on heavy gage metal to withstand 
hard usge, says maker. 


‘Pre-Harmonized’ Paint 


The Eagle-Picher Co., Cincinnati, 
Ohio, is introducing a line of paints 
for interior and exterior use. Heading 
the line is an interior paint in 10 pre. 
harmonized colors and the three match- 
ing finishes. The pre-harmonized fea- 
ture ensures that the color on the 
walls and woodwork will set off any 
other coloration in furniture and fur- 
nishings, says maker. It is said that a 
coat of the oil base paint forms a 
washable finish satisfactory for all in- 
terior painting needs. Designed for use 





without an undercoat or primer and 
is said to be equally effective on ceil- 
ings, walls and woodwork of any room. 
Booklets suggesting hints on interior 
painting are available upon request. 


Plastic Toilet Seat 

Atlantic Tubing & Rubber Co. 
Cranston, R. I., offers a plastic toilet 
seat which carries a full guarantee 





against cracking, warping, peeling and 
fading. It features a saddle seat cover 
and construction permitting the inser- 
tion of rubber bumpers on the seat 
and cover. Equipped with life time 
rustproof fittings. Has clear through 
marbelized colors: white, black, blue, 
green, yellow, orchid, peach and rose. 
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Coast to Coast... 





Big dramatic full pages in leading news- 
papers across the country pound home the 
sensational story of Wipe-On, the miracle 
plastic-base coating. They're carefully timed 
to catch Mrs. Housewife at shopping time— 
and local dealer listings tell her where to buy. 


plus 





hard-hitting radio 





Leading women’s shows and plenty of hard- 
selling transcriptions, push Wipe-On 
to millions of women, over stations like 
WNEBC, New York, KDKA, Pittsburgh, 

KHJ, Los Angeles and many others. 


plus 








plenty of localized promotion 






59c half pint — retail 
= $] .98 quart — retail 


$5.98 gallon — retail 


= . FAIR TRADED 


mean bigger profits for dealers & distributors everywhere! 


Cash in NOW on WIPE-ON, the new national hit! Contact your distributor today — 
find out how you can join the WIPE-ON profit parade, backed by the biggest 
promotion campaign in WIPE-ON history! 


e Factory sponsored demonstrations ¢ Department store 
cooperative advertising « Ad mats ¢ Point-of-sale displays, 


window streamers, counter literature ¢ Other special promotions. 





protects and beautifucs 
* floors 
+ linoleum 
+ furniture 
“az - woodwork 
ay 
} WIPE ON WITH A CLOTH 


aa | NATIONAL 
a, SALES 


REPRESENTATIVES 


SAXON-RUSSELL COMPANY 
112 S. LaBrea Avenue 
Les Angeles 36, Calif. 

Whitney 5-611 


SOSNA SALES ASSOCIATES 
170 Franklin Street 
Buffalo 2, New York 

Washington 4395 


MR. ROBERT J. QUINLAN 
1163 Merchandise Mart 
Chicago 54, III. 
Superior 7-5383 


MR. ARTHUR S. REID 
99 Bedford Street 
Boston 11, Mass. 
Hubbard 2-9179 


CORRIGAN-GANE & CO. 
37 E. Lancaster Avenve 
Ardmore, Pa. 
Ardmore 0534 


AL. MAYER & CO. 

6376 Clayton Rood 

St. Levis 17, Mo. 
Highland 7618 









<i. diel GEO. McDUFFIE CO. DON ROSE ASSOCIATES MR. JULIAN STARK 
‘S* Guaranteed b ‘> Suite 1425, Chandler Bidg 905 Park Avenue Bidg. 1150 Broodway 
Good Housekeep’ ng Atlanta 3, Ga. Detroit 26, Mich. New York, WN. Y. 
© oop ‘«* Cyprus 2656 Woodward 5-3338 Murray Hill 5-4664 
45 apvearsstd HE 





EMBREE MFG. CO. ELIZABETH 4,N.J. Also makers of ZOFF surface preparative, WOOD-TINTS color concentrate, and TEXIT plastic clothes-care miracle. 
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Presents its line of 


AFT 


Now you can offer — | 


Hand Set, Hand Filed Saws 
to your home workshop trade 
. at reasonable prices. 


When you hand your customer an 
attractively packaged Bo-Craft saw 
. +» you know you’ve sold quality. 
You know he will get many, many 
clean accurate cuttings before 
sharpening is necessary. And since 
quality Bo-Craft saws cost no more 
than ordinary home workshop saws 

you'll be building customer 
satisfaction and increased circular 
saw blade sales. 

Bo-Craft saws are made by the 
same skilled craftsmen who have 
made top quality “Chicago Saws’”’ 
since 1921. 


Stock and sell the Bo-Craft line 
. offer the best in home workshop 
saws at attractive prices. 







HOME 
WORKSHOP 


SAWS 


ASK YOUR JOBBER OR WRITE... 
Jobbers Attention: 


Write today for full details 
regarding available territories 


CHICAGO SAW WORKS, Inc. 


5044 S. WENTWORTH CHICAGO, ILL. 











Cuts Celle: bottle Vi | 


EXPANSIVE BIT 


This new CC Expansive Bit with its specially engineered 
culling blade sets a new standard of accurate, fast, clean, 
smooth culling in hard or soft wood. 


FULLY GUARANTEED 
CUTS EASIER. Simplified design; tilted blade; no center lip. 
CHROME VANADIUM STEEL BLADES. Holds sharp cutting 
edge longer. 
ALL CHROMED BODY. No rust; looks better; lasts longer. 
QUICK, ACCURATE ADJUSTMENT. Positive lock; no blade 
slippage. 
SELF-CLEARING LEAD SCREW. Constant feed; no loading. 















































CC EXPANSIVE BIT SPECIFICATIONS 
MODEL OR LENGTH | EXPANSION RETAIL 
PART NO. oe CAPACITY PRICE 
’”A* to 
- 250 fs sq i WA" | 
Short Blade A” to 
250-5 ae ele 
long Blade %" to 
250-t 19" - 
8%" ’”" to 
MADE BY THE MANUFACTURERS 7 251 | 3q. shank so 1.89 
OF CLARK CUTTING TOOLS “Short Blade n° to 
65 
251-S 
ong Blade 
SI-L 











BEVERLY HILLS, 


CALIF, 


WHAT'S NEW 


Deluxe Dog Chain ' 
Assortment 


The Cleveland Chain & Mfg. Co., 
Cleveland 5, Ohio, offers a deluxe dog 
chain assortment and display hanger 
No. 39. Features a doz. 4% ft. nickel 
plated dog chains. They hang from a 










i % 
Gr 4 ap 
if : i} 
Hy % y t 
rad oy 5 
ral vaste 
-veXe Ye 
'i,0¢¥ ree.) 
er ter it eee ea 
pitociived ds 
be leetregiay 
een Bs f q 
Se love eee eae 
Rear eTEaee 
Caetano tera es 
RST ES. CSE RS 
Stree taged 
etowh een d ay 
tr ERR 
hh 


colorful dog-head, the emblem of tle 
Cleveland dog chains. Chains equipped 
with safety snaps that cannot open ac- 
cidentally, says maker. Plastic handles 
in four colors, green, yellow, red and 
blue, said to provide a comfortable 
hand grip. 


Simplex Faucet Insert 


Simplex insert is a complete faucet, 
mechanism said to eliminate the thread- 
ing system that necessitates a separate 
model for right and left turning. Fea- 
tures: brass stem, new seat and rubber 
sleeve, the latter, says maker, has 
been thoroughly tested to withstand 
different water pressure and tempera- 
tures as well as chemicals. Hole in 
sleeve, matches a similar hole in brass 
collar so water may pass through faucet 
mouth. Lower surface of brass sleeve, 
a high strength fibre washer, serves as 





gasket on faucet seat. Faucet seat and 
washer therefore receive no abuse oF 
friction, thereby eliminating source of 
faucet trouble, says Simplex Faucet Co., 
10506 Madison Ave., Cleveland, Ohio. 
Units are available in a variety of sizes. 
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The No. 40ST-O display features 
15 assorted pieces including couplings 
... bearings . . . pillow blocks . . 
adjustable hangers . . . shaft collars, 
efe. all for f.h.p. drives. 


This display will make your store 
the headquarters for home, farm and 
factory transmission supplies ... there 
are no dust catchers here ... all items 
are proven sellers. 


Finished in red, white and blue and 
requiring a wall space only 13" wide 
by 25" high this attractive display 
will sell for you. 


airimocizD 


s 














DISPLAYS 


A COMPLETE POWER 
TRANSMISSION 
DEPARTMENT 


“Right at Your Fingertips” 


The No. 60ST-P pulley dis- 
play gives you a complete line 
of the 57 fastest selling "A" sec- 
tion pulleys . . . sizes range from 
11/," to 10" in diameter . . . bore 
sizes come in ¥/2"-5@"-3%4" di- 
ameters. 

There's no more hunting thru 
drawers or on shelves... all items 
are clearly marked and in full 
view. 

This attractive display is finished 
in red, white and blue, and re- 
quires a wall space only 16" wide 
by 36” high. 











The No. 80ST-M mandrel! 
display offers you 7 of the 
tastest selling mandrels. 


There are models for saw- 
.. for farm... home...and 
for farm... home... and 
factory use. 


Featuring this display will 
increase not only mandrel sales 

. but pulley, belt, saw and 
buff sales will increase as well. 
The display is 16" wide and 
32” high and is finished in red, 
white and blue enamel. 


MFG’'D BY 


DIE CASTING MFG. CO. 


2510-14 WEST MONROE STREET 


CHICAGO 12, 


ILLINOIS 
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counter top revolving 
tool merchandiser 


Now you can install a complete tool department in 
one compact P & C merchandising unit. The 100 JR 
unit illustrated consists of eight popular junior dis- 
plays in a sturdy revolving stand 3 feet in diameter, 
with a flashing plastic sign. 

Tools displayed cover 75% of the volume possible 
with a complete set of large displays and yet reduce 
your tool investment 50%. 

This merchandiser assembles quickly with no cut- 
ting or fitting; it revolves easily and cannot be 
spilled. Space for literature and gift sets is provided. 


Attractive natural wood finish with blue back- 
ground. Net cost for the stand complete with an 
illuminated flashing sign is $14.75 when ordered 
with set of Junior Displays. 

Order the latest in tool merchandising today from 
your P & C Distributor. 


Write for descriptive circular $D-10-A and complete 
catalog of P & C Tools . . . the Profit line. 


P&C HAND FORGED TOOL CO. 


Box G, Milwaukie P.O., Portland 2, Oregon 














MONEY-MAKER cc aa all-metal 








@ Here’s a new and wanted item that you'll find a 
profitable seller. The Mell-Hoffmann Radio and Acces- 
sory Shelf —in smoothly enameled, 22-gauge steel — was fashioned to meet the 
demand of smart home-makers who look for quality and beauty in practical design. 
Stronger than bulky wooden shelves, more adaptable than fragile glass — this shelf 
is light in weight and easy to handle, yet accommodates radio and other accessories 
with ease. Finish is smooth baked-enamel in all-white or white with red frame. 
Two-shelf design complements any kitchen or bathroom scheme, gives extra utility 
value. Slotted for easy wall mounting. Size: 14” high, 17” long x 8-1/8” deep 
(lower shelf dimensions). Important: Mell-Hoffmann Radio and Accessory shelves 
are packed 6 per shipping carton...1 fully assembled for eye-catching stand-up 
counter display; the other 5 knocked-down and packed in individual corrugated 
shipping cartons to conserve your stock space. You'll also want to feature Mell- 
Hoffmann’s complete line of waxed paper and paper towel dispensers ... Kitchen 
Sets, too, in range, spice, and drip combinations. 


SEE YOUR JOBBER 
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Automatic Electric 
Pressure Cooker 


Vischer Products Co., 2815 W. Ros- 
coe St., Chicago, 16, LIL, is introducing 
a pressure canner that operates by 





electricity. Said to throw off very little 
heat. Plugs into any 110-120 volt AC 
line. “Flex-Seal” pressure control said 
to eliminate need for watching pressure 
gage and no readjustment of the heat 
supply is necessary to maintain constant 
pressure. Automatically controlled, the 
“Flex-Seal” shuts off or turns on the 
supply of electric current to maintain 
pressure within plus or minus 4 lb. and 
temperature of plus or minus one-half 
of a deg. Made of steel, the unit in- 
corporates the “Flex-Seal” safety fea- 
tures, including the inside-fitting self- 
sealing flexible cover, gravity actuated 
pressure control, visual pressure indi- 
cator and pressure actuated safety plug. 
Canner holds seven quart-size jars or 
nine pint-size jars and is equipped with 
metal rack, jar lifter and inset pan for 
cooking and canning. 


‘Coralee’ Fire 


Lighter 


Coralee Mig. Co., 1002 S. E. 53rd 
Ave., Portland, Ore., offers an oil 
heater and furnace lighter which is 30 
in. long. Also may be used for lighting 
gas or butane appliances, fireplaces, 
house trailer stoves, etc. Maker claims 
with the positive light, kick backs and 
small explosions will be eliminated. Also 
said to prevent sleeves from being 





soiled. Suggested to retail for $1.25. 
Counter cards and display racks are 
available for dealers. 
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The ‘‘Easy-Lift” roast rack 
is just one big sales feature of the 


NESCO 


Fowl Fitted 
ROASTER 





MODEL 1950 






/ Remove roast 
rack from roast- 
er. Place fowl or 
meat on it. Com- 
plete food prep- 
aration while 


Holding rack by 
handles, lower 
into the roaster. 
Cover roaster 
and place in 
oven for the 


To remove, lift 
rack and extend 
handles until 
they lock over 
end of roaster 
for draining ex- 
cessive grease 


Then simply 
slide fowl! or 
roast from rack 
to serving dish 


) in perfect con- 


dition, ready for 
the table 





food is on rack. roasting period. 








O roaster but Nesco has the famous “‘Easy-Lift”’ 
roast rack that simplifies the handling of heavy, 
awkward fowl or roasts! 

And no other roaster combines so many other 
superior features! Durable, beautiful “Blue Brilliant” 
enameled finish resists stains, washes easily. Self- 
basting rings reduce meat shrinkage. Dome-type cover 
takes high-breasted fowl. There’s even a convenient 
gravy channel! 

The Nesco Fowl Fitted Roaster is scientifically de- 
signed to meet the wants and requirements of home- 
makers. There’s a complete line, too, from small to 
large—and even the largest fits standard 16"x20" ovens. 
Carefully packed—'% doz. per carton. Order Nesco 
Fowl Fitted Roasters today for profitable fall sales! 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 North 12th Street, Milwaukee 1, Wisconsin 
Sales Offices: 1430 Candler Bldg., Atlanta » 1166 Merchandise Mart, Chicago 
200 Fifth Ave., New York « Western Merchandise Mart, San Francisco 
901 Ambassador Bidg., St Lovis 


Nesco’s powerful national advertising campaign 
this fall will reach 28,825,121 homemakers 
via full-color ads in these top-flight magazines! 
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- and build a profitable 
volume for you / Rake 


You’ve got the right line for consistent, 
profitable sales . . . when you've got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous ironing tables are lightweight, 
easy to set up, easy to put away... and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


THE HOOSIER 
All steel aluminum painted understructure, 
rubber tipped legs.to prevent scratching, 
automatic lock, 15%x*% 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 


Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 
Casy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes . . 

fast movers because 
they’re soundly 
constructed yet low 
in price. Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 





Also manufacturers of ladders for every job! 









Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 


GOSHEN CHURN & LADDER, INC. 
Dept. ! Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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WHAT'S NEW 





Pack Power Lawn Mowers 
In Fibre Boxes 


Heineke & Co., Springfield, Ill., is 
packing its 18 and 20 in. power lawn 
mowers in corrugated fibre shipping 





boxes. The use of these boxes claimed 
to eliminate pilferage of small parts; 
damage to the operating mechanism 
from dirt and grime; and shock dam- 
age in transit. Packed shipping weights 
of the 18 and 20 in. mower are 112 lbs. 
and 140 lbs., respectively. Fibre box has 
reduced the weight of each by about 12 
lbs. Maker claims it has made han- 
dling easier and resulted in saving 
transportation charges. Smooth solid 
surface of box provides a desirable area 
for identification and addressing. 


‘Spicemaster' 


The illustration of the “Spicemaster” 
made by The W. J. Gamin Co., Box 657, 
Jackson, Mich., described in the Aug. 





llth issue, was inverted. Shown above 
is the unit in its correct installed posi- 


tion, 


Combination Heater, 
Air Circulator 


Wilcut Products Corp., 7906 Georgia 
Ave., Silver Spring, Md., offers the 
Scott combination heater and air circu- 
lator. Designed scientifically with a cone 
shaped top deflector, this unit is sug- 
gested to retail for $29.95. It circulates 
aid and according to maker creates no 
drafts. On warm days, the cool air 





near the floor is drawn in by the fan, 
then circulated uniformly throughout 
the room, and on cold days the cool 
air is changed to warm air by passing 
it though the heating element and then 
distributed evenly. For winter use, fan 
operates at reduced speed to insure 
gentle circulation of warm air. Heat- 
ing coils turn red and provide heat in 
a few seconds. Said to be noiseless, and 





it is approved by Underwriters’ Labor- 
tories, Inc. Available in copper, blue 
and green hammerloid finishes. 


Kitchen Clock Door Chime 


Liberty Bell Mfg. Co., Minerva, Ohio, 
offers a kitchen clock door chime to 
retail for $9.95. Combines a self-start- 
ing electric clock and a two-tone door 
chime in a neat metal case finished in 
white enamel and trimmed in chro- 
mium. Clock has a silent sealed-in-oil 
mechanism. Face of clock is 5 in. 
square. Door chime is a_ high-volume 
resonator type that sounds two notes 
for the front door and one for the 
rear. Said to operate on any good bell 
transformer providing ample volume 
even where distance between chime and 
transformer is great. Unit measures 9 
in. high, 84 in. wide, 34% in deep. 
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New Builders Hardware Catalog 


Dealers specializing in builders hardware will be greatly inter- 
ested in our distinctive full color catalog now ready for distribution. 


Decided improvements in lock making are of especial interest 
in the following items among the many shown in this twenty-page 


book. 
A steel case mortise cylinder lock with automatic bevel. 
An “all steel’’ tubular lock of new and unique construction. 
“Wrench Proof” tubular cylinder locks. 


A steel case bit key lock with several newly developed features. 


Write for your copy. 





ARROW LOCK CORPORATION 


762 Wythe Avenue, Brooklyn 11, New York 

















the Beautiful, NEW Silent Sioux 
Sells on Sight! 30 oe, wo = convinces zou 


Sioux! The outstandingly beautiful, “Chippendale” design makes him 





APPROVED 
ee 


[QUALITY 
TESTED 





E: 


ACME METAL PRODUCTS CORP. HOTPOINT, INC. MIDWEST MFG. COMPANY | models are 
Blue Island, I. & Chicago 44, Ill. Galesburg, Ill. | @vailable. All 
Dover, N. J. HUBENY BROTHERS, INC. MILLER METAL PRODUCTS, INC. ore part of our 
BERGER MANUFACTORING DIV. Roselle, N. J. Baltimore 30, Md. | highly competi- 
REPUBLIC STEEL CORPORATION LYON METAL PRODUCTS, INC. PALLEY MANUFACTURING | tive "Anniver- 
Canton, Ohio Aurora, Ill. COMPANY sory Line." 
ELGIN STOVE & OVEN DIVISION STEEL CABINET DIVISION Pittsburgh 12, Pa. siabenaaasad 
ACME VISIBLE RECORDS, INC. ROBERTS & MANDER CORPORATION ° ; eucemene 
Hatboro, Pa. Write for Bulletin No. HA-2 | Ben ‘Silent ncn 


Elgin, tll. 


preowc & 





im 
fae 


BY 


fe, STEEL KITCHEN CABINET INSTITUTE | ia" 


say: “Silent Sioux is the heater I'd be proud to own!” Then he asks you 
about Silent Sioux’s performance. And you deliver 5 smashing sales 
clinchers! First, he gets the famous Silent Sioux Triplex Burner. 
Second, he gets Twin Radiators for super thrifty fuel use, Third, he 
gets 3-Way Floor Level Forced Circulation for heating his entire floor 
and living zone! Fourth, he gets Forced Draft for clean efficient com- 
bustion. Fifth, when you tell him the price—which is amazingly low 
—you’ve made a sale, and resales! 


Model PF 5149 
Finished in 
satin - smooth, 
warm brown, 
hammer- 
tone. Period 
cabinet styling 
in traditional 
"Chippendale" 
design, this oil 
heater is en- 
gineered far 
ahead of any 
other in the 
moderate price 
range. 






Get full infor- 
mation on these 
wonderful sales- 
makers today. 
Many other 


Dealers know the ‘Seal of Approval’ is their pro- 
tection for buying quality cabinets built up to a 
standard—not down to a price. 


MEMBERS OF THE INSTITUTE 








1 lime of oil and gas 


1 Address ....... “es t Fill in—Mail 
g City...7...... State..... § To Dept. HA-9 


140 PUBLIC SQUARE « CLEVELAND 14, OHIO | 
SILENT SIOUX OIL BURNER CORP. 


Orange City, lowa 
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WHAT'S NEW 









Self-Service Builders blade reel, — a — 
* pinion sprockets. uverything 1s made 
Hdwe. Counter Displays of steel. Mower weighs 87 lbs. net. 






: : S iii al $79.95. 
Safe Padlock & Hdwe. Co., 2nd and Suggested to retail for $79.95 


Crystal St., Lancaster, Pa., offers seven 













builders hardware self-service counter 
displays. Included in the available 
counter display list is house number 


‘Hotable Imperial’ 


Salton Mfg. Co., Inc., 74 Read St., 
display, chain door fastener display, New York City, offers the “Hotable 
guest room and apartment door knocker Imperial,” a serving cart for keeping 
hot foods hot for any length of time, 
says maker. It features a flat aluminum 
band frame which holds both the 
heated top tray 16 by 24 in. and the 
lower unheated tray. Manipulated 
easily on ball bearing swivel casters. 
Top tray is of “Ra-Grid” radiant glass. 


















VLCHEK BOARD B-14 


A New VLCHEK 








This new board holds a 61- 
piece assortment of long box 
wrenches of popular sizes, 
open end wrenches, and com- 
bination wrenches—all of al- 
loy steel, chrome plated. This 
one board thus provides a 
large assortment yet with 
small inventory. 


Like the other: Vichek boards, 
it is made of handsome ply- 
wood: (12’’ x 24’). Sturdy 
hooks hold the tools, allow- 
ing customers to remove and 
inspect the items. 





‘ 


, Pg 
saves time Me 
f ss py a 


An excellent morchandiser— 


The VLCHEK TOOL Co. 


3001 East 87th St. © Cleveland 4, Ohio 


Display and Feature 


VLCHEK 


HAND TOOLS 


198 














display, electric push button display, 
chrome cabinet hardware display and 
door knocker and letter plate display. 
Available is the illustrated catalog of 
displays offered and a listing of over 
700 builders hardware items. 


Reo ‘Town House’ 
Electric Mower 


Reo Motors, Inc., Lawn Mower Di- 
vision, Lansing 20, Mich., offers its 
Town House electric mower, featuring a 





21 in. cut, whose motor operates both 
reel and mower wheels. Operates from 
110v 60 cy. AC light socket. Equipped 
with 100 ft. of heavy duty cord. Fea- 
tures totally enclosed V-belt transmis- 
sion and chain drive, micrometer-type 
hand adjusting screws for precise align- 
ment of cutting bar to reel, adjustable 
cutting height; drive wheel gears are 
roller ckains permanently held in place 
by steel backing plates; handle, 5 





Said to be thermostatically controlled, 
shatter-proof and guaranteed for safety. 
When plugged into an AC outlet the 
top tray reaches and maintains a tem- 
perature of about 200 deg. Maker says 
this temperature will not dry out foods 
nor effect their taste. Bottom glass 
shelf is handy for storage of china, 
serving pieces, cold foods. Suggested 
to retail for $49.75. 





Fly Lines in Plastic Box 
The Bevin-Wilcox Line Co., East 


Hampton, Conn., is marketing its taper- 
ed Pilot Fly lines in a utility box of 
heavy transparent plastic. Has a central 
circular partition around which the 
lines are coiled. This design effects a 
two compartment box and _ provides 
storage space for hooks, flies, etc. 
Cover is said to snap on tightly. No 
extra charge is made for the box. 
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Holding rower 


... always uniform in 


The reason? sound, full-formed heads 
and accurate, smooth-turning threads 
backed by 95 years of quality 

bolt-making experience and Republic's 
full line of more than 20,000 different 
headed and threaded products 
Republic Steel Corporation Bolt and 
Nut Division, Cleveland, Ohio, and 
Gadsden, Ala Export Department 
Chrysler Bldg., New’York 17, N. Y 








FREE SAMPLE 






new! improved! 


FLEXISEAL 


GLAZING 
COMPOUN D 


Try the new FLEXISEAL GLAZING 
COMPOUND. Send today for FREE 
sample and prices. Tests will convince 
you FLEXISEAL is better by far than 
putty for glazing or reglazing wood, 
steel or aluminum sash, for general 
maintenance, for pointing, filling or 
sealing crevices or cracks. FLEXISEAL is 
lower in cost than good putty. These are 
the reasons why more and more cus- 
tomers are demanding FLEXISEAL GLAZ- 
ING COMPOUND. It means more profits 
for you — so write today. 

Proven Features of FLEXISEAL GLAZING COMPOUND* 


@ Easily applied Flexiseal, 
sets quickly, adheres 
tenaciously. 

@ Remains firm on surface 
— pliable underneath. 

@ Doesn't crack, crumble, 
blister or wrinkle. 

@ Has longer string, im- 
proved workability at 
normal temperatures, 
better mobility than 
putty at low tempera- 





*Attested to by 
Powdered 


tures, Material 
@ Contains no mineral oil — Loboro- 
or grease. 


BETTER BY FAR...THAN PUTTY 


| LANDEN PUTTY WORKS, Malden, Mass. 

| Send free sample and prices to 

| Firm 
Street 














Siscasda ins bio ice inion ick ens seal 


FLEXISEAL 


GLAZING COMPOUND 


BEST BUY FOR YOU— 
YOUR CUSTOMER TOO 
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WHAT’S NEW 





‘Eject-Donut' Maker 


Frank Schatten Co., Inc., 186 Fifth 


Ave., New York City, offers the “Eject- 
Donut” Home Donut maker, suggested 





to retail for $2.95 with special ready 
mix for 39 cents. Maker says whole 
process for making 20 donuts takes 10 
minutes. Both the mix and the maker 
make suitable gift items. Packed with 
complete recipes for home-made dough. 
Shipping containers hold 12 units and 
weigh 15 lb. Utensil is constructed 
without square corners and is a white 
reinforced plastic tube, said to be heat 
resistant. 


All-Metal Dinette Sets 


Noblitt-Sparks Industries, Inc., Co- 
lumbus, Ind., offers two all-metal 
dinette sets with table extension fea- 
tures. One set, 3057/1 is suggested to 
retail for $49.95, while style 3057/2 is 
offered for $54.95. Both consist of the 
table and four chairs, former of S-type 
and latter four-leg chairs. Tables fea- 
ture permanently lustrous Arvinite fin- 
ishes which are said to be resistant to 
chipping, cracking, acids, alcohol and 
boiling water. Trimmed in chrome. A 
12-in. table leaf is included giving 
tables a 30 by 57 in. area when ex- 








tended. S-type chairs have “springy” 
comfort features, chromeplated tubular 
legs and domed plastic feet. Construc. 
tion of the four leg type chairs, stand. 
ard with the 3057/2 style, is the same 
as that in the S-type chairs. Tables are 
available in white or red, while chairs 
are available in red or black seats with 
white backs. 


Hirsh 'Hi-Lite’ 
Canopy Lighting 

“Hi-Light” canopies which may be 
used flush against the walls or extended 
as over hanging canopies for merchan- 
dise identification are available. May 
be used singly or in a series. They are 
constructed of steel and finished in 
white baked enamel with red, blue or 
green trim. Shipping weight, 16 lbs. 
Come in individual three ft. illuminated 
units, equipped with fluorescent tubes. 


“iiss 








Each three ft. unit is suggested to re- 
tail for $14.90. Interchangeable plastic 
letters for department identification. 
S. A. Hirsh Mfg. Co., 3119-21 W. Lake 
St., Chicago 12, Tl. 


Sectional Wall Units 
E-Z-Do, 261 Fifth Ave., New York 


City, 16, offers a series of nine different 
sectional wall units in modern style. 
Units are built of wood and then deco- 
rated with a Vinyl plastic wallpaper in 
a blonde maple and a dark walnut 
finish. Covering may also be painted 
or stained any color desired. 


Included 





in assortment of wall pieces are: right 
and left end pieces, several sizes of shelf 
units, corner piece, large multi-space 
unit and a bar unit with sliding doors. 
Retail prices range from $3.98 to $12.98 
for the bar unit. Ideal for young 
people searching for temporary furni- 
ture, says maker. 
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“Here's how 
our store cashes in on 


Kyanize Color Recipes” 


MERRILL SPEAR, Manager of the Springfield (Mass.) Wallpaper and Paint Company, 
featuring Imperial Washable Wallpapers and Kyanize Self-Smoothing Paints. 


| - — 
“Many surveys, in addition to our 


own experiences, have proved that we 






must offer a practical color scheme service 
== to keep volume up and to bring new 
customers to our store. 

That’s why we have tied in with the 
Color Recipe program. That’s why we 
give such cone oe to the ne 
Recipe program . 
Displays . . . and Ser rap becks. 

And believe me, the simple fact that 
we have a good, sound color scheme 


service has really paid off.” 


YES, COLOR RECIPES GIVE YOU A REAL “DECORATOR SERVICE.” Some territories 


are still open for Kyanize dealerships, so if you'd like to know more about this business- building program, 


write today. Use coupon, please. 


BOSTON VARNISH CO. 
Dept. HA, Everett Station 
Boston 49, Mass. 





( ) Please send complete information about your Color Recipe 
program. 
( ) I am interested in a dealer franchise. 


htyanize 


yA NTS 


ror Magazine-Featured Colors 


ee Oe ee ee ee ee ee ee ee ee ee ee 
Zz 
> 
= 
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NEW— all 
ACCESSORY DISPLAY CASE 


Put it on your counter and ring up many 
profitable sales. Three each of the most 
popular accessories are dramatically dis- 
played in this dustproof, theftproof case 





which is 23” high 16” wide 12” deep and 
has easy-sliding shelves and plenty of room 
in back for literature. 
Customers see your varied, clean stock— 
make their own selections—sell them- 
selves! 

THERE'S MONEY IN 


ACCESSORIES 


This new case will attract year-around 
repeat business that means steady income 
and profits. There are 500 accessories in 
the Chicago line—the finest and largest 
line available—and made to fit all portable 
power tools. 


HANDEE TOOL OF 1001 USES 


The choice of home craftsmen, mechanics, 
hobbyists. Speed 25,000 r.p.m. AC or DC. 
First tool of this type and today’s finest 
for work on metals, alloys, plastics, wood, 
horn, glass, etc. Grinds, drills, polishes, 
engraves, routs, sands, saws. Weighs only 
12 oz. and fits the hand comfortably. Na- 
tionally advertised with 40 accessories in 
case for $27.50. Handee with 7 accessories 
(no case) $20.50. 


PLASTIC-CRAFT KIT 
Contains everything needed for internal 
carving and coloring of plastics. For use 
with Handee or other portable tools. Re- 
tails for $6.95. 

DEALER AIDS — Fr , electrotypes, 
scripts, circulars as Ez cuctediek — 


Write for discounts and Special Offer on free 
Accessory Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe S$t., Dept. HA, Chicago 7, Ill. 


Send details of Free Accessory Case plan. 


MEE. | odd evens pacincewde caeeaureemtee~en eee anata 


PD . cs biintevncacsaeniensssecneawconseue 





WHAT'S NEW 








F & W Compact 
Water Systems 
Flint & Walling Mfg. Co., Inc., Ken- 


dallville, Ind., offers a series of compact 


water systems. Illustrated is the “Vari- 


jet” bullet shallow well centrifugal jet 





package system, designed and shipped 
in a single unit ready for immediate 
use. This Varijet bullet pump _ is 
designed for cottages, cabins and small 
homes, where the water lift does not 
exceed 25 ft. The %4 h.p. pump will 
deliver from 110 to 800 g.p.h. depending 
on suction lift and discharge pressure, 
says maker. The complete system mea- 
sures 13% by 28% by 25 in. high. All 
parts readily accessible. Pump is 
mounted on a welded steel platform 
with rubber grommet cushions. Rubber 
hose connects discharge to tank. Ail 
necessary fittings and accessories .are 
included, as illustrated. Another new 
package unit is the 1/6 h.p. single 
cylinder, double acting piston type 
pump for capacities of 225 g.p.h. for 
lifts not over 22 ft. 


Aluminum Paint For 
Metal and Masonry 


Hastings & Co., Inc., 2314 Market 
St., Philadelphia 3, Pa., offers a ready- 
mixed aluminum paint for metal and 
masonry which meets Federal Specifica- 
tions. Includes maximum amount of 


pure 325 mesh aluminum pigment, 2 





lbs. per gal. of vehicle. Water-proofing, 
resin, proper amount of oil to prevent 
peeling, plus overlapping shield of alu- 
minum flakes said to provide a hard, 
protective finish for metal, brick and 
concrete surfaces. 


‘Duo-Therm' Space Heaters 


A line of gas burning space heaters 
which retail for from $99.95 is offered 
by Duo-Thermo Division, Motor W heel 
Corp., Lansing, Mich. Heaters feature 
Duo-Therm’s period furniture design 
in Chippendale and Heppelwhite and 
will be available in modern blond, ma- 
hogany and walnut. Each heater is 
equipped with an all-in-one gas con- 
trol. Includes the gas pressure regu- 
lator, pilot filter and flame control dial 
with special safety catch to prevent 
youngsters from turning pilot on or off. 
Automatic pilot safety shutoff and 
thermostatic control with the comfort 
selector may be added to the basic 
control any time. Forced heat circu- 
lation can be obtained by adding the 
Power-Air blower. Another feature on 





all models, is the flexible draft di- 
verter which makes installation easier 
and permits choice of location in home, 
says maker. Heaters have a 65,000 
Btu input and are approved by the 


AGA. 


Three Way Cleaning Cloth 


Chemicraft Corp., 351 W. 35th St., 
New York City 1, offers a three in one 
cleaning, dusting and polishing cloth 
which is a pressed cotton and rayon 
fabric held together with a cellulose 
binder. Fabric is said to be absorbent, 
lint-free, and will not scratch. Packed 
in cellophane envelope containing one 
yd. of material retailing for 10 cents. 
Packed a half gross to carton or a gross 
to the carton. 
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proofing, 
prevent ; : / 
¢ sty gf 2 os ae ; 4 aoe ° . . - 
1 of alu- ORE Sn BR NATE - Olympic cylindrical locks and latches offer these out- ‘A, \ 
ae standing advantages: t\ one 
a a 1. Simple to Install — Only 2 holes required SA ENTRANCE Sl 
2. Key-in-the-knob convenience (Aen SY 
3. Pin tumbler operation for maximum security ha 
4. Available in solid brass or bronze trim 
5. Designed for smooth, positive operation 
‘aters 6. Rugged construction — New low cost 
heaters Now, with the development of the Olympic lockset face 
offered plate and strike plate markers, the Olympic becomes 
r Wheel the fastest lock to install on the market. 
feature 
_ design (1) Marker for strike (2) Marker for face 
ite and plate. Adjustable side plate. Pilot aligns 
nd, ma- guide permits perfect marker exactly in posi- 
sater is alignment for any door tion. One or two strokes 
an gam: thickness. One or two of hammer makes 
ae Silla. strokes of hammer complete mortise to 
| lial makes complete mor- accurate depth. 
sive Ramsey tise to accurate depth. 
prevent 4 
1 or off. WITH OLYMPIC LOCKSET MARKERS, EVERY INSTALLATION IS FASTER, CLEANER, MORE ACCURATE AND WITHOUT A SPLINTER. 
ff and Complete set includes extra marker for short face plate. 
sree! Retails for $2.97 per set. Packed one set to carton. Ship- 
comfor ping weight 1 lb, 
> basic IMC LET US GIVE YOU THE COMPLETE STORY WRITE TODAY TO..... 
circu- A 
ing tl F ; : ‘ ; * : 
> li SALES COMPANY P. O. Box 2395 — Terminal Annex ¢ Los Angeles 54, Calif. . 








Time to get on the ball 


...stock these “ACME” 


casters today! 








Here's the caster 

you'll want to recom- 
mend. It rolls on balls, 
not wheels, in any direction 
with minimum effort . . . won't tear rugs... 


“Acme” Call Becring 
Castor with Grip 
Neck Mount'ng 






Rogers continuous coast-to-coast advertis- 
| ing reaches over 11,000,000 people through 
POPULAR SCIENCE, POPULAR MECHANICS, 
MECHANIX ILLUSTRATED, AND SCIENCE AND MECHANICS. 



















ft di- 














easier Every one who reads these ads is a prospective customer 
home, can never break or get out of order . . . re- for you! Their demand for Rogers famous ‘‘Cabinetmaker's 
ny quires no oiling yet can't bind or rust. Glue” assures you repeat sales, extra profits. 
And you can sell "Acme" casters as easy as | WHAT'S MORE — 
they roll. They're available in every standard You're protected because this famous Fish Glue is sold 
° ° k th ded st eund only through the hardware trade. Chain stores, mail order 
oth type—with grip neck, threaded stem, r -” houses and group buyers can't handle the ; 
. St plate, countersunk or flush plate mounting. glue that’s “Best by Adhesive Test” ‘ ~~ 
apn List prices, per set of four, begin at $1.30. 
cloth Get on the ball. Write for literature 
ae and discounts today. 
ulose 
-bent, CALL YOUR DISTRIBUTOR 
icked 
- one 
ents. the edt 
ccm THE SCHATZ MANUFACTURING COMPANY LIQUID FISHGLUE 1 &, 
POUGHKEEPSIE, N. Y. GLOUCESTER, MASS. 
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the ware 
that invites 
close inspection 
fr 


/ 
/ 


/ 
/ 


Lafayclle 


WHITE-RED TRIM 


Here are popular-priced Glass-on- 
Steel utensils today’s careful shopper 
may examine as closely as she likes. 
You can sell more Lafayette ware — 
with complete confidence because we 
at Moore strictly maintain “cream 


’ 


top” selection — highest quality 
standards for the line. With a new, 
whiter, superior porcelain enamel, 
Lafayette 2-coat ware looks, wears 


and sells better. 





40 ITEMS TO CHOOSE FROM 


Profit opportunities are big in this 
big line. You stock the items wanted 
in your community. Lafayette beauty 
and quality at low competitive prices 
do the rest. All items are sparkling 
white, with red trim and solid red 
covers for repeat match-up sales. 
You'll agree it’s the best value in 
popular-priced ware. Ask your jobber 
or write today for complete illus- 


trated price list. 


—tHe MOORE 


ENAMELING & MFG. COMPANY 


West Lafayette, Ohio 











WHAT'S NEW). 





Cellulose ''Scrub-N-Mop" 


0-Cel-O, Inc., Buffalo, N. Y., offers 
a line of cellulose household mops 
known as “Scrub-N-Mop.” Mop head 
of O-Cel-O cellulose 


contains 23 cu. in. 





brush built 
head. 


sponge. There is a scrub 
into the natural finish wooden 
An all steel handle is provided with 
an end ring. Mop head may be easily 
replaced. Unit contains a rust proof 
drainer which fits all 10, 12 or 14 qt. 
pails. This mop is designed for clean- 
ing, waxing, polishing, scrubbing, mop- 
ing and drying. Model 100 is sug- 
gested to retail for $1.95, complete with 
drainer. Packed a doz. complete mops 
and drainers to carton. Replacement 
heads model 120 retails for $1.19, each 
packed a doz. refills to carton. 


Salem Spreader 

The Salem Tool Co., Salem, Ohio, 
offers a heavy duty 36-in. spreader for 
the use of landscape gardeners. Said 
to spread fertilizer and any other type 
of granular material accurately. Ma- 
chine has a 125 lb. capacity. Wheels 
are 18 in. in diameter with 2% in. 
tread. Weight of spreader crated for 
shipment is 80 lb. Suggested to retail 
for $35.50. All metal construction with 


welded steel ends. Feed adjustment 


from 1% lb. to 12 lb. per 10 sq. yards 
sowing range. Said to be correctly pro- 
portioned and 


unbreakable. Distribut- 
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ing screen has 14% in. holes. Pipe 
handle, % in., extending through to 
front wall of hopper and equipped with 
foot rest. 


Clemson Adds Two 
Models to Mower Line 


Clemson Bros., Inc., Mower Division, 
Middletown, N. Y., has added to its 
E-17 precision lawn machine a me- 
dium priced and low-priced mower. 
The two mowers, models 16 and 17, 
are suggested to retail for $19.95 and 
$24.95 respectively, while the E-17 
almost identical with the present E-17, 
retails for $29.95. All three models will 
feature Clemson’s box frame construc- 
tion with a fixed bed-knife that con- 
verts the main frame into a rectangular 
truss. All have the baked yellow enamel 
finish which is sprayed in a_ high- 
frequency electrostatic field for even 
distribution. Fingertip grass cutting 
height and shear adjustments of the 
new models will be like those in the 
present E-17 with a locking sleeve to 
prevent the reel-to-bedknife contact 
from vibrating out of adjustment. All 
reels are welded. The models will have 








divided into 
three segments for easy action on turns 
and minimum scuffing of sod. Each is 
factory sealed in a separate box. Model 
16 cuts a swath 15 in. wide and model 
17 cuts a 17 in. swath. Former has 
oil-impregnated hard maple roller sec- 
tions and solid rubber tires. Latter has 
extra large diameter steel wheels with 
semi-pneumatic tires. Both have a reel 
featuring angle-type fly-knives for two- 
way rigidity. This design minimizes 
fanning action, says maker, so all grass 
remains erect until touched by bed- 
knife. Deluxe features of E-17 include: 
hand clippers bracket, integral with 
forked-tube handle, palm fitting plastic- 
covered hand grips and bronze-bushed 
Tenite roller segments. 


differential-action rollers 
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tHE © /Gecsezeen, LINE... 


...FOR ALL YOUR 
HEARTH FURNISHINGS 








REG. U.S. G&G CANADA PAT.. OFF: 





. the pace setter ... preferred woven metal fire 
curtain will bring you bigger-than-ever profits this 
year. Another hard-hitting national advertising cam- 
paign (our 17th consecutive) is adding to the loyal 
market that insists on Flexscreen. They'll demand 
Unipull .. . Flexscreen’s superior fabric . .. the beauty, 
safety and convenience they find only in Flexscreen. 


FRAME 


Slevse 2C€/, 


...all the exclusive sales 
features of Flexscreen 

in an improved portable 
frame screen. Unipull 
slides the curtains open 
at the touch of one 
hand. Solid, attractive 
—with sizes for every 
customer. Nationally advertised 
this year—you’re surer than ever of volume sales. 





AND NOW 


...a sure-fire line of Fireplace Accessories, offered 
for the first time by Bennett-Ireland. Andirons, Fire- 
sets, Firelighters, and other accessories, specially 
designed as “companion pieces” to Flexscreen. 





With new items... national advertising ...eye and 








price appeal, the Flexscreen line will move faster 
than ever this year. Ask our representative to call, or 
write us for your catalog, at 919 North Street. 


4 BENNETT - IRELAND INC. d 








NORWICH, NEW YORK 
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A Natural 
Salesmaker... 


that's this label! 





...has sold over 3,000,000 
ironing covers already! 


Outstanding manufacturers* are now making 
their ironing board covers with ASBESTON, 
one of the great U.S. Royal Fabrics created by 
U. S. Rubber. ‘Woven with rock asbestos fibers, 
ASBESTON has many selling advantages found 
in no other fabric! 


@ won't catch fire 
@ ironing goes easier, faster 
@ much better work 


@ wears lots longer—no scorch holes 


ARE YOU USING THE ASBESTON LABEL TO SELL 
MORE IRONING BOARD COVERS, MR. BUYER? 
Trust Mrs. Housewife to know a good idea when 
she sees one. See how ready and willing she is to 
pay a little more to buy this extra safety for her 
precious home! She’s going to learn more about 
ASBESTON in a series of national ads beginning 
this month in LADIES’ HOME JOURNAL and 
WOMAN’S HOME COMPANION. You better 
get ready with ASBESTON. 


*Names furnished on request. 


Made by Textile Division 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas * Rockefeller Center, New York 20, N.Y. 








6 BIG Selling Features! 


PEERLESS 
— the 
Modern 
FREEZER 






Value makes the Peerless Freezer 
easy to sell. And what a Beauty! 
Are you missing a bet? Investigate 
the Peerless Line of Freezers. 


Household Sizes: 2 to 10 Ots. 
Hotel Sizes: 12 to 20 Ots. 


THE SIX BIG ced FEATURES 








ASK YOUR JOBBER 
THE PEERLESS FREEZER Co., WINCHENDON, Mass. 

















Don’ t go another season 








We say, and you'll agree when you check into it, that UNIVERSAL is by long odds 
the best line to handle. They're the kind of sprayers folks come back for again and 
again and ask for by name. Built to the highest standard of quality known to the 
industry, yet competitively priced. Advertised to millions of consumers. And you'll 
like the sales policy behind them. If you want more than your average share of 
sprayer business next season, order UNIVERSALS NOW, to be sure of having them 
when you want them. If your jobber can't supply them, write to us. 











The ‘“‘MOBL-SPRAY” — greatest 
advance in compressed air spray- 
ers. One of a complete line of 
compressed air and hand sprayers. 





UNIVERSAL METAL PRODUCTS CO. 
SARANAC MICHIGAN 












WHAT'S NEW 


Kitchen Ventilating Fan 


Nutone, Inc., 801 E. 3rd St., Cincin- 
nati, 2, Ohio, offers a wall and ceiling 
type ventilating fan, the former with 
weather seal shutter said to shut out 


SY 


















seen 
aoe 


rain, snow, wind and insects. Auto- 
matic de-icer action. Features bronze- 
self lubricating bearings, baked enamel 
weatherproof finish. Telescoping sleeve 
of wall type, permits easy installation 
in walls of varying thickness, frame or 
brick. Available in three models, NV- 
18, standard sleeve, fits walls 4%4 by 3- 
¥% in. thick, 8-in. blade, moves 600 cu. 
ft. of air per minute, $24.95; model NV- 
18L, long sleeve, fits walls 64% to 11 in. 
thick, $24.95; and model NV-110, fits 
walls from 4% to 814 in. thick. A 10-in. 
blade moves 700 cu. ft. of air per min- 
ute, $29.95. Ceiling type units for 
kitchens with limited wall space. Two 
self-acting shutters, open and_ close 
when fan is started or stopped. Re- 
quires 7-11/16 in. depth of “joist” 
space. A 10-in. blade said to move 
500 cu. ft. of air per minute. Retails for 
$34.95. Said not to interfere with radio 
or television sets. 


Portable Nursery Heater 
Titan Mfg. Co.,-Inc., Buffalo, N. Y. 


is offering a portable nursery heater 
featuring instantaneous fan-forced radiant 
heat with “Ever-Cool” case. Available 
in baby blue or pink baked on enamel 
with nursery decorations, Has a small 


mesh grille, and smooth contours to pre- 
vent injury to child. Approved by 
Underwriters Laboratories. Said to be 
an effective hair dryer. Unit is 14 by 
10 by 4. Rating: 1320 watts, 115 volts, 
60 cycles, A. C. 
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IGLTGIE IE? ay a fi 


TAVERN CANDLES "OA 


Attractive display of departmentized 
merchandise adds directly to the sales 
appeal of this attractive Long Beach 
hardware store. And departmentized in- 
formation obtained from its National 
System of cash-control and record-keep- 
ing adds to its profits. 

With a National System you, too, can 
get information that makes money, and 
protection that saves money. You get a 
complete, printed record of every trans- 
action and sales totals by departments 
and salespeople. You know which are 
profitable, and which are not. 

Correct registrations are enforced. 
Amounts of multiple-item sales are me- 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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PHOTOGRAPH, COURTESY HOWARD HARDWARE COMPANY, LONG BEACH. CAL 


chanically added. Each customer gets a 
printed receipt. Thus errors in addition 
are eliminated, yet service is speeded, 
good will is built, and customer confi- 
dence is gained. 

You can supervise prices, and you know 
at any time how much money is to be 
accounted for. You get the control that 
protects — and increases — profits. 


iF 





Call your nearby National repre- 


sentative today. Ask him to show 
you the National System for hard- 
ware stores... the system that will 
pay for itself and then go on pay- 
ing you! 


acai 
| 
CASH REGISTERS « ADDING macnn 
i ACCOUNTING MACHINES 
i . 
Me 
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LEENCUT Best Sellers 


Dress Up Your Counters for Bigger Business Thor Electric 
Impact Wrench 


Independent Pneumatic Tool Co, 





No. 1011C Aurora, Ill., offers a %-in. Universal 
CARDED SHEAR electric impact wrench. Weighs slight- 
ASSORTMENT 


1 doz. Clip Point 
Household Straight 
Trimmer Shears. 
Red, Blue and 
Yellow Easel-backed 


Card 


Retail at 
average 


rm Od 







ly over 6 lbs. Has positive drive, high 
torque, negligible torque reaction, 
smooth operation and a highly polished 
die casting case. Said to drive nuts, 
bolts, cap screws up to %-in. thread 
size, to drive studs up to %4-in. thread 
size; to remove broken studs using 
“Ezy-out” extractor; to drive and re- 
move wood screws up to No. 20; to 
drill holes in steel to %4 in.; to step 
drill or ream holes from %4 to ¥% in. to 
¥% in. steps. Maker also claims many 
other applications for this tool. 


No. 1701 
COUNTER MERCHANDISER 


1 doz. Individually Carded 
Kitchen Shears. Nickel-plated 
Blades, Red Enamel Han- 
dles. 8-in. Length. Red, 
Black and White Box. 


aa 98¢ 


Nationally Advertised 
All Prices Slightly Higher Denver 





‘Ospho' Metal Primer 


Rusticide Products Co., Cleveland, 
Ohio offers “Ospho,” a metal primer America 
that is applied directly over rusted 
surfaces. Said to be a carefully bal- 


No. 2401 
ALL PURPOSE SCISSORS 


1 doz. Sharp Points for home, 5 ic. 
ollice, echool and chap. Theos anced formula of orthophosphori 
Sharp Points; four 5” Semi- dichromate, extenders and _ wetting 
Points a — agents. When applied it is reported 
and Yellow Easel-backed Card. to cause iron oxide, rust, to change 


chemically to iron phosphate, and tert 













ro Ro hard, dark gray substance. After dry- 

ouine — 49¢ ing overnight, rust is stopped and paint gorge 
is sai ¢ > i moist- Guaranteed 
is said to adhere so tightly that mo Good Houseke 


Ses Aovranisto © 


No. 2451 


CARDED SCHOOL SCISSORS SCh Hoot | : "y 
24 pairs 4-in. size. Forged Steel : csoRS AERC & af 
Blunt Approved School Scissors. €: st SS 
Blue, Yellow and Black Easel- e.°, KY F 
backed Card. | hed No. 150 
Crack 


AD raie'elgs OHM C 
Retail 15 d x NVA (fr 2 


No. 80 D. 
Deluxe Can 


No. 900 | 
Sharpit —(K: 
Scissors She 


The ACME SHEAR CO. srmcepont 1, Conn. | , Form a D 


SEN WA 





Visit us at Booth 73 | GH Wes 
National Hardware Show aS 
Grand Central Palace, New York “<0 A x . y 
October 12th to 15th ‘ A) 























ure and oxygen cannot attack the metal. Products « 
World's Largest Manufacturer of Scissors and Shears Said to be effective for exterior and in- aoe 
| terior work alike. | FAMOUS D. 
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LATEST CREATIONS 


A 
KRON 


of Lasting Beauty 





No. 165 


Solid Die Cast Knobs 
Mirro-Chrome Finish 
Hand Polished 


Solid Die Cast Handles 
Mirro-Chrome Finish 
Hand Polished 
Suggested Retail Price 35¢ each 

SEE YOUR JOBBER OR ASK US FOR SAMPLES 


AKRON HARDWARE MFG.COR 


LONG ISLAND CITY NY. 


by AKRON 


ri 





Suggested Retail Price 18c each 


rs 








Forti St 


phim’ NECEPTED --- 


America’s Best-known, Most Popular Line of Kitchen Helps 


@e &. 


Real, 


Two 





No. 120 Dazey 
Super Juicer 











= Housshooping 
- outstanding exclusive 


THE DAZEY ‘‘OPN-SEAL”... 
IN DAZEY KITCHEN-TESTED COLORS 


Removes all screw-type jar lids and 
bottle caps, all vacuum sealed caps 
and lids—dquickly, easily... without 
damage to cap and container, or 
injury to hands. Also ideal for sealing 
or resealing of air-tight jars. 


Pras Aovranistd aes { 


& ~ S 


No. 150 Dazey 
Crackit 





contour .. 


rubber disc. Rubber 


bonnet. 





No. 810 Dazey 

For greater profits feature Dazey  Blend-R-Mix 

Kitchen Helps in Dazey kitchen-tested 

i colors. All wall- type units fit the famous 

© hee 80 Dazey Dazey wall bracket, making easy the 

sluxe Can Opener sale of other Dazey units. Ask your 

 & regular jobber about Dazeys, or write 
ma <\ today for literature and prices. 

{ Paige! ww) DAZEY CORPORATION © ST. LOUIS 7, MISSOURI 

No. 900 Dazey 


Sharpit—(Knife and 
Scissors Sharpener) 


5” live rubber sanding head 


only $3.75 Retail. 
Write today for 


No. 160 Dazey 
Triple ice Crusher 


Se Sure 


Form a DAZEY 3 CHAIN of Kitchen 
Products « CAN OPENER » KNIFE 
SHARPENER JUICER * ICE CRUSHER 
BLEND-R-MIX » NUT CRACKER 
FAMOUS DAZEY CHURNS 


TOOLS FOR THE CRAFTSMAN 
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eliminates bulges of abrasive paper. 
centerpiece 

scratches on working surface. 
2 all-purpose abrasive discs and 1 lamb’s wool 


KENERSON 
SANDER- 
| | POLISHER 


FOR USE WITH 
Va" DRILL 


fast-movi:g unit priced to sell itself. 


features 


1. Flexible unit permits bending to fit any 
. 2. Square hole in found disc 


Has 5” 
prevents 
Complete with 


Retail Price $10.95 Complete 


with 14,” shank 


is available as a separate unit for 


catalogue sheet. 


PATTON 
TOOL COMPANY 


76 Merrick Street 
West Springfield, Mass 
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NEW LINE! 





Famous Oster“Pipe Master” 
Portable Power Threading 
Machine Now Available in 
FOUR MODELS for 

your Selection! 














World-wide experience with the perform- 
ance of the Oster No. 502 “Pipe Master” 
for many years built up a demand for 
wider applications of this highly suc- 
cessful portable pipe threading machine. 


Oster engineers accepted that challenge 
and developed FOUR “Pipe Masters” ... 
three new machines and an advanced 
model of the original “Pipe Master”. 


The New “Pipe Master” Line 


No. 522 DE LUXE. Aluminum allo:- 
construction for lighter weight with 
extra rigidity and durability. Stationary 
Die-head (the pipe turns in the fixed 
die-head). 


No. 552 DE LUXE ROTARY. Aluminum 
alloy construction. ROTARY Die-Head 
and Open Type Vise. (This principle 
makes it easy to thread BENT pipe in 
addition to straight stock.) 


No. 502 STANDARD. This is the im- 
proved “Pipe Master” with stationary 
die-head. Steel construction. 


No. 532 STANDARD ROTARY. Adapted 
from the No. 502 model but equipped 
with ROTARY Die-Head and Open Type 
Vise for threading BENT and straight 
stock. Steel construction. 


Range of Machines 


All four “Pipe Masters” have a standard 
range of %” to 2” pipe and extra range 
of 1%” pipe. Nos. 522 DE LUXE and 502 
STANDARD “Pipe Masters” have ex- 
tended range of 2%” to 8” pipe when 
used with Oster universal drive shaft 
to drive geared receding die-stocks. 
eee 
Now, with these FOUR “Pipe Masters”, 
you can select the ONE model that 
meets YOUR individual needs exactly! 
Write for the new “Pipe Master” catalog. 


THE OSTER MANUFACTURING CO. 


2028 EAST 61st STREET 


CLEVELAND, OHIO 
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HAT’S NEW 











‘Daisy-Gem' 
Brush Assortment 


Brushwise Corp., W. Fourth at Mer- 
cer St., New York City 12, offers its 
integrated line of paint brushes for 
household, factory and master painter 
use. Made of finest grades of China 
bristle, says maker. Available are sev- 
eral modern four-color boxed counter 
displays and a get-acquainted “Daisy- 
Gem” assortment consisting of a doz. 
each 1, 1%, 2, 2% and 3 in. varnish 
brushes, suggested to retail for from 25 
cents to $1 each, and a half doz. each 3, 
3'2, and 4 in. wall brushes, suggested 
to retail for $1.75, $2, and $2.25, re- 
spectively. Assortment is packed in a 
21 in. overnight case of pyroxylin 
coated canvas with contrasting alliga- 
tor trim, double stitching and_ brass 
plated hardware for no extra charge. 
Entire assortment retailing for $72, 


sells to the dealer for $43. 


Polka Dot Plastic 
Kitchen Ensemble 


Clarvan Corp., 250 N. Water St., 
Milwaukee 1, Wis., offers. a kitchen 
ensemble of matched accessories in a 
polka dot design made of Vinylite plas- 
tic. Construction of the bowl covers 
seals the elastic in and protects it from 
unsanitary contacts, says maker. Apron 
and window curtains are in matching 
design. Plastic is easily cleaned with 
soap and water, said to be waterproof, 
mildewproof, and is not harmed by 
greases or alcohol. 








Jacobsen Package 
Unit Water System 


Jacobsen Mig. Co., Racine, Wis., 
has developed a package unit water 
system. Unit 18-312 H has a capacity 
of 350 gal. per hour. It consists of a 
12-gal. galvanized tank with air volume 





control and a 115-volt single phase 60- 
capacitor type motor. It is delivered 
assembled and ready for operation. 


Folding Boxes For 
Burgess ‘Vibro-Tool' Kits 


Handicraft Division, Burgess Battery 
Co., Lake Zurich, Ill., offers its kits in 
three folding boxes which are stream- 
lined, compact, easy to handle and 
store, and colorful. When open, they 
become self-selling display units. Also 
provided is a strong handy case in 
which user may keep tool and attach- 





ments. When package is open, tool 
and attachments are framed, all in view. 
Cover may be removed. Complete de- 
scription of the kit on each package 
with illustrations of tool in use. Each 
kit is colored-keyed, the Master Craft 
Kit which retails now for $9.95. in 
blue and yellow, Leather Craft Kit 
which retails now for $7.50, in russel 
and yellow and the Marking Kit is si! 
ver gray and yellow. 
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Automatic Plug 


Academy Electric Products Corp., 
1849 Broadway, New York City, offers 
a completely automatic plug which can 





be attached easily without the use of 
tools. Academy Lifetime plugs are so 
designed that the user pushes cord 
through a hold in the housing, opens 
prongs of core section, places cord in 
securely, clamps the prongs together 
and snaps the core section back into 
the Beetle plastic housing. Listed by 
Underwriters Laboratories. Available in 
many colors at 15 cents each. 


Griffon Shear and Scissor 
Assortment Display 


This display cabinet is offered, free 
of cost, by “Griffon” Cutlery Works, 
Inc., 151-153 W. 19th St., New York 
11, N. Y., with the purchase of its as- 
sortment No. 757 which comprises six 
of each: of two sizes of scissors; two 
sizes of household shears and the com- 
pany’s No. 187% dressmaking shears. 
The total retail value of the assortment 
is $63.00, the dealer cost including the 
cabinet is $42.00. Each of the five 
items is numbered on the pad, with its 
suggested retail selling price indicated 
as well. The cabinet, which is 14 in. 
high, with base 6% in. by 10 in., is a 
maple finished wooden unit, with glass 
front and with ample space in the 
rear for surplus stock. The scissors and 
shears are hot forged of surgical high 





THESE EXCITING PEERLESS SALES AIDS 


ARE CREATING VAST CONSUMER DEMAND 











_NE eaten MATS + DISPLAY CARDS * LETTER STUFFERS * CATALOGS 
rac = 


4 Toy we). 
GAS CIRCULATORS 
HEATERS, UNIT HEATERS 
WHERE WIDE AWAKE 
DEALERS USE THESE 
EFFECTIVE SALES 


AIDS 1S. SORE ce 
pHs, met 10) Ws puses 
40 To 


# R SOME HEAT 


2,f 
U~terteso 
Spt jos Cnet — Beat fox Det 


RADIANT GAS HEATERS 


PEERLESS MANUFACTURING CORP., LOUISVILLE 10, KY. 











Have your PERSONAL ACCIDENT 
and HEALTH INSURANCE with... 


EASTERN 
COMMERCIAL TRAVELERS 


Mutual Association e@ Direct Purchase 
No Branch Offices 


Massachusetts Company, Incorporated 1894 


Hospital Confinement Not Necessary to Receive Benefits 


ACCIDENT POLICY PAYS SICKNESS POLICY PAYS 
$5,000.00—$10,000.00 $25.00—$50.00 $25.00 PER WEEK $10.00 PER WEEK 
FOR ACCIDENTAL FOR WEEKLY FOR CONFINING FOR NON-CONFINING 

DEATH DISABILITY SICKNESS SICKNESS 
Estimated Annual Cost $24 


Why Not? 











Estimated Annual Cost $15 


MORE THAN 50 YEARS OF FRATERNAL SERVICE 
Provides protection 24 hours a day when traveling, while at 
work, around the home or on vacation 
NO POLICY CANCELLED OR RATES INCREASED OR ANY 
BENEFITS REDUCED ON ACCOUNT OF ADVANCED AGE! 




















pt a a a nn ee ee =: 
SEND THE § John S. Whittemore, Sec.-Treas. 
COUPON : Eastern Commercial Travelers 
1 80 Federal St., Boston 
TODAY ' ; ‘mat ’ ; 
1 Without obligation, please send complete information and 
e ! application for membership to 
! 
carbon steel, and the manufacturer ; DE” he: ckwed thns6s8 604005000800 S60bSRoE Ss 1000800 RNEI ES 
ears to cachengs cay tom in te a Oe 
assortment in exchange for any other ' 
ite ; > s > value, GP .0k00s006+00.c0ngssesenenessennsanend PINS scceviccesoocas 
item in the assortment of equal va 1 HA-49 (No Solicitors Will Call) 
at the dealer’s request. 
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WHAT’S NEW 








Neptune’s other models, with greater 
pumping capacity of over 3,000 gph 
at a 10 ft. head; of rugged construc- 
tion and greater lasting qualities with 
a 1/3 HP Westinghouse motor, using 











‘Magnagrip’ Tool Rack 
R. E. Phelon Co., 199 Union St., 


Springfield, Mass., offers the “Magna- 
grip” knife and tool rack shipped in 
units of six dozen packed in corru- 
gated containers; each % doz. packed 
in a counter display box. Unit is guar- 
anteed to hold its magnetism. For 
knives, scissors, tools and other kitchen 
implements. Can be installed outside 
or inside cupboards or on any flat sur- 
face. Heavily plated and finished in 
white enamel to harmonize anywhere. 


Neptune Sump Pump 


Neptune Pump Mfg. Co., 4912 N. a Square D Sumptrol switch. This 
pump known as the “Val-U-Matic” is 
said to be a competitive pump in the 


6th St., Philadelphia, Pa., announce a 
sump pump of iron construction to list 
at $44.75. This pump is designed after 


COSTS MORE - 
WORTH MORE 


low-priced field. 


ONE 








HAND 


OPERATION 


Opens with a Flick 
of the Thumb 


DIFFERENT 
743) ALWAYS 
Right Size and Pressure PARALLEL 


for Every Job 
For Better 
Work-Holding 


Today's customers want their money’s worth before they buy. 
You can give them a full-value plier-wrench only if you have 
BMC Pressure Lock Wrenches. Here’s why your customers 
want, and why you can sell more, BMC Pressure Lock 
Wrenches: Only the BMC Pressure Lock Wrench has all these 


Write for name of nearest BMC Jobber. 


O'Malley Counter 
Display Carton 


Edward O'Malley Valve Co., 7602 
Greenwood Ave., Chicago, IIL, offers 
a carton for the new “All-Purpose 
Family Faucet Repair Set” which con- 
tains six tool kits, each mounted on a 
self selling card. The “family” set is 
an ensemble of drip-stopper and “Nu- 
seater” tools together with two sizes of 
cutter heads, brass “‘Nu-seats” and in 
an envelope on the back of the card, 
washers and illustrated simple direc- 
iions. Suggested to retail for $2.95. 





Heil Automatic Furnace, 
Boiler Catalog 
The Heil Co., 3000 W. Montana St., 


Milwaukee 1, Wis., offers a catalog of 
its automatic furnaces and boilers. The 
colorful illustrated booklet includes 
both oil and gas fired units and gas 
conversion kits. 


CARBON 
STEEL 


Smooth Black 
Finish 


ADDED 
GRIPPING 


CALIBRATED POWER 
p to 1% Tons 


e183 Better Leverage 


Shows Jaw 
Opening Size 





extra values . . . it’s six tools in one . . . adjustable pliers, pipe 
wrench, locking clamp, gripping tool, monkey wrench, and 
hand vise. The cost is but a few cents more, No. 7 — %” Jaw, 
$2.29; No. 9—1” Jaw, $2.59; No. 11—12" Jaw, $4.89 Re- 
tail. Fair Traded. Give your customers extra value for their 
money with attractively packaged, fast counter selling BMC 
Pressure Lock Wrenches. Red plastic or steel handle grips. 
Free sales helps. 


MANUFACTURING CORPORATION, BINGHAMTON, N. Y. 
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the PLYMOUTH P-3 
Packed 2 doz. 
per metal-edge box 





For ACTION SALES — 
SEE YOUR JOBBER IMMEDIATELY! 








“Engineered Quality at POPULAR PRICES” means volume sales! 
ehacksaws ehandsaws © keybole saws © hack saw frames 
© panel saws © mitre saws © coping saw frames © coping saws 


| - 
=" ene sow Frames 
Line Screw Drivers 





© pruning saws @ wood chisels © screw drivers © compass saws & nests 
e block planes © fore planes © jack planes © smooth planes 


GREAT NECK SAW MERS.., Inc. - Mineola, New York 
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THERE’S A 


HUGE MARKET 





FOR | ainiuatein 
' | | tes , 


Painters, mechanics, motorists, 
housewives and factory workers all 
need this hand protective cream 






















EVERYBODY WHO WORKS 
with his hands is your market 
for Du Pont PRO-TEK hand 
protective cream. Rubbed on 
before work, PRO-TEK guards 
skin against paint, oil, grime 
and stains. Easy to wash off 
afterwards—takes the grime 
with it. For EXTRA sales, dis- 
play PRO-TEK near your cash 
register. Tell customers about 
it—and watch it move! Ask 
your jobber for fast-selling 
PRO-TEK today! E.I.duPont 
de Nemours & Co. (Inc.), Wil- 
mington 98, Del. 


REG. U.S. PAT. OFF. 
Better Things for Better Living 
Through Chemistry 


PRO-TEK 


HAND PROTECTIVE CREAM 
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ANDROCK 


} COMPLETE LINE OF 
BICYCLE BASKETS 



































| 
Sa 
———- 








Sturdy, level carrying, modern-styled Bicycle Baskets 
in a wide range of styles and sizes. Durably con- 
structed to retain shape under heavy loads, they're 
favorites with cyclists everywhere. 


Iilustrated: No. 1642, Large (18” x 13” x 6”) Long Clamps 


See your jobber salesman—or write, wire or phone 


him for full informatiom. 


THE WASHBURN COMPANY 


WORCESTER, MASS. « ROCKFORD, ILL 








. . . by Edlund beat 
up sales and do a 
better beating job for 
the customer. Nation- 
ally advertised. 
Replacement guar- 





DW :. antee. 
_Zg 


. 
4q 


THINK OF 


Ldlund 


for 
BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON, VT. 
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Back On The Market 


STRONGER THAN EVER! | 


METAL 











Here is the polish that has achieved a reputation 
for effective metal cleaning never surpassed in its 
39 years’ service. 





baskets Exclusive ingredients make it the per- 
y con- fect, non-acid emulsion. No rubbing 
they're required. Will not injure hands or 
jeave a greasy surface. I.C.U. is the 
polish your customers want and will 
Clamps buy in preference to all others. Order 
b from your jobber, today. This tank is a master tool — the 





strongest and longest lived mopping 
tank of its kind on the market lly 
guaranteed against faulty materials 
THE LIVINGSTON co and workmanship and backed by 

° years of experience in building Jam- 


tor cleaning equipment 














153 AMITY ROAD NEW HAVEN, CONN. 
@ Mopping Tank Wringer — @ Compartments—Two hand 
Made of certified malle- soldered compartments, 
= ae = able iron and designed to 16 gauge steel with per- 
give a lifetime of service forated plates in bottom to 
catch dirt 
@ Chassis — Angle steel 
trame, malleable iron cas- 
ter brackets. Easy running @ Bumper—Al! around rub- 
8 inch disc type casters ber bumper set in channel 
with soft rubber treads iron. Protects walls 


A New SMALLER MOPPING TANK 
vv Tehicls 


systems 

















This new smaller mopping tank is 
tuggedly built of the same high 
grade materials as are used in 
our larger tanks. The same wrin- 
er — our Malleable Iron No 
69 — self cleaning solid cast 
bronze water draw-olfs on eachr 
compartment, and easy running 
disc type casters with soft rubber 
treads. A highly practical mop- 
ping tank requiring little storage 
space and very easy to handle 

















BEST SELLERS 
. . . right down the line! 


You’re set to sell every water system 
prospect with the complete Myers line 
of Ejecto and Reciprocating Types. 
They offer capacities to meet every 
Possible requirement. They rate second 
to none in buyer preference — because 
their exceptional quality is nationally 
known. Get 
Myers Water 
Systems out in 
front in your 
store. You'll see 
them move out 
Fest... . and 
steadily! 


The Mopping Tank Wringer with the 
White toggle leverage produces tre 
mendous pressure on the mop with 
very little effort. The opening be- 
tween rollers is large enough to ace 
comodate any size mop 





anufacturers of a Complete Line of Floor Cleaning 


Equipment. WRITE FOR CATALOG NUMBER 149. 


WHITE MOP WRINGER CoO. 


ee Sy ee oe FULTONVILLE, N.Y. 


THE F. E. MYERS & BRO. CO. 
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U. S. REVOKES ALL 
TIN RESTRICTIONS 


A sweeping revision of the 
Commerce Department’s _ basic 
tin conservation order, M-43 and 
revocation of another order, 
M-81, issued Aug. 25, eliminates 
restrictions on the uses on tin, 
regulated since early in the war. 

An amendment to M-43, effec- 
tive immediately, provides for the 
relatively free import of the 
metal by private business. The 
effective date of the revocation 
of M-81 is Dec. 1, 1949. 





Order M-81 sets specifications | 


for the use of tin in the manu- 
facture of cans. The specifica- 
tions restrictions on closures for 


certain food containers, presently | 


embodied in order M-43, also| grade metal and now expanded 
| 


will be lifted on December 1. 

Although end-use restrictions 
of M-43 are eliminated, the gen- 
eral framework of the order re- 
mains in effect and the following 
controls will continue to be ex- 
ercised: allocation of all pig tin, 


inventory controls on pig tin and | 


all materials containing tin, re- 
ports by holders, distributors, 
importers and users of tin; and 
import controls on pig tin and 
materials containing tin. 
Controls over tin imports by 
private firms will be maintained 
under the authorization proce- 
dure established in the 
year to regulate imports of off- 


earlier 


| to permit relatively free private 





import of all grades of pig tin. 

All pig tin containing less than 
99.65 per cent of tin, including 
stocks of these grades held by 
the Reconstruction Finance 
Corp., and all private imports of 
pig tin of any tin content will 
allocated to manufacturers 
without regard to end of 
present allocation quotas. 

RFC stocks of pig tin contain- 
ing more than 99.65 per cent of | 
tin will be distributed to users 
according to present allocation 
quotas after consideration is 
given to all other receipts by 
them of such grades. Allocations 
of these RFC stocks are being 
continued as an interim measure. 
pending reestablishment of og 
vate supply channels. As a 

| 


be 





use 


vately held supplies increase, al- 
locations from RFC stocks will 
be curtailed and discontinued on 
a date yet to be announced. 








C. W. Sprenger Succeeds G. E. Dresser 
As Carborundum Hdwe-Auto Sales Mgr. | 


Charles W. Sprenger has been 
appointed to succeed George E. 
Dresser, who has retired as man- 
ager of hardware - automotive 
sales for The Carborundum Co., 
Niagara Falls, N. Y., after 42 
years of service. 

Mr. Sprenger was formerly 
manager of the company’s New 


York office 1944 till 


from 





Cc. 


W. SPRENGER 
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the 





present time. L. P. Mercer, for- | 
merly manager of the sales train- | 
ing department, has been select- | 
ed as assistant manager of hard- | 
ware-automotive sales. 

Hereafter all 
tured for the hardware and au- | 


| 
manufac- | 


items 


tomotive trades will be sold un- 
the overall direction of 
W. man- 


der 
Fred 


Sonacker, sales 





G. 


E. DRESSER 


ager of the Coated Products Di- 
vision, Wheatfield, N. 





MERCER 


L. P. 


J., in or- 


der to improve coordination of | 


sales activities in both fields. 
Mr. Dresser is a familiar fig- 

ure at hardware conventions 

and is a former member of the 


executive committee of the 
American Hardware Manufac- 
turers Association and a mem- 


ber of the Central States Hard- 
ware Club. 
He began his career in the 


| hardware trade as a salesman in 


HARDWARE 


charge of the tool department of 
P. M. Herron Co., Auburn, N. Y. 
In 1907 he joined Carborundum 
as a salesman, being assigned to 
the Detroit area and later to In- 
dianapolis. He was transferred 
to the company’s Boston office in 
1914 and years later was 
brought to the home office antl 
appointed to the position he just 
retired from. 


six 


G. F. BINGHAM JOINS 
MIDLAND AS SALES MGR. 


George F. Bingham has been 
recently appointed sales manager 
of the Midland Co., South Mil- 





GEORGE F. BINGHAM 


| waukee, Wis., having formerly 
been associated with  Pincor 


Products, Chicago, as advertising 
and promotion manager. 
He will direct the sales and mer- 
chandising activities of a new 
dealer program for the “Dandy 
Boy” line of garden tractors and 
garden equipment. 


sales 


MORRIS WEIN FORMS 

WEIN HARDWARE CoO. 

Wein Hardware Co., Inc., 267 
Canal St., New York City 13, 
has been organized by Morris 
Wein, formerly a partner in the 
Walker St., Hardware Co., which 
has been dissolved. 


The company wil! handle a 
wholesale line of mechanic’s 
tools, shelf and builders’ hard- 





ware. 
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P. R. Bewie to Aaniet Sherwin-Williams 
Vice President and General Manager 


Paul R. Bewie has been re- 
cently appointed assistant to M. 
J. Fortier. vice president and 








PAUL R. BEWIE 


general manager of The Sherwin- 
Williams Co., Cleveland. Mr. | 
Bewie has been manager of the | 


Northern Ohio Division of the | 


company’s North Central re- 
gional sales organization oper- | 


ating out of Cleveland. He will be 
succeeded by Wilbur M. Remy, 
who has been an assistant in the 
company’s executive sales depart- 
ment, 

Mr. Bewie has been with Sher- 
win-Williams during his entire 
business career since 1927 when 
he started in Cleveland. From | 
1928 to 1933 he was with the 
sales organization in the North 
Central Region, following which 
he spent a year as chief clerk to 
the Detroit division sales man- 
ager. From 1934 to 1940 he was 
a sales representative in an East 
Michigan territory, then operated 
company branch stores first in 
Saginaw, Mich., and in 1944 in 
Akron, Ohio. In 1945 he enlisted 
in the Navy and held dispersing 
and store keeping assignments at 
Great Lakes, Illinois, the 
Ninth Naval District. 

In 1946 he rejoined The Sher- 
win-Williams Co. as special prod- 
ucts manager in the north cen- 


in 





tral region and since 1947 has 
been northern Ohio division 
manager. 

Mr. Remy has also been asso- 
ciated with the company since 
1927. His first assignment was 
a painter’s sales territory in 
metropolitan Cleveland from 
which he was promoted to man- 
age a Uniontown, Pa., branch in 
1930 and another Yonkers, 
New York, in 1936. 

From 1943 to 1945 Mr. Remy 
was in the Navy following which 
he was assigned to a trade sales 





territory in the western New 
York Division. Last year, Mr. 


Remy returned to Cleveland to | 





WILBUR M. REMY 


assist in the executive sales de- 
partment with the development 
and marketing of the company’s 
new Painter product line. 


H. W. HIRTH LEAVES 
FRANKFURTH HDWE. 
FORMS CHICAGO CO. 


| 
| 
| 
| 
| 
Harold W. Hirth has recently | 
announced his resignation as di- | 
rector and sales manager of the | 
Frankfurth Co., Mil- | 


Hardware 


waukee, Wis., wholesalers, a po- | Ly. 
sition he has held since 1936, to | Ar, 


enter business with office and | 
warehouse at 2931-35 North Na- | 
toma Ave., Chicago 34, IIl. 


His firm will operate under 
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| Sunday, Oct. 9th, in the Ameri- 


train must be made direct with ; 16 S. 


the name of Harold Hirth, Inc., 
and will distribute Sloane-Blabon 


hard surface floor covering in 
the northern half of Illinois, 
southwestern Michigan and 


northwestern Indiana. } 

Prior to 1936, Mr. Hirth man- 
aged the Store Management Ser- 
vice division of the National Re- 
tail Hardware Association, In- 
Ind. His work as 
field secretary of the Illinois Re- 


dianapolis, 


tail Hardware Association led to 


his selection for the position in 
the headquarters office. 

He is a past president of the | 
of 
Milwaukee and past director of 
Inc. 


Sales Managers Association 





HAROLD W. HIRTH 
| 


tive clubs were | the Fox River Valley in Wis- 
Quincy and Rockford, IIL, and | concin. 


National Sales Executives, 
Through his efforts sales execu- 


organized in 








Atlantic City Special Train Schedule 
Issued By Central States Hdwe. Clab 


Man- 
97th 
semi-annual and the 55th annual 
of the National Wholesale Hard 


Association. 


Hardware 
the 


the American 


ufacturers 


As was announcel in the pre- 
vious issue, The Central States 
Hardware Club, Inc., Suite 359 
LaSalle Hotel, Chicago, will hold 
ninth dinner party, 


Association, 


its annual 
ware 


cum Boom of the Traymeve Hotel. | : The train schedule of the 


Atlantic City, N. J., prior to the 


| special on the Pennsylvania Rail- 
: | . ote 
opening of the joint meetings of | road is as follows: 


Lv. Chicago, Special .........+. 2:15 pm (CT) Sat. Oct. 8th 
Lv. Englewood ............-.-- 2:30 pm (CT) Sat. Oct. 8th 
ee ee ren 4:30 pm (CT) Sat. Oct. 8th 
AS; TOS Sanwaxccncenws e.11:46 pm (ET) Sat. Oct. 8th 
Ly. Wheeling-Train 702 ........ 7:30 pm (ET) Sat. Oct. 8th 
Re, SE bin asecrcesusens 9:30 pm (ET) Sat. Oct. 8th 
Lv. Cleveland-Train 38 ......... 8:40 pm (ET) Sat. Oct. 8th 
ee eee 11:35 pm (ET) Sat. Oct. 8th 
| Lv. Pittsburgh, Special .........12:20 am (ET) Sun. Oct. 9th 
Ae: FARR TIE onc icsiscnesscs 8:35 am (ET) Sun. Oct. 9th 
Lv. Atlantic City—Train 1072 3:00 pm (ET) Wed. Oct. 12th 
Ar. New York ..........-2.---. 5:55 pm (ET) Wed. Oct. 12th 
or 
Atlantic City—Train 1070 9:05 am (ET) Thu. Oct. 13th 
Oe WE. odassuvattnke css 11:59 am (ET) Thu. Oct. 13th 
Reservations for the special | vations, Pennsylvania Railroad, 


LaSalle St., Chicago, 3, 


L. G. McSteen, Passenger Reser- 
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National Builders’ Hardware 
Convention to Be Held Oct. 4-6 


The Fourth National Builders’ 
Hardware Convention and Expo- 
sition will be held at the Hotel | 
Statler, N. Y., Oct. 4-6, spon- | 
the National Contract | 
and the | 


sored by 
Hardware 
American 
tural Hardware 
The main ballroom and adjoin- 
will be 
manu- 


Association 
Society of 


ing rooms of the hotel 
covered booths of 
facturers of builders’ hardware 
and allied fields. 

Program is as follows: Mon- 
day, Oct. 3, a. m., society exec- 
utive committee and board of di- 


with 


rectors’ meeting; p. m., open 
meeting, speakers: John J. 


Meyer, vice president and gen- 
Lockwood Hard- 


eral manager, 
ware Mfg. Co.; association re- 


ception and cocktail party; ex- 
hibitors’ representatives and their 
customers and members of the 
association and society will find 
tickets in their 
registration envelopes. 


complimentary 


Architec- | 
Consultants. | 





and 
grand opening of the Na- 


Tuesday, Oct. 4, a. m. 
p. m., 
tional Builders’ Hardware Expo- 
sition; p. m., ladies get acquain- 
ted 
dinner, contemplated. 


luncheon, past 


Mr. Smith joined the Borg- 


| Warner organization in 1938, as 


presidents’ | 


| gas stov 


Wednesday, Oct. 5, a. m., open | 


meeting; speakers: Loring A. 


Schuler, executive director, Na- 


tional Associated Businessmen’s | 


Inc.; John H. Mize, Blish, Mize 
& Silliman Hardware Co., Atchi- 
son, Kansas, and president, Na- 
tional Wholesale Hardware Asso- 
ciation; ladies’ trip to the United 
Architects’ Day, 
Builders’ Hardware Exposition; 
Commit- 


Nations; p. m., 


\ssociation Executive 
tee and board of directors’ meet- 
ing; Thursday, Oct. 6, a. m., “So 
You Think You Know Hard- 
ware!” a builders’ hardware 
quiz program; p. m., closing day, 
Hardware Exposition, 
A.S.A.H.A.-N.C.H.A. 


and dinner. 


Builders’ 
and annual 


cocktail party 








H. E. Blood Heads Norge Directorate; 
Geo. Smith, President, General Manager 


Howard E. Blood, president 


and general manager of Norge 
and chief executive of Detroit 





HOWARD E. 


BLOOD 


Gear, another Borg-Warner divi- 
sion, has been elevated to the 
position of chairman of the board 
of Norge division, at the same 
time retaining his post as pres- 
ident of Detroit Gear division. 
George P. F. Smith, a Borg- 
Warner vice-president, as is Mr. 
Blood, has been elected to suc- 
ceed Mr. Blood as president and 
general manager of Norge divi- 
sion, Borg-Warner Corp., Detroit. 
Mr. Smith has been serving as 
assistant to G. A. Shallberg, 
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Sorg-Warner executive  vice- 
president in Chicago. 

Mr. Blood announced the ap- 
pointment of John A. Underwood, 
of New York, to vice-president 
in charge of sales of the Norge 
division, a new position. H. L. 
Clary remains with Norge as 
director of sales. 

Mr. Blood has been president 
of Detroit 1927, the 
same year in he formed 


and became head of the Norge 


Gear since 


which 


corporation which was organized 
to manufacture electric refrigera; 


tors. The two companies became 
ofiliated with Borg-Warner in 
1929. 





GEORGE P. F. SMITH 


general manager of the Marbon 
division, in Gary, Ind., and later 


became assistant to Mr. Shall- 
berg. 

Mr. Underwood was at one | 
time in charge of the Great 


Western Stores and of its plant 
which manufactured gas 
He directed Montgomery-Ward’s 
> division for eight years, 
was president of Manning, Bow- 


man & Company and president of | 
division | 


the Personal Products 
of Johnson & Johnson for about 


five years. 


ASS’T SALES MGR. FOR 
UNIVERSAL ELEC. RANGE 

H. M. Parsons, vice president 
in charge of major appliances at 
Landers, Frary & Clark, New 
Britain, Conn., has announced 
the appointment of Frank Bar- 
more to the newly created posi- 
tion of assistant sales manager 
of the electric range division. 





FRANK BARMORE 


For the past several years Mr. 
Barmore represented the major 
appliance division in the field of 
and vacuum 


ranges, washers 


cleaners. 


INTERNAT’L CHAIN NOW 
CAMPBELL CHAIN CO. 


George J. Campbell, Jr., presi- 


| dent, has announced that the In- 


Chain & Mfg. Co., 


ternational 


York, has changed its name to | 


ee Spi ‘ ge 
Campbell Chain Co. This has 
been done, Mr. Campbell said, 
because “Campbell” has been 


ow 


the trade name identifying many | 


of its products and since the busi- 
ness was founded by George J. 
Campbell, and is now operated 
by his sons, the family name has 
always been associated with it. 
There has been no change in or- 
ganization, policies or products 
made. 


ranges. | 


BEN OPPENHEIM HEADS 

ANDERSON STOVE SALES 

J. T. Mascuch, president of the 
Anderson Stove Company, Inc., 


| 
| 
| a subsidiary of Breeze Corpora- 
| 





BEN OPPENHEIM 


tions, Inc., has announced that 
Ben Oppenheim has joined the 
company as_ vice-president in 
charge of sales, to head up an 
aggressive program built 
around the retained-heat features 
of the Anderson gas range. Mr. 
Oppenheim has a background of 
many years experience covering 
engineering, manufacturing, na- 
tional sales, and distributorship 
in the appliance field. He also 
| held executive civilian positions 
| in the Signal Corps, and radio 
the Air 


sales 


| and radar division of 


| Forces. 


WILL CORBETT ASSISTANT 
TO AM. STEEL & WIRE 
DISTRICT MANAGER 


The appointment of Will L. 
| Corbett to a newly created post 
of assistant to the district man- 
ager of American Steel & Wire 
Co., Pittsburgh, was announced 





recently. 

| Mr. Corbett, 

| intendent of industrial relations 
| at Waukegan, IIl., plant of the 
| 
} 


formerly super- 


same U. S. Steel subsidiary, will 
serve on special assignment in 
his new post. District manager 


| 
of operations for American Steel 
| & Wire Company in Pittsburgh 
is L. F. McGlinchy. 

Mr. Corbett started with Amer- 
ican Steel & Wire in 1915 and 
has been with them ever since 
except for the period of the first 
war, when he was in the armed 
services for two years. In 1937 
he was transferred from Ander- 
son to Waukegan, IIl., and has 
| held numerous assignments there, 
| starting as personnel supervisor 

and serving at various periods 

as supervisor of safety and works 
| protection. 
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He gets quick starts... 


YOU 
GET 
QUICK 


4 


PROFITS... 











with the NEW 


GE BATTERY VITALIZER 


Quick starts on cold winter mornings! That’s what 
you give every car-driving customer when you sell 
him a G-E Battery Vitalizer. It will keep a car bat- 
tery from losing as much as 50% of its power when 
the temperature drops. Anyone can use it— you 
simply hang the Vitalizer on the steering wheel. One 
plug goes into the dashboard lighter, another into 
any 115-volt a-c outlet. The slow-charging action 
cf the Vitalizer keeps the battery ready to deliver 
power when you step on the starter. 

Stock this fast-selling, high-profit item now. 
A complete promotion kit is available from your 
G-E distributor. If he can’t supply you, write 
Section 674-12, Apparatus Dept., General Electric 
Company, Schenectady Sav. 2. 


—— 


——— = 





CHARGES CAR, TRUCK OR TRACTO 


. Wifhout removing them! 





Here’s the fast-selling line of G-E Equipment for Shop-Farm-Home 





Motors Battery Chargers 

Motor Starters Heating Cable 

Time Switches Thermostats Make your line complete with this handy new G-E Farm & Home 
Welders Pressure Switches Battery Charger. Recharges run-down batteries in as little as 12 
Floodlights Float Switches hours. Can be mounted on shelf or wall, or left on floor beside - 
Liquid Heaters Lamp Ballasts or truck. Overnight or One-Day types. See your G-E distributor! 
Air Heaters General-purpose Relays G-E DEALER IDENTIFICATION — brings in the customers! Get coun- 
Soil Sterilizers General-purpose Transformers ter, road, and window signs from your G-E distributor ... NOW! 


Soldering Irons 
Stock-tank De-icer: 


“—"" GENERAL @@ ELECTRIC 
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BUCKEYE: 


The Bench Grinder Everybody Buys! 


Styled for hobby workshop, hotel kitchen, garage. 
farm, or factory, the Buckeye Motorized Bench 
Grinder offers every hardware merchant plenty of 
profit at an attractive retail price customers 


want it when they see it! 

Just the right size for any workbench, the Buckeye 
has the right speed for correct grinding with the 
generous, oversize Ohio stone. Set up and running 
on your counter or in your window, the Buckeye will 
pull buyers right up to your cash register — to buy 


and recommend it to others! 


Send tor This Folder! 


G. P. Gray Named Gen 


eral Sales Mgr. 


Devoe & Wadsworth Howland Co. 


Elliot S. Phillips, president of} Mr. Richards supervised the re- 


Devoe & Raynolds Co., 44th St. | 
and First Ave.. New York City | 
17, has announced the appoint- 


ment of George P. Gray as gen- 














GS. P. 


GRAY 


eral sales manager of Devoe & 
Wadsworth ,Howland Co., Trade 
Sales Division. Mr. Phillips also 
announced that Floyd E. Rich- 
ards has been appointed general 
manager of the brush division. 

George Gray 
general manager of the brush di- 
vision at Princeton. He now will 
make his headquarter: in New 
York, working under the direc- 
tion of Renshaw Smith, Jr., vice 
president and director of sales, 
Trade Sales Division of Devoe & 


formerly was 


Raynolds. 

Mr. Gray started work at De- 
voe & Raynolds in 1922 as a 
salesman in the Chicago branch. 
He was promoted to Chicago 
branch manager in 1927 and dis- 
trict manager of the Western Di- 
1940. 


appointed 


vision in 


He was general 


moval of brush plant from Brook- 

lyn to Princeton, Indiana, in 

1942. ; =e 

NEW BEDFORD CORDAGE 
ELECTS WALTER PRES. 
New Bedford 

New Bedford, Mass., 

turers of manila, sisal and nylon 


manulac- 


rope, has announced the resigna- 
tion of president George W. 
Haywood, and the 
Martin Walter, Jr., former vice 
president, as his successor. 
Mr. Walter, an M.I.T. 
uate, joined New Bedford’s ex- 
perimental staff in 1926, and con- 
tinued in that capacity until 1928, 


election of 


grad- 


when he was made mill manager. 
In 1938 he became a director of 
the gompany and in 1940 was 
promoted to a vice presidency. 


ROBINSON ASS’T SALES 
MGR. FOR J. CHESLER 


Albert Robinson has been ap- 
pointed assistant sales manager 
of J. Chelser & Sons, Inc., 41 
Varick Ave., Brooklyn, 6, N. Y. 
He has been sales representative 
for the the New 
England states for several years. 


company in 





DEMAREST, SALES MGR. 
WHITEFORD PLASTICS 


Whiteford Plastics Co., Inc., 
of 311 West 66th Street, New 
York City, has announced the 
appointment of Millard Demarest 
as the sales manager. Mr. Dem- 
arest, until recently with the 
Plastics Division of the Celanese 
Corp. of America, has worked 
with the hand trade and 
other large users of plastic for 
many years. He will develop the 
company’s business 
in the tool and other industries. 


tool 


expanding 





sales manager of the brush di-| 
vision, Dec. 1, 1943, and gen | 
eral manager in 1944, 

George Gray is succeeded by | 
Floyd E. Richards as general 
manager of the brush division, in 
Princeton, Indiana. Floyd started 
with Devoe & Raynolds in 1909 as 
a stock clerk in Devoe’s Kansas 
City branch. He served as a 
store salesman followed by two 
years on the road traveling Kan- 
sas, Missouri, Arkansas and 
Oklahoma selling artists’ mate- 
rials and brushes. After serving 
in World I, he was warehouse 
and office manager in Kansas 
City until] 1925. Transferring to 
New York and the Brooklyn 
brush plant he was appointed 











plant superintendent in 1937. | 
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AM. STOVE NAMES VELTE 
TO SUCCEED C. A. YOUNG 
AS EASTERN SALES MGR. 

Charles A. 
represented American Stove Co., 
1641 S. Kings Highway Blvd., 
St. Louis, Mo., in tne New York 
area since 1910, has retired as 
eastern sales divis:on manager 
at the age of 70. He has long 
been active in the American Gas 
Association and the New Eng- 
land, New Jersey, and Pennsyl- 
vania gas associations. 


Young, who has 


Mr. Young was with Western 
Electric Co., Chicago, from 193 
until 1910. He went to New 
York in 1910 as sales representa- 
tive for one manufacturing divi- 
sion of American Stove and pro- 
g present 
in charge of all of the company’s 


ressed to his position 


activilies in the eastern sales 


division. Mr. Young’s home is 


at 41-69 Parsons Boulevard, 
Flushing, L. L, N. Y. 


George P. Velte, 
been with American Stove since 
1919 and manager of the com- 
pany’s Boston office since 1930, 
will become eastern sales divi- 
sion manager. The eastern sales 
division office, located at 30-12 
4lst Avenue, Long Island Cty 1, 


has charge of American Stove 


who ‘has 


| the privilege of 


sales in eastern New York, north- | 


ern New Jersey, and New En- 
gland. 

Mr. Velte began selling stoves 
in New England for E. B. Colby 
& Co., in 1909. He was assistant 
to the new business manager of 
Brooklyn Union Gas Co, from 
1914 to 1919. He became New 
England representative fer one 
of American Stove Co.’s manu- 
facturing divisions in 1919, was 
made manager of that division’s 
New York office in 1927. and in 


1930 went to Boston to manage , 


the Boston branch sales office. 

J. J. Edwards, supervisor of 
the company’s coal, combination, 
and kitchen heater range sales 
in the central sales division, 
Cleveland, will be transferred to 
Boston to replace Mr. Velte. 
Mr. Edwards has been with the 
1938. 


company since 


PORTCO ORGANIZES 
GARDEN PRODUCTS DIV. 
of a Garden 
Portco 


The formation 
Products Division of the 
Corp., Portland, Oregon, at the 
company’s Wash.., 
plant was announced by the com- 


Ralph 


Vancouver, 


pany’s vice president, G. 
Meyer. 

Production has started on the 
first garden item, Portco Quick- 
ties, which are designed to fas- 
ten all types of plants. 


DOW GFFERS PLASTIC 
EVALUATION PROGRAM 
\ year ago, The Dow Chem- 
Midland, Mich., insti- 
program of evaluating 
manufac- 
using the 
Styron, have 
sending their 
Technical 
Plastics 


ical Co., 
tuted a 
plastic products. All 
turers or molders 
company’s plastic 
products to Dow’s 
Evaluation Committee, 
Technical Service. 
The committee 
products from the standpoint of 


evaluates the 


| basic design, molding techniques. 


and 
resistance to 
} 
| 
| 


comparison and other plastic 
non-plastic materials and 
potential service 


hazards. They do not, how- 


ever, make any attempt to 
consider the products aestheti- 
cally or from the sales stand- 


point. 
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ALLEN SALES AID MEANS 
PLUS BUSINESS FOR YOU 











The Horrocks-Ibbotson landing bow seems to attract the 
interest of the sales representatives for the fishing tackle 
firm at its annual sales meeting in Utica. Left to right are: 
Harold Kroeger, representing parts of New Jersey and Penn- 
sylvania; L. A. Davis, New York City, New Jersey, Delaware 
and Maryland; R. O. Billings who covers New York State, 
and Robert Harris, who handles Maine, New Hampshire, 
Rhode Island and Massachusetts. 
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It’s all our fault... we admit that Allen has been 
promoting the use of Allen-head Socket Cap and Set 
Screws for manufactured products, so that now the 
household handy man can’t do business any more 
without a set of Allen Hex Keys. He needs popular 
sized socket head screws for replacement, too, and he 
wants them for his workshop projects. 


Allen got the handy man into this fix. Allen is getting 
him out by making it easy and inexpensive to buy the 
screws and keys he needs in his retail hardware store. 


You profit without effort. Counter displays of Allen 
Key Sets, plus counter screw merchandisers, make 
Allen products sell themselves. Ask your Allen dis- 
tributor about the 
many retail sales aids 
he provides to help 
you make a profit on 
the Allen line at retail. 








Hartford 2, C 


NEW YORK, CLEVELAND, DETROMN, CHICAGO, LOS ANGELES 





221 








Add Three Salesmen To Western Cartridge- 
Winchester Repeating Arms in Mich., Pa., Tenn. 


Three new salesmen have been | 
added to the Michigan, Pennsyl- 
vania, and Tennessee territories 





CORLISS BUCHANAN 


of Western Cartridge Co., and 
Winchester Repeating Arms Co.. 
East Alton, IIl. 

C. W. Buchanan, who was with 
the Texas Co. for 14 years, will 
work under district manager, 
Paul F. Lewis, and make dealer, 
and gun club calls 
throughout Tennessee and Ken- 
tucky. His present headquarters 
are in Signal Mountain, Tenn. | 
Before joining Western-W iuche-- | 
ter, Mr. Buchanan was secretary 
of Buchanan & Sons River Ter- | 
minal Co., in Chattanooga, Tenn. | 
New the Penn- 


wholesaler 


salesman in 





, oe 
‘al 
& ae 


ade 


McCORD 





L. G. 


sylvania_ territory, with head- 
quarters in Sewickley, is L. G.| 
McCord, who will report to dis- | 
tric manager H. A. Swain. Mr. | 
McCord will travel southwest- 
ern Pennsylvania, including met- 
ropolitan Pittsburgh, and the} 
state of West Virginia. 
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| ern-Winchester. 


| nounced 
| Weber, newly appointed general 


is a member of 
the team that still holds the 
national 4-man 100 yard any 
sight rifle record of 798 x 800. 

Frank L. Trezise has been as- 
signed to the southern Michigan 
and Metropolitan Detroit areas. 
He will work under Jay Bouw- 
knegt, district manager of the 
Detroit territory, and will make 
his headquarters in Royal Oak. 
Mich. 

He was with 
Ward, Lou J. Eppinger Sport- 
ing Goods, and Griswold Sport- 
Goods before joining West- 


Mr. McCord 


Montgomery - 


ing 





FRANK L. TREZISE 


During his as- 
sociation with the sporting goods 
arms and 


companies, he 


ammunition buyer and salesman. 


was 





U. S. RUBBER NAMES 
FOUR DIVISIONAL MGRS.* 








Four divisional managers have 
been appointed by the electrical 
wire and cable department, 
United States Rubber Co., Ak; | 
ron, Ohio, to supervise sales of 
electrical wire and cable through- 


out the country. 
The appointments 
today by 


an- 


were 
Howard 
sales for the depart- 
ment. 

Clarence H. Le Vee has been 
named eastern division sales man- 
ager with headquarters in New 
York City. He will supervise 
sales in Boston, New York, Buf- 
Philadelphia, 
and Pitts- 


manager 


falo, Syracuse. 
Baltimore, Atlanta 
burgh branches. 

| aes 


pointed 


has been 
western division 
manager with headquarters in 
Chicago. He will supervise sales 
in Cleveland, Detroit, Chicago, 
Cincinnati, Indianapolis, Mil- 
waukee, Minneapolis and Omaha 
branches. 


Leuver ap- 


sales 





been 


Don Lb. Karlskind 
southwestern 


has 
named 
sales manager with headquarters 
in Dallas, Texas. He will be in 
charge of branch sales in Bir- 
mingham. New Orleans, Houston, 
Dallas, Kansas City, Tulsa, St. 
Louis and Denver. 

L. M. Guibara has been ap- 
pointed Pacific coast division 
sales manager with headquarters 
in Los Angeles. He will be in 
charge of branch sales in Los 


Angeles, San Francisco, 


X CLUB LUNCHEON, 
OLD GUARD DINNER 
BOTH TO BE OCT. 11TH 

George H. Harper, Nationa’ 
Enameling & Stamping Co., sec- 
retary-treasurer, Hardware X 
Club, has announced that the 
club will hold its annual luncheon 
on Oct. 11th in the Chevy Chase 
Room, Marlborough Blenheim 
Hotel, Atlantic City at 1 PM. 
The Old Guard Dinner will be 
held the same day at the Hotel 
Brighton, Atlantic City, N. J. 


F. E. WOLCOTT RESIGNS 
AS SILEX BOARD HEAD 


The resignation of Frank E. 
Wolcott as chairman of the board 
of directors and general sales 
manager was announced recently 
by Louis S. Chick, president of 
The Silex Co., Hartford, Conn. 

Over a period of more than 
20 years, Mr. Wolcott has filled 
many important positions in The 
Silex Co., including those of 
general sales manager, presi- 
dent, and chairman of the 
board of directors. He will con- 
tinue his interest in Silex as a 
director of the company. 





NAT’L TV-ELECTRIC 

LIVING WEEK FOR 

CHICAGO, OCT 1-9 
The dates of Oct. 1-9 have 
heen designated National Electri- 
cal Living Week by Mayor Mar- 
tin H. Kennelly of Chicago, in 
conjunction with the 
Annual National Television and 
Electrical Living Show scheduled 


Second 


for those dates at the’ Chicago | 


Coliseum. 


Comedian Eddie Cantor has 


heen signed to three shows a day | 


for the nine-day period, present- 


division | 


Port- | 


land. Seattle and Salt Lake City. | 


| PEERLESS PUMP MAKES 
CHANGES IN SALES DEPT. 


The announcement of person- 
nel changes in the sales depart- 
ment of Peerless Pump Division 
of the Food Machinery & Chem 
ical Corp., has been made by B. 








FRANK W. McCANN 


A. Tucker, divisional 
sales manager. 

Frank W. McCann, 
ously head of centrifugal pump 
sales at the company’s Indian- 
apolis, Indiana Works, has been 
appointed manager of Peerless’ 
Atlantic district sales with head- 
quarters at 37 Wall St, New 
York City. The territory served 
by Mr. McCann includes all 
New England and Middle Atlan- 
tic states. 

Robert H. Hull replaces Mr. 
McCann at Indianapolis. Mr. 
Hull duties of  sale- 


Peerless 


previ 


assumes 








ROBERT H. HULL 


ing at the Coliseum a one-hour | 


variety show with Lou Breese 


and his orchestra. Vickee Rich- | 


ards, and The Glenns. General 
Electric’s “House of Magic,” is 
included among other outstanding 
educational exhibits. Space com- 
mitments for more than 60 per- 
cent of exhibit space have been 


signed. 


HARDWARE 


| manager of Peerless’ engineered 
pump lines, including both Peer- 
pumps 
centrifugal 


and 


less vertical type 
horizontal 
pumps. Mr. Hull previously wa- 


located at Peerless’ Los Angeles 


Peerless 


works in charge of sectional 
sales of the Peerless vertical 


pump lines. 
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gg enpeaeee 


el enue 


Only one color chart to show! Your customer selects 
one of 36 colors, in any of 9 finishes! Wide color selec- 
tion without color confusion. 





Seconds on a paint shaking machine assure perfectly 
blended paint, smooth and even from top to bottom, 
uniform in color. 60 seconds completes the sale! 


Don’t let “Shelf-Sitters” rob you of profits! Take 
the dealer-proved MultiTint way to greater paint 
sales with a smaller paint stock! 


es Sis Mita) cae... Many times greater 


than ever before! 


MultiTint Division 


KANSAS CITY 10, MISSOURI 


HARDWARE AGE, SEPTEMBER 8, 1949 


“SS 
~ 


"Tinto" says— Every Shade _ Freshly Made 
DEALERS! Write TODAY for Full Details 


SEIDLITZ PAINT & VARNISH CO. x SEIDLITZ SALES CORPORATION 





You add the tinting unit to MultiTint white in the se- 
lected finish. No measuring...no guesswork...no tubes 
to squeeze. Precision colors at no extra cost to you or 
your customer! 











cuent ~*~ Or 
[\ 


Guaranteed by > 


Good Housekeeping 
ie ‘ 
SOF AS apvennisto WES 






5 4...Less than 10% the stock 


itor’ 7 
ordinary lines! You carry only 











required wit 
white paints! 


tor er Service} . . Wide selection 


ystomer 
of fresh colors for every surface and purpose! 


ICREASED Sale ; Bans 
INCREASED 3G .. Experience-proved Seidlitz 


MultiTint paints create consumer demand! 





An Independent 
Manufacturer 


Serving 


Independent 
Dealers 


BALTIMORE 30, MARYLAND Only 
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S-W ADVANCES THORNE, 
SPRINKEL, STATHAM 


G. G. Thorne who has been 
general trade sales manager of 


The Sherwin-Williams Co., Cleve- 





R. E. 


SPRINKEL 


land, Ohio, has been appointed 
general merchandising manager. 
His include the 
merchandising responsibilities for 
the company’s trade sales paints 


activilies will 


through dealers and branches, 
wallpaper, brushes, associated 


products, and agricultural chemi- | 


cals, 











AVAILABLE! 









IT'S 
ALL 
STEEL! 


BOX 
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‘ 


DOCUMENT 


R. E. Sprinkel has been made 
manazer of dealers sales. He was 
a branch and division manager 
at Dallas, Texas, and has had 
wide paint experience. 

L. T. Statham has ap- 
pointed manager of newly 
formed painter and maintenance 


been 
the 





division and will be assisted by 
W. M. Remy. Mr. Statham has 





L. T. 


STATHAM 


been organizing and training a 
special ausmented selling force 


painter products, 






just the box for valuable papers and keepsake 
Excellently made 
rounded and with a sturdy combined push button 
and key lock. It's the box your customers have 
asked for many times. 


PATENT NOVELTY CO. 


FULTON 2, ILL. 


items. 


| 
| 
| 
| 
| 
| 
| 





W. W. PORTER RETIRES 


FROM MURRAY OHIO MFG. 


W. W. (Bill 


Ohio Mfg. Co., Musselman 
Brake Division, as of June Ist, 
1949. 

He entered the coaster brake 
business in 1934 as_vice-presi- 
lent and treasurer of the Mus- 


| selman Hub Brake Co. and con- 


tinued in the brake business 
with the Murray Ohio Mfg. Co., 


when in 1943, it acquired the 
Musselman Hub Brake Co. 
For many years, B'll and his 


wife have contemplated an ex- 
ensive motor tour of the country 
f a duration that could only be 
taken He 


‘s leaving on this trip with the 


upon his retirement. 


‘yest wishes from all of us here 
t Murray Ohio and likewise we 
his other 


tre sure of many 


friends in the Bicycle Industry. 


J. G. OLIVER WINS 
GOLF CHAMPIONSHIP 
Jerome G. Oliver, secretary, 

Oliver Bros., Inc., 421 Canal St.. 
New York, 
was the winner, recently of the 
(New 


Championship, 


purchasing agents, 


County Jersey) 


Golf 


Bergen 


Amateur 


Porter, has re- 
cently retired from the Murray 


held on the course of the Rock- 
land County Club, in Sparkill. 
N. Y. Competing with 168 other 
golfers he was the medalist with 
the 
the qualifying round on the open- 


lowest score—a par 73 —for 


ing day of the tournament. 





JEROME G. 


OLIVER 


| In the 36-hole match finals 
| Mr. Oliver was the winner, with 
ies up and two to play, thus 
first the 


| trophy for the Bergen County 


winning his leg on 


| Amateur Golf Championship. 





The ideal safety box for general utility use, and 


¢ FINISHED in ebony or gray enamel. 
PACKED in individual carton with 2 keys. 
SIZE 11% x 5% x 2%. 

WEIGHT — 25 pounds to dozen. 


with corners neatly 


HARDWARE 


THE HIGH QUALITY BOX 
THE TRADE DEMANDS 
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RIDGE TOOL NAMES 
INTER-MOUNT. SALESMAN 


W. L. Parcell, sales manager 
of The Ridge Tool Company, 


Elyria, Ohio, has announced the 
appointment of L. C. Richardson | 





L. C. RICHARDSON 


as sales representative of the | 
company’s Inter-mountain terri- | 
tory. States under Mr. Richard- 
son’s supervision are Missouri, | 
Kansas, Colorado, Arkansas and 
Wyoming. His headquarters are 
in St. Louis. 


His previous experience in- 
cludes 13 years with the Stock- 
ham Pipe Fittings Co., and The 
Grinnel Co. 


—_———— 


WOOD, TORIAN ADD NEW 
PRODUCTS TO LINE 


Wood and Torian, well-known 
manufacturers’ representatives 
in the hardware field, have been 
appointed exclusive agents for 
Roebling insect wire screening 
and galvanized standard hard- 
ware cloth. The firm’s main of- 
fice is at 525 Rio Grande 
National Building, Dallas 2, 
Texas. 


In making the announcement, 
F. G. Hoyt, general manager of 
the woven wire fabrics division, 
John A. Roebling’s Sons Co., 
stated that the Wood and Torian 
territory includes Memphis, 
Tenn., as well as the states of 
Texas, Oklahoma, Arkansas, Mis- 
sissippi, Alabama and Louisiana. 





HARDWARE SQUARE CLUB 
CLAM BAKE, SEPT. 14 


The Hardware Square Club, 
of New York, will again hold tts 
summer clam bake at Reinhard’s 
Park, Bayville, L. I., Wednesday, 
Sept. 14. Manufacturers, jobbers 
and dealers will spend the after- 
noon playing games, athletic and 
otherwise, and consuming quan- 
tities of food and beverages. The 





| ated from the United States Mili- 


clam bar will be open from noon 
till 3 p.m. and dinner will be 
served at 4:30 p.m. George H. 
Jungkind is chairman. 


GENERAL SOMERVELL 
ELECTED TO BOARD 
OF CARBORUNDUM CO. 


General Brehon Somervell, 
president of Koppers Co., Inc., 
was elected a member of the 
board of directors of The Car- 
hborundum Co. at a meeting of 
the board held recently. 

In addition to being president 
and a director gf Koppers Co., 
Inc., Pittsburgh, General Somer- 
vell' also is a director of the 
Eastern Gas & Fuel Associates, 
Boston, Mass.; Westinghouse Air 
Brake Co., and Union Switch & 
Signal Co., Pittsburgh, and the 
Montreal Coke & Mfg. Co., Mont- 
real, Canada. 

General Somervell was gradu- 
tary Academy at West Point 
rising through all ranks of the 
U. S. Army to that of General. 
He served during two World 
Wars and from 1942 to 1946 was 
Commanding General of the 
Army Service Forces, retiring 
from the army service in 1946, 


FORM SLIDING DOOR 
EQUIPMENT CORP. 

The Sliding Door Equipment 
Corp., 211 E. 37th St., New York 
City, 16, has been organized as 
importer and distributor for the 
products of A. M. deJong, Stock- 
holm, Sweden, makers of sliding 
door hardware for residential and 
industrial use. Manufacturers 
representatives have already been 
appointed in Boston, Chicago and 
Minneapolis. 
in this competitive line of hard 
ware should contact the company. 


Agents interested 





HUGHSON & MERTON 
MARK DOUBLE 
ANNIVERSARY 


Tying in with the 100th anni- 
versary of the Gold Rush Days 
in California, Hughson & Merton, 
1270 Bush St., San Francisco 
9, manufacturers’ representatives, 
sent out greeting cards announc- 
ing their 57th anniversary. At- 
tached to each card was a small 
“golden” shovel lapel pin. The 
message on the card read: 

“1849-1949, Greetings from 
Hughson & Merton on the 100th 
Anniversary of the Gold Rush 
Days in California, also Hughson 
& Merton’s 57th anniversary. 
There is still gold to be found 





in these h’yar hills, and we 
thought the attached souvenir | 
would give you some ideas for | 
1919.” | 
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PRICE 


se 


Complete as shown 


Only Lightweight 6” Electric 
Hand Saw with ALL these features! 


6%" BLADE CUTS FULL 2” ON SQUARE CUT 
AND 2” DRESSED LUMBER AT 45° ANGLE. 
DEPTH ADJUSTMENT, built-in, from 3/16” to 2”’. 

BEVEL ADJUSTMENT, built-in, from O° to 45. 

PRACTICAL, PROVEN CUTTING BALANCE. No 
waver or pull. Cutting line is always visible, 
free from sawdust. 

RIP FENCE—rigid, sturdy, easily adjustable. 

ORIGINAL Fred W. Wappat Telescoping Guard 
—foolproof and safe. 

Special Fred W. Wappat-designed gears for 
maximum service, minimum maintenance. 
POWERFUL and DEPENDABLE. Motor is cool- 

running. 


MAXAWS are balanced for the cutting line, 
as proven by this test — 


Place MAXAW on board for ripping, start cut 
fingertip 


Tred LS LSappad, Inc. 


139 Valley St., Mayville, N. Y. 


Gi UR MORULO LURE) Lake 
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| tions at the engineering depart- 
| ment of the company. 
Experimental and development 


HOOVER ANNOUNCES 
SPECIAL TRADE-IN 


Morton Salt Co., 120 S. La Salle 
St.. Chicago 3, IIl., and _post- 
marked not later than midnight, 


THOR NAMES CHADWICK 
CENTRAL SALES MGR. 


The appointment of Thomas 


The Hoover Co., North Can- 
ton, Ohio, has reduced the price 
of its newest vacuum cleaner, 
Model 115, from $59.95 to $54.95. 


The company is also making a} 


special offer of this model at 
$49.95 plus the user’s old cleaner, 
no matter what its make. 
cleaning tools for Model 115 are 
$12.50 extra. 

National advertising on the 
special offer started early in July 
and will continue until the end 
of the year. The company will 


help dealers, through whom all | 


Hoover sales are made, with spe- 
cial newspaper advertising mats, 
window streamers, counter cards, 
and envelope enclosures. 

The Model 115, introduced last 





The | 


| work will be consolidated from 


all plants and centered in a sin- 
gle area. The company’s plastic 
laboratory is directed by Frank 
A. Martin, Hoover engineer, 
identified with plastics research 
for many years. 
MORTON SALT SPONSORS 
DISPLAY CONTEST ON 
HOME MEAT CURING 


\ display contest for dealers, 
with awards totalling $10,000, 
plus 1000 awards of meat pumps 
having a retail value of $2.00 
each, has, been announced by 
Morton Salt Co., Chicago, III. 

Awards are offered for counter, 
floor or window displays of Mor- 





December, weighs 13% Ibs. It} ton’s Meat. Curing Products, 
is designed for small homes and | judging to be on the basis of 
apartments and as an auxiliary | selling appeal, originality and 
cleaner for upstairs use in larger| general physical appearance. 
homes. | Photos of displays are to be 


Also announced was the in-| 
stallation of new and enlarged 
facilities for continuing its re- 
search work on plastics applica- | 


he pointed out. 
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marked with the name and ad- 
dress of the dealer, on the re- 
verse side of the photo and are 
to be sent to the Contest Editor. 


| 3rd, 
j 





UW. IN FORK HO COMPAN 


Shown above at the Our Own Hardware Co., 618 N. Third St., Minneapolis, Minn., 
summer buying convention are, left to right: Brice B. Sarver, Union Fork & Hoe Co.; 
Martin E. Olson, Olson, Hegg, Pederson Co., Hatton, N. D.; S. P. Duffy, president, Our 
Own Hardware Co.; I. J. Woiach, Nick’s Our Own Hardware Co., Graceville, Minn.; 
Bruce Burgess, Union Fork & Hoe Co.; S. E. Hunt, Hunt Bros., Red Lake Falls, Minn., 
and chairman of the board of Our Own Hardware; E. N. Sorenson, Johnson Hardware, 
Hector, Minn.; and Mrs. Esther Dibble, Nick’s Our Own Hardware, Graceville, Minn. The 
registered attendance was 1,511 with 430 stores represented. Mr. Duffy stressed the return 
of the buyers market and emphasized that the dealers must concentrate on intelligent 
selling to maintain their sales volume. Friendly and courteous service, a complete stock, 
and increased sales and activity would protect for the stores, their position of importance, as 








Dec. 31, 1949, Entries will be 
judged by Reuben H. Donnelly 
Corp., Chicago, decisions of the 
judges to be final and in the case 
of ties duplicate prizes will be 
awarded. Awards will be made 
by Feb. 15, 1950, or sooner if 
possible. 

The schedule of awards is as 
follows: Ist, $500; 2nd, $300; 
$200; 10 awards of $100 
each; 20 awards of $75 each; 
50 awards of $50 each; 100 
wards of $25 eagh; 100 awards 
of $10 each; 100 awards of $5 
each and 1000 meat pumps hav- 
ing a retail value of $2.00 each. | 


R. Chadwick as Central Division 
manager of 


sales Thor Corp., 


RUSS HELD MADE 
TAMM’S VICE-PRES. 
Russell M. Held, who has been | 
with Tamms Silica Co., Chicago. 
for over 13 years, was recently | 
made a vice-president by action 
of the company’s board of direc- 
tors. Mr. Held will continue as 
manager and director of sales 
of packaged goods. 





THOMAS R. CHADWICK 


Chicago, was announced recently 
by John R. Hurley, president. 
Mr. Hurley said Mr. Chad- 
wick’s appointment is the firs! 
step in a program of greatly ex 
on Thor 





sales activity 
dishwashers and 
ers in the Central Division. 

Mr. Chadwick \u- 


gust 15 as general sales manager 


panded 


washers, iron- 


resigned 


of Cory Corp., Chicago. He 
joined Cory in 1938, and was 
promoted to general sales man- 
ager in 1944, 


GOODBY HEADS SALES 
SANSON & ROWLAND 


& Rowland, Inc., 505 
Commerce St., Philadelphia 6, 
Pa., has announced the appoint- 
ment of Richard W. Goodby as 
sales manager. After graduating 
from Mr. 
Goodby entered sales activities 
in New England, where he suc- 
cessfully promoted sales organ- 
ization and management. 


Sanson 


Brown University, 


il 





LANDEN RESEARCH MAN 
RETURNS FROM EUROPE 

Alan R. Lukens, authority on 
powdered material research and 
research consultant for the Lan 
den Putty Works, Malden, Mas-.. 
has recently returned from a trip 
to France and Switzerland where 
he conducted important research 
for the company. Dr. Lukens, 
commenting on research and de- 
velopment, noted that there was 
a large influx of German tech- 
nologists who are highly skilled. 
In addition, he said, the labora 
tories which he inspected were 
this 





good as anything in 


| country. 
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Promote Soil Conservation 


F the farmers in your area stay prosperous, the hardware and 
building supply dealers enjoy better business, too. This is a well- 
established economic fact. 

What’s more, recent surveys made by the government show soil 
conservation pays handsome dividends. On farms totaling 3,972,173 
acres, farmers reported an average increase in crop yield of 35.7% 
where soil conservation methods were used. 

A soil conservation program usually means a re-location of fences. 
New fences are built around wood lots and ponds to keep livestock 
out. More efficient farm layouts call for additional fence. Gullies 
are filled in and planted with trees. These must be protected -with 
adequate fencing. For all these uses, American Fence is the ideal 
product. It keeps cattle and poultry where they belong—saves the 
farmer hours of time. 

For quick information on soil conservation, write for our booklet, 
“It’s Your Top Soil.” This will enable you to talk intelligently with 
farmers about starting a program in your area. 


Theres mote AMERICAN FENCE 








el ow to make new customers 
and keep your old ones 


More customers will come to your store when you can 
supply the materials needed for a soil conservation pro 
gram. American Fence, Poultry Netting, Barbed Wire and 
other American Wire Products are the brand most in 
demand. 


AMERICAN STEEL & WIRE COMPANY, 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO 
TENNESSEE COAL, IRON & RAILROAD COMPANY, 
BIRMINGHAM 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN FENCE 
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UNION STEEL CHEST 
TO RESUME PRODUCTION 
BY OCTOBER FIRST 


O. J. Mitchell, president, 
Union Steel Chest Corp., LeRoy, 
N. Y., has announced that the 
rebuilding of the factory build. 
ing, which was destroyed by fire 
late in March, is proceeding 
rapidly, and Mr. Mitchell expects 
to be able to resume production 
by Oct. 1, 

The new plant is being erected 
on the former site with additional 
property for expansion. The new 
plant features 70,000 sq. ft. o 
unobstructed manufacturing 
space, half mile of traveling con- 
veyors, loading sidings on both 
Erie and Baltimore & Ohio Rail- 
roads; drive-in ramp to facilitate 
loading and unloading of trucks; 
complete fireproof construction, 
electrostatic finishing equipment 
combined with automobile type 
infra-red baking ovens. 


G.E. ADVANCES THREE 
IN N. Y. APPLIANCE 
SALES DISTRICT 

Three men have been ap- 
pointed to new positions in the 
General Electric Co.’s New York 
appliance sales district. 

They are: Harold W. Burde- 
kin, who becomes refrigeration 
representative; Michael Dichter, 
who becomes representative for 
GE heating appliances; and E. J. 
McDonnell, has the 





who joined 


’ General Electric Supply Corp. as 


sales representative. 
Mr. Burdekin was 
connected with the New York 
Herald Tribune advertising staff. 
Mr. Dichter was New York dis- 
trict manager of Premier vacuum 
cleaner sales. Mr. McDonnell 
was the General Electric 
clock representative in New Jer- 


Co’s. 


sey. 


REYNOLDS METAL MAKES 
PERSONNEL CHANGES 
IN PIGMENT DIVISION 
Recent personnel changes in 

the Reynolds Metals Co., Pig- 

ment Division, 2500 S. Third St., 

Louisville, Ky., have been an- 

nounced by |. P. Macauley, vice- 

president. 

A. P. Fleming, formerly jo- 
cated at the company’s Philadel- 
phia office, has been transferred 
to New York as sales manager, 
a newly created position. 

F. W. Allsmiller, the assistant 
sales manager, has been trans- 
ferred from New York to Louis- 
ville. 


J. W. Macauley, of the New 


formerly | 


] assistant to Gordon M. Babcock, 





York office, has been assigned 
to the Philadelphia and Pitts- 
burgh territories with headquar- 
ters in Philadelphia. 

E. F. Reilly has been trans- 
ferred from San Francisco to 
Kansas City and assigned to the 
Central States division. 


A. H. Kleinfeldt has been made | 





i) 


p> 





the technical director. 

L. H. Besten has been placed 
in charge of the sales service in 
the New York office. 

L. V. Sheain has trans- 
ferred from the Pigment Division 
to the newly formed Chemical 
Division. 

The New York office is located 
at 19 East 47th Street. 


been 





WAGNER MFG. APPOINTS 
ACTING GEN. MANAGER 

H. C. Orrick, Jr., chief engi- 
neer, has been appointed acting 
general manager of the Wag- 
ner Mfg. Co., Cedar Falls, lowa, 
to fill the vacancy left by the re- 
tirement of A. A. Hobart as 
president and general manager 
of the company. 

Mr. Hobart has recently com- 
pleted 14 years of service with 
the Wagner organization. He 
joined the firm in 1935 as plant 
superintendent and continued in 
that position until 1946 when he 
was elected president. 


GOLDBLATT TOOL 
HAS LARGER PLANT 


The Goldblatt Tool Co., 
Kansas City, Mo., has moved to 
a new and larger plant at 1910 
Walnut. ; 

Goldblatt’s new location pro- 
vides quarters approximately four 
times larger than the company’s 
former premises. 


of 


BUYERS VS. SELLERS IN BASEBALL MATCH: The sellers won the baseball game, a 
feature of the recent annual picnic of the Denver Pot and Kettle Club at Lakeside Park, 
Denver. The series is now even, since the buyers won last year's game. Winning team was 


composed of, first row, reading from left: W. G. 


Lujean, 


manufacturers’ 


representative; 


Emory W. Berrett, manufacturers’ representative; R. E. Anderson, Jr., Kenneth J. Dahm 
Co.; Harlan V. Meyer, Allen B. Carpenter Co., and Lewis C. Brady, manufacturers’ repre- 
sentative. Top row, from the left are: LeRoy Cooper, Electronic Distributing Co.; Kenneth 


J. Dahm, Kenneth J. Dahm Co. 
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; Kenneth DuBois, 


representative. 


manufacturers 
man, Don Sluman Co.; Harry C. Owens, Don Sluman Co.; Thomas R. 
Curtan Co., and-W. I. Gelder, manufacturers’ 


representative; Don Slu- 


Curtan, Thomas R. 


HARDWARE 





PERFECTION STOVE 
NAMES FIVE SALESMEN 


Two salesmen, Louis E. Korth 
and Loran W. S. Chisholm. 
have been added to the Jersey 
City, N. J., district staff of Per. 
fection Stove Co., Cleveland. 

For over two years Mr. Korth 
has been branch manager of the 
Duluth Block Store Company's 
Superior, Wis., branch. 
ously, he was employed for seven 
years by Gimbel Brothers, New 
York, for four of those years in 
Gimbel’s major appliance de 
partment. 

Sections of Massachusetts and 
Rhode Island will be covered by 
Mr. Chisholm who, until his em- 


Previ- 


ployment by Perfection, was a 
salesman for the Westinghouse 
Electric Supply Co., at Provi- 


dence, R. I. 

Mr. Chisholm was _ formerly 
with Sun Oil Co., Providence, as 
a salesman supervisor. After six 


years with that organization, he 
became sales manager of the 


Raybill & Green Supply Co., in 
the same city, and later spent 
five years as assistant to the 
plant manager and assistant sales 
manager of the Hadley Co., also 
of Providence. 

F. W. Mortenson, manager of 
Perfection Stove Co’s. St. Paul 
District, announces the addition 
of two men to his sales staff. 
They are Guy B. McClure and 
Eugene J. Steiner. 

Mr. McClure will be in charge 


of the Omaha, Neb., territor;, 
which includes four counties in 
Nebraska and 18 in_ western 


Iowa. For the past 10 years, Mr. 
McClure has sold major appli- 
ances, both at wholesale and re- 


tail. 

Sioux Falls, S. D., will be 
headquarters for Mr. Steiner, 
whose background includes 1] 
years’ experience managing a 
hardware store and two and a 
half years with a _ hardware 
wholesaler. 

Wilson Davis has_ recently 


joined the sales staff of Perfec- 
tion’s Chicago district. He will 
cover southern Indiana. 

Mr. Davis was employed for 
four years by the Shelby Sales 
Book Co. before joining the Per- 
fection staff. Earlier, he had 
worked two years for the Pru- 
dential Insurance Co., and three 
years with the Adroit Tool & 
Engineering Co., in the latter 
post as a factory representative. 
APPOINT YOUNGSTOWN 

KITCHEN DISTRIBUTOR 
The Schoelkopf Co., Dallas, 
Tex., has been appointed dis- 
tributor for Youngstown Kitch- 
ens, Mullins Mfg. Corp., Warren, 


Ohio. The company will cover 
the northeastern part of Texas. 
AGE, SEPTEMBER 8, 1949 
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OBITUARIES 








PHILIP M. GUBA 
Philip M. Guba, 62, manager 
of sales, eastern area, Carnegie- 
Illinois Steel Corp., died re- 
cently in the New York Hospital, 
following an extended illness. 





PHILIP M. GUBA 


In 1909 he the office 
of the sales division of Jones & 
Laughlin Steel Corp. He later 
became manager of sales in New 
York for the Donner Steel Co.. 
which was absorbed by Repub- 
lic Steel Corp., when that com- 
pany 1930. 

He first joined the United 
States Steel organization in 1933 


joined 


was formed in 


when he was appointed assistant 


manager, Detroit sales office, 
Carnegie-Illinois Steel Corp., 


soon rising to manager of that 


office. In 1938 lhe was made man- 
ager, Chicago district sales, of 


Carnegie-Iliinois, and on August 
1, 1959, was appointed manager 
ot sales, Eastern area, with head- 
quarters in New York City. 

Mr. Guba is survived by his 
the former Norma Bel- 
sterling; and two sons, John B. 
Guba of Detroit, and Philip M. 
Guba, Jr., of New York. 

During the war he served in 
the Steel Division, War Produc- 
Board. and he past 
Chairman, Steel Division, Great- 


widow, 


lion was 


er New York Fund. He was a 
member of the American Iron 
and Steel Institute. the Ameri- 


can Petroleum Institute, the Rail- 
road Club of New York, and the 
Society of Naval Architects and 
Marine Engineers. 


LOUIS A. PIAZZA 


Louis A. Piazza, 67, sales rep- 
resentative for O’Neill-McNamara 
Hardware Co., Vicksburg, Miss., 
for 30 years, died recently. He 
was a member of the local 40 & 
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8 organization and the American 
Legion. He also belonged to the 
Fourth Degree of the Knights of 
Columbus. 


CHARLES M. EATON 


Charles M. Eaton, secretary of 
the Wheatland Tube Co., Bank- 
ers Securities Bldg., Philadel- 
| phia, Pa., died yesterday at his 
home, 327 N. 34th St. 

Mr. Eaton was associated with 
the pipe manufacturing company 
for the last 23 years. Previous 
to this he was secretary of the 
Hunter-Dickson Co., plumbing 
supplies. He was a life member 
of University Lodge 610 of 
| Masons. Surviving is his widow, 
| Lillian E, Eaton. 





| 


CHAUNCEY F. ENGLISH 

Chauncey F. English, for 49 
years HarpwarE AGE 
| tative in New England, died Au- 
| gust 27th. He was 74 years old 
land had been retired since 1943 
because of failing health. 

Throughout his long 
tion with this publication, Mr. 
English enjoyed the warm regard 
of New England hardware men 
and was a familiar and welcome 
personality at national and New 
England hardware gatherings for 
almost half a century. 

Mr. English was born in Cam- 
den, N. J., and during his busi- 
ness life had made his home in 
Brookline, Mass. Following his 
retirement, he spent part of each 


represen- 


associa- 


ear in Florida. 

He was an incorporator of the 
Warren Institution for Savings of 
3oston. A member of the Syden 
Congregational Church of Brook- 
line, he served as a for 
many years and as treasurer for 
10 years. He a 32nd 
degree Mason, a member of the 


trustee 


was also 





CHAUNCEY F. 


ENGLISH 


1949 





Sons of the American Revolution 
and a former president of the 
Park Street Club of Boston. 

Mr. English leaves his widow, 
Mrs. Harriet Bodfish English, of 
233 Duncaster Road, Bloomfield, 
Conn.; two daughters, Mrs. Jer- 
ome M. Hopper and Mrs. C. Jar- 
Schauffler; five grandchil- 
dren, and a brother, Robert M. 
English of Winthrop, Mass. 


vis 


HARRY F. HARPER 

Harry F. Harper, 68, president 
Motor Wheel Corp., Duo- 
Therm, Lansing, Mich., until his 
retirement in 1946, died at the 
ingham County Sanitorium re- 
cently after a long illness. He 
was one of the organizers of the 
corporation in 1920 and was gen- 
eral manager from its inception. 
Mr. Harper had previously head- 
ed the Wheel Co., one 
of the component units merged 
into Motor Wheel, and had been 
with Purdeen since 1903. 


Purdeen 


Midway in Mr. Harper's career 
as director of Motor Wheel, the 
company entered the oil heating 
field with its Duo-Therm divi- 
sion. Mr. Harper was active in 
civic affairs and helped to estab- 
lish and both major 
Lansing hospitals. He 
ardent sportsman and 
tionalist and 
committee which purchased pri- 
vate holdings on Isle Royale in 
Lake Superior. Mr. Harper also 
the organization of 
Com- 


expand 
was an 
conversa- 
state 


served on a 


assisted in 
the Lansing 
merce, the Community Chest and 
the Club. 


Chamber of 


Lansing City 


JOHN W. SELPH, SR. 


John W. Selph, Sr., 56, sales- 
man for Keith-Simmons Co., Inc.., 
Nashville, Tenn., died recently. 

Mr. Selph was connected with 





Gray & Dudley Co., in Nashville, 
until 1917, when he joined Keith- 
| Simmons. , 


HARDWARE BRIEFS 


ARKANSAS 


Vernon F. Bailey, Texarkana 
has purchased the Atkins Hdwe. 
Co., 205 W. Broad St., from W. 
L. Atkins, who owned and oper- 
ated the store for about 20 years. 
Mr. Bailey is owner of Bailey’s 


Hardware at 406 Buchanan, 
Bailey’s Wholesale Plumbing 
Supply Co., 602 Lelia, and 


Bailey’s Auto and Home Supply 
Hookes. The new store 
known as the Bailey 
& Sporting Goods Co. 
and will be managed by his 
brother, R. E. Bailey. 


CALIFORNIA 


R. E. Peterson, 
cently manager of the Imperial 
Hdwe. Co. store in Somerton, 
has taken over the managership 
of the new Imperial store in 
Redlands, at 100 Orange Ave. 


Co. at 
will be 


Hdwe. 


until _ re- 


ILLINOIS 


Mr. Mrs. W. H. Kuster 


and 


. | 
have purchased the Jake Steger 


Hardware store at Neoga. 


INDIANA 
The Lydy Hdwe., Martinsville. 
has been sold by Walter Lydy 
to Evart Smith. 


IOWA 


D. K. Phillips has sold the 
| Phillips Hdwe. on Erie St., 


Storm Lake. to V. Gard of Early. 


| 
| Brown Hdwe., 3612 Sixth 


Ave.. 
Des Moines, has been purchased 
by Chester E. Edwards of Grand 
Rapids, Mich. 


KENTUCKY 
The new Feldman Hdwe. Co. 
store on Alexandria Pike, near 
Steelman Ave.. Highland 
Heights, Covington, has been 
opened for business. 
MISSOURI 
The Carter Hdwe. Co., Webb 


City, Mo., has been purchased 
hy Soy Slankard. 


NEW MEXICO 
Ray Hollen and his son, Jake, 
Nave sold the Hollen Hdwe. on 
South Main St., Portales, to M. 


M. Burns. The new _ business 
will be known as the Burns 
Hdwe. Co. 

PENNSYLVANIA 
| ©. W. Zimmerman of Cleve- 
land, has purchased the hard- 


ware store in Mercer, Pa.. owned 


by Albert 


Browder. 


SOUTH DAKOTA 


John Frisby has purchased the 
Hdwe., Havana. 





“Ilinson 


TEXAS 
Hardware, W est, is 
Fast 


The 
now in a 
Oak St. 


West 


new location on 
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LOOK TO PEERLESS PUMPS FOR 


8 Points of Profit 


IN SELLING WATER SYSTEMS 
PROFIT from Peerless 


trade discounts; set 
up to enable excellent 
dealer profit. 


PROFIT from Peerless’ 


long established nation- 
ally known name. No 
new name to pioneer: 
your customers know the 
Peerless reputation for 
reliable pump manu- 
facture. 


PROFIT (rom Peerless 


constant market research 
that leads to new sales 
approaches and prospect 
development. 


PROFIT (rom more sales 
from selling accessories, 
plumbing and a score or 
more of other items that 
just naturally follow the 
sale of a domestic water 
system. 


PROFIT from a multi- 
million dollar market for 
water systems; with all of 
Peerless’ active promo- 
tion vou will get your 
share of the business. 


PROFIT from Peerless’ 
continued interest in 
your success means every 
possible step will be 
taken by Peerless’ staff 
of trained sales personnel 
to assure your success 
all along the way. 


PROFIT from Peerless 
Service Engineers, who 
are always on call to 
assist you in solvin;s any 
special problems. 

PROFIT from Peerless 
Direct Mail and Adv r- 
tising mat services sent 
out by Peerless in your 
name; a big saving to 
you in promoting your 
own business name and 
greeting new customers. 


PEERLESS 


Watering 


> 


Navy oe” 





Write for 
PEERLESS Jet further details 
WATER SYSTEM , 
today. 


PEERLESS PUMP DIVISION 
FOOD MACHINERY ANC CHEMICAL CORPORATION 
Los Angeles 31, California Indianapolis, Indiana 


District Offices: New York 5, 37 Wall Street; Chicago 40, 4554 North 

Broadway; Atlanta Office: Rutland Bidg., Decatur, Georgia; Omaha, 

Nebraska, 4133) Leavenworth Street; Dallas |, Texas, 3905 Elm Street: 
Fresno, California; Los Angeles 31, California 
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Machine Graduated 


Steel and Aluminum Squares 


Try Squares 





Bevel 
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See The Southington 


Line 


National Hardware Show 


Booth 110 


Southington, Conn. 


Oct. 11-15 


Wood 
Southington Hardware Mfg. Co. 














H _is now made better than ever 


with M-2 high speed steel 


















Hf 
Hf 


pLoaabsanahes customer. 
, i] 


This modern post-war steel means even 
more cutting . ... even faster cutting . . . 
on every job . . . in skilled and unskilled 
hands alike. 


The same safe cutting, because it’s shatter- 
proof! The same economical cutting, be- 


_ cause there’s no accidental breakage. And 
_the same easy cutting because of 


MILFORD’S exclusive easy starting. 

Keer 

ur > 
R 
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rofit! That’s MOUSE 
SEED*. Carton of a 
ages costs you only om 2 
You sell for $3.50 (2 3 a 
package): You make 
61.50 on every carton. 
75% profit! | 
MOUSE SEED* is the 
clean, easy Way to kill | 
mice. The tiny, chemi- 
cally treated grain oe 
simply putin saucer an¢ 
placed where mice — 
pear. Mice eat the kernels 


That's P 


and die. No baits, traps, 
muss. Exce 
over 50 years. 


llent results for 
Consistently 
advertised in vagy ge | 
and magazines to 26 mil- | 

lion mice-hating homes. 
USE SEED*— 
Reardon. Or- | 
holesaler | 

"tit, wri iving his is 
sn't it, write us, 8!V | 
“ *Reg. U.S. Pat. off. Ne | 
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Insist on Mo 
made only by 
der now. If your w 


In the BOKER line you'll 


find every cutlery item 








mes | tl Pe : s Cer F | you need. Those shown 
here are only part of a 

Wholesalers: write long list of fast moving 

Wood for complete information. Sales-making cellophane numbers you'll be proud 
W. G. REARDON LABORATORIES, INC. ar Gp. See to show. The ye all 


displa rton- i 
i 19 Mill S#., Port Chester, N. Y. oy 4 


backed by the long estab- 
lished BOKER reputa- 
- cai sea tion for fine craftsman- 
ship and top quality. And 
BOKER policy gives you 
a profit break you'll find 


interesting. 




















The WELCOME HAND gs 


5 






OF HOME #& She 





BOKER makes it easy for you 
to sell with this FREE display 


>ver case. 

i Here’s the deal: Shears and 
é. Scissors display case, stocked 
a with 10 fast selling items, 14 
i doz. of each. A total of 60 
Pe profit makers, 
ed The undisputed security and beauty 


Retails for ..«. eeece »$136.20 
Dealer COS? wccee eeeee 90.80 
Your proflt .cccccccce 45.40 


of a Skillman equipped front door, thrown open 


in welcome to those visiting your home, symbol- 38 other 


izes sanctuary and hospitality of the highest designs besides this one. 


order. Our full line of superbly beautiful and Write for Catalog. 





mechanically well designed Front Door Cylinder Handle Sets merits your 





See Your Jobber TODAY 


inquiry from you can be “the wisest thing you ever did!" We've got the for this 
, . 1 
answers to your hardware needs in a full line of amazingly fine items Comprehensive Line . 


H. BOKER & CO., INC. 


investigation. Quality is always the most r ble invest t. An 





ANOTHER SKILLMAN LINE ANSWERING YOUR PROBLEMS 


SKILLMAN HARDWARE MFG. CO. 


Quality for over a Century 
101 Duane Street New York 7, N. Y. 





© «© © TRENTON 4 « N-J-USA*% © @ 
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DECLINES 


Scotch tape dispensers. One plastic spray. Some television sets. 
Some radio sets. 





10 models and has reduced list prices 
on these models from $30 to $70. The 
lowest eastern list price for a G. E. 
recently — an- TV 


Scotch tape dispensers—A 
reduction from 39 cents to 29 cents for 
“Scotch” 
Cellophane tape, was 
nounced by Minnesota Mining & Mfg. 
Co., St. Paul, Minn. 


accommodate half-inch tape. 


hand dispensers for brand 


receiver is now $189.95, formerly 


The di $239.95, for the company’s table model 

le dispensers - . . ° 

I 805 with 10 in. picture tube and _plas- 

tic cabinet. A consolette with 10 in. 

% a ed 

P a : ; : picture tube (Model 809) now carries 
Television—The General Elec- ' ; sone 2 

’ . ‘ an eastern list price of $269.95, formerly 

tric Co., Syracuse, N. Y., has an- . I F 

: ‘' ie 999 95 sahoa Seer. ¥/ nian 

nounced new low prices to its distri- $299.95. Highest reduction of $70 wa 

receivers in on the company’s TV consolette in 


butors on six television 








mi ARO ANE BUSINESS 





ernnamnecsanneestnaventnl 





Z| eae 






mahogany veneer cabinet with 12% in. 
“Daylight” picture tube. 
” 
Plastic spray—foster & Kes- 
Philadelphia, Pa., has an- 


Sept. 1, the 


ter Co., 
nounced that effective 
price of dispensers for its Krylon plas- 
tic spray will be reduced from $2.95 
to a fair trade retail price of $1.95. The 
same proportionate reduct’on will be 
made on other Krylon packages—-com- 
bination packages will be $1.49, the 
quart package will be $2.85. Reduc 
made, by in 


lions, in price, were 


creased efficiency in production aad 


improved sales volume according to 


the manufacturer. 


Kitchen 
Mfg. Co., 


appliances—Rival 
Kansas City, Mo., has an- 








Change iis 

from a 

year ago... 

NS Down Oo to 37% 
E3Down 4 to 7% 


[Down 8 tol2% 
National Average Down 5% ea 





WW tthe Re \ 
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LY NS — 


LA SALLE EXTENSION UNIVERSITY 
A Correspondence Institution ‘ 
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The product of 104 years’ experience 
in fastener manufacturing, 
sold through the finest distributors 
in the world. 





Maximum holding power per dollar of 
investment—helps your customer get True 
Fastener Economy. The dependability of 
RB&W Nuts is the product of more 
than a century of continuous research 
and progressive development 
in nut manufacturing . . . backed 
by the skill of four generations of 
RB&W men and women. 





THE COMPLETE QUALITY LINE 


104 YEARS MAKING STRONG THE DISTRIBUTORS THAT MAKE AMERICA STRONG 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 
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Set 
this trap 


for 
STEADY 


PROFITS 


a. hy 





No. 1 Oneida Jump Trap. 
Jaw spread, 5%’; length of 
chain, 1642’. Weight, packed 
per dozen, 9% Ibs. 






> 


O./ 


HIS No. 1'% Oneida Victor 

Jump trap is right for you 
because it’s right for your cus- 
tomers. Designed for trapping 
marten, mink, skunk and opos- 
sum, it is a famous member of a 
distinguished trap family. And 
your customers know that it is 
ruggedly built of quality mate- 
rials by men who know trapping. 
So sell the traps that trappers 
want ...sell Victors. Then get 
set for year ’round profits. 


Ants make the market. VICTOR ANT TRAPS 
make the profit. Order from your jobber. 


ANIMAL TRAP COMPANY OF AMERICA 
LITITZ, PA. © PASCAGOULA, MISS. 


It pays to sell 


VICTOR 


the TRAPS that trappers know 









that, 
have 


nounced to all of its accounts 


“all Rival 
purchased from us since Jan. Ist and 


products which you 


for the balance of 1919, are guaranteed 


against price decline including any 
inventory you may have on hand at 


the end of this year from such pur- 
chases.” 
am oa a” 

Non-ferrous metal markets 
—Metals selling prices, while stronger, 
have regained only part of their losses 
of earlier this year. Lead has shown 
the best price recovery among the non- 
ferrous metals. The price headed up 
considerably after the spring and 
early summer declines, and to date has 
recovered 37 per cent of the net loss 
from the postwar high as the result 
of successive lead increases. 

The 


been less spectacular but still impres- 


comeback of zinc prices has 


sive. From its peak price of 17%4 


cents, zinc had slipped to a low of 91%4 
cents following 11 price cuts, a net 
loss of eight cents. Two prices raises 


in July brought a recovery of one cent, 


on 125 per cent. of the net loss {rom 
the post-war high. 

Copper prices slumped from a high 
of 23% n 1948, 
low of 16 cents in July,—a drop of 


7% cents. 


cents in August, to a 


Two modest increases ag- 
gregating 154 cents, or a recovery of 
more than 21 per cent of the loss from 
the high, have improved sentiment for 
copper prices. 

a * * 

Demand strong for the me- 
tals—Lead shipments for three weeks 
of August, to domestic consumers, have 
already exceeded the total for all July. 
Final 
top the January level when shipments 
amounted to 50,000 tons, the best this 


total deliveries in August may 


year. 

At the same time, demand for copper 
has shown a sharp increase. Estimates 
now place copper deliveries for August 
at 60,000 to 70,000 tons. In July, they 
totaled only 45,316 tons. 

Copper men also report that business 
booked for September has been satis- 


factory. The best improvement in de- 




















“t want to surprise the little woman 
on our fifteenth anniversary." 
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TRU-LINE JR. 
RELOADING PRESS 


for all 
Popular 
Cartridges 


: 


The IDEAL TRU-LINE JR. is a sturdy and com- 
pact press for producing reliable ammunition quickly 
and easily—a typical example of well designed, well 
made, reasonably priced Lyman line of equipment 
for shooters including: 
LYMAN METALLIC SIGHTS 
IDEAL RELOADING TOOLS 
LYMAN TELESCOPIC SIGHTS 
CUTTS COMPENSATORS 

Priced for Jobber and Dealer acceptance and 
backed by national advertising. 


LYMAN GUN SIGHT CORP. 
Middlefield, Conn. 


Estab. 
1878 























Warlds Longest delers! 





FALLs CITY, 
MINNOW BUCKETS 


alive for days 
demand by /ive-bait anglers. 





TACKLE BOXES 


Both old-timer and novice fishermen want tackle 
instantly, easily accessible. They want the completely 
Compartmentized My Buddy. 


STRATTON & TERSTEGGE CO. 


Oe ae ee ce ee | 


Lé€ KENT 
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The Air Breather keeps minnows | 
. In great | 

















































meets the 
Exacting Demands 
for High Quality 
at a Fair 

Price 


ss as 


If you are thinking in terms of fish- 
ing tackle that you can sell easily 
—and profitably, we suggest you get 
full information on KINGFISHER 
Fishing Tackle. It meets your 
needs. It satisfies the demand for 
high quality and at prices at which 
sportsmen will readily buy. 


@ Fly Rods, Casting Rods, Surf Rods, 
Salt Water Rods. 


@ Bait and Plug Casting Reels, Fly 
Casting Reels, Salt Water Reels. 


@ Nylon and Linen Lines for—Fly 
Casting, Plug and Bait Casting, Deep 
Sea and Surf Casting. 


@ Silk, Nylon, Gut and Salt Water 
Leaders. 

@ Hooks, Flies, Baits, Lures, Spinners, 
Spoons, Floats, Bobbers, Nets, Fly 
and Leader Boxes, Bait and Min- 
now Pails. 


@ Rod Tops, Mountings, Swivels, Rod 
Making Materials, etc. 


We are wholesale headquarters for 
standard makes of guns and ammu- 
nition. Also complete line of Colt 
Revolvers. 





Send for your copy of the new 


TRYON TOY CATALOG 


150 pages of Toys and Gift Merchandise 
for every member of the family. 


So that this catalog will not be sent to those 
who might be interested only in buying retail 
quantities at wholesale prices, please write on 
your business letterhead for your Free copy. 
Then we will know that you are a regular ¢4 
dealer who buys in wholesale quantities for 
resale. Write now while stocks are still ample. 


Ask for Toy Catalog C 


EDW. K. TRYON CO. Wo 


815 819 ARCH ST PHILADELPHIA 5, PA 











THEY WANT ‘EM 








Campers, 
Sportsmen, 
Country Home and 
Farm Owners say the 
“Hudson Bay” is the 
Greatest Light Axe Ever! 


Used by Hudson Bay trappers on long 
trips in rough country, the Collins Hudson | 
Bay Axe is the ideal combination of 
light weight for convenience, plus power 
for man-sized cutting jobs. 


Head: Two pounds of keen-edged, 
deep-biting steel — 4-inch cut. Handle: | 
23 or 27-inch tough hickory — long 
enough for two-hand swing — short 
enough to pack or carry at belt. Retails 
at $3.00. Belt sheath at $1.25. 


YOU SELL 'E 





for Camp, Cottage [| ' 
or Trail is the Handy 
Cutting Collins Machete! 






For bushing out trails, or clearing 
around camp or cottage, there's no finer 
one-hand edged tool than the easy-to- 
handle, keen cutting machete. 

* 

Blade: Forged steel — 17-inch, nearly 
\y-inch thick at back — ground and 
polished. Handle: Tough, black plastic, 
firmly riveted. Retails at $1.75. With 
decorated sheath, genuine cowhide, 
sewn seam and belt loop — the two 
retail at $4.50. 


YOUR JOBBER 
OR WRITE FOR DETAILS 


it 


‘COLLINS 





AXES and MACHETES 


The Collins Company, Collinsville, Conn 
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mand has been coming from wire and 
tubing consumers. The price remains 
at 17.265 cents a pound. 

Zine producers continue to sell good 
tonnages to galvanizers and die casters. 
Sellers say they are having no trouble 
moving available supplies of the metal 
for August and September delivery. 
The price remains unchanged at 10 
cents a pound, East St. Louis. 

* * * 


Westinghouse radio—Late in 
July, Westinghouse cut its prices from 
16% to 41% on 16 radio models, with 
the unit reductions ranging from $5 
to $200.. The latter big drop was on 
the company’s A.M.-F.M.-short wave- 
phonograph combination, which was 
reduced from $499.95 to $299.95. Last 
March, Westinghouse reduced its sug- 
gested list prices on nine radio models 
from 20% to 50%, with the greatest 
unit drop $130 at that time. 

* 7: ae 


Westinghouse video—An- 
nounced Aug. 18, Westinghouse Elec- 
tric Corp. has reduced prices on three 
table model television receivers by $30 
to $55. 

Model 223, a table receiver with a 
10-inch tube, was reduced to $199.95 
from $239.95, making it the lowest 
priced television receiver ever sold by 
Westinghouse. Two other models, re- 
cently shown, were also reduced. Model 
251, with a 10-inch tube, was reduced 
from $259.95 to $229.95; and Model 
242, with a 12-\%4-inch tube, was cut 
to $269.95 from $325. 

The company said prices for these 
models will be slightly higher in the 
west. 

* * * 

Commodity prices weaken— 
Wholesale prices in the Bureau of La- 
bor Statistics commodity index have 
been slipping below the 1948 level all 
this year. In ‘the week ended Aug. 9 
they drifted on down below the 1947 
level, while, at the latest report for 
the week ended Aug. 16, they stood 
still lower—at 151.9 per cent of the 
1926 average. 

This was a stiff 10.6 per cent under 
that for the 1948 week—when the 
index climbed to its highest point. All 
10 commodity groups that make up the 
index are now below the year-ago level. 
The largest dips are recorded for farm 
products (16.7 per cent) and foods 
(15.7 per cent). The smallest decline 
is for metals (1.2 per cent). 

- * * 


Hides and _ leather—After 
several months of light purchases, the 
demand for hides and leather has 
picked up considerably. In_ recent 
weeks, the big Chicago packers have 
sold almost all their hides “right off 


the cattle’s backs”. Also some of their 
earlier months’ accumulations have 
now moved out. 

Apparently most tanners have worked 
down their inventories, while shoe 
makers report a more hopeful outlook 
for Fall business. A sore spot still, 
however, is sole leather, for synthetics 
have taken over a large share of this 
heavy leather market. Plastics have 
cut into other fields of leather de- 
mand, as is seen by the big sales of 
“scuffies’—cheap footwear for beach 
and leisure use—and the great variety 
of stuffed animals and other toys offered 
for children. 

* o* * 

The non-ferrous metals—Re- 
cently the U. S. government has been 
back in the copper market for stock- 
pile buying, though on a smaller scale 
than previously. Also on the civilian 
front, demand continued good, with 
most customers seeking immediate de- 
livery. Buyers are convinced of reason- 
able price steadiness, and seemingly 
do not fear inventory losses. The fea- 
ture of the lead market has been the 
strengthening of prices, to a 15 cent to 
154% cent basis. Demand at the 
higher figures is reported “good”, but 
with no frantic scrambling on the part 
of buyers. 

Demand for zinc has been steady 
with galvanizers showing considerable 
interest. The price held firm at 10 
cents per pound, East St. Louis. 

ial a * 


Linseed oil prices—Since the 
reduction recently on linseed oil (now 
at 18.60 cents per pound, New York, 
against 27.80 a year ago) crushers re- 
port a spotty demand, with customers 
reluctant to buy ahead, while large 
government holdings remain not yet 
disposed of, and while another big 
flaxseed crop seems to be coming along. 

a * e 


Steel production exceeds opti- 
mistic forecasts for August — The 
steel industry has just amazed itself 
by making at least 600,000 tons more 
steel in August than its most opti- 
mistic executives thought possible. The 
pickup has;now carried on too long 
to be called a flash in the pan, ac- 
cording to the Sept. 1 issue of The 
Iron Age, which is published by the 
Chilton Co., publishers of Harpware 
Ace and other business publications. 
Nor is it all strike-hedging or any of 
the other labels that were tacked onto 
it a month ago. Buyer fears of a steel 
tieup certainly played a part in boost- 
ing steel order backlogs. But much of 
the business now on steel mill books 
represents a return to normal buying 
patterns. During the past week several 
top steel executives privately admitted 
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for a single charge! 


RAILWAY EXPRESS provides de- 
pendable, uniform shipping fa- 
cilities through 23,000 offices 
from coast to coast. Here’s fast, 
complete service, by rail or air, 
designed to meet your every 
shipping need—for a single, all- 


inclusive charge! 


For really economical, “‘any- 
thing — anywhere” shipping, 


specify RAILWAY EXPRESS. 





“Let's look ahead” is the watchword of 
the 60,000 Railway Express employes. 


They work and plan together to serve 





you and your ity by ting 
your exact shipping and distribution 


requirements. 


RAIL-AIR SERVICE 


NATION-WIDE 





that they were wrong in laying the up- 
swing entirely to strike fears. They 
can’t be blamed for a bad guess—they 
based it on customer pessimism. Buyer 
gloom was so heavy in June that many 
steel sales executives could see nothing 
better than a 75 per cent operating rate 
for August. In Pittsburgh they were 
talking about a 70 per cent rate for 
the industry based on cancellations and 
just plain lack of orders, says The Iron 
Age. Smaller steel firms were either in 
red ink or approaching it so fast they 
freely predicted they would buy it by 
the gallon. A strike in steel, autos or 
coal could wreck the forecast but if 
they can all be avoided steel’s prospects 
look good. October promises to repeat 
its normal seasonal strength. In the 
past week or so several steel market 
forecasters have put their crying towels 
in storage, figuring that they won’t need 
them for some time. Steelmaking scrap 
prices shot up again this week although 
steel mills have not yet come into the 
open market for big tonnages. However, 


their bids on industrial lists are up 
sharply and many a broker is losing 
several dollars a ton to cover old lower 
priced orders. The Iron Age scrap com- 
posite moved up again this week to 
$23.33 per gross ton, $1.41 above last 
week’s figure for the biggest jump of 
the year. Several metalworking lines 
have now picked up enough to stimu- 
late overall steel demand. Appliance 
production continues to improve across 
the board and Detroiters don’t look for 
a drop in automotive steel demand until 
November. Farm equipment makers ex- 
pect a good fourth quarter and a nice 
volume next year at 5 to 7 per cent be- 
low current levels. Construction has 
picked up so sharply that some mills 
are now a month behind on delivery of 
structural shapes. Mechanical tubing 
sales are better but there is no chance 
of return to 1948 levels. However, rail- 
road steel went through an open switch 
and it will be some time before the 
wreckage can be cleared. Allocations 
are due if cold-rolled sheets, now on at 





New Wholesale Plant—on One Floor 





New building of the Wm. Van Hoogenhuyze Hdwe. Co. wholesale concern of San 
Antonio, Tex. A one-story structure, the building provides approximately 47,000 sq. ft. 
of operational space. There are approximately 285 ft. on railroad tracks. Three unload- 
ing doors facing onto the tracks and docks 90 feet long with four loading doors facili- 
tate the movement of merchandise. 

The building is reinforced concrete, fire-proof. Lift trucks and conveyors are used 
and the layout of the pany's arrang + of stock is such that orders can be filled, 
packed and shipped more efficiently and economically. There are about 1,000 pallets 
in use for stocking merchandise. The shipping department features seven large stalls 
where orders gre assembled to be shipped out on the different truck and freighter lines. 
When necessary, the company’s own lift trucks can enter the shipping stalls and pick 
up the merchandise for the truck lines. 
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r is losing any tighter. Some mills never quite got 
r old lower away from a customer quota system to 
scrap com- assure fair distribution even though it STOCK 
is week to was not needed for several months. 
above last They are watching it now to see that 
st jump of shipment promises don’t get out of 
rking lines hand. Galvanized sheets are still on 
h to stimu- this basis and are getting tighter due 
Appliance in part to the federal corn storage pro- | 
rove across gram. Continuing a trend unchecked 
n’t look for for 9 weeks in a row, steel ingot opera- 
mand unfil tions for this week were scheduled at 
makers ex- 86.5 per cent of rated capacity. This is 
and a nice a gain of 1.5 points over last week and 
er cent be- is 24.5 points better than the low point 
uction has set during the July. 4th week. 
some mills * * #* 


delivery of 


: An upward trend—In_ the 
cal tubing 


week ended Aug. 9, wholesale com- 


no chance modity prices rose 0.1% over the pre- 
wever, rail- ceding week, to 152.7% of the 
pen switch 1926 average, according to the Bureau 
before the of Labor Statistics. The figure was | 
Allocations 1% below four weeks ago, and 10% 
now on at 


above the year-ago mark. The Bureau 
reported also its latest “cost-of-living” 
study, for the month ending June 15th. 





Living costs went up 0.2% during 
that period, largely due to higher food 
prices. They stood at 169.6% of the 
1935-39 average, and were 1.2% lower | 200% . 
than a year ago. While food prices up to ° with 
and rents went up during the latest 
month, prices of clothing and home- HAWKINS 
by | 


furnishings dropped,—the latter 


12%. 








and save your customers 





or PREFABRICATED 
China, glass and gift wares Adjustalle R bt. 
wn of Sen —At the Summer Market in Chicago, PATENT PENDING 
000 sq. ft. a survey of domestic, fine quality china- (and this is, "“honest-to-goodness,” 
e unload- ware shows no price-softening, though adjustable) 
>ors facili. many popular-priced groups have been Guaranteed to fit any normal porch 
ore used added to staple lines. Imported an- or step arrangement. 
\ be filled, tiques and china show some _ lower No expensive drawings, no delay. 
00 pallets pricing, including English bone china, Simply combine the proper amounts 
i Bavarian ware, and Japanese imports. | of |evel and bevel rail with posts oF, 
and pick Domestic glass-ware and gift wares are and ornaments from information on seee MeL LL Liy 
not generally down in prices, but de- | customer's rough sketch. Fit any ~ X 
liveries are much faster, and “allot- | jead and rise. Easily assembled. 9 BE? a 


ment” practices have about disappeared. , F 
Low costs and quick service will 


| 


New fancy items are appearing in the ‘ 
bring you volume sales with good 


lines where wartime “stringency” of . ; 
variety had ruled. profit margin, 
* * * 

; a You'll want to stock Hawkins Adjustable 

Worried television makers | Window Guards, too. Fit any window, installed 

turn optimistic—Television set mak- 
ers, battling their first downtrend in 
sales, think they see favorable trade 


signs ahead. Write for details 


“A definite pick-up in TV sales got ’s hesertnest . 
underway about two weeks ago,” re- hen Bn af the wrtiehviied valiog ar me A 





or removed in a jiffy with special key. Sell over- 
the-counter for customer installation. 











ports the Radio Corp. of America, while 
Phileo Corp. and DuMont Laboratories 
also detect a rising sales barometer. 


The present sales spurt is having a | H A W 4 | N S R @) N a @) oy | N a ° 


tonic effect throughout the industry. é : 
TV output fell steadily from a high | 315 North 4th St. Birmingham 4, Ala. 


of 182,361 sets this March to 160,736 
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AMERICAN PATTERN 











FILES 


and 


RASPS 


A profitable line to 
handle because 


@ their clean-cut appear- 
ance and deep sharp 
uniform teeth make them 
easy to sell 


@ their fast-filing and long- 
wearing qualities win 
repeat orders 


@ the American Swiss 
100% dealer policy pro- 
tects you in every way 


Made by file specialists 
with 50 years of experience 
in the manufacture of pre- 
cision files. 


Write for AMSWISS cata- 
log describing and listing 
these high-quality files. 





AMERICAN SWISS 
FILE & TOOL CO. 


410 Trumbull Street, Elizabeth 1, N. J. 


manufacturers of Swiss-Pattern files, milled 
rotary files and mechanics’ 
hand fools. 








in June. Industry men declare July 
figures, not yet compiled, may show 
a further drop, but now they're con- 
vinced the industry has only been going 
through its first warm weather -sales 
lull. 
Benjamin 
Radio and Phonograph 


expresses a generally held view: 


Abrams, president of Em- 
Corp.. 
“Best 
information available indicates the in- 
dustry may sell 1,500,000 sets in the 
last of this That's 
50 per cent more than were made in 
the first half of this year and nearly 
twice the number sold all last year.” 
TV production schedules are being 


erson 


six months year. 


revised to meet this anticipated sales 
behind _ these 
two factors. 


boom, and expansion 
lie the 
most important is a conviction among 
set makers that market their 
products has been barely 
Another reason for manufacturers’ con- 
fidence is a belief that recent price cuts 
receivers 


plans Perhaps 


the for 
scratched. 


have taken television out of 


the “class” market and into the mass 
market. 
* co He 

Fertilizer sales high—Fertil- 
izer tax tag sales during the fiscal year 
ended June 30 established a new record 
9% above the preceding 
fiscal year, and about 15% _ higher 
than in the 1946-47 fiscal period. North 
Carolina continues to show the largest 
volume of fertilizer sales, while Arkan- 


high, some 


sas made the largest late gain. It had 
a rise of almost 70% from a year 
earlier. The national tonnage for the 


latest year was 9,607,000 short tons. 
x % os 


record—The 
for 


Fans set new 


hot summer has meant, at least 
Westinghouse Electric Corp., the big- 
gest fan-selling year in its history. By 
the end of August, the company’s sales 
of fans probably will have reached 
15% above a year ago. Unit sales for 
1948 topped 1941 by more than 100%, 
and Westinghouse explains this by the 


fact that “people are becoming more 


comfort-minded”. All portable desk 
fans have sold completely out. 
* * « 
Building activity likely to 


hold—The Federal Reserve Board, in 
a recent bulletin, says that construc- 
tion probably will continue 
to expand in the near future, but 
moderately. It cautions, however, that 
prospects in this field will be influenced 
“by the nature of further price and 


activity 


cost adjustments.” 

The Board said that residential rents 
in large cities now average about 3% 
above a year ago. It found the market 
old houses has weakened, and 
have declined gradually from 


for 


prices 
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It's as easy to install as a window spring 
bolt. This new friction sash holder can be 
used on any double-hung sash I'/"' or 
thicker. Uses the same hole as a window 
spring bolt. For new sash, simply drill a 
¥%'' hole at the center of one side only. 
The friction is easily adjusted after installa- 
tion to accommodate any weight sash. 
Where desired, the side with the sash 
holder can be weather-stripped; it's never 
necessary to strip the opposite side because 
of the tight contact. Fully guaranteed 
. . . Retail about 30c each Free 
display model available. 


Teloch 


BRASS WORKS, INC. 


Ask your jobber, 
or write us. 










250 EAST FIFTH STREET | 
ST. PAUL 1, MINNESOTA | 
PENI i SBA 





A “best seller” Christmas gift! 


x-acto HANDICRAFT 


KNIVES & TOOLS 
oy 











*Reg. U.S. Pat. Off. 











No. 86 

_ X-ACTO 
_ HOBBY CHEST 
$10 


retail 


Preferred by 
experts, perfect for 
beginners. The right knife, 
blade, tool for every hobby job— 
woodcarving, whittling, modelbuilding, 
art and handicraft. High-profit, year-round 
sellers, nationally advertised, fair-traded. 


Singly and in sets, 50¢ to $50. 


| FREE! Display Cabinet & Stock Rack with pur- 
chase of $96 (retail) merchandise ... No. 201 
| Special X-acto Display Deal. 


X-acto Crescent Products Co., Inc. 
440 Fourth Ave., New York 16, N. Y. 
Canada: Handicraft Tools, Ltd., Toronto 





Write for details to 
ALFRED FIELD & CO. 
(Mfrs. Agents in Hardware Field) 
93 Chambers St., New York 7, N.Y. 
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| HOPPE’S| 


' TUBRICATING | 
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The Winning Line Up 
for Shooter Sales 


If you want to hit the target with your shooter 
customers don't overlook 

Hoppe’s No. 9 Solvent 

Hoppe’s Gun Cleaning Patches 

Hoppe’s Lubricating Oil 

Hoppe’s Gun Grease—and 

Hoppe’s Gun Cleaning Packs 
These popular, widely used, Nationally adver- 
tised gun cleaning essentials enjoy established 
demand and they're easy to obtain. Just order 
from your Jobber. 


FRANK A. HOPPE, INC. 


2314A North 8th St., Philadelphia 33, Pa. 


























DOOR STOPS 
& HOLDERS 


Designed 






BRONZE 


UNIVERSAL 
HAND 


DULL BRONZE ... 99-25 Net Each 
DULL CHROME .. . 99-59 Net Each 


@ Packed with wood screws and stud bolt 
© 2in a box @ 40 to a shipping carton 
Gross Weight 43 Ibs.—Prices quoted Factory F.O.B., N. Y. 

Are you on our Mailing List? Write for catalog. 





S. PARKER HARDWARE MFG. CORP. 


SINCE 1900 
Cabinet Hardware 
27 LUDLOW STREET » NEW YORK 2,N.Y. * Phone WAlker 5-630) 


Builders * Showcase * 
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CLUTCH SPEED COUNTER 


Quickly and accurately counts the 
R.P.M. of shafts or other revolving 
parts. Invaluable in factories, home 
workshops and other places where 
machinery, motors or generators 
must be checked for efficient 
speeds. To use, simply press against 
revolving object and time one 
minute, using any watch with a 
second hand. The counter will then 
show the exact R.P.M. The ex- 
clusive Veeder-Root spring clutch 
allows the operator’s attention to 
be given to the watch instead of 
the counter. Retails at $5.50. 


THE VEEDER-ROOT HAND TALLY 












er that counts 
anything that can be 
seen. Invaluable f 
checking inventorie 
traffic, attendances, 


fehs. // 
A slight pre 
operating leygr ad 
klyre- 










~ 
ete 


Individually boxed XQ 4 
in attractive six-unit 
self-display carton. 


Order from your wholesaler or direct using coupon 
ee 
1 VEEDER-ROOT INC., HARTFORD 2, CONN. G 
1 

Please send literature and dealer prices on: 

(C+ Veeder-Root Clutch Speed Counters 


(0 Veeder-Root Hand Tally Counter 
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CASH, BOND 
and UTILITY 
ep @s' 


FAST SELLING 
POPULAR STYLES 


PREFERRED for durable 


x construction x 


HEAVY GAUGE STEEL 


e e 
PREFERRED for beauty 
x HAMMERED SILVER FINISH x 


* e 
4X. PREFERRED for styling 
dx SEAMLESS ONE PIECE 7 
or CORBIN 


CONSTRUCTION 
All corners rounded 
Ye’ 12) comsination Lock 
No. 10 Series (Shallow Box) 


Choice of 
FLAT KEY LOCK 
SIZE: 11% x 6x 2%" 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 
lock or combination lock. 


No. 23 Series (Large Box) 
SIZE: 114% x 6x 4%” 


Made in 4 styles. Available with or without 
6 compartment steel tray. Choice of flat key 


lock or combination lock. 


ENTRAL 


Sold by leading jobbers 
WRITE FOR CATALOG 

CAN COMPANY 
2415 WEST 19TH ST 


lod lew Wcze) 
‘xport Representatives 


E; 
50 Church Street, New York 7, N. Y. 


Frazar & Co., 
Cable Address “FRAZAR" New York 
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of 1947. 


the highs 
houses also are somewhat lower this 
year, the report added. 

There has been a relatively strong 
demand for construction materials and 
labor, but supplies of both now seem 


Prices for new 


adequate. In the private industrial 
construction field, a definite declining 
trend has been noted. 


* ~ * 


How manufacturers look 
ahead—Business men, as reflected by 
their replies to a recent “Conference 
Board” survey, are still a bit uncertain 
about the future, though about half 
of them are optimistic in their views. 
Some industries feel the major portion 
of their post-war adjustment is behind 
them, and are looking forward to im- 
proved conditions. Others still are ex- 
periencing reduced orders, inventory 
depreciation, and smaller profits. 

*« * “ 


Higher freight rates—High- 
er railroad freight rates will go into 
effect September 1, says the Association 
of American Railroads. The Interstate 
Commerce Commission, on August 11, 
had granted the carriers a rate increase 
averaging 3.7%, and at this writing, 
detailed tariffs are about ready to be 
filed and announced. 


Another national index is 
reported—The value of the nation’s 
output of all goods and services, com- 
bined, is listed by the Commerce De- 
partment as_ the 
product”. In the second quarter of 
this year, this declined 2.4% to a year- 
ly rate of $256,100 million, compared 
to 1948’s rate of $262,434 million. The 
Commerce Department attributed the 
drop to a downward shift in business 
inventories, though it noted that busi- 


“gross _ national 


ness operations were at a very high 
rate in the first quarter. It also added 
that the gross national product, despit: 
the recent substantially ex- 
ceeded all periods prior to 1948. 


decline, 


« * * 


Adjustment period over, in 
appliance field—J. J. Nance, presi- 
dent, Hotpoint, Inc., said in a recent 
address, that the appliance 
has reached the bottom in its readjust- 


industry 


ment. “While we are not going back 
quickly to the peaks of last year, the 
nation’s economy should continue in 
much of its present status until per- 
haps the end of the first quarter of 
1950.” By that time, other industries 
too should have 
through their 


completely 
readjustment 


passed 
periods, 





Car Situation Tight? — Try a "Hardwarebile" 





This “Merry Hardwarebile,” mounted on a float, stole the show during the recent 
Fourth of July parade in Stafford Springs, Conn. An original creation by Charles Ste- 
vens, son of George W. Stevens, Stafford Springs hardware store proprietor, the con- 
traption is made entirely of hardware—a 6-ft. stepladder for a chassis; an upside- 
down grass catcher for a top; a heater and a clock for a dashboard; barrow wheels: 
8-ft. iron rod; assorted pulleys and belts, and lots more out of stock. See if you con 
pick them out. Power came from a mower and the steering wheel from a snow plow. 
Incidentally the plow was sold while the part was missing. 

Before the parade the store ran a teaser ad campaign in the local newspaper. The 
hardware items that went into the assembly were listed in an ad which asked—"?— 
What will the following articles make when assembled?" Readers were advised to 
watch for the store's float in the parade, after which the "Hardwarebile" was on dis- 


play in the store window. 
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and “then industry should stabilize on 
a plateau greatly higher than before 
the war”, Mr. Nance added. He thinks 
there is a misconception generally 
about prices in the appliance field, 
saying that “price reductions for elec- 
tric appliances, which took place 
around the end of the first quarter, 
were rapid and thorough. They have 
brought appliance prices well within 
the proper levels of the nation’s need”. 
There is no longer any reason for con- 
sumers to wait, is Mr. Nance’s conclu- 
sion. 
* x 7 

Store sales in July—Dollar 
sales of independent retail stores in 
July were 11% under June, and 8% 
below July, 1948, the Commerce De- 
partment reported. The 8% drop from 
last year was the sharpest for any 
month since the end of the war. Auto- 
mobile dealers were the only ones to 
report a rise,—15%—above July, 1948, 
though this group was 5% below June. 
Hardware stores were off 14% from 
last July, and were down 9% from 
June. The respective drops of the 
building materials-lumber group were 
27% and 10%. Commerce Department 
officials noted on the cheering side, 
that personal incomes have remained 
high, so that spending power has not 
dropped markedly; but on the adverse 
side, they remind that declining em- 
ployment will affect retail spending. 


” * * 


Farmers’ income—The Agri- 
culture Departmem reports that during 
the first seven months of this year, 
farmers received 9% less from market- 
ings, than in the like period of 1948. 
Prices for crops and live-stock averaged 
11% below a year ago, but marketings 
generally were larger. In July, crop re- 
ceipts were 10% above June, but 25% 
below July a year ago. Receipts from 
livestock and products were down 20% 
from the year-ago figure. 


* * * 


Profits of industry—The 
profits of industry in the second 1949 
quarter dropped 12.6 per cent from a 
year ago. This was the first time in the 
post-war period that industry failed to 
show a rise in earnings from the pre- 
vious year. A survey of 605 companies, 
covering more than two dozen indus- 
tries showed total profits for the quarter 
were $1,274 million, compared with 
$1,351 million in the first quarter of 
1949 and $1,458 million in the like 
period of 1948. 

o * ~ 

Railroads to accept status 

quo—tThe railroads will try to meet 


the cost of their 40-hour week without 
asking for further rate boosts, accord- 





| 
| 





Outfitting the closets with 
K-VENIENCES gives any house an 
eye-catching, up-to-date appeal. Yet 

the cost is agreeably modest; and 
the installation is a simple matter 
of using a screwdriver. 
K-VENIENCES make the most of any closet 
space, too, adding maximum efficiency 

along with the beauty of their gleaming 
chrome. Scientifically designed, they hold 
clothes properly, save pressing, keep 
everything in reach, and double closet capacity. 
The complete line of K-VENIENCES closet 
fixtures merits your full attention. Its more 
than 40 items provide the right fixture for 
every need, to fit any size or shape of closet. 


We will be pleased to send you a 
complete catalog upon request. 


@ The new “fF” merchandise display sells K-VENIENCES 
faster and takes only 3 sq. ft. of floor space. 
This door-type panel holds an assortment 
of the most popular K-V ES. 
Write for illustrated sheet 
giving complete information. 














GRAND RAPIDS 4, MICHIGAN 
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Casters : 





’ 


Here’s good news 
For hardware men— 
Deliveries now 

Are prompt again. 







Popular standard sizes 
and types of 


! BASSICK CASTERS } 


Now available 
promptly from your 
wholesaler 





A Suggestion: Be sure you | 
have Bassick ‘““Diamond-Darts”’ 
available for your customers... 
High quality, popular priced, 
full floating ball bearing casters 
for household furniture. 








Note these two numbers in 
your want book! 






j 5259%42 








7259 x42) 


ing to W. T. Faricy, president, Asso- 
ciation of American Railroads. He 
said the roads had told the Interstate 
Commerce Commission of this intention 
in connection with their plea for a 13 
per cent rate increase. However, the 
1.C.C. granted the carriers only a 9.1 
per cent increase, and warned them 
that this was the last they could expect, 
in view of their declining freight vol- 
ume, and diversion of traffic to com- 
peting and cheaper types of transpor- 
tation. 


Unemployment claims les- 
sening—New unemployment among 
the 33 million persons covered by gov- 
ernment jobless benefits dipped to a 
new low for 1949 in the Aug. 13 week. 
The Bureau of Employment Security, 
newly transferred to the U. S. Labor 
Department, said there were 291,000 
new claims for jobless compensation 
curing the week, not counting 35.000 


ex-G. Ls who switched during the week 
to the federal unemployment compensa. 
tion program, from the expired Service- 
men’s Readjustment Allowance pro. 
vram. 

Not counting the veterans, “initial” 
claims fell more than 71,000 from the 
previous week, ended Aug. 6. Each 
week B.E.S. reports on two types of 
jobless pay claims: “Initial” claims, 
those filed by persons when they first 
become unemployed, and “continued” 
claims, filed during each succeeding 
week of idleness. The continued claims 
figure reflects fairly accurately the total 
number of jobless among _ workers 
covered by the unemployment compen- 
sation law. Farm and domestic work- 
ers, and the self-employed, are not 
included in the jobless pay program. 


* a & 


No early “luxury” tax cuts 
—Excise taxes will not be reduced this 
year, says Representative Doughton, 
chairman of the House Ways and 











Now being supplied with 
| “Atlasite” non-marking wheels 

















THE BASSICK COMPANY 
Bridgeport 2, Conn. 
DIVISION OF STEWART-WARNER CORP. 


In Canada — BASSICK DIVISION, 
Stewart-Warner-Alemite Corp., Ltd., Belleville, Ont. 


Bassick 




















SPORTING GOODS 
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MAKING MORE KINDS OF CASTERS 
- » . MAKING CASTERS DO MORE 
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“If these don't help your game—try fishing." 
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Pit Dhis Automatic Parker 


Hack Saw Salesman 
to work for you, 


withoul a penny cost! 







Cut your Parker Hack Saw selling job in half with this 


yNulrelulohita weld 4-Tamestell-tiilela) 


sturdy, compact, eye-catching. 


It's a salesman that won’t cost you a penny! Display Parker's 


four leading, popular Hack Saws 


the H-80, H-60, H-40 and si Cs cunnanrene 


H-30, squarely in front of your customers. This outstanding 


collection of quality Hack Saws will be your most profitable 


sales builder. 


THE SPECIAL AUTOMATIC SALESMAN ASSORTMENT 


CONSISTS OF 


H-20 
H-30 
H-40 
H-60 
H-80 


each 
each 
each 
each 
each 


WITH EACH ASSORTMENT WE SUPPLY WITHOUT CHARGE 
ONE PARKER HACK SAW SALESMAN COUNTER DISPLAY 


BOARD — Value $1.02 





*The popular H-20 is included in this assortment 





to meet your customer’s demands for a low priced 
hack saw frame. H-100 may be substituted for H-80 
if Butcher type saw is preferred. 

Please send us the name of your jobber if he does 
not stock this assortment. 


Fy th! Parker |-G- 


PARKER MANUFACTURING CO. 
WORCESTER 1, MASS., U. S$. As 
ACKERMANN-STEFFAN DIVISION 


4532 Palmer St., Chicago, Ill. Manufacturers of 
famous Trojan Coping, Jig, and Jewelers’ Saw Blades. 




















CONGRESS PULLEYS 


Fe i ET a f 
CONGRESS” -&. 
° DRIVES 


A *y 
we 





HIGHER 
PROFITS 





FASTER 
TURNOVER 


’ d 
” 9 a. * 
:; “ 
— hy J 


ee ee ts Gira. 


GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


SEE US AT BOOTH 205-6 
NATIONAL HARDWARE SHOW 


CATALOG ON REQUEST 


CONGRESS °c? DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 
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A DEALER-DES/GNED DEAL 


= —thatj Cummins 
PORTABLE T00LS 


Here's the line that's selling for dealers 
TODAY! Customers like the extra value 
they get for their dollars . . . from 
modern* quality construction, to the 
leading features of higher-priced tools. 
Dealers like the broader markets, 
steady turnover, aggressive merchan- 
dising help, greater profits, that 
, Cummins gives ‘em. It's a dealer- 
designed deal that's paying off NOW 
Interested? 




























Model 150—'%-inch 
General Utility Drill -$20.95 













CUMMINS PORTABLE TOOLS 
4740 North Ravenswood Avenue 
Chicago 40, Iinois 


Model 200 
Y,-inch Drill—$39.95 






Model 607 BalanSaw—-$62.50 
($68.00 with steel case) 


Model 425 
Y%-inch Drill—$33.00 


ASK YOUR JOBBER! 
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DAISY 


FURNITURE 
CASTERS 


QUALITY AT 
POPULAR PRICES 

















These are days when 
it pays to have quality 
merchandise at reason- 
able prices. DAISY 
Furniture Casters an- 
swer this need. 


DAISY Casters are well 
made of quality ma- 
terials. Mass production 
on automatic ma- 
chines permits pop- 
ular, low retail 
prices. 


Stock the complete 
DAISY line. Write 
for catalog and 
prices. 


SCHACHT RUBBER MFG. CO. 


DEPT. H 


HUNTINGTON, IND. 











SHELBY ’S MONTHLY FEATURE 











ADJUSTABLE CLOSET 
HANGER BAR 


Series 104 UU 00 


LOOK AT THE 
CONSTRUCTION! 


Shelby Closet Hanger Bars are 
skillfully constructed. The tub- 


ing and wall flanges 


gre 


smoothly spun together into 
one permanent integral part. 


They're built 


strong to give 


years of useful service. Your 
customers can see the differ- 


ence. 
brass tubing. 





" Chelb 
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Build sales, profit, and satisfied, 
customers with Shelby Hard- 
ware. Order from your jobber. 


Available in steel or 


SPRING HINGE CO 


SHELBY. OHIO 





| 
| 





Means Committee. He adds that he 
wants to make this clear, so consumers 
will not postpone purchases in the hope 
of an early cut in the taxes which 
apply to such things as furs, luggage, 
jewelry, cosmetics and travel and en- 
tertainment tickets. Representative 
Doughton also expects that no other 
taxes will be cut this year. He stated 
that House staff members are making 
a study of which of the taxes might 
be reduced next year. Mr. Doughton 
added that he opposes federal deficit 
financing “while business activity is at 
the present level.” 


up” on duck 
hunters—Washington has ordained 
that duck-hunters will pay twice as 
much for their federal permits this 
“Duck stamps” have been sold 
for $1 each since the law creating 
went into effect in 1934. But 
the Johnson-Thompson duck 
stamp law passed by Congress this 
year, the license for hunting migratory 
water-fowl will be $2 a season. The 
Interior Department’s Fish and Wild- 
life Service expects that more than two 
million duck stamps will be sold this 
season, in spite of rise in the price of 
permits. Stamps will go on sale at all 
post offices soon. Proceeds from the 
sale of duck stamps are used for en- 
forcement of restrictions to conserve 
waterfowl, to complete development of 
refuges, and to acquire areas along the 


“Doubling 


year. 


them 
under 


major flyways. 


Department store in sales— 
Department store sales have taken a 
sharp downward turn, and executives 
are quite worried. They are stepping 
up sales promotion, increasing advertis- 
ing budgets, and pushing economy 
measures. From Jan. 1 through Aug. 
6, the department stores had managed 
to keep their dollar volume on the 
average only a moderate 5 per cent 
behind last year’s pace, but now the 
the Federal Reserve 
Board announce bad news: For the 
week ended Aug. 12, sales of the re- 
porting stores had tumbled 16 per cent 
below the similar week in 1948, while 
in some sections the drop was worse 


statisticians of 


than this national average. 
Department store men _ interviewed 
by The Wall Street Journal in 12 key 
cities offer a wide variety of explana- 
High the list of adverse 
factors was the recent scorching heat 


tions. on 


wave. Other factors cited were: un- 
employment in different areas in the 
wake of industrial production cutbacks; 
buyers’ caution and shortage of ready 
cut psychology”—con- 


cash; “price 





ae 
Siphon-flow valve 


' 
| leaves less than table- 
| spoon milk unused! 


Insist on the 
GUARANTEED 
NIPPLE PAIL 


Calf-Teria 


GUARANTEED TO SAVE 100 LBS. WHOLE MILK PER CALF FED over 


| any other pail! At 

| CALF-TERIA, INC., Dept. HLA, 
| 

| 


hdwe., feed, dairy, imp., farm stores or write- 
T. WAYNE 3, IND. 





} Process 


7 
rf 


‘GUN 


It 1C! 


CH 


MADE IN U.S.A. 


MAVERHILL MASS 





ASK YOUR JGOBBER 


FOR OUR DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE CONSUMER 


HOYT & WORTHEN TANNING CORP 


"ITs 
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Changes 


New products and 
new trade names are con- 
stantly being added to 
the listings for the next 


Directory Number of 


Therefore, if you do not 
find in the current issue 
of the Directory Number 
the product you are in- 
terested in, write to the 
“Who Makes It” Editor. 
He'll be glad to serve you. 


HARDWARE AGE 


100 E. 42nd St., New York 17, N. Y. 
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SOLID 
SAFETY! 


Real security in a lock 
calls not only for strength 
but also a locking mech- 
anism that resists un- 





authorized opening. 
CHICAGO's No. 741 
Padlock has both! Priced 
right — to give you a 
good profit. 


CHICAG( 
MADE IN US 





No. 741 
@ Solid, rust-proof case in popular 1'/2"' size. 


@ 11 brass criss-cross tumblers lock both sides 
of the plug into the case. 


@ Hardened steel shackle locks at both sides. 
Bright cadmium plated. 


@ Attractively finished in 
baked enamel. 


@ 2 milled keys for each lock. 
@ May be keyed alike at no extra cost. 


@ Special length shackles, and 9-inch chains 
Sivet.t ot A tal. 4 cost. 


hardwore-gray 





Ask your jobber for CHICAGO No. 741 Padlocks 
Write for Padlock Bulletin HA—no obligation. 


CHICAGO LOCK CO. 


2024 N. Racine Ave., Chicago 14, Ill. 





BETTER BUILT— 
INSIDE AND OUT 

















MOST DEALERS 
PREFER ATLAS WICKS 


Our Glaswik, Flamemaster and Top . pun ote | 
Notch brands are preferred by more pier? a 
dealers in America than any other 
brand. The reason is based upon the 
fact that they are superior in qual- 
ity and give greater satisfaction to 
the consumer. 
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A POPULAR PRE-WAR 


ack 
acs!"- pROFIT MAKER 


INDEPENDENT 


VENTILATORS 





ADJUSTABLE CEILING 






With 3-piece connect- 
ing boxes extended. 


» 


With 3-piece connect- 
ing boxes telescoped. 
(Each Ventilator packed 
in a corrugated board 
re-shipping carton). 


ERE, again, is a package unit for which there always 
was and always will be a big demand. Now the many 
homes that have surplus heat at ceilings can conveniently 
and economically utilize the heat on the floor above, 
through the use of “Independent” adjustable ceiling ° 
Ventilators with THREE-PIECE connecting boxes. 


Each Ventilator is complete in itself: a black japanned 
floor register with valves, a white japanned ceiling plate, 
adjustable sheet metal boxes connecting the two, and 
spiral springs holding all in position. Installation is 
made quickly by one man from floor 
above; connecting boxes accommodate 
themselves to variations in out-of-align- 
ment openings. 















Each Ventilator is packed in a corru- 
gated board carton. Ventilator sizes: 
8 x 10,9 x 12, 10 x 12, and 12 x 14. 


Immediate stocking and active selling of 
these easily-stored fast-moving Ventilators is 
recommended. Write for details and prices. 


Always Leading « Always Progressing 


THE INDEPENDENT 


REGISTER CO. 


3747 E. 93rd STREET - CLEVELAND, OHIO 
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It takes years of actual service on 
the job to create a popular buying 
trend for builders’ hardware. Smooth, 
friction-free service, year after year, 
has proved that NATIONAL Hard- 
ware possesses exceptional “built-in” 
stamina. 


The modern designs incorporated in 


this extensive line meet the require- 
ments of both present-day construc- 
tion and those of tomorrow. 


Attractive, protective finishes and 
neat packaging are further aids in 
building profitable repeat sales with 
Notional Hardware. 


NATIONAL 
MANUFACTURING COMPANY 


Sterling Illinois 











FINGER GRIP 


ADJUSTABLE CLIPS 
FOR “PARKING” THINGS 





OUTSTANDING PATENTED FEATURE 
MILLIONS IN USE 


@ Adjusts for size, in a jiffy 

@ Holds everything with a handle 

@ Keeps shape permanently 

@ Favorite of Homeshop Fans 

@ All sizes—Small, Medium, Large 

@ Nickle plated—burnished finish 

@ Packed in attractive Display Boxes 
@ Priced right for profitable sales 


SEE YOUR JOBBER OR WRITE 


ARTHUR I. PLATT CO. 


Fairfield, Conn. 
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sumers, noting recent price reductions, 
are holding off in the expectation of 
still greater slashes. Many a retailer 
is also quick to point out that a great 
part of the dollar decline must be at- 
tributed to lower prices per unit sold. 
Others comment that after all July and 
(ugust last year were 


very good 


months. As to inventories in these 
days, with few exceptions, retail men 
say they are holding them down to 
a “safe minimum.” Some merchants, 
in fact, confess that pared stocks have 
meant a loss of sales in some instances. 
A Pittsburgh store official comments: 
the stores, 


“Inventories are down in 


while the manufacturers haven’t been 
stocking up to any extent. The biggest 
thing in the department store outlook, 
as I see it, is the possibility of a gene- 
ral scarcity of merchandise this fall.” 


Less spent by vacationers— 
Vacationers this season are spending 
less money, moving around more, and 
staying for briefer periods at individual 
ing for briefer periods at individual 


Merchants fewer sales 


resorts, report 
of sporting goods in the vacation areas. 
However, the abnormally hot weather 
this summer has saved many a resort 


from a season-long slump after a slow 


start. 
The decline in resort trade started 
last summer, when it was estimated 


10 to 30 per cent below the peak vol- 
ume of 1947. Last season, for the first 
time in several years, a large number 
had 
able in August. 


of resorts accommodations avail- 


Many resorts in the higher price 
group now are getting less business 
than a year ago, although those with 
an established clintele are doing as 
well as in 1948, observers report. They 
have noted a swing to housekeeping 
cottages, and away from the American 
plan resorts. 


The director of the Wisconsin Tour- 
ist Bureau says just as many persons 
are vacationing in the state as last 
summer, but they are spending less. 
There are wide variations in resort 
trade, he said. Some resorts with long 
records of excellent service are booked 
more solidly than in 1948, and other 
places have lost so much trade they 
probably wili be forced out of business 
at the end of the season. 

A Chicago and North Western Rail- 
road spokesman says his road’s pas- 
senger trafic to the resort 
somewhat less than a year ago, al- 
though week-end volume still is at 
capacity. He said the travel season 
started slowly, but abnormally higher 
temperatures played an important part 
in increasing traffic, 


areas is 
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Automatic Door Bell 
Now Available 


No batteries, elec- 
tricity, or winding 
required. Alarm i 
sounded both upon 
opening and closing 
door. Equipped witn 


cow) ee 
FEL-SOM MFG. CO. 


1307 ED. L. GRANT HWAY., BRONX 52, N. Y. 


















Stock 
Shipments 


SWEDISH STEEL ANVILS 
SWEDISH (NORWAY) IRON IN BARS 
SWEDISH-AMERICAN STEEL CORP. 
435 Kent Ave. Brooklyn 11, N. Y. 
Over a Million Sold in 1948 

ALL-METAL 


COOKIE PRESS and 
CAKE DECORATOR SET 


Nickel Steel, 8 design dises, 
4 decorator tips, 1 nozzle. 



















in descriptive boz 
with recipes. See your 
jobber, or write or wire for 
details. 


| ZACHMAN & CO. 5004 WILSON AVE. CHICAGO 30 











GOODYEAR LOADBINDER 


OPEN. 


GOODYEAR & MILLER CO. 
BLOOMDALE, OHIO, USA. 

















Tightens loose furniture 
WITHOUT taking it apart 


CHAIR-LOC 


<a WOOD JOINTS TIGHT 


THE CHAIR-LOC COMPANY, Freeport, N.Y. 


















1 


ALL-PURPOSE-HOLDERS 
Holds anything from toothbrushes or 
scissors to tools, brushes or large 
brooms. Sturdy nickelplated wire 
} with screws. Small size to %” dia. 
Large size to over 1” dia. 10¢ ea. 
| 3 for 25¢. 

| per carton (36) ...... $2.00 each 











Gerrane? 6 cartons of over...... $1.80 each 


E. & J. ENTERPRISES, INC. 
39 GROVE AVE., VERONA, N. J. 
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for every caulking job 


pots Bah: 
GALBAR 

It’s easy tosell CALBAR 
caulking compound to roofing contractors, = * 
glaziers, painters .... even to home owners! 
It’s ‘‘elasticized”’ to insure non-hardening 
and prevent staining. Available in a full selection 
of grades, colors and container sizes. 





FREE— 
Cartridge and Caulking 
Gun Display to help 
CALBAR. Ask for 

> yours today. 
BS =| (Merchandise 
Sh aby not included). 


=e 
CALBAR PAINT 
& VARNISH CO. 
Manufacturers of Technical Products 


2612-26 N. Martha St. 
Philadelphia 25, Pa. 





you sell more see 








perfect CORDination 
Electrical appliances a 


work like a team with : / “< 


CORNISH Cords and Plugs # 
Sure contact, long wear— P oy “ay 


and an end to CORDelirium 


with ¢ 
CORN Sloss 12 
CORDS and CORD SETS 


APPROVED BY UNDERWRITERS LABORATORIES 


CORNISH WIRE COMPANY, nc 


15 Park Row ——“New York 7, N.Y. 
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Safe’s newest addition to the 
builders hardware line are 
these tubular latch sets for 
every door in the home (no 
die cast or sub- 
stitute metals |) 
used). . 


TUBULAR 
FRONT DOOR 
HANDLE SETS 





















PASSAGE 






4 SETS 
‘i 
AUR 
ay 
| 
ig] CYLINDER 
ye TUBULAR 
LATCH SETS 





F; 
io 
‘ 
% 





g 


BATHROOM AND 
BEDROOM SETS 








BUILDERS HARDWARE 
SINCE 1849 

CELEBRATING 100 YEARS 

CONTINUOUS SERVICE 


Cf NE 


249 





EPA 


NCA 








ORDER NOW 


AND LOOK AHEAD TO FAST SALES 

























PEERLESS 
FOLDING CHAIRS 
Most serviceable chairs of 
selected. Hardwood frame, 
varnished or lacquered in 
bright colors. Light in 
weight, durable, a steady 
seller. A money-maker, as 
this chair generally sells in 
RUGGED, RESTFUL CAMP COTS 
The product which built the reputation of the House of Tucker! 
satisfaction. These cots 
are made for hard usage. 
painted hardware, light, 
compact. 
Makes an easy chair of bleacher and boat 
seat, also for use at beaches, picnics and 
wood with corners rounded, natural finish 
with colorful pads. Folds flat when 
Note seat latch which folds out of 
the way when not needed. 
wade and fish in deep water. Easy to carry, easy to wear. Makes 
wading, fishing much safer. Display sells itself. 


FOLDING FURNITURE 
groups. Priced right, they 

And this reputation was 
Good heavy duck prop- 

For BLEACHERS, BOATS, PICNICS... 
other outings. Seat and back are padded, 
not in use. Light and compact. 
TENTS, PAULINS, HAMMOCKS of good quality duck and 


Colorful, Comfortable 
sell on sight! : 
built on a foundation of 
erly sewed and _ tacked, 
BACK REST 
slats give with body weight. Made of hard- 
Makes enjoyable outings more fun. 
FISH-N-FLOAT DEVICE for fishermen makes it possible to 
canvas. Send for Complete Catalog. 





FORT SMITH, ARKANSAS 
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ALBERT E. HOEGER 
can probably lay claim to the 
title of “Father of 2% 10th 
proximo” in the hardware in- 
dustry. One of the first 
things Mr. Hoeger did when 
he was made auditor of the 
buying department of the 
Shapleigh Hardware Co., St. 
Louis, on April 1, 1911, was 
to get in touch with all the 
Eastern suppliers, whose uni- 
versal paying terms at that 
time were about 95% on a 
2% 10 days basis. His per- 
sistence on this subject re- 
sulted in getting most of the 
factories to agree to allow 
2% 10th proximo, which in 
time was gradually given to other jobbers until just be- 
fore World War II when the generally accepted terms to 
the hardware jobbers were universally understood to be 
2% 10th proximo. Mr. Hoeger went to work for Sim- 
mons Hardware Co., St. Louis, 50 years ago. He joined 
the Shapleigh Hardware Co. in 1900 and worked in all 
divisions of its accounting department. When his healt) 
failed in 1924, he took a position with the city sales de- 
partment and worked as an outside salesman until 1928. 
when he went back to the buying department. He worked 
in the builders hardware department until his resignation 
in 1942, when he left to take a position in a war plant as @ 
statistical material analyst in the production department 
at Mines Equipment Co. of St. Louis. Early in 1946 he 
took a position as builders hardware buyer with the Tie- 
mann Hdwe. & Supply Co. and its successor, the Walter 
H. Allen Co., where he remained until June 1, 1948. 
when he accepted a position with the Witte Hardware 
Corp., St. Louis, as buyer of builders hardware, roofing 
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and paint lines. His principal hobbies have been tennis 
and cabinet making, but when he reached the age of 61, 
two years ago, he put away his racquets at the insistence 
of Mrs. Hoeger, so he now devotes most of his spare time 
doing cabinet work for his friends and relatives. He al- 
ways reserves the fourth Monday of each month to attend 
the St. Louis Hardware Club dinner meetings, after which 
he generally “donates nickels and dimes to sharpshooting 
poker players who generally are factory representatives 
who prey on poor innocent buyers.” 


W. J. VIERCK, just 78 
years ago, stopped to watch a 
woman working in a straw- 
berry patch. She offered him 
the job of weeding the patch. 
The woman was the mother 
of two men who operated a 
hardware store and Mr. Vierck 
soon went to work for them. 
He worked in that store for 
seven years and then left it to 
learn the sheet metal trade. 
In his early days most hard- 
ware stores had shops for 
making tinware, and Mr. 
4 Vierck made piles and piles 
of milking pans. For 12 years 
Mr. Vierck was foreman of a 
sheet metal shop in Muske- 
gon. Mich., but in 1894 he decided that he wanted to get 
back into a hardware store so he returned to Rockford, 
Ill., and rented a store. His store has remained at the 
same location for the past 55 years. Recently he turned 
over his store, sheet metal shop and oil burner business 
to his son, Herbert, who has been in the business with 
him for many years. Although he was 83 on May 29, 
Mr. Vierck states that his hobbies are fishing in Lake 
of the Woods in Canada, and in driving to Florida. He is 
a 32nd degree Mason. He has seen Rockford grow from 
a small community, 50 years ago, to a large city of 100.- 
000, now rated as the second largest machine tool pro- 
ducing center in the United States. “I like to keep go- 
ing,” he says, “and that’s why I’m at the store every day.” 





W. J. VIERCK 


STANLEY BUTCHART, 
who had spent more than 50 
years as an employee of the 
Marshall-Wells Co., Duluth, 
Minn.. is now enjoying a lei- 
surely existence at his home. 
4325 Regent St., Duluth, 
where he does a bit of gar- 
dening. Fishing is another of 
his hobbies. Mr. Butchart, 
who will be 74 on Oct. 4. 
started with the wholesale 
company as an order clerk. 
Later he was a salesman on 
the road. then was made man 
ager of the city order desk. 
and then became a buyer and 
finally he was working as a 
pricer. He retired in 1945. 





STANLEY BUTCHART 
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HURD 





at the new low retail price 


Da Bute 


Including Rod, Reel, Carrying Case and Federal Tax 











As a low-priced companion to 
the Hurd Super Caster, the new 
Caster offers you new and 
bigger profit possibilities. The 
in-built reel and rod combina- 
tion is an original and exclu- 
sive Hurd design. The reception 
accorded the new Caster, 
which incorporates many of 
the features of the Super 
Caster, has been most enthusi- 
astic. It will pay you to stock 
this new Hurd equipment. 


















It will pay you to also stock the 


HURD Super Cailer 


featuring Thumb-button Con- 5 
trol for fishermen who want 45 
eee 





Including rod, reel, carrying case, Federal tox 


Pet. 14h (ther Pets. Vending, Right te make specification changes is reserved without ot 
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WNCA 
170045 


for complete variety 






UTICA is your 
source for all 
your pliers, and 
every item in the 
complete UTICA 
line is the same 


dependable quality! 


TOOL No. 50 
Electricians’ Standard 
Side Cutting Pliers 
eh ed 


Sold Through 
Recognized Distributors 


nnecane: [PY sasons 





1. Special alloy steel 

2. Electronically hardened edges 
3. Smooth working joint 

4. Perfectly aligned cutting edges 
5. Complete variety of tools 

6. Hand-honed cutting edges 


ovo 





UTICA DROP FORGE and TOOL CORP. 
UTICA 4, NEW YORK 











Hardware As- 


Alabama, Retail 
sociation of, annual convention, May 
18-19, 1950, at the Tutwiler Hotel, 
Birmingham. Mrs. Euna G. Ramsey, 
509 North 19th St., Birmingham 3. 
secretary. 


American Hardware Manufac- 
turers Assn., 97th semi-annual con- 
vention to be held jointly with the 55th 
annual convention of the National 
Wholesale Hardware Assn., Oct. 
10-13, 1949, at the Marlborough-Blen- 
heim Hotel, Atlantic City, N. J., 
Arthur L. Faubel, 342 Madison Ave., 
New York City, is secretary-treasurer 
of the manufacturers’ association. 
Thomas A. Fernley, Jr., 505 Arch St., 
Philadelphia, is executive secretary of 
the wholesaler’s association. 


Builders’ Hardware Exposition 
and annual convention, Oct. 3-6, 1949, 
at the Hotel Statler, New York City. 
Sponsored by the National Contract 
Hardware Association and the Ameri- 
can Society of Architectural Con- 
sultants, 420 Madison Ave., New York 
City; John R. Schoemer, managing 
director. 


California Retail Hardware Asso- 
ciation, annual convention and exhibit, 
Feb. 20-22, 1950, at the St. Francis 
Hotel, San Francisco. LeRoy Smith, 
Room 262, Western Merchandise Mart, 
1355 Market St., San Francisco, sec- 
retary. 


Connecticut Hardware Assn., an- 
nual convention, Jan. 25-26, 1950, at 
the Hotel Bond, Hartford, Conn. Ned 
Russell, Harris Hdwe., Southport, 
Conn., is secretary. 


Florida Retail Hardware and 
Georgia Retail Hardware Associations 
will hold their annual convention joint- 
ly in May, 1950, at the Seminole Hotel, 
Jacksonville, Fla. William W. Howell, 
Waycross, Ga., secretary for both 
groups. 

Georgia Retail Hardware and Flor- 
ida Retail Hardware Associations will 
hold their annual convention jointly in 
May. 1950, at the Hotel Seminole, Jack- 
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AND | 
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sonville, Fla. William W. Howell, Way- 
cross, Ga., secretary for both groups. 


Illinois Retail Hardware Associatios 
annual convention and exhibit, Jan. 
16-18, 1950, at the Hotel Sherman, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54, secretary. 


Indiana Retail Hardware Associa- 
tion, annual convention, Jan. 24-26, 
1950, at Indianapolis, Convention head- 
quarters, Hotel Lincoln; exhibit, Murat 
Temple. G. F. Sheely, 333 No. Penn- 


sylvania St., Indianapolis 4, secretary. 


Industrial Supply Convention, 
May 22-24, 1950, at Atlantic City, N. J. 
Conference booths at the Public Audi- 
torium. Convention is sponsored jointly 
by the American Supply & Machinery 
Manufacturers’ Assn., general manager, 
R. Kennedy Hanson, 1108 Clark Bldg., 
Pittsburgh 22, Pa.; National Supply & 
Machinery Distributors’ Assn., secre- 
tary-treasurer, Henry R. Rinehart, 505 
Arch St., Philadelphia 6, Pa.; Southern 
Supply & Machinery Distributors’ 
Assn., secretary-treasurer, E. L. Pugh, 
712 Volunteer Bldg., Atlanta, Ga. 


Intermountain Association annual 
convention, Oct. 27-29, 1949 at 
Hotel Newhouse, Salt Lake City, 
Utah. Leon L. Weeks, 224 Continental 
Bldg., Boise, Idaho, secretary. 


Iowa Retail Hardware  Associa- 
tion annual convention, Feb. 7-10, 1950, 
at Des Moines, Iowa. Convention head- 
quarters. Hotel Savery; exhibition hal! 
to be announced later. Philip R. Jacob- 


son, Mason City, secretary. 


Kentucky Retail Hardware Asso 
ciation, annual convention and exhibit, 
Jan. 30-Feb. 1, 1950, at the Brown 
Hotel, Louisville, Ky. D. W. Laws, 501 
Republic Bldg., Louisville 2, secretary. 


Michigan Retail Hardware Associa- 
tion, annual convention, Feb. 21-23, 
1950, at Grand Rapids. Convention 
headquarters, Pantlind Hotel; exhibit, 
Auditorium. Harold W. Schumacher, 
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LINE 
| With 3 Exclusive Features 
| Hyde Professional Putty Knives 


and Scrapers feature three big ex- 
clusive advantages: 


l EXCLUSIVE Super HYDEX 
Steel Blades: Blades are strong, 
durable, give top performance be- 
cause they are expertly heat treat- 
ed and ground. They extend clear 
thru handle for extra strength. 


2 EXCLUSIVE Forged Brass 
Bolster: Guaranteed against break- 
age—is many times stronger than 
ordinary molded lead bolsters. 


3 EXCLUSIVE Plastic Handle: 
Plastic handle is non-breakable, 
non-flammable. Single seam at | 
sides guards against blisters. 
Complete selection of blade widths. 
Order today! 


HY) MANUFACTURING CO. 
Southbridge, Mass., U. S. A. 
ou st i 


: B DISPLAY BOARD DEAL | 
Gir § gy 

yon | 
EXTRA PROFIT! 


OU make your usual 
liberal mark-up PLUS 
; $1.95 EXTRA profit on 
these Hall-Wessel house numbers! We give you a sales- 
making display board—mounted with thirteen 15c¢ nu- 
merals with the assortment listed below. Rush your 
order (through your JOBBER) for this timely money 
making deal! ‘ 
/ Hall-Wessel precision pressure cast authentic Colo- 
nial numerals have outstanding beauty, detail and 
finish. Their style, plus an amazingly low price, as- 
sures volume sales wherever displaved. 


LOOK WHAT YOU GET 













Makers of c 
Complete Line 





Assortment No. 1 Assortment No, 2 of Finely 
3dz. #1 (dz. #8 442. #1 1 dz. #6 Finished 
3 dz. #2 idz #9 3 dz. #2 1 dz. #7 Pressure 
2 dz. #3 3 dz. #0 3 dz. #3 i dz. #8 Cast 

! = #4 ! - " 1 =. 24 i& = HARDWARE 
1 dz. #5 idz 2 dz. #5 iz. # 

i az. #6 (a2 SPECIALTIES 
1 dz. # 


HALL-WESSEL CO. 


psAs4 2116-26 W. Nicholas St. 
Philadelphia 21, Pa. 


PLUS Display Board 
with 13 assorted 
numbers FREE 


| 
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THIS BOND PAYS OFF 





It’s easy to form a permanent and profitable bond with 
woodworkers in your neighborhood. Hobbyists, homeown- 
ers and handymen.. . everyone who works with wood .. . 
needs and wants Weldwood Glue. 

They'll buy it where they find it. They’ll return for it again 
and again. And they’ll make your store headquarters for a// 
their Eacdunes needs. 


HERE ARE 6 GOOD REASONS WHY WOODWORKERS WANT WELDWOOD GLUE 


4.Tremendous strength... 


1. Mixes quickly and easily with 
joints are stronger than the 


cold tap water. 
2. Spreads smoothly and easily. wood itself. 

3. Sets fast! Joints can be light- 5 Stain-freeand moisture-resist- 
worked a few hours after nt. 

clamping. 6. Bacteria- and rot-proof. 


| Stock Weldwood Glue in 15¢, 35¢, 65¢ and 95¢ size cans. 


Order from your jobber. Write us for dealer plan and name 
of nearest wholesaler. 








: rton 
Ss a this ca 

ay. Disp Wy eldwood Glue 

of ee it 
where customers can & 

Pn, eee and buy! 





WOODWORKERS WILL ALSO WANT THESE TWO POPULAR PRODUCTS 










Firzite Satinlac 
7 
A specialty 4 s Recommended 
pre-finishing SATINLAC as a simple, 
material to be ? 4 inexpensive 
oe —— maseates for 
plywood or the proper 
other soft = finishing of 





Weldwood 
Hardwood Plywood and 
similar woods, It is a clear 
coating which is easily 
applied. It produces a 
durable, attractive finish; 
Used as an undercoat for brings out all the natural 
stain, paint, or enamel, it beauty of the grain. Does 
dramatically improves the not darken or yellow with 
final finish. age 


woods. Avail- 
able in white and clear, 
Firzite seals the wood pores 
...- kills unsightly wild grain 

. virtual eliminates 
checking sal ouie raising. 








Write for more details on FIRZITE and SATINLAC 


UNITED STATES PLYWOOD CORPORATION 
Industrial Adhesives Division, Dept. 463 
55 West 44th Street, New York 18, N. Y. 


WELDWO0D PLASTIC RESIN GLUE 


253 














MAKE 


MORE SALES... 
MORE PROFIT 


NOW you can get it through your 


MIRRO JOBBER 


See the complete line 
catalogued in the 1949 


HARDWARE AGE DIRECTORY 
pages 123 through 130 


Pre-sold by 
National Advertising 





when the TEMPERATURE 


goes down 


/ YOUR SG PROFITS 
Ne GO UP 


55 advertisements in Farm Papers 
( across the country’s cold belt will 
tell the story of SMITH-GATES Elec- 
f trical Aids to Progressive Farmers 
UV - - how the SG (poultry and stock 
tank) Woter Warmers (7 types) step 
up egg and milk production .. . 
how SG Thermotape (7 numbers) 
keeps waterpipes, eaves troughs 
and down spouts open in the 
coldest weather how SG Ther- 
, mostats (3 types) give complete 
automatic control of these units and 
cut the electrical consumption ond 
save the farmer money. 


Records show every SG product is o 
money-maker for the farmer. To 
make them a money-maker for you 
we have colorful 8 page consumer 
folders and newspaper mats which 
are available free with orders. Use 
coupon for literature on the entire 
SG line . . cash in on the country- 
wide Farm Paper Campaign. 


THE SMITH-GATES CORP. 
PLAINVILLE, CONN. 


THE SMITH-GATES CORP., Plainville, Conn, | 

Please send me detailed information and prices on the | 
SG Line of Electrical Aids to Progressive Farmers. 

| 

Fy 1 

City State 

5 agate oe oA NES 














1112 Olds Tower Bldg., Lansing 8, 
secretary. 


Mill Supply Regional Meetings: 
Oct. 14, Westchester Country Club, 
Rye, N. Y., Ist regional meeting under 
joint auspices of the Regional Meet- 
ing Committees of the American Sup- 
ply & Machinery Manufacturers’ and 
the National Supply & Machinery Dis- 
tributors’ Associations. Nov. 15 — at 
Congress Hotel, Chicago, IIl., Mid-West 
regional meeting of both associations. 
Jan. 12-13, 1950 — at Biloxi, Miss., 
southern regional meeting sponsored 
jointly by the Southern Supply & 
Machinery Distributors’ and the Amer- 
ican Supply & Machinery Manufac- 
turers’ Associations. 


Minnesota. Retail Hardware Asso- 
ciation, annual convention, Jan. 24-26, 
1950, at St. Paul. Convention head- 
quarters, St. Paul Hotel; exhibit, Au- 
ditorium. C. J. Christopher, Nicollet at 
24th, Minneapolis, secretary. 


Missouri Retail Hardware Associa- 
tion, annual convention and exhibit, 
March 7-9, 1950, at the Jefferson Hotel, 
St. Louis. Louis C. Kreh, 1189 Arcade 
Bldg., 812 Olive St., St. Louis, secre- 
tary. 


Montana Implement & Hardware 
Association, annual convention, Oct. 
24-26, 1949, at Great Falls, Mont. Con- 
vention headquarters, Rainbow Hotel; 
exhibit, Civic Center Auditorium. Nor- 
man O. Blevins, P. O. Box 1152, 
Helena, secretary. 


Mountain States Hardware & 
Implement Association annual conven- 
tion, Jan. 24-26, 1950, at the Cosmopol- 
itan Hotel, Denver, Colo. F. W. Reich, 
1233 Spruce St., Boulder, Colo., secre- 
tary. 


National Contract Hardware 
Assn. national exposition and annual 
convention with the American Society 
of Architectural Hardware Consultants, 
Oct. 3-6, 1949, at the Hotel Statler, 
New York City. John R. Schoemer, 
420 Madison Ave., New York City, is 


managing director. 


National Hardware Show, Oct. 12- 
15, Grand Central Palace, New York 
City. Frank M. Yeager, 331 Madison 
Ave., New York City, is the director 
of the show. 


National Retail Hardware Asso- 
ciation annual congress, July 17-20, 
1950, at Seattle, Wash. Rivers Peter- 
son, 333 No. Pennsylvania St., Indi- 
anapolis 4, Ind., managing director. 


National Sporting Goods conven- 
tion and show, Jan. 22-26, 1950, at the 
Hotel Morrison, Chicago, Ill. Exhibits 
in booths and rooms. Sponsored by the 
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National Sporting Goods Assn., One 
North LaSalle St., Chicago 2; G. Mar- 
vin Shutt, secretary. 


National Wholesale Hardware 
Assn., 55th annual convention held 
jointly with the 97th annual convention 
of the American Hardware Manu- 
facturers Assn., Oct. 10-13, 1949, at 
the Marlborough-Blenheim Hotel, At- 
lantic City, N. J. Thomas A. Fernley, 
Jr., 505 Arch St., Philadelphia 6, Pa., 
is executive secretary of the whole- 
salers’ association. Arthur L. Faubel, 
342 Madison Ave., New York City 17, 
is secretary-treasurer of the manufac- 
turers association. 


Nebraska Retail Hardware Asso- 
ciation, annual convention, Feb. 14-16, 
1950, at Omaha. Convention headquar- 
ters, Paxton Hotel; exhibit, Auditorium. 
C. A. McCoy, 325 Insurance Bldg., Lin- 


coln 8, secretary. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 21-23, 1950, at the Hotel 
Statler, Boston, Mass. Russell R. 
Meuller, 185 Dartmouth St., Boston 16, 
secretary. 


New York State Retail Hard- 
ware Association annual convention, 
Feb. 14-16, 1950, at Buffalo. Conven- 
tion headquarters at Hotel Statler. 
Nicholas J. Kiley, 508 Hills Bldg., Syra- 


cuse 2, secretary. 


North Coast Retail Hardware 
Association annual convention, Feb. 
12-14, 1950, at Multnomah Hotel, Port- 
land, Ore. D. D. Stewart, 714 American 
Bank Bldg., Seattle 4, Wash., secre- 


tary. 


North Dakota Retail Hard- 
ware Association annual convention, 
March 21-23, 1950, at Bismarck. Con- 
vention headquarters, Patterson Hotel; 
exhibit, Auditorium. Miss Clarine Sher- 
wood, 24 Clifford Bldg., Grand Forks, 


secretary. 


Ohio Hardware Association, annual 
convention, Feb. 7-9, 1950, at Cleveland. 
Convention headquarters, Hotel Statler; 
exhibit, Auditorium. John B. Conklin, 
198 So. High St., Columbus, secretary. 


Oklahoma Hardware & Implement 
Association, annual convention and ex- 
hibit, Feb. 7-9, 1950, at Municipal Au- 
ditorium, Oklahoma City. Robert K. 
Thomas, 711 Wright Bldg., Oklahoma 
2, secretary. 


Pacific Northwest Hardware & 
Implement Association, annual con- 
vention, Nov. 1-3, 1949, at the 
Multnomah Hotel, Portland, Ore. 
and Nov. 6-8, 1949, at the Daven- 
port Hotel, Spokane, Wash. J. B. 
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Be Prepared 
For the Spring 
Gardening 


Your customers will ask for 
KEES hand garden tools. Be 
readv—order now for the rush 
of spring gardeners. Each tool 
is made of 18-gauge, one-piece 
pressed steel, with baked 
enamel finish. The handle 
ends are closed, rounded and 
smooth—no wooden plugs or 
metal caps to work loose and 


come off. 
The set shown above 


is the four-piece No. 
184 set. Available also 
in three-piece Garden 
set No. 183. Set No. 
183 does not include 
the fork. 
ORDER FROM YOUR JOBBER 

Write Dept. HA-1 for Free Catalog 


F. D. KEES MFG. CO. 


BEATRICE NEBRASKA 


Individual tools: 2 dozen per case 
Set: 1 set per carton, 24 sets per case 


SINCE 1874 
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The “MIDNY’ 
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¥ One of — if not THE — most popular wheelbarrow 


ever made is now back in large scale production 








Better than ever, this familiar Round-nosed Tray 


LS a 





Barrow is built to perform a host of jobs around 












Superior ss the house or shop. The low price tag and its su- 
Products perior construction keeps it ever-popular. An- 
Since 1876 





other JACKMANCO quality produet that gives 







wise dealers the edge in ringing up more sales. 


m 
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JACKSON MANUFACTURING CO. 


HARRISBURG e PENNSYLVANIA 
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Carvel Hall 


















Carving Knife and 
Fork Set 





Steak Knife 7” 


Sets of 
4 


and 






3-piece 
Carving Knife 
Set. (Also avail- 
able with fork) 












“hs 
Master Set, SS 
6 Steak Knives, 


Carving Knife and Fork 


Cutlery 


If you're interested in fast selling items, here’s something 
you can’t afford to overlook .,.. Carvel Hall Cutlery by 
Briddell! 


Keen hollow-ground chrome-vanadium steel blades are set 
in handsome ivory Lustrex handles with sparkling chrome- 
plated safety bolster and ferrule. You can sell individual 
Steak Knives, Carving Knives, Slicers, Carving Forks or 
Honing Steels in sets. And talk about packaging! Besides the 
standard Briddell plastic jewel box case, there’s a new line 
in colorful limed-oak frames with burgundy velvetyn lining 
and plastic cover with tremendous display possibilities. You 
can sell a wide price range, too (from about $3 to $35 retail). 


Carvel Hall Cutlery and the dealers who sell it are backed 
up by Briddell’s big advertising campaign in Good House- 
keeping and Better Homes and Gardens. There are special 
gift promotions in the peak selling seasons. See your jobber 
and cash in on these fast selling cutlery items today. 


@ Briddell 





Famous Carvel Hall 
Cutlery bears the 
Good Housekeeping 
Seal of Approval 










Sale deer INCORPORATED 

‘* Guaranteed by ~ 

Good Housekeeping CRISFIELD, MARYLAND 
243 aoreansce WEF 





Bine Duality ECnllery 
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DADO 
SAWING 
wih LWverr WASHERS 


THEY? §=you BET Ly 
? SELL « THEY D0 


When woodworkers and hobbyists see 
this amazing new invention in action 

. they buy! The low price of $4.95, 
simplicity of operation, and accuracy 
of Micromatic adjustment—have sold 
Warren Washers everywhere, from 
Alaska to South Africa. Outstanding 
stopper display sells ’em right off your 
counter. National advertising and 
mobile demonstration units promote 
sales volume for you! Not a gadget— 
it’s a woodworker’s dream!’ 


WRITE FOR INFORMATION 
WARREN DADO SAWING WASHERS CO. 


70 Medbury, Detroit 2, Michigan 





Y DIETZ ) 


: LANTERNS. 


STOCKING 


DIETZ 


MEANS REPEATS 
Over a Century 
of World Wide 

Acceptance 


R.E. DIETZ COMPANY | 
EES NEW YORK a 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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Channing, 615 Empire State Bldg., 
Spokane, secretary. 


Pennsylvania & Atlantic Sea- 
board Hardware Association annual 
convention, Jan. 23-26, 1950, at Phila- 
delphia, Pa. Convention headquarters, 
Bellevue-Stratford Hotel; exhibit at 
Convention Hall. W. Glenn Pearce, 
1616 Walnut St., Philadelphia 3, secre- 
tary. 


Sportsmen’s Shows: New England 


Sportsmen’s & Boat Show, Feb. 
4-12. 1950, at Mechanics  Bldg., 
Boston, Mass; National Sportsmen’s 


& Vacation Show, Feb. 18-26, 1950, 
at Grand Central Palace, New York 
City; International Sports & Outdoor 
Exposition, March 3-12, 1950, Interna- 
tional Amphitheatre, Chicago; Buffalo 
Sportsmen’s & Boat Show, March 17-24, 
1950, at Memorial Auditorium, Buffalo, 
N. Y.; Detroit Congress Sportsmen’s 
& Vacation Show, March 25-April 2, 
1950, at Fair Grounds, Detroit, Mich. 
Shows sponsored by Campbell-Fair- 
banks Expositions, Inc., 929 Park 
Square Bldg., Boston 16; 139 E. 57th 
St.. New York City 22; 28 E. Jackson 
Blvd., Chicago 4; 331 Andrews Bldg., 
Buffalo 2; 1331 Majestic Bldg., De- 
troit 26. 


Southern California Retail Hard- 
ware Association annual convention, 
Feb. 21-23, 1950, at Long Beach. Con- 
Wilton Hotel; 


vention headquarters, 


exhibit, Auditorium. A. C. Kammeier, 
416 W. 8th St., Los Angeles 14, secre- 
tary. 


South Dakota Retail 
Association annual convention, March 
7-9, 1950, at Sioux Falls, S. D. Con- 
vention headquarters, Cataract Hotel; 
exhibit, Coliseum. O. R. Baily, 605 
So. Euclid Ave., Sioux Falls, secretary. 


Texas Hardware & 
(ssn. annual convention and exhibit, 
Jan. 23-25, 1950, at the Shamrock 
Hotel, Houston, Tex. R. M. Souder, 
814-15 Texas Bank Bldg., Dallas 2, 


is secretary. 


Hardware 


Implement 


Tennessee Retail Hardware Asso- 
ciation, Feb. 20-21, 1950, at Nashville. 
Morris Jones, P. O. Box 784, Nashville 
2, secretary. 


Tri-State Hardware & Implement 
Association, annual convention and ex- 
hibit, Feb. 13-15, 1950, at Herring Ho- 
W. D. Shephard, 


Canyon, Tex., secretary. 


tel, Amarillo, Tex. 


Virginia Retail Hardware As- 
sociation annual convention; March 
21-23, 1950, at Roanoke. Convention 
headquarters, Hotel Roanoke; exhibit, 
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American Legion Auditorium. G. T. 


Omohundro, Jr., Scottsville, secretary. 

Western Retail Implement & Hard 
ware Association, annual convention, 
Jan. 16-20, 1950, at Kansas City, Mo. 
Convention headquarters, Hotel Presi- 
dent; exhibit, Auditorium. William J. 
Shaw, 224 Rialto Bldg., Kansas City 6, 
secretary. 

West Virginia Hardware 
tion, annual convention and _ exhibit, 
March 13-15, 1950, at the Greenbrier 
Hotel, White Sulphur Springs, W. Va. 
Fielding, 1628 McClung St.. 
Charleston 2, W. Va., secretary. 

Wisconsin Retail Hardware Asso 
ciation, annual convention, Feb. 7-9. 
1950, at Milwaukee. Convention head- 
quarters, Schroeder Hotel; exhibit, Au 
ditorium. H. A. Lewis, Stevens Point. 


Associa 


James C. 


secretary-treasurer. 


Lucky Seven Sales Pull 
Traffic for Herrmann's 


EVEN specials for seven days 
and advertised as such cre- 
ated interest and pulled consider- 
able traffic for Otto Herrmann. 
Inc.. 67-29 Myrtle Ave., Glendale. 
N. Y. The first of a series of 
“Lucky Seven” ads used by the 
store, featured exactly seven items 
chiefly having seasonal appeal and 
appeared late in May. 

Brief copy and 
plus the regular and special sale 
price. were featured in the horse- 
shoe bordered ad. In most in- 
stances the items were given dis- 
play space in one of the stores 
windows. The first of the “Lucky 
Seven” ads pointed out that the 
items were “Selected bargains fo 
a limited time only. You’ve been 
looking for these timely home 
needs at the right place. Here 
they are!” 

The first ad, according to Gus- 
tave D. Herrmann, brought a lit- 
eral deluge of orders for most of 
the items listed. The “Lucky 
Seven” theme, appealing not only 
to the sportsman, but to many 
other people, was continued as a 
traffic builder for several weeks 
time. Ads appear in the stores 
once a week—Thursday evening 
insertions in a newspaper pub- 
lished daily and having a wide 
circulation for miles around. 


illustrations. 
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ie 20-Piece Dinner Set 
\Y Look at THESE 


CUSTOMER-PLEASING FEATURES! @ 


@ The five most popular pieces. 


© Beautiful pastel colors—Biue Bonnet, 
Daffodil Yellow, Wild Rose and Apple 
Green—plus Kitchen Red. 


@ Made of “‘boil-proof’’ Polystyrene that 
ean be dip-sterilized in boiling water. a 


e “Can’t-tip’”’ plate design. 


© Cups that deep nest to save cupboard 
space. 


@ Modern design with large service area. 


THE KILGORE MANUFACTURING CO. 


WESTERVILLE, OHIO 











STEEL FENCE POSTS 


"“U" flanged posts with self-fastening 
lugs. No Staples Required. 








DEALERS!. if your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 




















Manufactured by f 
RUDOLPH POULTRY EQUIPMENT CO. <?: 
Vineland, N. J. ai » | 


eS > = 


Steel Goods Packaged in Cartons! 
PIONEERED By GARDEX... 


* SAVES STORAGE SPACE 
¢ PREVENTS DAMAGE IN TRANSIT 
¢ KEEPS RESERVE STOCK FRESH & CLEAN 
* MAKES INVENTORY CONTROL EASY 
e EASIER HANDLING 
GARDEX Packages are all marked for: 


yma f — Identification — Specification— 
You will like this Modern Way. 


GARDEX, Inc., Michican City, Ind. 


GARDEX SotPluw 
GARDEX sce) re) LS 1934 


Americas Modern Garden 

























4 Doz. S‘Handles 


























GUN SIGHTS 


You'll find a good profit in featuring 
these famous precision-made sights for 
rifles and shotguns. Marble's Dealer 
Catalog contains chart showing correct 
sight for any standard make and model 
of gun. 

Three popular sights shown here are 
Marble's Sheard Front Sight, 
Marble's Semi-Buckhorn Leaf Sight, 
and Marble's Flexible Rear Sight. 


Marble Arms & Mfg. Co. 


640 Delta Avenue, Gladstone, Mich. 


BETTER SIGHTS 
for BETTER SHOOTING 
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_ MELL-ROSE 


BRITE-BORE 









GUN CLEANING EQUIPMENT 


Cee 





—— = 
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HICKORY SHOTGUN ROD 


Here's a 3 piece jointed Shotgun Cleaning 
Rod that sells itselfl Of strong, straight 
grain Hickory with a beautiful walnut finish, 
and made to the usual high BRITE-BORE 
standard of quality, the BRITE-BORE Hickory 
Shotgun Rod comes packaged with phosphor 
bronze cleaning brush, wool oiling swab and 
patch tip. Made for 12 — 16 and 20 gauge. 
Order through your jobber. 


THE MILL-ROSE COMPANY 


1985 East 59th Street 


FALL Sales of 


Lawn Seed 


be Cleveland 3, Ohio 





role WA-Vaik-Wme late Miceli 
Super- 
WHITNEY’S 2227, 
LAWN SEED 
for FALL Sowing 


and tie-in with 
WHITNEY'’S 
Ads in 
Newspapers 
— like this one 
shown small size 
Get posted on 
this high-profit 
two big season 
line. Write today. 




















Before you place your next order 
for PAINT BRUSHES write for our 
New Catalog and Price List. 

Attention Salesmen! Territories Oper. 


“BRUSHWISE 


CORPORATION 








MOORE 


PUSH-LESS 
PICTURE HANGERS 


will safely support 10-100 
Ibs. of mirrors or pictures. 





Sell them to your cus- 
tomers with COMPLETE 
CONFIDENCE. They're 
nationally advertised. 


PUSH-PINS 


ore perfect for lighter wall dec- 











crotions, curtain tie-backs, etc 


MOORE PUSH-PIN CO. Since /900 


PHILA. 44, PENNA. 
























Yes, the makers of the famous Hoover 
Cleaner asked women what they / 
wanted . . . designed the gee —_ 
to meet their requests. It’s a brand- ; 
new work saver with a grand old Retail 
name! Cash in on it! THE HOOVER Price 
COMPANY, North Canton, Ohio; 


Hamilton, Ontario, Canada. - including excise tax 














STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 
See our Exhibit, National Hardware Show, Space 544-921 


Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 








SUPERIOR 3 Sold by leading jobbers 
FAUCET ' Pi 

_INSERTS 

Stop Faucet Leaks 






Make old faucets 


better than new 


SUPERIOR VALVE MFG. CO. 
CLEVELAND 15, OHIO 





















winnow srusn WAG Ck) i'd eT 
and SQUEEGEE 


There’s a Minute Mop fast-seller to speed every house- 
hold cleaning job. Women want and BUY the popular 
Minute Dish Mop, Soap Bank, Bath Tub Brush, Win- 
dow Brush and Squeegee. Toi-La-Kleen, and the long 
famous standard size Minute Mop and Drainer, and 
also the new Jumbo Minute Mop for large floor areas. 
All made of Du-Pont Cellulose Sponge. Write or phone 
your jobber today. 


MINUTE MOP (0. cricaco ve ice 








When You Know 
The Trade-Name— 


of a certain product and want to know "Whe Makes 1?” 
look in the General Directory Section of the "Who Makes [#?” 
Number of HARDWARE AGE for the trade-name. You'll find 
it listed alphabetically under the product heading of the item 
in question. Alongside the trade-name you will find the name 
of the manufacturer, also the address of the maker arranged 
alphabetically in the same list. Keep your "Who Makes It?” 
Number close at hand where it will serve your wants quickly. 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y. 

















© CABINET HARDWARE 
© BUILDERS HARDWARE . 
© CABINET LOCKS 

D) yX © SCREWS AND BOLTS 

Whe we. \) © SASH HARDWARE 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * WARS ALL TOS M4, lIOWA 


| COLMBIAN VISES 


THE BEST MADE 


*% Columbian Vises 
are the standard for 
strength, workman- 
ship and depend- 
ability. Columbian 
Vises offer your cus- 
tomers the greatest 
value in_ efficient 
and economical vise 
equipment. All types 
for all work. See 


your distributor. 





























Nationa! METAL 
HEMMED 


BRONZE 
WEATHER STRIP 


This is highest quality spring bronze weather strip in a conve- 
nient package. Unit contains 100 feet of highly polished strip, 
punched every !!/g in., and ample nail supply. ‘| 








Write or wire for prices. 








oA Dew 
EER) =National Metal Products Company THE COLUMBIAN VISE & MFG. CO. 


9017 Bessemer Ave. Cleveland 4, O. 











7 
1025 CHATEAU STREET PITTSBURGH 12, PENNA 
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LIGHT DUTY 
*C” CLAMPS 









Your customers will appreciate 





ery house- “ 

he popular and demand these clamps with 
ush, Win- Aluminum Alloy bodies and copper plated, steel, precision cut 
A. pe screws. Exceptionally strong, yet light in weight, they are handy 
aie edie: to use on all kinds of clamping operations. Sizes range from 
or phone 1%)” to 6” openings with 1%,” to 2%,” depth. Attractively 


priced. Write for data sheets today. Deportment H. A. 


The WESTERN Tool & Mfg. Co., Springfield, Ohio 
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There is an R. Murphy ‘Stay Sharp” quality 
knife for every cutting purpose . . . each knife 











en om 
specially designed, honed and handled to 
WORWICH make a particylar cutting job easier. 
INTRODUCES R. Murphy “Stay Sharp” knives are made 
i ‘ A from the finest tempered steel. Uniformly hard- 
A Spinning Line ened by an exclusive process — hand-honed 
NOE to insure lasting sharpness and precision joined 
o ° are I RWICH experience in produc- ‘ 
| 1? vy em CASE ing ethaial iguiieler sonnei to custom handles that provide the proper grip. 
a ; 1+ 4 cit all-siz ‘ ‘ 
i. 1s ef ‘ lines has pastime’ Largs EASE Order a complete stock today — be ready 
- ae, é + + 9, SURE: ee es: Seen with the knife your customer needs to do the 
| Hem : - p strength, nylon spinning line with . b : ht 
the smallest diameter in propor- 109 right. 
nome tion to. pound test. 100 vd. epacis, FREE: Catalog on request. 
inged 4, 6,8 lb. tests, white, tan, green 
} #2" % respectively 
] e 2 5 Ask Your Jobber Salesman 
: NORWICH 
" ~ 
ga aot LINE COMPANY, INC. 
PB si og Mes ky cee tee ROBERT MURPHY SONS COMPANY 
——— ep Line ion 
lente tet 0 AYER, MASSACHUSETTS 








FOLLOW THE LEADER IN “Want Ad" ADVERTISING— 


Year after year HARDWARE AGE has led its field in Those who contact the hardware trade know from ex- 
the volume of CLASSIFIED as well as DISPLAY adver- perience that HARDWARE AGE is the logical medium 
tising. Its classified columns bring together buyer and to use to secure RESULTS from their classified adver- 
seller, employer and employee. tising. Follow the leader. 








HARDWARE AGE Classified Opportunities Dept. 100 East 42nd Street, New York 17, N. Y- 
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Classified Advertising Rates 














Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Allow Seven Words for Keyed Address 
or Your Address 





*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Set solid, maximum, 50 words....... $5.00 
Each additional word......... 10 op Gut oF special bor ders no . allow d ” 
Positions Wanted 5% discount for 4 or more insertions 
(Special Rate) set solid, maximum, No Agency Commission allowed on Classified 
OF SE isccckstedsess dcewesees $2.00 Advertising. 
Each additional word......... 05 


REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. 
previous to date of publication, 


Address your correspondence and replies to 


100 East 42nd St., New York 17, N. Y. 


to box number | 


Classified forms close 15 days 


HARDWARE AGE 


Classified Opportunities Dept. 























[Help Wanted 








SALES MANAGER WANTED 


\ specialty wire company wants an experienced man 
well grounded in the sale of chain link fence to industry 
Besides selling experience he should understand erect 
ing and have some knowledge of manufacturing. Our 
sales force knows of this position. In replying cover 
previous connections and state salary desired. Preferred 
age 35 to 50 years 
Address Box N-409, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














[Sales Representatives Wanted | 





SALESMEN WANTED BY WHOLESALE 
HARDWARE FIRM. Experience necessary, 


must have car. Calling on Retail Trade. Several 
choice territories open. Good commission and car 
expenses. Full particulars requested. Address 
Box N-415, care of Harpwarre Ace, 100 East 
42nd St., New York 17, N. Y. 

SALESMAN: NOW CALLING ON PAINT 


AND HARDWARE STORES, to carry a Well 
Known Line ‘of Floor Sanding Paper on Commis- 
sion Basis. 
territories. State experience 
dress Box N-426, 
East 42nd St., 


Ad- 
100 


and references. 
care of HARDWARE AGE, 
New York 17, N. Y. 





WANTED 


Old blished. Al f of paint brushes, 
cetteneny advertised, is reorganizing and expanding 
its sales organization, and would like to hear from 
experi capable salesmen of high calibre to 
represent it in several desirable protected territories. 
Liberal — commission basis. Replies held in 
strict confidenc 





Address ag N-295, eare HARDWARE AGE 
100 East 42nd Street, New York 17, N.Y 





| CALLING 


No objection to other lines, Protected | 


> 
SALESMEN WANTED. FACTORY 
| SIRES SALESMEN calling on hardware, house 
hold jobbers and chain stores with fast selling 
established Fool Proof Window and Door Patented 
| Latch. Protected territories. Commission only. 
| Please state territory and number of men covering 
it. Address Box N-435, care of HARDWARE AGE, 
| 100 East 42nd St., New York =. © 


DE- 


TERRITORIES OPEN. SALESMEN 
ON Industrial Plants and Public 
| Utilities to handle an Article that sells for $7.50 
and for which there is a good demand. Can be 
| handled as side line. Direct mail advertising to 
help you. Liberal commission. Write Room 413, 
| 120 Liberty Street, New York 6, N. Y. 


ALL 





THIS LONG ESTABLISHED HIGHLY RATED 
COMPANY offers 75 factory lines to salesmen 
covering retail stores outside of the larger 
cities. Here are seventy-five complete factory 
lines, and salesmen earn a good living handling 
them. It would take you a lifetime to assemble 
so varied an assortment. Write Sales Manager, 
Box N-I45, care of Hardware Age, 100 East 
42nd St., New York 17, N. Y 














PAINT BRUSH, MANUFACTURER 
SEEKING SIDELINE SALESMEN 
MUST HAVE FOLLOWING AMONG HARDWARE JOBSERS, 
DEPARTMENT STORES, DEALERS AND RETAIL TRADE. 
COMPLETE HOUSEHOLD LINE. FINE REPUTATION. 
GOOD COMMISSIONS AND PROTECTED TERRITORIES. 

GIVE DETAILS REGARDING BACKGROUND. 
ELGIN BRUSH CORP. 
520 WEST BROADWAY NEW YORK 12, N. Y. 











_] [Sates Reprerentiatines Wanted] [Soles 


WELL KNOWN HARDWARE JOBBER 
HAS OPENING for Experienced Salesman with 
following in Bergen-Passaic Counties. New Jer- 
sev; Westchester County, Long Island, and Staten 
Island in New York. Replies will be kept confi 
dential. Address Box N-428, care of HaArpware 
a, 100 East 42nd St.. New York 7, 4. F 


SALESMAN WANTED PROMINENT NA 
TIONAL PAINT BRUSH MANUFACTURER 


| HAS OPEN TERRITORIES for men _ now call 


| experience to Box M-672, care of HARDWARE 
| 100 East 42nd St., 


ing on paint and hardware dealers, 
department stores, industrials, etc. 
or manufacturers’ agents considered. 
missions. Territory protected. Write 


lumber yards, 
Sideline men 
Good com 
details of 
Ace, 
New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVE 
WANTED 
to represent nationally advertised line of Copper Bottom 
Stainless Steel Cookware to cover Connecticut, Maine 
Massachusetts, Vermont, New Hampshire and Rhode 
Island. Give qualifications and list of other lines 
carried, State merchandising experience. Write 
NORRIS STAMPING AND MFG. CO. 
5213 So. Boyle Ave. Los Angeles, California 














SALESMEN CALLING ON HARDWARE, 
DEPARTMENT STORE, FACTORITES, 
FARMS, PAINT STORE, AND CONTRAC.- 
TORS to handle full line of Paints, Enamels and 
Varnishes. 10% Commission. Excellent opportuni- 
ties and territories protected. Write details, 
present connection, territory covered. Bissell 
Varnish Company, 277 Mountain Grove Street, 
Bridgeport, Conn. 








SALESMEN WANTED 
A FIFTEEN DOLLAR DEAL FOR RETAIL HARD- 
WARE STORES; ONE HUNDRED PER CENT 
MARKUP; SMALL SAMPLES; QUICK PRESENTA- 
TION; BIG COMMISSION; EXCLUSIVE TER- 
RITORY. A BIG LINE TEN YEARS OLD. 


Write Box N-431, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











AND OTHER LINES CARRIED. 





BUILDERS HARDWARE SALESMEN 


SALESMEN NOW INTENSIVELY COVERING THE HARDWARE AND BUILDING 
MATERIAL TRADE CAN TAKE ON A HIGHLY LUCRATIVE ADDITIONAL LINE IF 
BACKGROUND AND EXPERIENCE ARE SATISFACTORY. 

THIS COMPANY'S NEWLY DESIGNED LINE OF TUBULAR LOCKS, BIT KEY 
LOCKS, MORTISE CYLINDER LOCKS AND MISCELLANEOUS SHELF HARDWARE 
HAS MANY OUTSTANDING FEATURES DESCRIBED AND ILLUSTRATED IN COLOR 
IN A STRIKING CATALOG JUST OFF THE PRESS. 


IF YOU ARE NOW COVERING THE ABOVE TRADE, WRITE GIVING FULL 
DETAILS IN FIRST LETTER REGARDING AGE, EXPERIENCE, TERRITORY COVERED 


ADDRESS BOX N-408, CARE OF HARDWARE AGE, 100 EAST 42ND ST., NEW YORK 17, N. Y. 


WANTED 
INSECTICIDE SALESMEN 
ALL TERRITORIES 


TO HANDLE COMPLETE LINE FOR 
GREENHOUSE, SEED, HARDWARE 
AND DEPARTMENT STORES. _IN- 
CLUDING AEROSOL BOMBS. GOOD 
COMMISSION, RIGHT MEN CAN 
CLEAR $5,000 UP. SEND COMPLETE 
RESUME. OUR SALES STAFF KNOWS 
OF THIS AD. 
Address Box N-4i1, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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[Sales Representatives Wanted] [Sales Reprereniakines Wanted] ‘Sales Repnenewiatines Wanted} 


WANTED: EXPERIENCED BUILDERS 
HARDWARE SALESMAN to travel States 
East of Mississippi River, North and South, call- 
ing on jobbers and contract dealers, to sell com- 
plete line of builders hardware, for old line com- 
pany. Straight salary and expense account; car 
furnished. In reply, state experience and with 
what line, age, if married, and territory 
known. Address Box N-432, care of HARDWARE 
Ace, 100 East 42nd St., New York 17, N. Y 


SALESMEN, FACTORY  REPRESENTA- 
TIVE OR JOBBER SALESMEN who might 
want to carry Side Line in following States: 
Michigan, Missouri, Wisconsin, Minnesota, Iowa, 
Tennessee, New Jersey, North Carolina, South 
Carolina, Georgia, Florida, Louisiana or Virginia. 
You show the dealer goods and get orders, we 
mail goods, collect money and your commission is 
paid upon our receipt of your orders; all corre- 
spondence confidential. Address Master Labora- 
tories, Beaver Falls, Pa. 


SALESMEN HAVING ESTABLISHED 
FOLLOWING among hardware dealers, depart- 
ment stores and/or plumbing and heating con- 
tractors, to take orders for our line of Pipe, 
Pipe Fittings, Gym Play Sets, Clothesline Poles 
and Props, Steel Fence Posts, Cattle Guards, 
etc., on attractive commission basis. Write, giv- 
ing complete information, including lines now 
carried and territory covered. Address Box N-354, 
care of Harpware Acg, 100 East 42nd St., New 
York 17, N. Y. 


SALESMEN WANTED, RELIABLE ES- 
TABLISHED HARNESS, COLLAR AND 
SADDLERY HOUSE selling complete line in- 
cluding kindred items of saddlery, hardware, 
blankets, hames, chains and leather. Protected 
territories in States of New York, Pennsylvania, 
Wisconsin and New England as well as those 
west of the Mississippi River are available. Only 
substantial aggressive men who are willing to 
work hard and on commission basis will be given 
consideration. Application by letter only. Give 
full information about yourself and your busi- 
ness activities over the past five years in first 
letter. Southern Saddlery Company, 
2, Tennessee. 





| SALES REPRESENTATIVES WANTED 


To sell @ quality insect wire screening to retail hard- 
wore and lumber dealers on a commission basis. We 
have a number of choice territories available in most 
all mid States on basis. State detailed 
lificati g age, b kg |, present lines 
and territory now covering. 
Address Box N-407, care HARDWARE a 
100 East 42nd Street, New York 17, N. 








Chattanooga | 








best | 


ED IN ADDING TOP STYLE 
| AND ELECTRICAL LINES to be 
distributors. 
N. Carolina, 
Address Box N-420, care of HARDWARE 
East 42nd St., 


mission. 


and interior door locks in low price range. 
in-knob set—push button control—split spindle 
action. 


be carried. Several territories open. 


SALES REPRESENTATIVES--INTEREST 
HARDWARE | 
sold through | 
Territory: Virginia, West Virginia, 
and S. Carolina. Well established. | 
Acre. 100 | 
New York 17, N. Y 





EXTRA MONEY FOR SECURING 
LEADS. If you are now calling on hardware, 
paint and wallpaper stores or lumber dealers, you 
can create extra income simply by recommend. 
ing our established line of Advertised Quality 
Paints. We close deals on leads provided by you 
and pay you a fixed sum and commission. All | 
replies confidential. Address Box N-404, care of 


EARN 


Harpware Ace, 100 East 42nd St., New York 
7, © 

SALES REPRESENTATIVES WANTED. 
TOPSIDE SPECIALTY SALESMEN CALL 
ING ON RETAILERS. Sell Sensational New 
General Utility Item for homes, autos, sports, 
building maintenance, industries, etc. No recog- 
nized competition. Attractively packaged in 
counter-display box with striking display card 


Old nationally known manufacturer. Liberal com 
Address Box N-430, care of Harow ARE 
42nd St., New York 17, N 


Acar, 100 East 


SALES REPRESENTATIVE WANTED. | 
Complete line of finest-quality cylindrical wr 
ey- 


Immediate recognition and acceptance. 
Want commission representative with established 
following among Jobbers and Contract Dealers. 
Non-conflicting builders’ hardware sidelines may 
Please state | 
full particulars. Confidential. Address Box 
N-382, care of Harpware Ace, 100 East 42nd 
St., New York 17, N. Y. 








SALES REPRESENTATIVES 


wanted by old, established, well known manufacturer 
of electric fuses, electric wiring devices and Xmas 
tree light sets. Must have following among H«rdware 
and Housefurnishing Jobbers or Electrical Jobbers 
Territory available: Pa., N. Y¥. State. N. J., Del., 
Southern States, Pacific Coast and Central States 
Commission basis. 


Write fully te Box N-422, care of eg AGE 
100 East 42nd Street, New York | 

















DISTRICT SALES AGENTS 
WANTED 


WE ARE OLD-TIMERS IN THE MANUFAC- 
TURE OF BUILDERS' HARDWARE (LOCK- 
SETS) AND ARE NOW EXPANDING OUR 
SALES ORGANIZATION, MAKING ROOM 
FOR SEVERAL CAPABLE YOUNG MEN. 
KNOWLEDGE OF BUILDERS' HARDWARE 
IS DESIRABLE AS WELL AS FOLLOWING 
AMONG HARDWARE DEALERS AND LUM- 
BER YARDS. GIVE FULL DETAILS. 


Address Box N-375, care HARDWARE AGE 





100 East 42nd St., New York 17, N. Y. 








SALES REPRESENTATIVE WANTED 


Variety and Chain Store Representative Wanted 
for Hard-Hitting Nationally Advertised Line 
of Lampshades. Complete SALES PROGRAM 
assures RAPID SELLING. PROMPT DELIVERIES 
assure CONSTANT RE-ORDERS. LIBERAL COM- 
MISSION and PROTECTED TERRITORIES. Full 
cooperation from home office. 





Address Box N-416, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








| mission. 


WANTED: MANUFACTURERS REPRESEN- 
TATIVE, well acquainted with Building Supply 
Retail Trade. To handle long line of Locksets 
and Builders’ Hardware on a straight commis- 
sion basis. Give complete details. All letters 


| strictly confidential. Write to Box N-392, care of 
| HARDWARE 


Ace, 100 East 42nd St., New York 


7%, 4. ¥ 


MANUFACTURERS REPRESENTATIVE 


| WANTED TO SELL _ Inexpensive Pointing, 
Brick, and Plastering Trowels, Putty Knives 
Paint Scrapers, Wall Scrapers, and Plastering 
Hawks. Must be established with wholesale hard 
ware jobbers and calling on same now Terri 
tory now open; West Coast and Other Weste m 
States. Reply to the Camson Mfg. Co., Box 842, 

| New Haven, Conn 


MANUFACTURERS’ REPRESENTATIVES 


WANTED PAINT BRUSH CLEANER, 
(Liquid) with exceptional two-in-one action, sat 
isfying thousands upon thousands of regular 
users. Steady repeat orders from dealers in ter 


| ritories where established account for considerable 
| volume, 


and show rapdily growing demand. Pro 
duced by 35 year old firm of excellent reputation 
Exclusive franchises available. Dealer aids. Com 
Address Box N-424, care of HARDWARE 


Acr, 100 East 42nd St., New York 17, N. Y 


REPRESENTATIVES WANTED. AAAI 
Manufacturer is expanding coverage on popular 
priced flashlight line now nationally accepted and 


distributed. We want alert, aggressive, represen 
tation in the electrical, hardware, drug, tobacco 
and variety fields—jobber and chain. Real volume 


line. Protected, developed territories open. Com 
mission 5%. Advise exact area covered, numbet 
of men you travel, references, and lines now be 
ing handled. Address Box N-425, care of Harp 

| warE Acre, 190 East 42nd St., New York 17, 
I ¥ 





Wanted: DISTRIBUTORS 


BY WELL RATED MANUFACTURER OF POWER LAWN- 
MOWERS WITH LEAF PULVERIZER ATTACHMENT. OUR 
PRODUCT CARRIES A LIBERAL DISCOUNT, IS COM- 
PETITIVELY PRICED AND NATIONALLY ADVERTISED. 
CAN YOU SELL AND SERVICE QUALITY MERCHANDISE? 


Address Box N-414, care of + ~ ta haa 
100 East 42nd Street, New York 17, 














MANUFACTURERS’ REPRESENTATIVES 
WANTED 


Sell FIREDAIRE, a unique, adaptable, nationally ad- 
vertised, all steel prefabricated combination furnace 
and fireplace. Nothing olse like it. Almost every home 
owner wants one. Creates many remodelling jobs. 
Eligible under FHA. in use thruout United States and 
in Canada since 1938. With stcel available, we are 
ready to promote and establish dealerships on a wide 
basis. Attractive dealer proposition. If you want to 
add a gooil, profitable item to your line, write 


A. W. Fischer, Sales Manoger, FIREDAIRE Division 


ANDERSON STOVE COMPANY, INC. 
Box 351HA 
ANDERSON, INDIANA 











(Classified Opportunities continued on page 262) 
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[Sales Representakives Wanted | | 


Accounts Wanted | 








CHICAGO JOBBER WELL ROUNDED 
NAME BRAND LINES Hdwe, Tools, Hsewres, 
etc. seeking Mid-West Representation, resident 
and small area coverage. No objection other 
lines. Specify terr. covered for our proposition. 
All replies conf. Address Box N-417, care of 
at ed Age, 100 East 42nd St., New York 
1 





SALES REPRESENTATIVES FOR NEW 
YORK FIRM WANTED to sell Plumbing Spe- 
cialties and Heating Supplies to hardware stores 
and plumbing contractors. Various territories 
open. Replies strictly confidential. Address Box 
N-397, care of Hanpware Acz, 100 East 42nd 
St., New York 17, N. Y. 


SALES REPRESENTATIVE—to sell Fine 
Line of Syndicate Paint and Varnish Brushes to 
the Chain and Wholesale Hardware Trade, par- 
ticularly suitable as sideline, good earnings, ex- 
cellent opportunity with established manufac- 
turer, leads Le many territories still 
Address Box N-399, care of Hanpwarze 
100 East 42nd St., New York 7, B. ¥. 


open. 
Acz, | 


} 

MANUFACTURERS’ AGENTS WANTED 
for High Quality, Low Price Cabinet Hardware 
Line. Must have following among bona fide hard- 
ware and variety merchandise wholesalers. Pro- 
tected territory. Immediate delivery. Give full 
details present line, territory, etc., first letter. Ad- 
dress Box N-421, care of Harpware AcE, 100 
East 42nd St., New York 17, N. Y. 





LN 





Accounts Wanted | 


DESIRE TO REPRESENT MANUFACTUR- 
ERS OF HARDWARE AND HOUSEWARES 
wanting a New York Agent on an exclusive and 
commission basis. Have own office. Address 
Box. N-410. care of Hardware Age, 100 East | 
42nd St., New York 17, N. Y. | 


MANUFACTURER'S REPRESENTATIVE, 
CALLING ON Lumber Dealers, Hardware and 
General Stores, wishes to take on Additional 
Lines in the State of Wisconsin, can handle ware- 
house stocks, experienced, reliable. Address Geo. 
D. Blesener, Box 111, Wisconsin Rapids, Wisc. 





UP-STATE NEW YORK 
ALBANY to BUFFALO 


WELL-FINANCED SALES AGENCY, 
SELLING NATIONALLY KNOWN ELEC- 
TRIC TOOL AND MECHANICAL LINES 
FOR 18 YEARS IN THIS AREA. 3 SALES- 
MEN. OFFICE, WAREHOUSE. EXCEL- | | 
LENT BUSINESS AND FINANCIAL REF. | | 
ERENCES. 


Address Box N-412, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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TOOL MANUFACTURERS WANTED. To 
make Special and Regular Tools for Hardware 
and Automotive Trades. Some Bradley Hammer 
Jobs for small runs and others mass production. 
National sales Organization Estab. 1921 has long 
contacts with Jobbers, Chains and Mail Order 
Houses. Will buy outright or handle on commis- 
sion basis. Address Box N-433, care of Harp- 
ge Acr, 100 East 42nd St., New York 17, 


REPRESENTATIVE WITH (20) YEARS OF 
SELLING AND ACQUAINTANCE among 
Hardware, Housefurnishing, Sporting Goods, 
Chain Stores, and Department Stores desires An- 
other Factory Connection on a commission basis. 
At present represent two nationally known lines. 
Territory, Pennsylvania, New Jersey, Delaware, 
Maryland and the District of Columbia. Address 
Box N-429, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 








MANUFACTURER REQUIRING TRUST- 
WORTHY PERSON TO MANAGE Your Do- 
mestic and Export Business in New York, under 
your name or mine, is offered services of experi- 
enced and conscientious representative, age 40, 


married. Hardware, machinery, tool, accounting 
and office management experience. Basis salary 
plus incentive. Highest references. Reply Box 


N-427, care of Harpware AGz, 100 East 42nd St., 
New York 17, N. Y. 





ARD HITTING MABUPACTURERS’ 
| REPRESENTATIVE traveling three men throug 
| out New England would like a good line a & = 


door handles and locksets to complement other 


nationally known lines now carried. We call on | 
| well-rated retail stores, jobbers and lumber yards 


| at least eight times a year. have a large 
Boston warehouse. Address Box N-336, care of | 
~~ Age, 100 East 42nd St., New York 17, 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Ps 
Branch Offices 
New York @ Philadelphia @ Detrolt 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references 

















SOUTHEASTERN STATES 
Manufacturer’s Agents. [Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue Miami 38, Florida 




















WANTED TO_ BUY: ESTABLISHED 
| HARDWARE AND PAINT STORE in North- 


| ern Arizona or Colorado Community of 10,000 


or more population. Please write details, inven- 
tory, and selling price. Replies strictly con- 
fidential. Address Box N-419, care of Hardware 
Age, 100 East 42nd St., New York 17, N. Y. 
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| 


| 





| ware, 


f B a. Op ; 4 aki . | 
FACTORIES ATTENTION—WANTED BY 
LARGE WHOLESALE HARDWARE HOUSE 
—Bargains in Closeouts, Seconds, Job Lots, etc., 
large or small lots, write or call with samples. 


Address Chas. — Inc., 149 Chambers St., 
New York 7, N. 





ATTENTION MANUFACTURERS. 
Why not produce your own brand of items? A 
clearing house for inventors and manufacturers 
has a few hundred diversified meritorious hard- 
ware and household patented and pending items. 
These are now being offered to responsible man- 
ufacturers on an exclusive license and royalty 
basis. —s Inventors & Manufacturers Asso 
ciates, Inc., 7 Beekman St., New York 7, N. Y. 





APPLIANCE—HARDWARE— PLUMBING 
Sales $80,000 year; same owner 25 years; double 
store; complete line; $26,000 stock; modern 
equipped; two warehouses; nice building, six 
room suite above; equipped for all type repairs and 
service; Western New York; City 2,000 popula- 
tion; sell with property; price reasonable. Address 
The Apple Company, 1836 Euclid Avenue, Cleve- 
land 15, Ohio. 





FOR SALE—HARDWARE STORE ESTAB 
| LISHED 40 YEARS with inventory about $50,- 
000. Long lease or building can be bought. Lo- 
cated in Flushing, L. I., Address Box N-434, 
care of Harpware Ace, 100 East 42nd St., New 
York 1217, W. Y¥. 


HARDWARE STORE — OLD ESTAB- 
| LISHED — DRIVING CITY, South Jersey 
near Philadelphia. 100% clean stock and_loca- 
tion. Retiring due to health. Dollar for Dollar 
value of stock $7,000. Fixtures $1,500. Living 
quarters above store. No triflers. Address Box 
N-418, care of Hardware Age, 100 East 42nd 
St., New York 17, N. Y. 


FOR SALE OR TRADE. Good Small Hotel 
in Daytona Beach, Fla. Wili trade for small 
town Hardware Store. Excellent location in 


pleasant healthful year round climate. Grosses 
about $11,000, valued at $45,000. Fine for 
couple who wish  semi-retirement. Address 


Owner, Orval C. White, 
Daytona Beach, Fla. 


209 S. Ridgewood Ave., 


FOR SALE — HARDWARE, PAINT, 
APPLIANCE, HOUSEWARE AND SPORT 
ING GOODS STORE in prosperous Southern 


New Mexico. Business established 14 years. Ex- 
cellent reputation and has shown increase in vol 
ume each year. Inventory approximately $40,- 
000.00. New modern building. Will sell or lease 
property. Address Box N-423, care of HARDWARE 
East 42nd St., New York 17, N. Y 


FOR SALE IN FLORIDA . established 
| irha Hardware, Appliance, Paint, and Sporting 
| Goods Store. Grossing $50,000.00 annually which 
can be easily increased. Coveted franchises on 
major line of electrical appliances and outbo: ard 





motors. Centrally located in the heart of Flori 

fishing territory—only 3 miles from the nationally 
known Saint Johns River, 25 from Daytor ia 
Beach, and 40 miles from Orlando. Will sacrifice 


at actual cash investment due to other interests 
Low rent, good lease and no competition. (Casn 
price approximately $18,000.00. Address Hard- 
Box 243, Orange City, Florida. 
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BRUSHES 








Touch-Up Bronzing 
Marking Varnishing 


Enameling Lacquering 


psi NE 


M. GRUMBACHER 


464 WEST 34th STREET NEW YORK | 


Send for yo Folder. 


Order from your Jobber 








RN GN AD EERIE | ETNIES TE 


eS % 
SADDLE LEATHER LINE 
he e 





EST. 1857 

@ Holsters, shell cases, cartridge 
belts, and other Lawrence saddle 
leather sporting goods are profit 
producers. Made in the West since 
1857. Nationally advertised in lead- 
ing outdoor magazines. Dealerships 
available. Write for information. 





SEND 

FOR CATALOG 
OF THE 
LAWRENCE 
LEATHER LINE 


THE GEORGE LAWRENCE CO. PORTLAND 4, OREGON 











are made to give 

extra strength. Available in 
adjustable and standard types... ad 
level for every use. 


HALL LEVEL & MFG. WORKS 





AUSTIN, TEXAS 


Genuine DOMES of SILENCE 


SLIDE SILENTLY — SOFTLY — SMOOTHLY 


10c SET SAVE FURNITURE G 
FLOORS-—CREATE QUIET 


**Domes of Silence’’ 
genuine _Glide. 


S0c-SET - 15¢ SET 


Name 
on each 


Bones of Silence 
Rubber Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and call” furniture 


Ask you your Jobber. If he is not supplicd write to 














DOMES of SILENCE, Inc., 35 Pearl St., N. Y. C. 
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A 
Accurate Mfg. Co. .......... . 237 
SS Seer 208 
Akron Hardware Mfg. Corp..... 209} 
Alabama Manufacturing Co. .... 26) 


Aladdin Industries 
Allen Mfg. Co. ... jsage cece 


| = eee 166 
Aluminum Goods Mfg. Co. ..... 254 
American Chain & Cable Co..... 94 
American Import Co. ........... 258 
American Screw Co. ............. 50 


American Steel & Wire Co.. 
American Swiss File & Tool Co... 
American Thermos Bottle Co., The 189 


Ames Baldwin Wyoming Co. ..... I7I 
Animal Trap Co. of America.... 234 
Armstrong Bros. Tool Co. coo a 
Arrow Fastener Co., Inc.. puciek ae 
Arrow Lock Corp iy ee 
Arrow Metal Fentuste eit 160 
Atkins & Co., E. C. isco ame 
Atlas Asbestos Co. = conan 
Atlas Press Co. ... 4 secu Sa 
Autoyre Co., The ec = 
B 
BMC Mfg. Corp. 212 
Baker Brush Co. 34 
i SD een 244 
Bennett-lreland, Inc. Sania ae 
Billings & Spencer Co. .......... 15 
Bissell Carpet Sweeper Co........ 42 
Black & Decker Mfg. Co. ——- 
Blair Mfg. Co. oo 
Blaisdell Fpencil Co. ; 266 
Boker & Co., H. 231 
Boss Mfg. Co. . ua co a 
Boston Varnish Co. _ 20 
Briddell, Inc., Chas. D. 255 


Bridgeport Hdwe. Mfg. Corp., The 16! 
Briggs & Stratton Corp. 165 
Bruce Co., E. L. .. $3 


Brushwise Corp. 258 
Burgess Battery Co. 

Battery Div. ; 137 

Handicraft Div. ; 147 
c 

Calbar Paint & Varnish Co 249 

Calf-Teria Co. : 246 

Campbell Chain Co............... 17 


Central Can Co. . 242 
Central States Paper & Bag Co... & 
Chair-Loc Co. . 248 
Champion DeArment Tool Co. ... 164 
Champion Hardware Co. sa 
Cheney Hammer Corp., Henry... 6! 
Chevrolet Motor Division .. 46 


hicago Die Casting Mfg. Co... 193 
Chicago Lock Co. ............ 247 
Chicago Roller Skate Co. ....... 
Chicago Saw Works ... . 
Chicago Wheel & aa Co.. 202 
Clark Co., Robert H. ........... 192 
Clarke Sanding Machine Co. <- e 
Clemson Brothers, Inc. ..... 167 
Cleveland Cap Screw Co. 159 


Cleveland Chain & Mfg. Co.. 125 
Cleveland Quarries Co. ........ 
Cleveland Twist Drill Co. 
Club Aluminum Products Co...... 58 
Coburn Products Dept., 

agg 4 fs Div. 
Collins 


Cor Re 174 
Columbia ME FOB. ooo iccasccces 227 
Columbian Rope Co. ............ 21 
Columbian Vise & Mfg. Co....... 259 
Congress Drives Div., Tann Corp.. 4 
Corbin Screw Div. ............00. 
Cornish Wire Company, Inc. ” 


Coroaire Heater Corp., The...... 57 
Cummins Portable Tools Div., 


Cummins Business Machines 

Corp ieaaes> ae 
Gouline Wen OR. sc iccese ces 83 

Do 

Dazey Corp. Se ond Sek eaaianeeehe 209 
Se GE, GRD cccccccccccccsee 51 
Dietz i ee ee 256 
Disston & Sons, Inc., Henry...... 127 


Domes of Silence 


HARDWARE 





Dominion Electric Corp. ..... M4 
Dow Chemical Co. 87 
du Pont de Nemours & ‘Co., ¥ 
Fabric & Finishes Div....... 214 
Rubber —™ | Div., | Coganie 
Chem. Dept. .. i23 
E 
E & J Enterprises ......... 748 
SO aeeeeeaeen 82 
€astern Commercial Travelers 21) 
eee 214 
Edwards & Co., Inc. ......... 6 
Embree Manufacturing Co. 19) 
Empire Brush Works, 4 70 
Fe 
Federal Tool Corp. ..... . 173 
Fel-Som Mfg. Co. pales 248 
Firestone Plastics Co. ........ 63 
Fletcher-Terry Co. ............. > «= 
Flexrock Co., Packing Div...... 4 
Franklin Glue Co. ............. _ 
Frantz Manufacturing Co. ........ 183 
G 
er ee 257 
Garrett Co., Inc., George K. (84 
ee th, ra 
General Elec. Co. 
Apparatus Dept. stg ie 219 
Appliance & Mdse. Div.. 76-77 
FS eee .28-29 
General Slicin Mochine Co., Inc. 265 
Gensco Tool Biv. General ‘Steel 
Warehouse Co., Ty wirdvcnaies 
Gilmer Co., L. H. a 80 
Goldblatt Tool Co. Ee 15 
Goodyear & Miller Co. ..... 248 
Goshen Churn & Ladder Co. . 1% 
Graham Co., Inc., John H........ 163 
Great Neck Saw Mfgrs., 
 ccctene the rea 237 
Grumbacher, Inc., M. ........ 264 
H 
Hager & Sons Hinge Mfg. Co., C. # 
Hall Level & Mfg. Works...... . 4 
. eas 23 
Hall-Wessel Co. .................. 253 
Hawkins Iron Co., Inc. .... ; 
Hoover Co., The ........ 28 
Hoppe, Inc., . 





Hotchkiss Se. The E. H. 
Hoyt & Worthen Pa Corp.... 24 
Hurd Lock & Mfg. Co. .......... 25! 
Hyde Mfg. oy Le 


Ideal Brass Works 
Imperial Bit & Snap Co. ..... 266 
Independent Lock Co. 
Independent Metal Strap Co., Inc. 160 


Independent Register Co. ..... 247 
i, oe 2 aap : 176 
J 
Jackson Mfg. Co. ...... 255 
James Mfg. Co. ......... 16 
K 
Kay-Tite Co. . reall es ; 38 
Kees Mfg. Co., ' & ; 255 
7 re : 74 
Keuffel & Esser Co. .......... 175 
Kilgore Mfg. Co 257 

Kimble Glass Div. Owens-Illinois 
Glass Co. . ve 

Klein & Sons, Mathias 78 

Knape & Vogt Mfg. Co. . 243 

Kyonize ... 201 
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Leitner Brush 
Londen Putty 
Lawrence Co 
Lawson Co., 

Lectrolite Co 
Leyse Alumin 
Ubbey Glass 
Glass Co. 

Libbey-Owens 
Livingston Ce 
Locke Stove 
Lucas & Co., 
Lufkin Rule C 
lyman Gun $ 
Lyon Metal P 


Macklanburg- 
Magor Car | 
Marble Arms 
Marshalltown 
McGill Meta 
McKay Come 
Mell-Hoffman 
Mill-Rose Co 
Miller Produc 
Miller, Inc., 
Minute Mop 
Moore Enam 
Moore Push 
Murphy's Sor 
Myers & Bre 


National Ca 
National El 


National Enc 
National Ha 
National Ho 
Assoc. 
National Lo< 
National Mf 
National M: 
National Sc: 
Nicholson Fil 
Noblitt-Spar 
North Bros. 
Norwich Lin 


Oster Mfg. 


P&C Hane 
Parker Har: 
Parker Mfg. 

ent Cere 
Patent Nov: 
Patterson-So 
Patton Too! 
Peerless Fre 
Peerless Lev 
Peerless Mf 
Peerless Pur 
Phoenix Tat 
Pioneer Ger 
Platt & Co 
Plomb Tool 
Porter Cab 
Prentiss We 
Proto Tools 
Puritan Cor 


Railway Ex 
Raybestos-h 
tos Textil 
Ray-O-Vac 
Reardon Lo 
Red Devil 
Republic S$! 
Revere Co 
Rex Cutlery 
Riegel Text 
Rockford £ 
Roebling's 
Rogers Isir 
Rome Mf. 
Rudolph ee 
Russell, Bu 
Nut Co. 
Russel] & E 


HARDY 











enw 214 
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baws’ 123 
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COMPLETE 

L S POWER UNIT 
loiter Brush Co. 162 | Safe Padlock & Hardware Co.... 249 
Londen Putty Works : . 200 | St. Croix Corp .. 266 4 . 
Lawrence Co, Senge . 264) Schacht Rubber. Mfg. Co. ... 246 Looks like a real Fast sales, big profts— 
ie... nee = age =— ats Se RS, 
Leyse Aluminum Co. ............ 38| Seidlitz Paint & Varnish Co...... 223 motor. It's a sure-fire item ‘ 
Libbey “ad Div. Owens-lilinois Sharon Bolt & Screw Co. -... 166 Sounds like a real for your toy department. Lists at $2.50. Packs 
Glass . 22] Sheffield Bronze Paint Corp....... 131 asoline engine! > 2 5 f ic. See y > 
Libbey- Owens-Ford ‘Glass Co. ... 49 Shelby Spring Hinge gt -... 246 : 9 plenty of  aatog ete se i amg ser ma 
Livingston Co., The ........ . 215] Silent Sioux Oil Burner Corp...... 197 Runs on two small OF write direct Free Sen et ay 
Locke Stove hy PS TRE . 75] Simonds Saw & Steel Co. we. 141 flashlight batteries! Immediate delivery—East coast warehouse. 
Lucas . ag Inc., John...... = oe Hardware Mfg. Co. . 231 
PT cccarsedsvetrreesen 4 aa .. 90-91 
lyman Gun Sight Corp... 235 Slaymaker Lock Co.. Ra 8 TECHNICAT INDU STRIE o> Sees ae 
lyon Metal Products, Inc.... 39| Smith-Gates Corp. .. 254 J PASADENA 1, CALIF 


Southern Screw Co. . i183 

Southington Hdwe. Mfg. Co., The = — —— SS ee 

M Stanley Works, The : eeeeeseeeeeeeeeeeeee @ @ 
Stee! Kitchen Cabinet Institute... 197 


Sterling Tool Products Co. 65 
Wecklonburg-Duncan Co. .......... 3 GET EXTRA SALES, EXTRA PROFITS 
Mager Car Corp. ; "178 Strataflo Products, Inc. 176 ’ es 
























Peerless Pump Div. Warp  edlaneiettese 268 
Phoenix Table Mat Co. Warren Dado Sawing Washers Co. = ue a . " 


... 230 
Pioneer Gen-E-Motor Corp. ae |. ff ayer 
* 


, Stratton & Terstegge Co. ,-. 235 . 
Marble Arms & M Co. 257 
Marshalltown + Ba ‘Co. 259 eso oa Co. | eo FL | F 
McGill Metal Products Co. We ao ke = 
McKay Company, The .... 60 Swedish A —— Steal Co sod 
Mell-Hoffman Mfg. Co. aa ae a You add real dollar volume to your hardware 
Mill-Rose Co. . 257 9g ae 4 stock with these fast-selling MILLER PINS. Fill 
Miller Products Co. .... 265 a big farm need. Case-hardened, handy handle, 
Miller, Inc., Robert E. ...... 264 safety features. Going great guns everywhere. 
— Meo So. . ‘ Mig. me = T | > Se _ Popular %” size sells for only 
F 8 ° 
ee ag —— POS : = nr tr inate cou saben co a ¢ OF — van Cee 
urphy's Sons Co., Robert 259 | Templeton, Kenly & Co.. 176 FED t 
Myers & Bro. Co., F. E. 215 | Tennessee Coal, Iron & Railroad 16 DIFFERENT SIZES MEET EVERY HITCH PIN NEED ! 
Ee 227 ASK YOUR JOBBER TODAY, OR WRITE FOR 
Thompson & o— Co., Henry G... 230 PROFIT PROPOSITION: 
Tremco Mf 25 
° ay ees MILLER PRODUCTS CO 
. : rue Temper ay cow 168-169 
Meinet iets ene Aas, 2” | Tryon Gon Edw. 2s , 
, ag-g9 | Tucker Duck £ "Rubber Co.. . 250 713-723 Cherry St. Des Moines, lowa 
one: a seeding see. = " (Jobbers, some choice territories are still open) 
National Housewares Mfrs. 1s U @eeeeeeeesec@eesegse#e¢e?#eeeee ee 
National Lock Co. .............. 258| Union Steel Products C 134 
National Mfg. Co. ........ .. 248 United Sates Plywoed Corp. 
— Metal cz. Co:.... ined tan a) ." 253 
tonal Screw 79g °. ; nite ates Rubber Co. | 
Nicholson File Co. .......... 92 Mechanical Goods Div. . 139 
Noblitt-Sparks Industries, Inc. . 84-85 Textile Div. . ss 6 
North Bros. Mfg. Co. .... 142 | United States Steel Corp. .83, 227 | 
Norwich Line Co., Inc... 259| Universal Metal Products Co.. 205 | 
Utica Drop Forge & Tool Corp... 252 
° >> K 
Vv : 1 Ls best bet for profits in 
Oster Mfg. Co., The ............ 210 — . GENERAL Home Ty 
Vaughan & Bushnell Mfg. Co. I Kitchen Slicers. eae by ‘sales pulling national RETAILS $ 95 
Veeder-Root, Inc. ...... ie ae advertising . . . time-tested and sales-proven to 4 FOR 12 
Vimear Sales BG: esos .. 203 be sensationally fast sellers, the General line is . 
P Vital Products Mfg. Co., a sunene, S oe Senet of extra er — LIST PRICE COMPLETE 
Vichek Tool Co. joes .. 198 profits for its dealers everywhere y .gamble One of the General 81G PROFIT 
Bec ene Cuagnd eet Se. “~~ be Vulcan Electric Co. .............. 178 when you can stock, feature and merchandise MAKERS . . . The ‘‘Little 
le the full line of Giont"” of the line. Chip- 
Patent Gen I oe. Pts. ee General Home resistant porcenamel — fully 
aes ta - — peesipeern a w Slicers — Write equipped with feed thickness 
Patterson Seo Co. “chi i i” “oan oh = daa 
B ‘ aie _ ! f retary knife. 
SS A eae Walker-Turner Co., . 12-13 — 
peerless Freezer Co., >= TEs a Wallace ‘Bros. Div. - ‘Wallace & - 
eerless Level Tool C rae Sons Ce eee : 
Peerless Mig. Corp., Inc.......... 211 | Wappet, ee, ted W........ SLICING MACHINE CO., INC. * WALDEN, N.Y. 





Platt & Co., Arthur | Washburn Co., The............... 214 


i Caen .....:....+.,..... Western Tool & Mfg. Co. 259 : Q : 
Porter Cable Machine Co. 69 | Western Tool & Stamping Co.... 182 ') 2 
Prentiss Wabers Prod. Co........ 15! | White Mop Wringer Co. ........ 215 | 

“i eeeeienen _ 7| Whitney Seed Co., Inc. . 257 | 

Puritan Cordage Mills 36| Wickwire Brothers, Inc . 45 | y 








Wickwire Spencer Steel .. ee , 
Witt Cornice Co. ; 135 sei F U S$ E S 
R Woodings-Verona Tool Wks. . yews | ' ( THE COLOR TELLS THE SIZE 
ooster Brus directors sid heels , 

Railway Express Agency ......... 238 a a seit aa The BEST For Your CUSTOMERS 
Raybestos-Manhattan, Inc., Asbes- 

tos Textile Div. ........ maeeciedl — THE ONLY FUSE WITH THE ALL- 
NI oes coaisivssensicncas x || COLORED PORCELAIN SAFETY TOP 
Reardon Laboratories, Inc., W. G. 2 } © THE COLOR | 
Red Devil Tools ................. X-Acto Crescent Products Co., Inc. 240 | TELLS THE SIZE || [Attractive carton of 5 unit 
Republic Steel | SES ao © NO METAL | {colored boxes sells FIVE in 

evere Copper & Brass, Inc. ..72- 4 (no shocks) _ ee 
Rex Cutlery Corp. ................ Y © NO GLASS You can't go wrong 
toa Textile Corp. gg ‘8 (no _~ |{with — COLORTOPS. 

ckford Brass Works ........... 20 @ SAFETY é 

Roebling's Sons -. Joha A...... 31 Voto © Touns Bip. Co . {no hot flashes to te — 
Rogers enmew & ‘Glue Co...... 203 burn fingers) s 
Rodel ry be » ms eects goss ee 

Ph Poultr ulpment .. 257 Z 

Russell, al Word Bolt & T R i(¢e) FU SE na} FG. CO. 

TARR ER eee ene 39 | Zachman & Co. .............000- 248 | MILWAUKEE WISCONSIN 
Russel! . Ste OW. ..........c0se B01 Dee Wie. GB. ..-sccccssccces.s BY 
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for 
BETTER SALES 


BETTER PROFITS 
BETTER POLES 


Sell 


St. Crete 


JOINTED 
BAMBOO FISH POLES 


With the famous St. Croix rolled edge brass 
ferrules. A line of poles you can be proud of. 


ST. CROIX CORPORATION 
UNITY, WIS. 


“The Nation’s foremost manufacturer of fish 
poles jointed with brass ferrules.” 











Plain 
prices 
sell more 
hardware 


SV aisde/ CHINA MARKERS 


PRINT PRICES PLAINLY 


For quick, self-service sales mark the price 
big and bold directly on the article. 
Blaisdell China Markers write on metal, 
china, glass, plastic or any glossy surface. 
Marks are brilliant, legible and permanent 
... but easy to remove with a damp cloth. 


Available in 168-T Blue; 169-T Red; 173-T 
Thick Black, and ten other vivid colors. 


Order from your dealer, or—Mail coupon for FREE Sample 


Stock Up Now! 














Imperial 


Calf and Cow Weaners 


Now’s the time to capital- 
ize on the seasonal demand 
for Imperial Calf and Cow 
Weaners. Scientifically 
constructed, they do a com- 
plete, thoro - efficient job. 
What’s more — Imperial 
quality builds repeat busi- 
ness through customer sat- 
isfaction. Order from your 
jobber now! 


IMPERIAL 


BIT & SNAP COMPANY 
RACINE, WISCONSIN 











ong, SVats0e7 Pencil Company, Dept. H-29 


141 Berkley Street, Phila. 44, Pa. 
Send me sample of _ 


NAME 
STREET 


3 
ay 
Tring .w 


CITY, ZONE, STATE__ 











@ Specify Imperial on all your garden 


tool and harness 


hardware orders. 


Imperial's quality line costs no more— 
yet serves you and your customers 
better! 


Fé 





Special Aluminum Alloy Weaner 
—#M5—Sizes 1-2-3. Strong. pli- 
able, light. Non-injurious, rust. 


The original Sure-Cure Weaner. 
Prong type. Calf size—2205; 
Cow size— 206. 


Sure-Cure Dull Dise-Type. Calf 
size—# 203; Cow size—# 204. 











Accurate and Dependable 
CARPENTERS’ and MASONS’ 


LEVELS 


Known from Coast 
to Coast! 


Guaranteed 

Tested. Made from 

fine, seasoned woods 
* 


Packed in individual cartons 


Workmanship that has made Peerless 
a leader for over 30 years. 


Yello melalh am aabaclel tet a-lele) tell 416M le) ool ta 


Write for new Peerless literature. 


LEVEL & TOOL 
COMPANY 


STERLING, ILLINOIS 
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Alloy Weaner 
3. Strong. pli. 
Njurious, cust. 


Cure Weaner. 
size—2205; 


anteed 
le from 
woods 








